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MUCH NEATER 





Thanks to 


WEBSTER’S MICROMETRIC 
and 


STAR BRAND PRODUCTS 





. 

- UMER preference for Webster's high quality mer- 
chandise makes this line the best you can carry, and assures 
you of a steady volume. The Webster franchise protects you 
from unfair competition. Webster research provides the 
features that stenographers and business men want and as- 
sures you of valuable “repeat” business. Stock the Webster 


Line! The demand is greater today than ever. 


F. S$. WEBSTER COMPANY 
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MADE EASIER 
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HELPS YOU 


Consistent National Magazine 
Advertising. Millions of sales mes- 
sages in the Saturday Evening 
Post, and the new magazine, Life. 


The best-known names in the 
quality field—such leaders as 
Micrometric, MultiKopy, and 
Star Brand. 


Better facilities at the service of 
your customers. Our modern 
equipment means better prod- 
ucts, faster servicc. 


Sales helps, window and counter 
displays, mailing pieces, the coop- 
eration of the Webster salesman. 


Protected profits. The Webster 
franchise means fair play and 
steady profits from one year to 
the next. 





13 AMHERST STREET 
CAMBRIDGE, MASS. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. They do, however, offer their services in resolving any disagreements which result from relations established 


through the journal. 
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wre k M if mailed frequently to leading manufacturers. 
ate ore I “° 
Evansv D ‘ ° e 
Ever Ready Calendar Vife 


183 
166 


151 


.116 


.180 


90 
162 
11§ 


160 


.181 


185 
180 
184 

99 


71 


.174 
107 
.182 


166 








Pp 


Pacific Cb. & Rib. Mfg. Co.147 
Parrot Speed Fastener Cp KR 


Payson’'s Indelible Ink Co..183 
Peerless Key Co., In .127 
Pelouze Mfg. Co..........178 
Perfect Rub. Seat Cush. Co.169 
Phillips Process Co 162 
Progressive Mechanic. Cp.167 
Pronto File Corp 93 
Pree Gk éeeetece 177 
Q 
Quality Park Env. Co 108 
R 
Reliable Tw. & A. M. Cp..180 
Rishel, J. K., Furn. Co...166 
Rivet-O Mfe. Co 181 
Roberts, Weldon, Rubber 
ak pe hademwee ooekes 
Rockwell-Barnes Co ; 123 
Roosen, H. D., Co o* 185 
Rotospeed Co., The 145 
Royal Typewriter Co... 186 
s 
Sanymetal Products Co 170 
Scat, Dr., Chemical Co....150 
Shaw-Walker Company 121 
Sheaffer, W. A,-Pen Co 96 
Sheppard, C. E., Co.. ..146 
Sherman-Manson Mfg. Co.112 
Shipman-Ward Mfe. Co 115 
Smith, Bradner & Co 158 
Smith, L. C., & Cor.Tw.Ine. 73 
Speedex Co., The 182 
Speed Key Mfg. Co “« 182 
Speed-O-Print Corp 119 
Spencerian Pen Co : 155 
Stein Brothers Mfg. Co 101 
Stencilgraph Co 184 
Stevens Hotel 165 
St. Johns Table Co — 
Storms, H. M., Co » - 149 
Stow & Davis Furn. Co 159 
Sturgis Posture Chair Co.. 87 
Sundstrand 77, Back Cover 
Superior Type Co 183 
T 
Technygraph, The 183 
Tell City Desk Co. 174 
Toledo Metal Furn. Co 97 
Triner Scale & Mfg. Co ones 
Trussell Mfze. Co 166 


Tubular Specialty Mfg. Co.178 


U 
Underwood-Elliott-Fisher 
Gm « 77, Back Cover 
l. S. Tw. Rib. Mfe. Co 180 
Vv 


Vail Manufacturing Co 163 


w 
Wagemaker Co 100 
Walz, Geo. J 178 
Warshaw Mfgz. Co 177 
Webster Electric Co 80. 81 
Webster, F S.. Co 2 
Weeks, Frank A., Mfg. Co.185 
Weis Mfg. Co......83, 4, 5, 6 
Wiggins, John B., Co .180 
. 4 
Yawman & Erbe Mfg. Co.. $1 








For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 


are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 


communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, 
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Ge céosdoccese 77, Back Cover 
Box Letter Files 
Art Steel Co........ i171, 3, & 
Globe-Wernicke Co. ........ 109 
Rockwell-Barnes Co. ....... 123 
Weis Mfg. Co........ 83, 4, 5, 6 
Brief and Zipper Cases 
Doppelt, Charles, & Co.......150 


National Brief Case Mfg. Co..174 
Stein Bros. Mfg. Co 
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Mittag & Volger, Inc........ 107 
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Speed-O-Print Corporation. ..119 


Stencilgraph Co. ........... 184 

Technygraph, The .......... 183 
Engraving, Copper Plate 

Wiggins, The John w., Co....180 
Envelopes 

Bushnell, Alvah, Co......... 161 

Globe-Wernicke Co. ......... 109 


Quality Park Envelope Co... .108 
Envelopes, Celluloid 


See. Ge ‘ese chkcsdn vee 180 
Eradicators, Ink 
H. A. Ink Eradicator Co.....182 
Heyer Corporation, The...... 187 
Erasers, Rubber 
Dixon, Jos., Crucible Co.....169 
panet, A. Wis: Cent isevene 149 
Koh-I-Noor Pencil Co........ 151 
Roberts, Weldon, Rubber Co. .132 
Exhibitions 
Nat’l Business Show Co...... 142 
Eyelets & Eyelet Fasteners 
Markwell Mfg. Co........... 90 
Rivet-O-Mfg. Co. ........... 181 
Fans, Electric 
General Electric Co.......... 129 
File Boxes, Collapsible Corrug. 
Bankers Box Co.......... 167, 8 
Barkley, C. L., & Co........ 72 
Globe-Wernicke TR, ot aeiee octen 109 
Guide System & Supply Co...111 
Oxford Filing Supply Co...... 134 
PUGH: Pb GU deeces veevs % 
Weis Mfg. Co......... 83, 4, 5, 
File Boxes, Metal 
Art Metal Construction Co.. ime 
Art Steel Co.....sscces 171, 5 
Corry-Jamestown Mfg. Corp. “ie: 
Pronto File Corp............ 93 
Rockwell-Barnes Co. ........ 123 
Filing Cab. Ball & Roller Bearings 
ee See, Gee cacasecdsns 166 
Filing Cabinets, Metal 
All-Steel-Equip. Co. ........ 117 
Art Metal Construction Co... 95 
BUG See ks 0cenene cs i71, 3, 8 
Automatic File & Index Co...146 
Browne-Morse Co. .......... 126 
| eee ere 168 


Columbia Steel Equip. Co..... 89 
Corry-Jamestown Mfg. Corp.. 102 


General Fireproofing Co...... 5 
Globe-Wernicke Co. ........ 109 
Metal Office Furniture Co....130 
Pronto File Corp............ 93 
Shaw-Walker Co., The....... 121 


Yawman and Erbe Mfg. Co... 91 
Filing Cabinets, Wood 


Globe-Wernicke Co. ........ 109 
Imperial Methods Co......... 128 
Wagemalter Oe. .cccccsccccs 100 
Weis Mfg Co.......... 83, 4, 5 6 


Yawman and Erbe Mfg. Co.. 91 
Filing Supplies 


Acco Products, Inc.......... 140 
Art a Construe tion Co... 95 
Barkley, @ GOiscccnm 72 
Browne- 4k. Ti inhbe kent 126 
Bushnell, Alvah, Co......... 161 
Cnanenem,. Ga. +» acch dine dae 168 
Corry -Jainestown Mfg. Corp..102 
General F ireproofing is oe 75 
Globe-Wernicke Co. ......... 109 
Guide System & Supply Co...111 
Imperial Methods Co......... 128 


Metal Office Furniture Co... .130 


THE CLASSIFICATIONS 
continued on page 6. 








THE CLASSIFICATIONS 


continued from page 5 


Oxford Filing Supply Co 134 
Parrot Speed Fastener Corp.. 88 
’ronto File Corp 93 
Quality Park Envelope ‘Co 108 
Rockwell-Barnes Co .-123 
Shaw-Walker Co., The. . : 121 
Wagemaker Co ere .100 
Warshaw Mfg. Co...........177 
Weis Mfg. Co.... .83, 4, 5, 6 
Yawman and Erbe Mfg Co 91 
Folders (See Filing Supplies) 
Folders, Presentation 
Ellingsworth Mfg. Co 170 
Fountain Pens 
Autopoint Company . 125 
Esterbrook Steel Pen Co 162 
Sheaffer, W. A., Pen Co 96 
Gummed Cloth Rings 
Graff, Geo. B., Co.. 78 
Warshaw Mfg. Co... 17 
Gummed Tape Sealers 
Metal Specialties Co 160 
Hotels 
Stevens Hotel 165 
index Card Signals 
Cook, H. C., Co 161 
Graff, Geo. B., Co 78 
Index Tabs 
Barkley, C. L., & Co 72 
Globe-Wernicke Co 109 
Guide System & Supply Co...111 
Markilo Co : : osonee 
Shaw-Walker Co., The 121 
inks, Adhesives, Etc. 
Harriman-Welts Prod. Co .181 
Higgins, Chas. M., & Co ..118 
Payson’s Indelible Ink Co .183 
Rivet-O-Mfg. Co 181 
Sheaffer, W. A., Pen Mfg. Co. 96 
Superior Type Co 183 
inkstands 
Defiance Sales Corp 153 
Weeks, Frank A., Mfg. Co 185 
intercommunicating Systems 
Chicago Sound Systems .169 
Miles Reproducer Co .. 184 
Webster Electric Co 80, 8&1 
Leads for Mechanical Pencils 
Autopoint Company oockeo 
Faber, A. W., Inc 149 
Sheaffer, W. A., Pen Co 96 
Leather Goods 
Doppelt, Charles, & Co 150 
National Brief Case Mfg. Co..174 
Stein Bros. Mfg. Co 101 
Leather Upholstered Furniture 
Bright Chair Co 74 
Jasper Chair Co 92 
Majestic Lounge Co Lit 
Leathers, Upholstering 
Eagle Ottawa Leather Co 165 
Lackawanna Leather Co 169 
Letter Trays (See Desk Trays) 
cetterheads 
Wiggins, The John B., Co 180 
Library Equipment 
All-Steel-Equip. Co 117 
Art Metal Construction Co 95 
Art Steel Co ) 
Corry-Jamestown Mfg. Corp..102 
General Fireproofing Co 75 
(ilobe-Wernicke Co 109 
Shaw-Walker Co., The 121 
Lockers and Storage Cabinets 
All-Steel-Equip. Co 117 
Art Metal Construction Co 95 
Art Steel Co.. . 171, 3, 5 
Browne-Morse Co 126 
Corry-Jamestown Mfg. Corp..102 
General Fireproofing Co 75 
Globe-Wernicke Co ... 109 
Lyon Metal Products, Inc 176 
Metal Office Furniture Co 130 
Shaw-Walker Co., The 121 
Yawman and Erbe Mfg. Co 91 
Loose Leaf Books and Systems 
Adams, Henry T., Mfg. Co...183 
F. B. Mfg. Co.... a 
Nat'l Blank ~w Co. 141 
Sheppard, The E., Co 146 
Trussell Mfg Cs 166 
Loose Leaf ~eeeere Celluloid 
Markilo Co 180 
Loose Leaf Metals and Devices 
Adams, Henry T., Mfg. Co 183 
Loose Leaf Metals Co 172 
Mail Distributors 
Bristow, Stanley R 183 
Globe-Wernicke ¢ 109 
Maps 
Acme Card System ¢ 122 


Map Tacks 
Graff, George B., Co......... 78 
Moore Push-Pin Co.......... 182 


Matched Office Suites 
Art Metal Construction Co... % 


General Fireproofing Co soe oe 

Globe-Wernicke Co. ...... 149 

Stow & Davis Furn. Co......159 
Memorandum Books 

Nat'l Blank Book Co seca 

Rockwell-Barnes Co seeceuene 

MUGS GE, Cec cccccccccekee 


Memorandum Devices 
Acme Card System Co conn 
Bristow, Stanley R..........18: 


Mending Tape 


Warshaw Mfg. Co ovenevuenee 
Moisteners 

Better Packages, Inc onneenee 

Kellogg, Allyn W., Sales Co..183 

Metal Specialties Mfg. Co... 160 


Rivet-O-Mfg. Co. ........... 181 


Motors, Electric 
General Electric Co.......... 129 


Numbering Machines 
American Numbering Mach 
Gh Snccesteacdeneusedbe .162 


Office Partitions and cuange 


Globe-Wernicke Co. ... ..109 
Pads, Figuring 

Nat'l Blank Book Co.........141 

Rockwell-Barnes Co sosuae 
Paper 

Brown, L. L., Paper Co...104, 5 

Eaton Paper Corp...... ee ty | 

i Pe Cie. wcecccsecus 144 

Rockweil-Barnes Co : »» AZ 

Smith, Bradner, & Co coe 0h 


Paper Clamps 


Acco Products, Inc.... .140 
Esterbrook Steel Pen Mfz Co 162 
Paper Clips 
Acco Products, Inc..........140 
an, oo oe. Cm... soeunee 
Defiance Sales Corp..........153 
Fulton Specialty Co.......... 164 
Graff, George B., Co......... 78 
Hunt, C. Howard, Pen Co....158 
Parrot Speed Fastener Corp.. 88 
Vail Manufacturing Co.......163 
Paver Fastening Machines 
Ace Fastener Corp........... 98 
MOMO BtAple CO... cccccccccs 185 
Cameron, Cal piethé weaned 168 
Hotchkiss Sales ‘Co... esununcnee 
Markwell Mfg. Co........... 90 


Neva-Clog Products, Inc 

Parrot Speed Fastener Corp.. 88 

Progressive Mechanical Cp...167 
Paste (See Inks, Adhesives, Etc.) 
Pencil Sharpeners 


Graff, George B., Co sseaue. OO 

Hunt, C. Howard, Pen Co... .158 

Koh-I-Noor Pencil Co........ 151 
Pencils, Wood Cased Lead 

Dixon, Jos., Crucible Co.....169 

Faber, A. W., Inc....... .--149 

Koh-I-Noor Pencil Co........151 
Pencils, Mechanical 

Autopoint Company .........125 

Esterbrook Steel Pen Co...... 162 

Sheaffer, W. A., Pen Co..... 96 
Pens 

Esterbrook Steel Pen Co......162 

Hunt, C. Howard, Pen Co... .158 

Spencerian Pen Co...........155 
Perforating Machines 

American Perforator Co......157 
Picture Hooks 

Moore Push-Pin Co..........182 
Pins and Pin Containers 

Vail Manufacturing Co.......163 


Piatens, Typewriter 
American Writing Mach. Co.. 8 
Ames Supply Co ha<eek oneal 
Shipman-Ward Mfg Co. 11 


Postal Scales 


Borg, George, Corp.......... 182 
Hanson Scale Co............ 161 
OD i Css doc aeuke 178 
Shipman-Ward Mfg. Co...... 115 
Triner Scale & Mfg. Co......171 
Price & Sign Markers 
Hellesoe, Hans H............181 
Superior Type Co.. .183 
Publishers 
Bridges, F. W., Ltd...... 184 
Methodes sueeeeoaceeses 185 
Punches 
Acco Products, Inc.......... 140 
Defiance Sales Corp.......... 153 
Globe-Wernicke Co. ......... 109 
Metal Specialties Co.........160 
Mitchell Binder Co.......... 174 
Nat'l Blank Book Co , sonee 


Push Pins 

Moore Push-Pin Co.......... 182 
Representatives Available 

SE ceedétwandéene — 
Ribbons and Carbons 

Allen & Co....... ban .179 

Ames Supply Co.... ere t 


Ault & Wiborg C. & R. Co 79 
nue keye Ribbon & Carbon Co va 
CD Be GOOMcscccccccses 
Columbia R. & C. Mfg. Co.... 
Crown Ribbon & Carb. Co... 157 
Imperial Mfg. Co.. 
Little, A. P., Inc 
Manifold Supplies Co........ 76 
Mittag & Volger, Inc 
Pacific Carbon & Ribbon Co..147 


Phillips Process Co.......... 162 
Royal Typewr. Co., Inc....... 186 
Shipman-Ward Mfg. Co....... 115 
Smith, L. C., & Corona Tws.. 73 
Spencerian Pen Co........... 155 
OE Ts Ming Gibeccedecess 149 


Back Cover 
Mfg. 


Underwood, E. F..77, 
ae S Typewriter Rib 


ctGeehdeeeedeeeses cas 180 

Webster, Seer 2 
Rubber Bands 

ie Wns Met acéesens 149 


Shipman-Ward Mfg. Co — 
Rubber Stamps 


Meyer & Wenthe. 180 
Rubber Type Outfits 

Fulton Specialty Co......... 164 

Hellesoe, Hans H............ 181 
Safes 

Art Metal Construction Co.... 95 

General Fireproofing Co...... 75 

Globe-Wernicke Co. ......... 109 


Herring-Hall-Marvin Safe Co.181 
Eg a RS is 
Meilink Steel Safe Co........ 118 
Shaw-Walker Co., The. 
Yawman and Erbe Mfg. Co... 91 


Scrapbooks 
Globe-Wernicke Co soneckee 
et Ss Gi awaesc $3, 4, 5, 6 
Secretary Desks 
Art Metal Construction Co... 95 
General Fireproofing Co...... 75 
Globe-Wernicke Co. ......... 109 
Shelving 
All-Steel-Equip. Co. . ante 
Art Metal Construction Co.... 95 
fk as 171, 3, 5 
Browne-Morse Co Shescaul 126 
Corry-Jamestown Mfg. ‘Corp.. 102 
General Fireproofing Co...... 75 
Globe-Wernicke Co. .. ...109 
Lyon Metal Products, Inc... .176 


Signs (Changeable Letter) 


Acme Bulletin & Drety. Bd 
Gb deaetsbubesnbeeesictes 182 
Smoking Stands, Office 
Nagel-Chase Mfg. Ce........ 158 
Stamp Pads 
Fulton Specialty Co......... 164 
Meyer & Wenthe............ 180 
OU ME, Gc ncccscescce 181 
Rockwell-Barnes Co. ........ 123 
Superior Type Co....... 183 
Stands for Office Machines 
All-Steel-Equip. Co eee 117 
et Ge Sel ns Guncnees 171, 3, 5 
Corry-Jamestown Mfg. Corp...102 
General Fireproofing Co...... 75 
Globe-Wernicke Co. .........109 
2 i, ccccssenadenvnas 106 
Pn Th. -vésbedegcaceves 181 
. - Sr 177 


Sherman-Manson Mfg. ‘Co. “112 


Shipman-Ward Mfg. Co......115 
Sturgis Posture Chair Co..... 87 
Toledo Metal Furniture Co... 97 


Tubular Specialty Mfg. Co...178 


Staple Extractors 


Ace Fastener Corp........... 98 
Markwell Mfg. Co........... 90 
Staples and Stapling Machines 
Ace Fastener Corp........... 98 
Acme Staple Co... ....cceees 185 
CRGIOUE, GH. caccccccceccesee 
Hotchkiss Sales Co.......... 173 
Markwell Mfg. Co........... 90 


Neva-Clog Products, Inc.....139 
Parrot Speed Fastener Corp.. 88 
Vail Manufacturing Co.......163 


Stationery, Engraved, Lithogr. 


Wiggins, The John B., Co....180 


Stationery, Wholesale 


Weeks, Frank A., Mfg. Co...185 
Stenographers’ Note Books 

Nat’l Blank Book Co......... 141 

Rockwell-Barnes Co ee 





OFFICE APPLIANCES 


Storage and Transfer Cases 


All-Steel-Equip. Co. ........ 7 

Art Metal Construction Co.... 95 
Art GE Gis coseescoage 171, 3, 5 
Bankers Box Co........... 167, 8 
Barkley, C. L., & Co..... 172 
Browne-Morse Co. ..........126 
Columbia Steel Equip. Co.... 89 
Corry-Jamestown Mfg. Corp...102 
General Fireproofing Co...... 75 
Globe-Wernicke Co. ..... ..- 109 
Guide System & Supply Co...111 
Imperial Methods Co.........128 
Metal Office Furniture Co .130 
Oxford Filing Supply Co . 134 
Pronto File Corp........ coe 
Rockwell-Barnes Co. ..... 123 
Shaw-Walker Co., The 121 


Weis Mfg. Co....... .83, 4, 5, 6 
Yawman and Erbe Mfg. Co... 91 


Strong Boxes, Fire Protected 


Meilink Steel Safe Co.. .118 
Me, GE, Ghacandeeses .178 
Swinging Typewriter Stands 
Globe-Wernicke Co. ...... 109 
Wee ee, Ga ccecees 83, 4, 5, 6 
Tables 
Art Metal Construction Co.... 95 
Art Steel Co........... 171, 3, 5 
Browne-Morse Co. .......... 126 


Corry-Jamestown Mfg. Corp...102 


General Fireproofing Co...... 75 
Globe-Wernicke Co. ......... 109 
Lyon Metal Products, Inc 176 
Shaw-Walker Co., The.......121 
St. Johns Table Co..........165 
Telephone Accessories 
Meilicke Systems, Inc........162 
Speedex Co., The...... 182 
Telephone Stands ; 
Art Metal Construction Co.... 95 
Art Steel Co........... i71, 3, 5 
General Fireproofiing Co oa. ae 
Globe-Wernicke Co. .........109 
Shaw-Walker Co. .. 5 ub ose 
Yawman and Erbe Mfg Co... 91 
Thumb Tacks 
Graff, George B., Co a sities a 
Moore Push-Pin Co.... . 182 
Vail Manufacturing Co .163 


Type, Typewriter 


American Writing Machine Co. 82 
Ames Supply Co...... ee 
Shipman-Ward Mfg. Co.. 115 


Typewriter Cleaning Material 
American Writing Machine Co. 82 


CEUUED DO. ceccscscscccces 183 
Dr. Scat Chemical Co........ 150 
Mittag & Volger, Inc...... 107 
Parrot Speed Fastener Corp... 88 
Rivet-O Mfg. Co............. 181 
Shipman-Ward Mfg. Co....... 115 
Woumeet, BF. Bip Gireccecscece 2 
Typewriter Cushion Keys 
Munson Supply Co...... eT 


Parrot Speed Fastener Corp.. 88 


YO 27 

Shipman-Ward Mfg. Co...... 115 

Speed Key Mfg. Co.... coccnae 
Typewriter Cushion Knobs 

and Bases 

American Writing Machine Co. 82 

Ames Supply Co............. 135 

Peerless Key Co............- 27 

Shipman-Ward Mfg. Co...... 115 
Typewriter Display Tables 

Internat’! Typewriter Co...... 181 


Typewriter Parts and Tools 
American Writing Machine Co. 82 


Be Ee Gin 6b v0ss 0002 135 

Shipman-Ward Mfg. Co...... 115 
Typewriters, Mfrs. of 

Corona Typewriter .......... 73 

Royal Typewriter Co......... 186 

Smith, L. C., & Corona Tws.. 73 


Underwood, 
E. F 77, Back Cover 
Typewriters, Rebuilt and Used 
American Writing Machine Co, 82 
Pruitt Co 


Reliable Tw. & A. M. Corp...180 
Shipman-Ward Mfg. Co...... 115 
Visible Systems Equipment 
Acme Card System Co....... 22 
Art Metal Construction Co.... 95 
Automatic File & Index Co...146 
Globe-Wernicke Co. ........ 109 
Nat'l Blank Book Co........ i4l 
Shaw-Walker Co. ........... 121 
Sheppard, C. E., Co......... 146 


Yawman and Erbe Mfg. Co... 91 
Waste Baskets 


Pe dv eteéeees 171, 3, 5 
See, GE. éddewesceencn 168 
Corry-Jamestown Mfg. Corp..102 
General Fireproofing Co...... 75 
Globe-Wernicke Co. ......... 109 


Metal Office 
Nat'l Vulcanized 


Furniture Co.... 
Fibre Co...179 


Shaw-Walker Co., The 
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WANTS AND OR SALE 


The rate for classified advertisements is 


SITLATIONS WANTED 








SUCCESSFUL SALESMAN seeks to enter office equipment field in sales 
capacity with manufacturer or dealer. Operated own business in Chi 
eago for six years Clientele includes outstanding Chicago business 
house Will work Chicago alone or cover Middle West territory with 
Chicago as headquarters. Will consider either wholesale or retail 
Acquainted with office devices, including accounting and filing systems 
from actual use Has right sales personality Interested to hear from 
inyone seeking better Chicago representation Address C-113, care Of 
fice Appliances, Chicago. 


SALESMAN WITH EXCELLENT RECORD in selling to the trade de 
sires to return to active work in field of office equipment or supplies 
Was sales manager for prominent eastern manufacturer for five years 
Has had other successful sales experience. Personally acquainted with 
dealers from New England to Kansas City and from the Great Lakes to 
the Gulf Prefers connection with manufacturer First choice is for 
eastern territory where home is located but will consider any part of 
United States which offers reasonable opportunity. Address C-117, care 
Office Appliances, Chicago. 





SALESMAN WHO FORMERLY OPERATED HIS OWN business six 
years in another line is interested in office appliance field and desires 
to represent manufacturer in Chicago and vicinity A good sales pro 
ducer with experience selling quality merchandise Well acquainted 
with accounting methods Age thirty-four, single Address C-119, care 
Office Appliances, Chicago. 








SALES MANAGEMENT of a high order offered by a man of ideas. 


Steady, sound in methods, thorough Accustomed to broad gauge man- 
izement, heivy responsibilities, background of success Equipped to 


take over complete charge of sales department of manufacturer or im 
portant distributor. Address C-116, care Office Appliances, Chicago. 


EXPERIENCED AND CAPABLE OFFICE EQUIPMENT AND SUPPLY 
MAN, 23 years in fie'd. 43 years of age, seeks connection as buyer 
manager or any dept. manager, or will work as salesman, A-l refer 
Address C-115, eare Office Appliances, Chicago. 





ences, 








SALES AND OFFICE EQUIPMENT MANAGER available, trained, now 
employed, fully versed and having long experience in retail office furni 
ture selling—can handle men Address C-114, care Office Appliances. 
Chicago. 


OFFICE FURNITURE SALESMAN: Experienced, large following metro- 
politan area, desires line desks, chairs or steel cabinets Address C-120, 
eare Office Appliances, 1601 Pershing Square Bldg.. New York, N. Y. 











SALESMEN WANTED 








THIS IS AN OPPORTUNITY for live salesmen. An old established 
manufacturer of zipper portfolios, ring binders, envelopes and patented, 
exclusive leather specialties that are selling fast has openings for sa'es 
men for New York City, Middle and Southwest territories. Advertised 


line. Commission basis Must be acquainted with stationery and 
leather goods stores No objection to carrying an additional line. 
Write at once if you qualify. Address P-15%, care Office Appliances, 
Chicago. 


OFFICE EQUIPMENT SALESMAN WANTED by dealer in one of the 
smaller Wisconsin cities Large manufacturers in vicinity provide fine 
sales opportunities Business is well established including full line of 
loose leaf, files, office and school supplies, also mechanical equipment. 
Send complete information to P-145, care Office Appliances, Chicago. 


TYPEWRITER AND ADDING MACHINE salesman wanted by success 
ful dealer located in college town in Wisconsin. Has agency for several 
desirable lines. Renders service on ail office machines. Send full par 
ticulars. Address P-144, care Office Appliances, Chicago 











WELL ESTABLISHED MANUFACTURER of office necessity has open- 
ing for representative in eastern territory. Must be well acquainted 
in contacting stationers and office supply dealers. Address P-147, care 
Office Appliances, Chicago 











REPRESENTATIVES AVAILABLE 








PACIFIC COAST Sales Organization with warehouse in San Francisco 
ind organization covering group of Western states has capacity for an 
uiditional line to be sold to dealers Present line includes daters, num- 
bering machines, stamp pads and similar articles. Has close contact 
with important dealers. Glad to consider any article of merit not com- 
peting with present lines. Have unusual facilities for giving good rep- 
resentation Address C-118, care Office Appliances, Chicago. 





REPRESENTATIVES WANTED 





IF YOU SELL DIRECT to offices, you can sell our high grade Type 
writer Specialty profitably. Liberal profit on each sale. Protection 
given. Quickly becomes a major line Write for details, giving terri- 
tory you cover. Address P-150, care Office Appliances, Chicago. 


PACIFIC COAST REPRESENTATIVE WANTED to sell device popular 
with stationers. A line which offers excellent sales possibilities Repre- 
sentative will be required to carry stock Not likely to be in com- 
petition with any line you are now selling. Send particulars to P-148, 
ire Office Appliances, Chicago 


eight cents a word, minimum charge, $1.60. 


LEADING MANUFACTURER has excellent territory available for ex 
perienced carbon paper and typewriter ribbon salesmen. Exclusive ter 
ritory for both full and part time representatives. Address P-146, care 
Office Appliances, Chicago. 





BUSINESS OPPORTUNITIES 





SUCCESSFUL OFFICE MACHINERY AND EQUIPMENT BUSINESS 
Established 1932, nice increase each succeeding year. Rental and re 
pair business carry overhead. Ill health only reason for selling. Ap 
proximately $2,000 required. Covers stock and equipment only. Ad 
dress P-151, care Office Appliances, Chicago. 








FOR SALE Established Service Business in Missouri, specializing in 
Burroughs Service. $5000.00—1936 service alone. Excellent oppor 
tunity for Burroughs mechanic or salesman. Price $3000.00. Cash or 
Terms. Address P-149, care Office Appliances, Chicago. 








SALES LETTERS 





LETTERS WILL BUILD SALES: 
pull sates You need them more than ever now. 


For years I have built letters that 
Send me your data 


for new letters, or unsuccessful letters for reshaping. Particulars on 
request. Address H. M. Goldthwait, 123 Washington Ave., Santa Fe, 
N. Mex. 








FOUNTAIN PEN REPAIRING 





ALL MAKES FOUNTAIN PENS REPAIRED for the trade since 1904. 
Standard prices—regular trade discount. All work guaranteed, Prompt 
service. Send all makes to one place—saves postage and time. Send 
a trial package today. Welty Pen & Repair Co., 38 8. State St., Chicago. 








ADDING MACHINE PARTS, TYPE, ETC. 





‘37-38 YEAR TYPE—SPECIAL CHARACTER TYPE made to order— 
Orders filled promptly—Send your old type with order—Adding Machine 
Parts—Keytops—Adding Machine Ribbons. I. A. Dehn, Jr., 1450 10%d 
Ave., Oakland, Calif. 











FOR SALE AND WANTED TO BUY 





Hopkins—Adding 
Office Appli- 


ELLIOTT 
Machines—Addressographs—bought and 
ance Co., 533 8. Dearborn, Chicago. 


FISHER MACHINES—Burroughs—Moon 
sold. Chicago 





ELLLIOTT-FISHER Machines, Adding Machines, Comptometers, Bur 
roughs and Monroe Calculators, Typewriters, and all office machines 
bought and sold. Teeter-Warsh Co., 309 W. Kilbourn Ave., Milwau- 
kee, Wis. 


BURROUGHS, Duplexes, Moon Hopkins, Bookkeeping Machines, Elliott- 
Fisher, Underwood Bookkeepers, Kardex Equipment—bought and sold. 
Moon Hopkins celluloid key cards. Write for prices. Fort Pitt Type- 
writer, 644 Liberty Ave., Pittsburgh, Pa. 


‘BURROUGHS MOTORS” Complete with transmission, Universal and 
AC for all style machines. Adding Machine Sales & Service Co., 1004 
Superior Ave., Cleveland, O. 


ELLIOTT-FISHER machines, typewriters, adding machines—all office 
equipment, bought and sold. w. Crowley Company, 434 Caswell 
Bidg., Milwaukee, Wisconsin. 


ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. Write for FREE Money Mak- 
ing Circular. Pruitt, 527 Pruitt Bidg., Chicago. 


FOR SALE: All models select used and rebuilt Mimeographs for im- 
mediate delivery. United Typewriter and Adding Machine Company, 
813 14th street, N. W., Washington, D. C 


EDIPHONES—all models, select machines, prompt de- 
Sole distributor rights to our Cleartone 
American Dictating Machine Co., 


DICTAPHONES, 
liveries, profit-making prices. 
cylinders being granted to dealers. 
1141 Broadway, New York City. 


DICTAPHONES, EDIPHONES, SUPPLIES — headquarters — machines 
bought, sold—Wholesale, Retail—Write us. Chicago Dictating Machine 
Co., 19 S. Wells St., Chicago. 


Duplicator inks and type- 
Write us, save money. 


MULTIGRAPH RIBBONS re-manufactured. 
writer ribbons. Established over ten years. 
Lewis Co., 953 N. 4th St., Milwaukee, Wis. 


SAFES—National—renewed 26x18x18”" $22.00 each in lots of six or 
more while they last. Inquiries for other sizes invited. 700 renewed 
safes on hand. Acme Safe Co., 216 Centre St., New York City. 


VISIBLE EQUIPMENT bought and sold—Kardex, Acme, Postindex, etc. 
—1000 “6x20"' Acme panels for flexoline or tubes, 1000 “5x20” Kardex 
duplex panels, 1000 “8x24"' IVI panels with channels, all at $1.00 each. 
Special attention to dealers and detai'ed information furnished. Com- 
mercial Card System Co., 401 Broadway, New York. 











OFFICE APPLIANCES 


EXPORT STATISTICS BY THE UNITED STATES DEPARTMENT OF COMMERCE 


United States Exports of Typewriters—December, 1936 Cour N Value Ne Value N Valu N Valu 

















a , Finlar 2 1,049 8 6.4 62 
Standa : Used and I oe - a — . . 1 
pew ew rebui “ . 
‘ “ wr s fee oe 
. Irish Free Sta 2 1,7 2 l4 
Cour . Va N \ N \ , \ Ita 1.930 19 8 965 40 7.750 j ) 527 
Nethe n 85 12 4,299 92 55 t 1,82 
Austria ; 89 202 $ 4 l .. 2 s 18 N way 22 15,842 264 16,929 52 6,841 
Azores and Ma ' ; Poland and Danzig . 81 8,301 8 1.448 
— . l ‘ Portugal 1095)—Ct 5 6 «.. - 
telgiun ii 12 " : A > oan 
Caschonlovek 13 sae — 41 1.08 Rumania is 1,92 i 740 eee ‘ 2 232 
Denmark " 4 484 t Sweden t S 15 4,182 26,661 12 1¥7 
Estonia 1,451 Switzerlan +P ‘ 19,764 11,015 ‘ 1,582 
Finland S 4 j 424 Un 1 Kingd 28 41 l 1, 09¢ 25,182 s 10,346 
France i f j l Yugoslavia f f 
Germany } Canada l i 4 569 217 18,568 4 7.411 
l ( ak } 29 
iu ‘ s ( 5 
Sta 1 Hor 2 l 
S N Ae 
lana s } 22 l ) 
, Mex { 84 l S 4 151 
1 “4 Trinidad 
} x1 j Tobag 4 
] ‘ ! ’ ! ’ Cuba 142 10,521 i 1,270 
Poland a lar 4.544 188 4 RT b> inican 
Portugal l i 18 l4 s lit Rey i 482 15 855 2 150 
K ania 1.782 Netherland Wes 
. & S&S. RB. CR i 8 Indi f 2s 
Sweden ‘ is 68 x 4 1.4 a2 Ha R } f ’ 12 ee 
Swit erland i isd 4 ! 4 r 4 2.634 102 7,41 1,581 
United Kingda. 8: 9 1412 -- . : Cm 188 1,072 
Yugoslavia " 11 j 2 81 21 c . 17 1.u 1,024 
Canada j 18 ‘ 8 47 ur bia l 67 70 4,718 2 1.364 
Costa Rica 618 ‘ 4 Kcuad 18 1,299 
t ‘ R¢ . 2 B h Guiana 236 
Mele ‘ _ x Su na 2 ; 
64 Peru l 172 64 2,955 ; 360 
' 5 -t 5 5 - Uruguay zt , 16 2,637 l 405 
. Ven ela 27 1,836 6 661 
} . 8 . 64 British India 557 : 901 
St. J British Malaya 1 410 3 
nd and ( n 14 1 
Netherland |! i l 1,34 7 6,238 
Fren I 
China 4 168 
i H kK 
| Toba 7 Ja 4 
t hw a ne l 6 231 
. 8 I rt ne Isla 2 1,20 120 9,51 11 l 
tuba ; : ; -4 . 2 196 
Dominican | : Turk 414 244 
Netherland W I Othe hole ‘ . ‘ rn 
French We Ind ' 5 8 2 , . - 
Ha net 8 8 Australia 1,782 ' 12,841 xt 
Arwentina 8 r ; 1 5 l New Zealand l 1,128 ea | r 4,8 7 
Bolivia 8 Belgian Congo . 
Brazil 18,348 f ( 2 i 24s Br h East Af 4 250 
‘ t 87 ] } 410 604 Union of South 
(olombia 14 l 14 l Africa 1 1,604 2 761 2,052 
Ecuador “a Other Britist 
su : : South Africa 7 618 
s : : rt ; Ss bt — Gold ¢ nat l 
V enewuc A » | 14 it« he . . i ° 
Ader ’ 4 ” Other Frencl 
Naudi Arabia Ar t 9 g4 
Hr h Ind ‘ Tl 4 j 418 R48 Mozambique 12 
Bb sh Malaya ‘ f 2 unl Portugue 
(vvlon 4) Ar ll 567 
China j OX %48 
Netherland ; ! Tota ¢ O81 j 2 8 84 $273.7 i $il t 
French it ‘ ; f 
Hong Kor 8 2 S . 
prea 208 Ri. Hawa 2 $ 1 42 $ 5.034 $ 1,381 
peas : - . - luc R 21 1,378 St 
Palestine 7 a lay pus 
Irar ® 
Phi ne | ‘ ‘ 
Siar : 
Syria i 
rurke 29 ! 144 164 United States Exports of Metal Office Furniture—December, 1936 
(ther Asia 
Australia ! l ; 8 
Hr h (ee ‘ 6134 
— _ — . . Bank 
telgian r 
British East A ; ~: 6195 
Union of So 4 S ] 40" i4 l ra. A 
Other British § sults 6139 
; + 4 und Other 
Nigeria . ~- md Metal beds and — 
inher I h We Ss er ot . bed Ane I dg — 





Algeria . . 
on I 4 A 4 ° L 
Liberia B 210 $ 
Morocco : Czechoslo ‘ 8 
+ renee is i D> ark 448 
Other I ‘ Finland ; 
‘ Island I 2 a 
‘ 
I 4 oR j : ‘ ‘ j : ‘ ‘ t 
, Free 8 
mer M . G ar ( 4 § 
Haw ,; ¢ ¢ 44 j $ j ¢ j N und 47 1 
I K S Norw . & 1.88 
I’ r amd I> 
P 5 . 
Rumania t 
United States Exports of Adding, Calculating and Billing Machines Sweden 1,29 8 
and Cash Registers—December, 1936 su and 12 274 
tr iN 8.87 1.04 
Cana i 2.848 § 4.1 8 14 
! h Hor ) 
I Typew ] 
' wokkeeping I 7757 ala t s 
kew t n ‘ , 
. . a 4 
ia ; 
‘ ‘ \ N \ Va N Va . " 1,2 1,8 pode 171 
Salva f ‘ 128 
4 ‘ : 44 : j Mex 4 | 4 108 
He ! ; ! M hand S 
‘ t , : 5,5 1 
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6150 
612 Sheet 
l metal 
shelving 
and wall 
bins. 


Countris N Value 


Belgium $ 
Czechoslovakia 
Estonia 
Finland 
Gibraltar . 
Netherlands $ 4 
Norway 
Portugal 
Sweden j 
Switzerland 
United Kingdon lf 20 
Canada 40 6,71 2.732 
Costa Rica 
Guatemala 
Honduras 
l’anama l 420 3,77¢€ 
Mexico 13Y 7 
Newfoundland and 
Labrador f R8 
Bermuda 5 5 
Barbados l 
Jamaica l 14 
Trinidad and T* 
Other British We 
Indies Rf 
Cuba 
Dominican Republic 
Netherland West Indies 
Haiti, Repub! of 
Argentina 2 
Bolivia 
Colombia lf 526 2 
Ecuador 
Peru ..... 16 
Venezuela . i 
British India 2 v2 
China ...... : S 9 
Netherland India 8 158 
Japan 
Kwantung 
Palestine 
Philippine 
Turkey 
Other Asia 14 l 
Australia 
New Zealand 
Union of Sout! 


Value 


Islands lit 2,039 59 


Africa 4 one 


Mozambique 


Total 
Shipments to 
Hawaii . 2 $ 7.312 $ 
Puerto Ric« 15! 
Virgin Islands 





Countries 

Newfoundland and 

Labradot 
termuda l 278 
Barbados ; 
Jamaica l 120 
Trinidad and Tobago 
Other British West Indies l 40) 
Cuba l 100 
Dominican Republic l 74 
Netherland West Indies 
Haiti, Republic of 
Argentina 
tolivia .. 
BPOGEE ccccccces i 78 
Chile ° . 
Colombia t 1M 
Ecuador 
British 
Surinam 
French Guiana 
Peru 4 14 
Uruguay 

nezuela ] 8 
Seud Arabia 
British India 4 130 
British Malaya 
China SY 
Netherland India 
Hong Kong 
Iraq 
Japan 2 f 
K wantung l 
lalestine 
Philipr 


siam 


Guiana 


ne Islands j 
Syria 

Turkeys 

Other Asia 
Australia 

New Zealand 
Belgian Congo 
Union of Sout) 
Other British Sout)! 





Total ... iOS $24 
pments to 
Hawaii > $1.0 . 
Puerto Rico 12 12 $ 75 
Virgin Island 


punching 
sorting 
and 
tabulating 
machines 
Card 


Sh 


9 


Countries No Value N Value 


vat 


7759 


Austria ‘ $ 


6131 
Sheet - metal 
filing cases 
not insulated 
No Valu 

a l 
10 2 
51 2s 
80 21 

= i 

70 | 
80 l 
83 4.816 
25 1,92 
4 12 
44 l,i 
l 
i4 2 
14] 
118 l 
Ll 
116 2,164 
164 2,86 


l 
691 17.5 
4) 1,1 
14 
128 4,41 
2,418 $58,818 
100 $ 3.0 
324 4 
4 
6131 
Sheet- metal 


filing cases, 
insulated 


not 


No 


Value 


Value 


l 
l 
1.2 
l 
Ni 
i 





Sheet 


6132 
nretal 


cabinets 
neulated 


N Value, 

21 $ 990 

i 171 

7 1,671 
234 6,99 
2 64 

i 1,814 

1,448 

117 

2 85 

l 87 

1 RO 
21 

17 940 

17 760 
{ 22¢ 

12 7.449 
12 

12 181 
614 $26, 48% 

10 $ 649 
6 247 


61 


Sheet- metal 
cabinets, 
insulated 





Value 
41 
1,619 
48 
1.864 
l 
67 
67 
1,239 
44 
1.879 
5 
1050 
i; 
$45,09 
$15,2 
11.636 
Value 


Other adding 
and calculating 
machines, 
including used 
and rebuilt 


Azores and Ma 
deira Islands. . 
Belgium a. 
Czechoslovakia 

Denmark 
Finland 
France 
Germany 
Hungary 
Italy ose 
Malta, Gozo and 

Cyprus : ee 
Netherlands : i 13, 30! 
Norway cocee G 
Poland and 

Danzig . 2° eee 1 
Portugal 
Rumania 
Sweden 2 
Switzerland » o 
United Kingdom $% 
Yugoslavia 
Canada 
British Honduras 
Costa Rica 
Guatemala ll < : 
Honduras . . ee 5 
Nicaragua : cece ; 
Panama 
Mexico . l he 
Newfoundland 

and Labrador. .. eset l 
Trinidad and 

Tobago 
Other British 

West Indies... .. ee 6 
Cuba 
Dominican 

Republic s et oe l 
Netherland West 

Indies . 
Haiti, Repub 

lic of : , 2 
Argentina 10 : 
Brazil ... l 
Chile : . ° 
Colombia . — 62 
British Guiana : l 
Peru . 
Uruguay l 4,: 
Venezuela . 
sritish India 
British Malaya ; 
China 2 
Netherland India 4 9,669 ) 
Japan l 7,136 
Palestine 
Philippine 

Islands o 6 

: 1500 














Union of South 
Africa 
Egypt 
Tunisia 
Other French 
Africa 
Mozambique 
Total 93 $143,287 1,270 
Shipments to 
Alaska 
Hawaii 
Puerto 


Rico . ) 


United States Exports of 








1,060 
619 


300 


396 
891 
5,548 





oot) 


40 
5&8 


376 


506 
47 
951 


747 


296 


$49,663 


$ 


1,819 


Pens and Pencils—October, 


9303 9304 
Mechanical Other 
pencils. pencils. 

Countries Number. Value Gross. Value. 
Austria iss $ 6 
Belgiu R02 1,731 
Czecho 

slovakia 2 2 
Denmark 
Estonia ee 
Finland ‘ 2.684 15 $6 ¢$ 399 
France . 1,197 509 2,040 4,464 
Crermany 
(reece eese > 18 
Hiungary ... 6 13 
Irish Free 

State 144 27 24 135 
Italy 85 an 
Lithuania 550 875 
Netheriands $511 1,292 
Norway 209 45 2 48 
Portugal : »oee 
Spain 194 138 1,500 2,920 
Sweden 111 163 
Switzerland 00 292 
United 

Kingdom 50,240 2,€29 41 185 
Yugoslavia ” 68 
Canada 60,654 4 689 SRG 929 
sritish 

Hoaduras l 
Costa Rica 1 47 x6 189 
Guatemala 540 245 49 
Honduras 460 198 505 
Nicaragua ro | 2 66 
Panama .... 202 144 601 
Salvador 10 17 442 
Mexico 10,136 5,194 3,638 
Newfound 

land and 

Labrador 409 oa 168 193 
termuda 14 16 22 78 
Barbados 
Jamaica ) 12 57 135 
Trinidad and 

Tobweo . 8 i 207 240 














109 . " ee 
6,694 18 3,481 212 
2! 12 1,128 74 
x9 il “104 
ll 31 1,424 
3 . 1,22 
5 
38 
8 ees 
347 77 361 
2. 590 15 wece 
411 oss ones ee 
203 15 1,564 28 
258 
12 M47 
2 47 ’ 2 
26.540 73 14,275 
42 1 151 
56.550 74 », 070 6 
1 150 
20 
‘a 
43 113 
1,048 20 
3 200 2 
2 34 
ee 7 1,050 eee 
411 7 1,528 309 
12 oeee seve 6 
4 2 775 
18 eos 
608 65 981 
4,424 152 209 
l 60 





246 














55 6 70 
108 6 9 
130 
284 . 
467 3 
709 7 ‘ 
1,035 2 20,392 
16 6 
147 48 70 
1,544 7 37 
4,084 6 86 
690 169 265 
1 
24 
ll 
$131 1,138 $196,600 $90,140 
need 4 $ 410 
x 194 ; 1,246 $ 34 
17 30 3,080 251 


1936 


9305 
Pencil 
leads 
and 9306 9313 
pencil Cray Fountain 
parts. ons. pens 
Value Value. Number. Value 
. 2 R16 $ 1,281 
914 2 565 1,667 
1,452 1,775 
24 24 
430 170 


0 $ 3 1,286 








1,261 3,720 
224 a 
18 ee 25 29 
24 101 
924 21% 
54 . 
mil 32 ‘ 
21 7,406 4,821 
28 352 R20 
222 787 
TT 1,432 2,631 
116 2,199 2,94; 
64 1,110 1,738 
1,596 1,196 2,064 
210 1,817 
3,508 6,332 33,521 4,070 
168 73 109 908 
8 32 662 1,618 
i 27 411 1,343 
6 e* 
Ww 
13 
1,097 461 
105 441 642 
1 7 175 150 
114 69 
7 112 215 
} 51 56 








10 


Per 
nds 
03 " od 9312 
Mechanical onl encil Crey Foun’ ain 
pencils er arts ! pens. 
rher B isl 
West Indies ‘ 0 
Cuba 2.88 48 10,2 i "”) 2,861 2,010 
Dominican 
Republic ! i8 115 234 
Netherland 
West In- 
dies .... ] l 14 227 524 
French West 
Indies ‘ i , 60 136 
Haiti, Repub 
Ile of... an 14 9 104 
Argentina ] ” 1,7 137 742 l 60 3,399 6,41 
Bolivia - 
Mragzil .. l ‘ 18 4,178 8.142 
Chile . : . x ‘ ‘ 7 2.809 249 
Colombia i ‘ f 4 774 1,422 852 
Eeuador +4 4 
tritist 
Gulana | 14 60 658 
Paraguay “4 
Peru ; | 
Uruguay ; 8] an 
Venezuela 5 ‘ RTF 128 132 1,58 
tritish | : 1.07 ‘ 18,062 'T_188 
British 
Malaya 2 { 129 0 
Ceylon . 2 is 2 RS 
China 44 1,7 i i 7,87 
Nett ! 
India t 1,20 2,384 
French Ind 
China 8 lf 
Hor Ke 5 7 
raq 74 
Japan ‘ 1 
Palestir : 7 4) 
Irar 8 
Phil ir 
Islands 7 : g g58 ao 
Siam ‘ "2 
Syria j j 8 ON 
Turkey i l 
Other Asia ! 7 
Australia 8 8 2¢ 1,744 2 t 
French 
Oceanta 1 
New Zealand i 8 
Belgian ¢ 
British 1} 
Africa | 17 
Union 
South Af 8 1,81 ‘ 6.41 
Nigeria 14 
Faypt 47 1,100 
Morocco | 
Mozamhiq j 
Other Portu 
guese Afr l ] 233 867 
Other Sr ! 
Africa 1 I 
T l 181,38 $ : $48 i $ $ 721 #1 124 $139,5 
iHawa : j ¢a791 § ¢ él 02 $ 4281 
r rR 8 8 4,564 2,234 
\ n 
Island j 61 3 40 
> 
Census of Manufacturers: 1935 
Writing Ink 
Manufacturers of writing ink In the United States reported a small in 
crease in employment and a substantial increase in production in 193° 
as compared with 1933, according to preliminary figures compiled from 


released by Di 
Com 


returns of the recent Biennial Census of Manufactures. 


rector Williar I Austir Bureau of the Census, Department of 
nerce 

Wage earners employed in this industry in 1935 numbered 377, an in 
crease of 6.2 percent over 355 reported for 1933, and their wages, $379 
236, exceeded the 1933 figure, $321,281. by 18.0 percent The products 


valued (at f. o. b 
compared 


factory prices) at 
with $2,522,118 re 


industry in 1935 were 
4.1 percent as 


made in the 
$3,381,907, an increase of 


ported for 1933 The total values of writing ink manufactured, includ 
ing that made as a ondary product by establishments in other lines of 
manufacture, were as follows 1935, $3,678,797 1933, no data; 1931, 





$3.541.672 1929. $4. 669.988 
Summary statistics for 1935 in comparison with earlier years are given 
in the following table All figures for 1935 are preliminary and subject 


to revision 


Summary for the Industry: 1929 to 1935 


(Because they account for a negligible portion of the national output 
plants with anr | production valued under $5,000 have been excluded 
nee 1919 
193 193 1931 1929 
Number of establisl nt 22 22 23 29 
Wage earners (average fi 
the year)! 77 347 116 
Wage s 79.236 §$ 521 281 $ 162.999 $$ 479.995 
Cost ‘ steria tail 
ers t i and urcha l 
energy 1.414.541 1,226.49 1,462,621 1,992,573 
Value of product 381,907 5,922,118 $555,121 $1,594,974 
Value added = by inufa 
~ 1 967 266 1.295.623 © 072.500 2 602,401 
Percent of increase or decrease ( ) 
19 19 1931-1933 1929-1931 1929-1935 
Number f « l } ! (5) , (5) (5) 
W ut ea vr ive 
year 6.2 2 16.4 a4 
Wage Is 0 11 24.4 1.0 
‘ t of / ria ! 
and purchased ’ l ! i 1 "Hf 'a 0 
Value f product l I 23.1 26.4 
Value added | 1.8 204 24.4 
N t T v Da ! ficers and e1 
os Ww I l : T wage earners is an aver 
of tl ' Noe t rte ! ' nl mont? f he year In caleulatin 
ial we ! be ! fu time ul art.-t e wace earners (not 
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reported separately by the manufacturers), and for this reason it exceeds the nu 
ber that would have been required to perform the work done i: ‘ ndustry if 
sll wage earners had been continuously emplove throughout the vear The quotient 
obtained by dividing the amount of wages by the average number wage earners 
nnot. therefore, be accepted as representing the average wag ece yw full 
time wage earners In making comparisons between the sures for 1 and those 
r earlier years, tl possibility that the proportion part-time employment varied 
from year to year should be taken into account 
Profits or losses cannot be calculated from the census figures because no data 
sre collected for certain expense items, such as interest, rent, depreciation, taxes 
nsurance, and advertising 
riting ink manufactured, including tha le aS a sec 
a ndustries, were as f ws 5 $ 78.797 1 n 
a: 2; 1929, $4,669,988 
* Value f products less cost f materials mtainers, fuel, ar ! ed elec 
> energ 
I ent r r ited where base is less than 100 








BUSINESS OPPORTUNITIES 


Important to Manufacturers 








vr tet r ’ ries rece cd rect from rea 7 Or < 
APPLIANCES, are tangible business opportunity 
iH ’ ; rev thbmit references w mis made ’ j ten 
Wants Abroad 
Widespread Sales Organization Available--A. Torres, export sales man 
ager, 2531-39 North Ashland avenue, Chicago, offers the services of an 
export organization of ninety-two salesmen covering practically all coun 
tries of the world. Mr. Torres wishes to secure additional lines in office 
appliance, stationery, office and school supplies He is now handling the 
globes of Repogle Globes, Inc., leather goods of Charles Doppelt & Com 
pany, roller skates made by the Chicago Roller Skate Company, dupli 
cating machines, et He seeks additional lines His plan is operated on 


commission basis 


a strictly 

Venezuelan Representative Wishes Lines--Ernesto Paris, Apartado 8238 
Caracas, Venezuela, wishes to undertake the representation of American 
‘ffice machines in his country He states that The National Cash Register 
Company has been making a campaign on bookkeeping machines, ac 


counting machines, analysis machines, etc., which campaign has created 
a demand for innumerable lines of office devices Mr. Paris wishes to 
get in touch with the best manufacturers in the lines listed, as well as a 
nachine for changing coins, Mimeographs, Multigraphs, Addressographs 
time recording devices (card and roll), loose leaf binders, files for book 
keepers—in general, all kinds of office equipment and devices Mr. Paris 
states that he is the representative of the Standard Electric Corporation 
und cites as reference the National City Bank at Caraeas, or any of the 


local banks 


Wanted Here at Home 


Catalogues Requested by Raleigh Dealer-—-The Acme Office Appliance 
Company (formerly Regan & Caviness, 127 South Salisbury street, 
Raleigh, N. C.), requests that manufacturers of office machines and 
devices send their catalogues, price lists and discount sheets 
Hicks, formerly 


Typewriter House Asks Catalogues.__L. W manager at 


Charlotte, N. ¢ for the Royal Typewriter Company, Inc., has opened his 
own business at 216-18 East Market street, Greensboro, N. C He will 
continue to handle Royal products, together with other lines. Mr. Hicks 
wishes to receive catalogues and other promotional material from manu- 


facturers in the office machine and equipment flelds 


Northwest Traveler Can Carry Added Lines-—-An experienced traveling 


salesman, familiar with the northwest territory, is in a position to take 
on additional lines Now connected with one of the larger manufacturers 
Is married, has a car: knows the trade and the merchandise used in the 
territory He covers the territory between Seattle and the Canadian 
border Mes 158, care of Office Appliances, 20 North Wacker Drive, 
Chicago, Til 

Ohio Stationer Asks for Catalogues.Geo. Alf. Brown Company, 207 
Fahien-Tehan building, Springfield, Ohio, requests that manufacturers of 
commercial furniture and stationery send catalogues. This company has 


been active in the sale of blank books. county records. loose leaf systems 
printing and special forms Please mark mailings for the attention of 
Ted W. Brown 


—_ 


Destruction of Obsolete Typewriters Urged 


the 
eliminate 


abroad 
competi 


movement 
the 


commented on 
The aim is to 


(Labor Saving) 
typewriters 


Spaarwirtschaft 
to destroy all obsolete 


tion of the old machines when new typewriters are considered 
ae 
China to Print Banknotes 
The Chung Hwi Book Company, the second largest printing and pub 
lishing business in China, has obtained from the government a contract to 
print the or portior of the legal tender banknote (Commerce 
Reports. } 
ie 
Typewriter Prospect in India 
The United States Department of Commerce reports an inquiry for re 
built typewriters from Rio de Janeiro, Brazil. Mention Opportunity 2275 


> 


Canada Requires Mark of Origin 


Effective January 1, 1937, and until further notice, decalcomania tran 
fers for advertising and display imported into Canada are to bear a marth 
f rigin on the face of the decalcomania (Commerce Reports.) 


Note—Exports of Typewriter Ribbons, Carbon 
Paper and Office Supplies will be found on Page 
179. 
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PATENTS 





Copies f patents shown here un be obtained 

m the Commissioner of Patents, Washington 

( for ten cents each in cash, postoffice 

ney orders or certified check. Stamps and 
personal checks not accepted. 

2,068,650. Duplex Adding Machine. Walter A. An- 


derson, Rockford, Ill., assignor, by mesne assignments 
to Underwood Elliott Fisher Company, New York, N. 
Y., a corporation of Delaware. Application January 
6, 1933, Serial No. 650,394. Granted January 26, 1937. 

2,068,788. Typewriter. Bethoid Baumann, Nurem- 
berg, Germany, assignor to Triumph-Werke Niirnberg 
A.-G., Nuremberg, Germany. Application February 26, 
1935, Serial No. 8,406. In Germany March 5, 1934. 
Granted January 26, 1937. 

2,068,894. Copy Holder Machine. Thurmon H. Tal- 
ley, Little Falls, N. Y., assignor to The Dawn Mfg. 
Corp., Rochester, N. Y., a corporation of New York. 
Application September 20, 1930, Serial Ne. 483,288. 
Granted January 26, 1937. 

2,069,255. Brief Case. Samuel H. Lifton, Brooklyn, 
N. Y. Application September 14, 1935, Serial No. 
40,569. Granted February 2, 1937. 

2,069,277. Reversible Ribbon Feed Mechanism. Guido 
M. Sacerdote, Bayside, N. Y. Application July 6, 1934, 
Serial No. 734,015. Granted February 2, 1937. 

2,069,298. Typewriting Machine. Henry Allen Avery, 
Groton, N. Y., assignor to L. C. Smith & Corona Type- 
writers, inc., Syracuse, N. Y., a corporation of New 


York. Application September 7, (935, Serial No. 
39,515. Granted February 2, 1937. 

2,069,462. Projectable Eraser. John H. Rouse, Los 
Angeles, Calif. Application April 6, 1936, Serial No. 
72,901. Granted February 2, 1937. 

2,069,489. Billing Machine. William A, Eagan, 
Glen Rock, N. J. Application July 26, 1930, Serial 
No. 470,895. Granted February 2, 1937. 

2,069,492. Multicopy Attachment for Typewriters. 


Beulah Louise Henry, New York, N. Y. Application 
August ti, 1932, Serial No. 628,281. Granted Feb- 
ruary 2, 1937. 


2,069,550. Typewriter Line Spacer. Ernest Lewis 
McMillan, Houston, Tex. Application February (8, 
1935, Serial No. 7,089. Granted February 2, 1937. 


2,069,707. Adjustable Typewriter Support. Wilbert 
E. Herman, Milwaukee, Wis. Applicaticn September 
4, 1934, Serial No. 742,653. Granted February 2, 1937. 

2,069,829. Typewriting Machine. William F. Hel- 
mond, West Hartford, Cenn., assignor te Underwood 
Elliott Fisher Company, New York, N. Y., a corpora- 
tion of Delaware. Application November 28, 1934, 
Serial No. 755,110. Granted February 9, 1937. 

2,070,042. Typewriter Attachment for Handling Con- 
tinuous Duplicate Record Sheets. Robert J. Copeland, 
Toronto, Ontario, Canada. Application November 2, 
1935, Serial No. 48,053. Granted February 9, 1937. 


2,070,18!. Stencil Sheet. Marjorie E. Ryan, San 
Francisco, Calif. Application November 29, 1935, 
Serial No, 52,014. Granted February 9, 1937. 

2,070,419. Bookkeeping Machine. Bruno Bernkessel, 


deceased, tate of Essen-on-the-Ruhr, Germany, by 
Martha Bornkessel, administratrix, Essen-on-the-Ruhr, 
Germany, Ernst Breitling, Wilhelm Brauer, and Karl 
Auqust Lehmann, Essen, Germany, assignors, by mesne 
assignments, to The National Cash Register Company. 
Dayton, Ohio, a corporation of Maryland. Original 
application February 24, 1925, Serial No. 11,373, Patent 
No, 1,896,936, dated February 7, 1933. Divided and 
this application October 25, 1927, Serial No. 228,679. 
in Great Britain January 19, 1925. Granted February 


9, 1937. 
2,070,461. Piston Fountain Pen. Asahi Watanabe. 
Toshimaku, Tokyo, Japan, assigner to The Namiki 


Manufacturing Company Limited, Tokyo. Japan. Ap- 


plication July 16, 1935, Serial No. 31,566. Granted 
February 9, 1937. 

2,070,785. Register. Loring Pickering Crosman, 
Maplewood, N. j., assignor to Gardner Company, 
Orange, N. J., a corporation of Delaware. Application 
March 9, 1935, Serial No, 10,271. Granted February 
16, 1937. 

2,070,797. Multiple Roll Duplicating Machine. Al- 


fred Marchey and John W. Herniund, La Grange, 
and Cecil C. McCain, Glen Ellyn, ll., assignors to 
Ditto, Incorporated, Chicago, I!l., a corporation of 
West Virginia. Application May ti, 1934, Serial No. 
725,036. Granted February 16, 1937. 

2,070,824. Electric Calculating Machine. Rene Ed- 
mond Boutet, Paris, France. Application December 
27. 1934, Serial Ne. 759,387. In France February /4, 
1934. Granted February 16, 1937. 

2,071,083. Tabulating and Computing System. Rich- 
ard Leland Nash, Wilkinsburg, Pa., assignor of one- 
half to Harold Fearon, Edgewood (Pittsburgh), Pa. 
Application May 16, 1935, Serial No. 21,771. Granted 
February 17, 1937. 

2,071,141. Accounting Machine. Everett H. Placke, 
Dayton, Ohio, assignor to The National Cash Register 
Company, Dayton, Ohio, a corporation of Maryland. 
Application February 24, 1933, Serial No. 658,314. 
Granted February 16, 1937. 

2,071,147. Twirter Ring for Typewriter Platens. 
Charles |. Watson, Brooklyn, N. Y., assignor to Peer- 
jess Key Company, Inc., New York, N. Y., a corpora- 
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tion of New York. Application May 9, 1936, Serial No. 
78,762. Granted February 16, 1937. 


2,071,172. Mechanical Pencil. Joseph Meiiner, West 
Orange, N. J. Application May 19, 1936, Serial No. 
80,500. Granted February 16, 1937. 


2,071,206. Type Bar for Typewriters and the Like. 
Seyed Khalil, New York, N. Y., assignor te Royal 
Typewriter Company, Inc., New York, N. Y., a corpo- 
ration of New York. Application January 2!, 1936, 
Serial No. 60,025. Granted February 16, 1937. 


2,071,278. Dictating Machine. Theodore H. Beard 
and John E. Renholdt, Bridgeport, Conn., assigners to 
Dictaphone Corporation, New York, N. Y., a corpora- 
tion of New York. Application June 24, 1933, Serial 
No. 677,447. Granted February 16, 1937. 
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102,930 
DESIGN PATENTS 
102,881. Design for a Combination Desk Set. Carey 


G. Gregory, Los Angeles, Calif. Application November 
14, 1936, Serial No. 65,915. Granted January 26, 1937. 

102,930. Design for a Fountain Pen or Similar Ar- 
ticle. Charles Silverman, Providence, R. 1. Applica- 
tion November 14, 1936, Serial No. 65,909. Granted 
January 26, 1937. 

102,975. Design for a Typewriting Machine. James 
H. Rand, Jr., and Russell E. Benner, Buffalo, N. Y.. 
assignors to Remington Rand, Inc., Buffalo, N. Y., a 
corpora‘ion of Delaware. Application December 26, 
1935, Serial No, 60,294. Granted January 25, 1937. 

102,995. Desion for a Paper Knife. Robert H. 
Stewart, Detroit, Mich. Application December 8, 1936, 
Serial No. 66,379. Granted February 2, 1937. 











Michigan Avenue, Chicago, with 
the Stevens Hotel, Housing the 
Exposition Hall in which the Chicago 
Business Show Will Be Conducted 
March 22 to 27, Prominent in the 
Left Foreground. At the Right: 
Business Show Executives —Top: 
F. E. Tupper, President; Center: E. 
O. Tupper, Secretary; Bottom: C. 
H. Hunter, Chicago Manager. 


(See Page 37) 
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The Revised Patman Pattern for 


To most interesting unan- 
swered question at Washing- 
ton, in these piping times, is the 
multiple riddle of what is to 
come of the Congressional 
plans for supervision of prices 
in business. In so far as the 
basic issue is concerned there 
is nothing new in the itch to 
have Uncle Sam regulate, or 
censor, prices. That ambition 
was one of the mainsprings of 
Anti-Trust legislation away 
back in the beginning. Follow- 
ing the Sherman Act, the plot 
to patrol prices directly or in- 
directly found expression in the 
Clayton Act, the Federal Trade 
Commission Act, and others. 
Optimists nursed the hope 
that, with the evolution of 
NRA, business might be spared 
further Governmental med- 
dling with prices. The experi- 
ment was too short-lived to al- 
low measurement of the effect. 
Whether the collapse of the 
codes was in any degree respon- 
sible, business America is now 
face to face with a whole new 
chapter of efforts for price 
regimentation. The end is not 
yet. But it is plain to be seen 


Policing Prices 


By Waldon Fawcett 


that this current brew is, in a 
way, the most complicated of 
all efforts for Federal discipline 
in commercial pricing. 

Some confusion is being oc- 
casioned in the present scene 
because not all the onlookers 
have grasped the fact that 
there are now under way simul- 
taneously two sparate and dis- 
tinct movements for legislation 
to prescribe pricing privileges. 
On the one hand, is the Tydings 
Billa new version of the 
perennial Resale Price Fixing 
Bills brought suddenly to the 
fore by the decision of the U. S. 
Supreme Court upholding the 
model Fair Trade Acts adopted 
by a number of States. On the 
other hand, behold the bombs 
dropped by Representative Pat- 
man of Texas. 


Multiplicity of Patman Bills 
Confusing 

Here again confusion be- 

comes worse confounded be- 

cause there is a Patman Act, 

already on the statute books 

and a Patman Bill on the Con- 


gressional stocks awaiting at- 
tention at the present session 
of Congress. Some business 
men may feel that it is indeed 
a case of crowding the mourn- 
ers to put forward a second 
jolt-giver when business has 
not had opportunity to adjust 
itself to the first revolution. 
Particularly, in view of the 
further fact that there is a well 
defined movement in Congress 
to amend or revise the original 
Patman Act,—sometimes refer- 
red to as the Price Equaliza- 
tion Act or Equal-Opportunity- 
in-Business law. 

Reformer Patman has made 
no secret of the fact that he 
seeks an O. K. by Congress for 
a supplementary or comple- 
mentary law to fill gaps left in 
his first attempt. But the spot 
news which it is hoped partic- 
ularly justifies an inventory of 
the situation, is that Congress- 
man Patman has decided to 
make drastic changes in the 
first draft of his new Bill. The 
purpose of the fresh Patman 
Bill is to separate manufactur- 
ing from retailing, and vice 
versa. Thereby plugging the 
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producer-to-consumer arrange- 
ments which have been ac- 
cused in some instances of fa- 
cilitating price jugglery. 

When this idea of outlaw- 
ing production-merchandising 
hook-ups was first hatched, the 
planned prohibition was sweep- 
ing in scope. But Congressman 
Patman was soon told that his 
plot would do an injustice to 
many small concerns that 
manufacture and sell direct to 
consumers but in so doing do 
not in any way lessen competi- 
tion or create a monopoly. To 
afford salvation for the maker- 
marketers, who can show 
that they do not scuttle prices, 
Representative Patman has 
changed the wording of the 
new Bill so that the Federal 
Trade Commission will have 
power to stop manufacturers 
from retailing if and when such 
retailing lessens competition, 
creates a monopoly, or injures 
the business of a customer of 
the manufacturer. 

For the Benefit of the Small 
Merchant 

It will be noted by the last 
sentence that the revamped Bill 
still carries the joker which 
reveals the main inspiration of 
this whole plan. It is no secret 
at Washington that the gentle- 
man from Texas has gone into 
action mainly at the behest of 
small merchants and independ- 
ent retailers who have com- 
plained that they suffer real 
hardships at the hands of 
manufacturers who distribute 
goods through conventional 
wholesale-retail channels and 
at the same time supply ulti- 
mate consumers direct or via 
mail-order subsidiaries. Ac- 
cording to the complaining re- 
tailers this dual policy would 
be bad enough if it did no more 
than put a manufacturer in 
even competition with his own 
retail agents. But, worse yet, 
it is charged that in cutting 
corners in distribution a manu- 
facturer may shade prices, ac- 
tually or in effect. At any rate 
the Bill as now rephrased 


would enable the Trade Com- 
mission to call a halt, forth- 
with, on any manufacturer who 
undertook to establish a retail 
store in competition with his 
own customers. 

Marketing experts who can 
spot storm clouds a long way 
off, already foresee sundry dif- 
ficulties or problems in connec- 
tion with the proposed attempt 
to divorce manufacturing from 
direct distribution. For one 
thing the query is put of the 
effect of such a new deal upon 
“factory branches.” And, 
again, what of the chains of 
manufacturer-nursed retail 
stores operated by separate 
corporations ? Matters would be 
messed even more if this issue 
should again throw into a state 
of flux the situation with re- 
spect to private brands, dummy 
brands, etc., which have been 
employed by some manufactur- 
ers to work off surplus output 
without disturbing the stand- 
ard market. 

New Light on Anti-Discrimi- 
nation Act 

While the newer Patman Bill 


has been holding the limelight, 
a fresh twist has occurred in the 
situation with respect to the 
Robinson-Patman  Anti-Price 
Discrimination Act. While 
some die-hards have been dog- 
gedly trying to persuade Con- 
gress to amend the law that is 
just getting into its stride, an- 
other wing has been busy with 
a program to have each State 
in the Union enact its own local 
duplicate of the Federal statute 
and thereby cover intra-state 
transactions which cannot be 
caught by the inter-state law. 

This scheme to repeat a 
model price control law in each 
individual State was in the 
background from the start of 
the movement. But it has been 
stimulated tremendously by 
what has come to pass in re- 
spect to the Resale Price Fix- 
ing, or Price Maintenance legis- 
lation. Only, in this latter 
quarter, the positions have been 
reversed. While one Congress 
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after another pigeonholed the 
Capper-Kelly Bill and the pres- 
ent Congress is yet stalling on 
the Tydings-Miller Fair Trade 
Bill, one State after another 
has gone ahead and enacted a 
State-size counterpart. And, to 
give punch to the proceedings, 
the U. S. Supreme Court has 
duly approved this species of 
price-stabilizing instrument as 
proper and legal under the 
Commerce clause of the Con- 
stitution. 

While, to the consternation 
of some business men and the 
gratification of others, these 
sundry price bills have been 
crowding upon one another, an 
unforeseen complication has 
arisen. The question has popped 
as to whether the Federal 
Trade Commission will have 
enough money in its next bud- 
get to enforce up to the hilt the 
provisions of the original Pat- 
man Act. The Trade Commis- 
sion has been fairly busy, these 
several months past, issuing 
Complaints of Price Discrimi- 
nation against firms in various 
lines of trade. But it is plain 
that it is going to cost a pretty 
penny to go gunning for all the 
concerns that have price-pets. 
Hence the campaign to ear- 
mark a fund in the next Ap- 
propriation Bill that will insure 
energetic sleuthing by the price 
policeman. 


Courts Expected to Approve 
Patman Act 
Meanwhile has come the dis- 


closure that a conclusive show- 
down in the courts is early as- 
sured for the Patman Act as it 
stands. The resources of the 
A & P Tea Co. will enable that 
firm to carry to the U. 5S. 
Supreme Court the test case 
that is resolved by the A & P 
Answer to a Complaint by the 
Federal Trade Commission. 
That an appeal to the court of 
last resort is the full intent 
of the chain organization may 
be surmised from the fact that 
the principal defense is based 
on the contention that the Pat- 
man law violates the Consti- 
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tution. The plea is made that 
the law is unconstitutional be- 
cause it deprives persons of the 
right to contract. More seri- 
ous yet is the accusation that 
the new law is “agin” the Con- 
stitution because it gives the 
Trade Commission power to fix 
prices. 

The major charge, in most of 
the Complaints thus far issued 
by the Federal Trade Commis- 
sion in enforcement of the 
Robinson-Patman Act, is the 
sin of price discrimination. As 
between different customers. It 
is worthy of note, however, 
that the Trade Commission is 
likewise wielding its new club 
against concerns that fill orders 
with goods of a lower grade 
and quality than customers had 
been led to expect from the 
samples which were shown 
when the orders were solicited. 
In at least one instance the 
Trade Commission has taken 
the position that a seller can- 
not grant wholesale discounts 
(regardless of the quantity 
sold) to so-called wholesalers 
who are in fact retailers selling 
to ultimate consumers. 

From the outset, the Federal 
Trade Commission, as special 
constable bent on enforcing the 
Patman Act, is not gunning 
only for down-right special dis- 
counts granted secretly to sel- 
lers’ pets. Any allowances, 
services or facilities which 
have the effect of introducing 
unequal terms into supposedly 
parallel transactions are to be 
swatted. In the category of dis- 
guised concessions, upon which 
the Trade Commissioners have 
already cracked down, may be 
mentioned payment of demon- 
strators who appear as the em- 
ployees of retailers, irregulari- 
ties in free sampling, different 
allowances to different partic- 
ipants in “codperative adver- 
tising’’ and transportation al- 
lowances on an uneven scale in 
the same territory. Certain 
transgressors have also been 
cited, thus early, for playing 


it long and short at the same 
time, in crediting salesmen 
with push-money-accounts. 


The “Christmas Club” Case 
One of the full surprises of 


the Federal Commission’s en- 
forcement of the Patman Act 
was sprung in what will doubt- 
less be known, in days to come, 
as the “Christmas Club” case. 
The murder, against which in 
this instance the disciplinarian 
cried out, consisted in an al- 
legedly unwarranted attempt 
to establish exclusive owner- 
ship of the Christmas catch- 
line. The surprise comes with 
the disclosure that the Patman 
Act has anything to do with 
trade mark rights. The expla- 
nation, be it quickly added, is 
found in the fact that the new 
technique is to lump indict- 
ments. In this particular case, 
which serves excellently as an 
illustration, we have a summons 
to Cease and Desist based 
partly on the Federal Trade 
Commission Act, partly on the 
Clayton Act, and in third part 
on the new Patman Act. 

Just here it may be permis- 
sible to emphasize a detail that 
has been overlooked by some 
business bystanders. Viz, that 
the Robinson-Patman Act 
amends and thus expands the 
Clayton Act. The new language 
puts sharper teeth in the law 
by prohibiting price discrimi- 
nation between different pur- 
chasers of “like grade and 
quality.” Instead of the old 
language which made it a sin to 
create a monopoly or lessen 
competition we have the new 
ban on anything which injures, 
destroys or prevents competi- 
tion. A joker, that slipped into 
the law almost unnoticed, pro- 
vides that where quantity buy- 
ers are so few as to render dif- 
ferentials unjustly discrimina- 
tory, the Federal Trade Com- 
mission may fix and establish 
quantity limits and revise the 
same as found necessary. 


Buyers as Culpable as Sellers 
The circumstance that, to 


date, the Federal Trade Com- 
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mission has used its new pow- 
ers under the Patman Act to 
put sellers rather than buyers 
on the carpet has encouraged 
the already existing impression 
that all this new censorship is a 
case of Seller — beware. Ac- 
tually that is wide of reality. 
Blame can rest in full weight 
on any person who knowingly 
receives the benefit of price dis- 
crimination. Or on his custom- 
ers. Not only is a luckless buyer 
liable for knowingly inducing 
or receiving any discrimination 
but this ban applies to both di- 
rect and indirect discrimina- 
tion. For example where favor- 
itism is accomplished by dis- 
crimination in terms of sale or 
in allowances connected or re- 
lated to the contract of sale. 

Congressman Patman, stand- 
ing by his guns, insists that the 
law which bears his name is 
living up to his promise that 
it would prove “very helpful” 
to small business. He says that 
it is surprising to know how 
many price schedules in differ- 
ent lines are being changed in 
the interest of the smaller deal- 
ers without any enforcement 
pressure from the Trade Com- 
mission. What has particularly 
gratified Reformer Patman is 
the response on the “codpera- 
tive advertising” front. It ap- 
pears to him that a good many 
manufacturers of specialties 
have been secretly tickled to 
have the best of excuses, and 
from the outside, for discon- 
tinuing the advertising allow- 
ances which they have been 
granting to certain large pur- 
chasers. By some parties it has 
been hailed as a move toward 
freedom, equivalent to the cur- 
rent emancipation from cus- 
tomers classification via “non- 
demonstrated accounts,” “part- 
time demonstrated accounts,” 
“full-time demonstrated ac- 
counts” and “promotional 
sales.”” The boast is that the 
new setup will make the busi- 
ness world safe for democracy, 
as spelled with a small “d.” 
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EDITORIAL 


Steel Cabinet and Desk Labels 


#4 Commenting upon an article in the February 
number about The Steel Office Furniture Insti- 
tute’s adoption of labels to identify the several 
grades of desks and files manufactured by its 
members, a correspondent suggests that intima- 
tion of similar significance of the labels with 
labels issued by the Safe Underwriters Associa- 
tion is distortion of facts, which was, of course, 
not intended. 

“The label requirements of the Safe Under- 
writers,” says our correspondent, “demand only 
that the products meet minimum specifications. 
If these are complied with, the labels are issued. 
The manufacturer who wishes to exceed the re- 
quirements of the specifications has the privilege 
of doing so. The label is a public safeguard 
which assures the public that when they buy an 
‘A’ or a ‘B’ label safe it will at least conform to 
specifications laid down. There is no requirement 
of membership in any association. And the ex- 
pense is confined to the costs of the various tests.”’ 

Our correspondent further suggests that the 
article’s reference to “Good Housekeeping’s”’ 
certificates might create impression on the part of 
some readers that Office Appliances is following 
some similar plan of endorsement of the safe and 
desk labels. It would seem obvious that Office 
Appliances, serving an industry, could follow no 
such practice. 

The article was simply a news story reporting 
the action of the Steel Manufacturers Institute, 
membership in which includes but half or less of 
the total number of manufacturers of steel furni- 
ture. Just as the journal has reported through 
the years, for the information of its readers, spe- 
cial acts of organizations in every division of the 
industry when such acts had significance for the 
trade at large. 


_o- 


A Backward Glance 


# Among our simple possessions moved to 
new quarters three weeks ago were two of great 
value—bound volumes of The American Stationer 
(forerunner of Office Appliances) from 1873 to 
1928 inclusive: and bound volumes of Office Ap- 
pliances from 1904 to 1937. In these one hundred 
fifty eight volumes is recorded the development 
of the stationery and office equipment business 
for sixty-four years. And the history of many 


of its major products from the time of their in- 
troduction. 

One who turns the pages of the issues of past 
years will be impressed with the progress of the 


industry. Impressed, too, with the fact that at 
every step of advance were encountered difficul- 
ties which had to be removed or to which adjust- 
ment had to be made. 

The new products for new purpose (instrumen- 
talities by which gradually improved office sys- 
tems were made effective) by inclusion of which 
(office machines, carbon copying, vertical filing, 
loose leaf systems, many devices for various 
usage; office furniture, etc.) the commercial sta- 
tionery business was expanded, brought each its 
own “difficulty.” As does every forward move- 
ment. 

But difficulties have their place in the scheme 
of things. Without them progress would cease, 
the mind be dulled and all be at static. “Under 
the pressure of necessity,” said A. Lincoln, “I 
somehow learned to read, write and cipher.” 
“The pressure of necessity!”” The impelling force 
of industry, enterprise, initiative. 

Consciousness of increasing problems common 
to all leading stationers impelled forming the 
National Stationers Association in 1904. And 
turning the pages of some back numbers when 
handling the volumes the other day, naturally 
brought some thoughts about N.S. A., which has 
come to be one of the oldest and most outstanding 
trade organizations in the country. Throughout 
its history the association has afforded means of 
clearing away many difficulties and preparing the 
way to proper adjustment of others. By its di- 
vision into retailers, wholesalers and manufac- 
turers, the last being grouped to some extent by 
products it affords means for consideration of 
problems peculiar to each group and provides for 
contacts of one group with another. 

The cumulative benefits of the National Sta- 
tioners Association have been far-reaching. In 
one way or another both members and non-mem- 
bers have been advantaged by its accomplish- 
ments. At no time in its history has it (in com- 
mon with all other business) had so many “prob- 
lems” as during the past five or six years. The 
great convention in Chicago last September where 
attendance exceeded a thousand and more than 
nine hundred attended the opening session, is sig- 
nificant of its usefulness and importance. 

But no organization can achieve all of its aims 
and purposes. Because in every situation to be 
considered the factors are not the same for each 
party concerned. Not all dealer problems are 
common to all dealers. And manufacturers of 
different lines of goods have few if any serious 
problems in common. Manufacturers of steel 
furniture, for example, have no common problems 
with manufacturers of fountain pens or, indeed, 
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manufacturers of wood furniture. There is, to 
be sure, the matter of “credits” but the Stationers 
Board of Trade functions for that. The difficul- 
ties with which manufacturers of any given line 
of goods have to contend lie principally among 
themselves. There are situations with which 
manufacturers of other lines are not concerned. 
With the dealers’ codperation some of them may 
be and are resolved. The National Stationers As- 
sociation, in which manufacturers and dealers 
have mutual interest affords contact for such 
purpose. 

So, while the pages of the old issues of The 
American Stationer and Office Appliances reveal 
that difficulties have been continuous, they also 
show that many of them have been overcome. 


-o- 


Fair Trade—What Effect on Private 
Brands ? 


“© Putting up a fence does not make the grass 
beyond it a whit greener, and the state fair trade 
laws which have been upheld by the Supreme 
Court are not necessarily going to set up a happy 
hunting ground for manufacturers of private 
brand goods just because the maintenance of 
prices is a proper legal right. Prices can be main- 
tained—but will they be? The answer seems to 
be yes and no, in well balanced proportions. It 
must not be overlooked: the fair trade laws are 
permissive, not mandatory. One can, if he please, 
control the price at which his trademarked goods 
may be sold in a number of states, and the num- 
ber will doubtless increase. William H. Ingersoll, 
commenting in Printers’ Ink for January 21, 
thinks that a good many who have the right and 
power will hesitate to employ it. The sales man- 
ager of one firm that suffered considerable an- 
noyance caused by price-cutters in the past ob- 
serves, as to this right to maintain prices which 
has been fought for so determinedly, “Yes, but 
who wants to do it?” What has happened, ac- 
cording to Mr. Ingersoll, is that the price cutters, 
in driving out the dealers who tried to maintain 
prices, established themselves as important dis- 
tributors, and today place orders in such quan- 
tities that their good will is not to be jeopardized. 
The shift that put the price cutters in the place 
of those who would have maintained prices, if 
they had been able, was a disquieting experience 
to the manufacturer. Now—as then—he would 
like to avoid disturbing the situation to which he 
has finally adjusted himself. His distribution is 
in the hands of a limited number of powerful 
organizations. 

Interesting to consider is the statement Mr. 
Ingersoll makes as to the actual power of the big 
retailers. ‘The combined sales of all the chains,” 
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he declares, “comprises about twenty-five per cent 
of the nation’s retail volume. The department 
stores do about nine per cent. The independents, 
therefore, still do about twice as much as the two 
big groups put together.” The manufacturer is 
thus in a quandary: to hold the distribution he 
gains through the big outlets, and to retain also 
the distribution made by the independents, who, 
though small, are numerous. 

The upshot expected by Mr. Ingersoll is inti- 
mated by these words: “In every line there will be 
some to adopt price maintenance. They will then 
get the support of the great body of smaller re- 
tailers and of the wholesalers who supply them. 
Brands that do not fall in line will lose ground in 
this field and will be thrown increasingly to de- 
pend on the price cutters. They will lose more 
than they will gain and so one by one they will 
come over to price maintenance. Those who do 
it first will gain an intrenched position. 

“The chains, as they are deprived of well- 
known goods on which to cut, will devote them- 
selves increasingly to private brands. The trend 
therefore is going to be for national brands to 
gravitate to the independents for distribution 
while the large retailers will tend more and more 
to their own brands.” 


con ed 


The Typewriter—Technical and Social 
Revolutionizer 


“#4 When the United States patent system 
reached its hundredth anniversary, the occasion 
was celebrated with appropriate ceremonies, 
honor being bestowed upon the names of great 
American inventors. Curiously, the name of 
Christopher Latham Sholes, who made the first 
practical typewriter, received practically no at- 
tention. Carl P. Dietz, Milwaukee alderman and 
collector of historic typewriters, called attention 
to this omission in a letter he sent in to the editor 
of Pathfinder. 

“The list of the twelve greatest American in- 
ventors,”’ he wrote, “announced by the ‘radio 
voice’ at the dinner on the one hundredth anni- 
versary of the establishment of the United States 
patent system, and published in your December 
5 issue, surely should have included C. Latham 
Sholes, the inventor of the first practical type- 
writer. 

“The list mentions Mergenthaler, inventor of 
the linotype, yet the linotype is a development of 
the typewriter. 

“The invention of the typewriter has been of 
as great importance to the world as the telegraph, 
telephone, electric light, or any of the epoch- 
making inventions listed. Springing from it are 
the marvelous and intricate adding and calculat- 
ing devices, which now work out problems in a 
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few seconds, which would take the brain hours, 
perhaps days, to accomplish; also the linotype 
and its highest achievement, the teletype, are 
typewriters made possible by Sholes’ invention.” 

Mr. Dietz proceeds to comment on the Milwau- 
kee Public Museum’s collection of typewriters,—a 
work very close to his heart, in which he was the 
moving spirit, with such success that over three 
hundred specimens have been gathered—“some- 
thing to show,” as he puts it, “that here was the 
birthplace of the typewriter.” Readers of Office 
Appliances are aware of this achievement, previ- 
ous issues having reported on it. 

The Milwaukee alderman points out some of 
the immediate results of the invention. His idea 
may well be carried farther, for the effect of the 
typewriter has been felt in many directions. 
Vertical filing is one result of this easy means of 
making carbon copies. Carbon papers and ribbons 
have created a whole industry. More important 
than any of these things, however, is what the 
machine has done to liberate women from a 
desuetude not exactly innocuous. It has done 
more to put women into the world of activity 
than has the ballot. 


a ed 


Sprott Lauds Supreme Court for Stand on 
Prison Goods 


@® When the U. S. Supreme Court stamped its 
approval on legislation which in effect will relieve 
the free citizen from unfair competition of work- 
ers supported by the government in penal institu- 
tions, J. S. Sprott, president, The Globe-Wernicke 
Co., Cincinnati, Ohio, expressed his gratification. 
Readers will recall that Mr. Sprott was the author 
of “Horse Collars in Kentucky,” printed in the 
January, 1936, issue, which was concerned with 
the transportation of prison-made harness, and 
the social-economic problems involved. His com- 
ments following the recent decision were in part 
as follows: 

“American workers have won an important vic- 
tory in the recent decision of the Supreme Court 
upholding two laws relating to prison-made 
goods. 

“Under the provisions of the Hawes-Cooper 
Act, goods made by convicts are subject to the 
laws of the state into which they are shipped. The 
Ashurst-Sumner Act makes it unlawful to ship 
prison-made goods into states prohibiting their 
receipt and sale, and requires labels on all mer- 
chandise of this kind offered for shipment. More 
than thirty states now have such legislation. 

“Workers can well rejoice at the Supreme 
Court decision for it provides needed protection 
from a serious menace. It is impossible for indus- 
try to compete successfully with goods made by 
prison labor in factories paid for by the tax payer. 
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It is the inherent right of every honest man to 
have an opportunity to earn a living and this 
opportunity should not be threatened or impaired 
by the manufacture and sale of goods produced 
by convict labor. 

“We have a duty to the unfortunates confined 
in penal institutions, but our obligation to the 
millions of American men, women and children 
on the outside is much greater. No progress can 
be made by our nation if we frustrate the desire 
to live and go forward through the initiative of 
honest men and women in our efforts to save 
convicts.” 


a 


“Enlightenment” 


@ Consumers’ Digest, Volume I, No. 2, 5'% by 
75% inches, on the newsstands in February, ten- 
ders advice upon a wide variety of commodities. 
The journal is issued by Consumers’ Research, 
Inc. Its contents are “mainly based upon data in 
the files and from the Bulletins of Consumers’ 
Research, Inc.” 

The February number tells something about 
coffee; automobile care and maintenance; wash- 
ing machines; “six per cent’ financing; fire 
safety in the home; spring planting; drawing a 
will; blankets and comforters; talcums and face 
powders; canned dog foods; electric heating 
pads; patent medicines; “athlete’s foot’; enamels 
and varnish; the food budget; gasoline and—here 
our special interest begins—“Fountain Pens of 
Good Quality”; “Selecting a Good Ink” and 
“Some Office Supplies.” 

In the article on fountain pens we read: “For 
the past several years Consumers’ Research has 
consistently purchased samples of many makes 
and grades of fountain pens, particularly the vari- 
ous types—both for pocket and desk use—which 
it has found available at low prices. Until the 
last few months, these have been uniformly bad, 
developing some fundamental defect, sometimes 
within a day or two of their purchase. Frequently 
that defect is simply that the pen will not write 
and cannot be made to write. The cause has 
usually been chemical interaction between the ink 
and the pen point, sometimes between the ink and 
the material of the barrel.” 

How “low” the price of the pens tested during 
the “several years” is not stated. There is, of 
course, a point of price below which uncertainty 
begins and disappointment lurks. But for three 
or four decades the world’s leading fountain pen 
manufacturers (incidentally, all in the United 
States) have marketed some low priced pens 
which function satisfactorily. 

The Consumers’ Digest makes some “recom- 
mendations.” But in a statement on the mast- 
head of the publication is the line—‘‘the omission 
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of brands from the recommended list does not 
necessarily imply a non-recommendation.” 

Two and one-half pages are devoted to “Select- 
ing A Good Ink” under which are some “qualified 
recommendations” ... Also are given some 
formulae for home production. ‘““Make your own.” 
Ah! The good old days. When we made our 
own soap and many other things. 

Under the head of “Some Office Supplies’ are 
statements about typewriter ribbons, adding ma- 
chines, calculating machines, numbering ma- 
chines, mechanical pencils, eraser attachments, 
colored pencils, pencil sharpeners, rubber bands 
and envelope sealers. These diversified products 
being covered—with “‘recommendations’’—in four 
small pages. The reference to mechanical pen- 
cils is confined to a single line, recommending a 
pencil which retails for ten cents. An excellent 
pencil it is but there are some other good mecha- 
nical pencils. Charles Keeran started something 
when he worked out the first propelling pencil 
of commercial length. 

On the title page of the Consumers’ Digest is 
the statement “The enlightened consumer is a 
necessary encouragement to merchandising in- 
tegrity.” It is even so. Good Tom McMahon, 
Underwood Elliott Fisher manager in Albany, 
once told us the procedure when in his boyhood 
days his mother would take him to Oldberg & 
Cohens to buy the new suit. Boy! There was a 
display of consumer “enlightenment” that “en- 
couraged merchandising integrity.” 


Oe 


“Only Saps Pay Retail Prices’’ 


@&@ When Hannah Lees prepared the essay en- 
titled, “Only Saps Pay Retail Prices,” which was 
presented in The American Mercury last Decem- 
ber, she started something. The Reader’s Digest 
echoed her story in comprehensive style. Charles 
P. Garvin, general manager of the National Sta- 
tioners Association, gave nearly two pages of the 
Washington News Letter (an N. S. A. publica- 
tion) to the matter in the issue of January 4. 
And no doubt a good many people who read went 
about with the conviction that they were of that 
unfortunate breed, the sap. 

Hannah Lees didn’t really start something new. 
She merely gave public recognition to a prac- 
tice that has been followed for a good many years. 
In fact, selling to consumers at wholesale prices 
has been going on for so long that it has bred its 
own malpractice; selling “saps” articles from 
warehouses at prices sometimes well above those 
charged by their regular tradesmen. The system 
works because there are people who like to try 
to get something for nothing, or better yet, get 
it for less than they think the Jones’ pay. 

There seem to be two ways of escaping the 
category of the sap. One is by buying through 
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merchandising agencies serving the public as 
frankly as do any regular butchers or bakers. 
The second is by buying through the firm of some 
acquaintance, or some friend’s acquaintance’s 
firm. The latter seems a little more cumbersome. 

It is cheering to recognize, however, that such 
canny buying is not all it is made out to be. 
Going about with an axe to grind is pretty sure 
to be expensive business in the long run. It costs 
prestige. Sometimes strains friendship. It ex- 
poses one to reprisals and all the annoyance and 
embarrassment that naturally arise when Mrs. 
Blank’s husband comes back for a favor in kind. 
If one gets special advantages that represent real 
material values, he will naturally be expected to 
contribute similar values in turn. 

In her article, Hannah Lees describes with en- 
thusiasm her career of retail purchasing at 
wholesale prices. She cites examples of savings 
on refrigerators, radios, stoves, etc., all relatively 
large pieces with a correspondingly high unit 
cost. One instance only touches the office 
equipment field. It is concerned with the pur- 
chase (through a relative connected with a cer- 
tain business organization) of a portable type- 
writer at a figure substantially less than the re- 
tail price. In response to her query as to how it 
could be done the seller said, “Well, C— (the 
institution employing the relative) buys a lot of 
machines from us, so we can afford to.” 

Obviously, the practice of retail selling at 
wholesale prices is a discriminatory procedure. 
Only those with the approved connections or in- 
troductions are granted the price differential. It 
would seem to be a direct violation of the Robin- 
son-Patman Act. 

Further, as Mr. Garvin points out, if the re- 
tailer is driven from the field of merchandising 
by a diminishing market which is caused by the 
system of consumer purchases at wholesale 
prices, the wholesaler would also go. Of neces- 
sity, ‘“‘wholesale” prices would be raised to the 
present retail level to cover increased overhead 
costs. In the process, retail prices would sky- 
rocket in order to care for the increased cost of 
giving consumer service at wholesale rates. 

What is the extent of such traffic? If it is ex- 
tensive, does that have a significance? Real 
business—business that carries on from day to 
day over a period of years—is based on values 
received for values given. It does not operate on 
a something-for-nothing basis. On the face of it, 
those who are getting these seeming advantages 
must be given other advantages in kind. 





Hail Tom Bell! Pax Vobiscum. 


@ Tom Bell, a stationer of Montreal, who had 
many friends on this side, died December 31. A 
note of his passing appeared in the February 
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issue. The letter herewith presented was written 
to a dealer friend over here only ten days before 
he set out for “crossing the bar.” 

The letter is an inspiration. It recalls the clos- 
ing lines of young Bryant’s Thanatopsis, “‘sus- 
tained and soothed by an unfaltering trust.’”” Tom 
Bell “approached his grave like one who draws 
the drapery of his couch about him and lies down 
to pleasant dreams.”’ Hail Tom Bell! Pax 


Vobiscum. 


“I thought I was getting over my break-down very 
nicely, but about three months back, I seemed to de- 
velop some sort of stomach trouble. Well, the doctors 

ushed me all round the place for a few weeks, x-rays, 

lood tests, etc., finally ordering me to the hospital. 
Well, they opened me up and did not like the picture 
a-tall. Found a cancer, too far gone to operate on and 
of a type that had they monkeyed with it would have 
left me stiff on the table. So they just patched me up 
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again, and told me to put my house in order, make my 
peace with God, and await His Divine Will. 

“IT have done all these things and except for what 
pains and ailments that are usually connected with 
this sort of thing, I am quite content in God’s merciful 
hands, no matter whether time is to be short or long. 

“I have much to be deeply thankful for, as I now 
look back. In fact I have realized that long before 
now. God’s blessings have been bestowed upon me, in 
greater degree than I have merited. 

“The thing that stands out beyond almost all others 
is the wonderful lot of loving friends that I have been 
blessed with. Here, on my sick-bed, I am in daily re- 
ceipt of loving, cheerful messages, not only from my 
local friends, but from all over the country, and a large 
number from your own dear land, too. My dear boy, 
you can’t imagine the strength and comfort this gives 
one. 

“I will remember your own kind friendship to the 
last. Say a kind word on my behalf to good old — 
~ I cannot write as many of my friends 
as I would wish. Maybe I will rally yet and get strong 
enough to do so. And so my big-hearted old pal, God 
bless you and keep you.” 











BRITON COLLECTS 
OLD TYPEWRITERS 

Commander R. T. Gould, R. N., re- 
tired, of Ashtead, Surrey, England, an 
nounces by a sign to passersby that his 
dwelling is a ‘Home of Rest for Aged 
and Decayed Typewriters—No Deserv 
ing Case Ever Refused Admission.’” Ac- 
cording to a correspondent of The 
Morning Post of London, some fifty or 
sixty machines have qualified as deserv- 
ing. Here is his story: 

“It is no use sending just any type- 
writer to the ‘home’ even if you are very 
fond of it and want it to have a happy 
old age. To be a ‘deserving case,’ a 
typewriter must have a certain pride of 
birth, a certain originality or eccentricity 
of appearance. 

“Christopher Latham Sholes’s type- 
writer, for instance, made in 1874. 
Commander Gould took it from its shelf, 
placed it on the table, dusted it, inserted 
a sheet of paper, and began gently to 
type. ‘Only writes capitals,’ he said, 
‘and you can’t see what you're writing.’ 

“But what a typewriter! Mother 
o’pearl inlay all over it, clusters of 
flowers like a Victorian tea tray. A 
voice like a pneumatic drill and a barrel- 
organ handle to wind the copy with. 

“One after another he drew the in- 
mates of the ‘home’ from their seclusion, 
coaxing a few faltering taps from those 
which still felt capable of a little work 
Soon good men were coming to the aid 
of the party (on paper) all over the 
floor. 

“There was the ‘Manhattan’ of 1878 
and George Washington Newton Yost's 
machine with the type bars in a circle 
like the instrument a hatter uses to 
measure your head, the keys shooting up 
through a socket, and an ink pad instead 
of a ribbon. 

“There was the weighty ‘English,’ the 
first practicable machine made in this 
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country [England], with wooden bars, 
an attachment like a young bicycle chain 
and a semi-circular keyboard. 

“There was the little ‘Fitch,’ which 
was apt to splash ink, made ‘a terrific 
row,’ frequently jammed, and didn't last 
long, and the ‘Williams,’ the bars of 
which shot out at you or away from you, 
like double rows of teeth. More notable 
still, there was the famous John Nevil 
Maskelyne’s first attempt to make a 
typewriter, a great fan-shaped machine 
which wrote like print, but couldn’t be 
worked fast. 

“There were many more—an early 
‘Hammond,’ pioneer of all wheel type- 
writers; a rare ‘Pittsburgh,’ a fussy Ger- 
man ‘Kanzler’ (eleven type bars with 
eight letters on each); an 1889 ‘Chi- 
cago,’ with the type in a solid roll; a 
leverless ‘Armstrong’, an old ‘Blick,’ 
with a thumping malletful of type; an 
‘Alexander’ that was made and never 
marketed; a ‘Waverley’ that wrote 
backward and curled up the paper so 
that you couldn’t see what you'd 
written. 

“And in case you should think that 
must exhaust the curiousness of type- 
writers, it doesn’t. The first typewriter 
patent was issued not long before Queen 
Anne died.” 





GEORGE C. BRAINARD 
BANK COUNSELLOR 

As president of The General Fire- 
proofing Company, Youngstown, Ohio, 
George C. Brainard is a busy man. It 
is the busy people, some philosopher 
has observed, who get things done. Mr. 
Brainard, recognizing banking problems 
that confronted institutions in his own 
community, gave of himself so liberally 
that he gained there a reputation as a 
good man to see on such matters. 

The paralysis that struck business— 


including the banks—found him estab- 
lished as an authority on banking prob- 
lems. When Youngstown froze up 
financially, he was made chairman of 
a committee which organized the Union 
National Bank, taking over the assets 
of the First National and Commercial 
National banks. Later he served on a 
committee which reopened the Dollar 
bank. 

In the summer of 1932 Mr. Brainard 
represented Youngstown at a fourth 
Federal reserve district meeting to 
stimulate commercial activity. For his 
services he received a personal letter of 
appreciation from the President. 

Mr. Brainard’s capacity to serve well 
as a financial authority is indicated also 
by his appointment to the state banking 
advisory committee, with which he 
served for two years. 

Last fall Mr. Brainard was made a 
director of the Federal Reserve Bank of 
Cleveland. How well he has been carry- 
ing the responsibilities entailed by that 
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role is shown by his recent appointment 
as deputy chairman. Ohio is fortunate 
in having the services of a man like 
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Mr. Brainard, who combines with his 
practical experience a devotion to high 
principles and willingness to carry the 
obligations of public duty. 





ART AMES TESTING CALIFORNIA 
CLIMATE 

A. R. Ames, president of the Ames 
Supply Company, accompanied by Mrs. 
Ames, left Chicago early in February on 
his periodical pilgrimage to the Pacific 
coast, and probably will not return to 
headquarters in Chicago until the first 
week in March. 

Mr. and Mrs. Ames stopped over in 
Denver, Colo., where Louis Santangelo 
of J. F. Stahle Company, operates the 
Ames platen plant. Mr. Ames, being a 
great lover of pascal celery, which is 
grown in large quantities in the Denver 
area, remained in Denver long enough 
to get his fill of this wonderful nerve 
tonic, and, always thinking of friends, 
obtained a large crate of this delectable 
vegetable for employes and acquaint- 
ances on the West coast. 

Being a great admirer of nature’s 
beauties, Mr. Ames chose the Moffit 
scenic route out of Denver to Salt Lake, 
and from Salt Lake to San Francisco he 
chose the Western Pacific, which tra- 
verses much of the ‘Swiss Alps’’ sec- 
tions of the Sierras. But, Art did not 
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realize what he was getting into, for 
snow and earth slides impeded his prog- 
ress. He was compelled to lie out in 
Feather River canon for twelve hours, 
reaching San Francisco late at night in- 
stead of early in the morning of Feb- 
ruary 6th. He got plenty of both scenery 
and weather. 

Delayed arrival was probably respon- 
sible for the absence of the mayor and 
the municipal band to greet the Ames 
in the bay city of Oakland and for the 
absence of the police guard to lead the 
procession over the monster Oakland- 
San Francisco bay bridge to the hotel. 

Mr. and Mrs. Ames will be in and 
around San Francisco for several weeks 
and probably will visit Seattle, Portland 
and Los Angeles before starting back to 
Chicago. 


BALDWIN TAKES TIME OUT TO 
WIN SEVERAL BOWLING PRIZES 

While attending the New York state 
teachers’ and superintendents’ conven- 
tion held in the Onondaga hotel, Syra- 
cuse, recently, W. H. Baldwin, salesman 
for Mittag & Volger, Inc., happened to 
stroll into the bowling alleys where he 
found in progress a bowling tournament 
of two-men teams and a number of 
singles. 

Being something of a bowler himself, 
Mr. Baldwin rustled up a partner by the 
name of Oscar TenEycke and both men 
entered the doubles and singles where 





W. H. BALDWIN OF THE MITTAG & 
VOLGER SALES STAFF, CHAMPION 
BOWLER 


they ran up impressive records for them- 
selves. 

When the smoke of battle cleared 
away the scores were as follows: Total 
scored for three games in the doubles, 
TenEycke, 662; Baldwin, 626. In the 
singles Mr. TenEycke rolled a 580 total 
for three games to third place while Mr. 
Baldwin rolled up a total of 621 for 
three games which gave him first place. 

Mr. Baldwin was awarded the bowling 
ball shown in the picture as an extra 
prize for the man who rolled the highest 
total number of pins for the doubles and 
singles combined. The two men also 
won entrance fees to the A. B. C. bowl- 
ing tournament to be held in New York 
in April by producing the most pins 
combined for both events, or a grand 
total of 2489 pins. 

The team composed of Mr. Baldwin 
and his partner will probably use the 
trademark of Mittag & Volger in the 
American Bowling Congress tournament. 





A BUSINESS FRIENDS BUILT 


Bert Smith, Rowley, lowa, runs a sub- 
scription business that stretches out to 


nineteen states. His office is a bed- 
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room in an lowa farmhouse. Instead 
of using a swivel chair, he occupies a 
bed. Forty-one years ago he was at- 
tacked by tuberculosis. Since then his 
life has been a series of hospital epi- 





BERT SMITH 


sodes, including examination at the fa- 
mous Mayo clinic. In 1929 rheumatism 
struck him. He has been in bed since. 
However, he carries on. A courageous 
spirit is his. 

“Things haven’t always been just as 
| would have liked,”’ he says. ‘“‘Still it 
might have been a lot worse. Most of 
us have troubles at one time or another. 
| do occasionally myself. One can’t keep 
smiling all the time. But it pays to 
try.” 

The mail carrier leaves more corres- 
pondence at his home than in all the 
rest of the mail boxes on his route. 
Mail is what enables Mr. Smith to keep 
his business moving and growing. He 
writes many letters. Since he can raise 
his head very little, he works with a 
portable typewriter on his stomach, a 
pillow under the machine, as he says, 
for a shock-absorber. He uses the Un- 
derwood and the Royal in carrying on his 
correspondence, one for his personal 
use, and one for “‘the best little girl in 
the world,’ as he describes the secretary 
who has been working for him for the 
last three years. Another to whom he 
is particularly grateful for help is his 
mother, ‘‘the finest and best little 
mother in the world, 81 years old last 
November 15.’ The contribution they 
make for which he seems to be most 
appreciative, is what helps him to carry 
on when the going gets rough. It is 
easy to understand that help of that sort 
is beyond price. 

“Most of us have troubles.’’ Does 
not this indicate one of the secrets for 
the success he is achieving? It shows 
an ability to see the other fellow’s sit- 
uation. When he, himself in troubles, 
can pause to consider the troubles 
others have, he shows a capacity for 
human understanding, for human sym- 
pathy, which are basic requirements for 
any human success. 





Solve Lighting Problems with 


Desk Lamps 


COdirseen lighting has been ad- 
vanced as a difficult problem 
largely because the effort, in the 
past, has been to bring light from 
the ceiling to the desk. As the old 
adage goes—‘“If the mountain 
won’t come to Mohammed—”. 

That the simple remedy of lo- 
calizing adequate light with desk 
lamps has not been used more ex- 
tensively heretofore can be at- 
tributed to the fact that desk 
lamps were not sufficiently de- 
veloped from an efficiency stand- 
point. In the matter of perform- 
ance they did not conform with 
approved lighting principles. They 
had glare, yellow light, lack of 
spread. Today, this has been rec- 
tified. Today, the desk lamp is the 
obvious, practical and simple solu- 
tion to most office lighting prob- 
lems. 

It should not be supposed that 
the desk lamp is a substitute for 
overhead lighting. One supple- 
ments the other. A most important 
factor is the absence of contrast, 
the adequate lighting of the entire 
office. When desk lamps are used, 
overhead fixtures should also be 
lighted so that the eyes, raised 
from the desk, do not encounter 
outer darkness. 

That principle is one of the out- 
standing specifications of the port- 
able lamp developed by the Illumi- 
nating Engineering Society, na- 
tionally known as the I. E. S. Bet- 
ter Light-Better Sight Lamp. (See 
illustration page 22.) The use ofa 
diffusing bowl of opaque glass 
under the shade reflects light up- 


THE SECRETARY FINDS DESK LIGHTING A 
BOON.—Swinging arm desk lamp made by 
Greist Manufacturing Company, employing 
principles advocated by the 1. E.S. Upward 
reflection prevents sharp contrasts. Down- 
ward rays diffused by prismatic glass dif- 
fusing bowl. Besides being scientifically 
constructed, the lamp is designed with ar- 
tistry. 





Portable Equipment in Combination with Ceiling 


Fixtures Provides an Efficient Answer and Offers 


Profit Opportunities to Dealers 


By Charles A. Barratelli, De- 


velopment Director, Greist 


Manufacturing Company, 
New Haven, Conn. 


wards as well as filtering and soft- 
ening the downward, working 
light. Fifty-four specifications 
govern the construction and per- 
formance of this lamp. It has 
been designed to save the terrific 
cost of defective vision resulting 
from poor lighting. 


I. E. S. Lamp Has Limitations 


In many instances the I. E. S. 
lamp is not suitable for specific 
lighting tasks. Other desk lamps 
have been developed, equally effi- 
cient in lighting performance, and 
adapted to the job at hand. (See 
illustration page 23.) The execu- 


tive desk, the accountant’s, the 


comptometer desk all have special 
lighting requirements and design 
preferences and lamps have been 
designed to fill these needs satis- 
factorily. 

Several problems present them- 
selves in attempting to convey 
light from overhead fixtures to the 
desk. Minimum requirements for 
close work range from ten to 
twenty foot-candles. To get that 
much light on the average desk re- 
quires high wattage in the ceiling 
fixture, the numbef of watts de- 
pending on several factors includ- 
ing the height of ceiling and loca- 
tion of fixtures in regard to the po- 
sition of the desks to be lighted. 
Unless these light sources are 
carefully shielded in non-glare 
glass luminaries or indirect metal 
fixtures, the intensity at the source 
will be an irritating objection. 

On the other hand, the trans- 
mission of light from the ceiling to 
the desk obviously results in exces- 
sive waste. In order to subdue 
glare and at the same time deliver 
adequate light on the working sur- 
face it is necessary to have high 
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wattage. In attempting to defeat 
objectionable glare semi-indirect 
fixtures lose more light value and 
the totally indirect fixture sub- 
stantially increases this waste. 

The most carefully planned 
overhead lighting system relies 
upon the fixity of desks to benefit 
from concentration points. The 
permanency of ceiling outlets does 
not permit rearrangement of office 
furnishings without destroying the 
effectiveness of the lighting layout 
or necessitating expensive altera- 
tions. 

Reliance in whole upon overhead 
lighting must be subjected to the 
following summarized faults: 

1. Excessive wattage. 

2. Loss of light in transmission. 

3. High Intensity and glare at 
source. 

4. Loss of flexibility in desk ar- 
rangement. 

How does the portable 
answer these problems? 


lamp 





NO SHARP CORNERS.—tThe com- 
pany equipped as shown in the il- 
lustration had a number of small 
offices in which these special desks 
were built. To facilitate quick mov- 
ing about, sharp corners were done 
away with by rounding the pro- 
jecting ends of the desks. Not only 


How the Portable Lamp Serves 


On the subject of excessive watt- 
age, the desk lamp provides ample 
quality light with a 100 watt bulb. 
By localizing the light for close 
work the general overhead illumi- 
nation can be supplied with much 
lower wattage in almost any fix- 
ture. 

As to loss of light in transmis- 
sion, the reduced distance from 
light source to working surface not 
only assures a minimum loss but 
permits even greater and more 
efficient filtration of the light re- 
sulting in a finer quality with more 
of the harmful yellow or infra-red 
rays removed. With only a two 
foot radius from the center of the 
lamp to be well illuminated, ten to 
twenty foot-candles of glareless 
light can be delivered by the prop- 
erly designed lamp. 

Visible high intensity and glare 
are completely relieved as the 
shade of the lamp hides the actual 
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LIGHTING FOR THE EXECUTIVE DESK— 
EFFICIENT, MOBILE, ADEQUATE.—A glare- 
less light serves this modern business execu- 
tive, the Greist White Knight illustrated 
above having a Celestialite Luminaire under 
a metal shade. Such lighting is worth much 
in its promotion of all-day efficiency and 
its saving of needless eyestrain. 


source completely. Reduction of 
the ceiling wattage minimizes ir- 
ritation from that source. 

Cord extensions and the ease of 
installing side-wall plug outlets 
gives complete mobility to desk ar- 
rangement. Additional desks may 
be used without expensive altera- 
tions and without sacrifice of 
lighting values. 

Another important factor miti- 
gating against overhead lighting is 
inadequate wiring. Most buildings 
are not wired to carry the heavy 
load necessary to the high wattage 
required for ceiling illumination. 
Desk lamps, on the other hand, 
can be accommodated on the ma- 
jority of present wiring systems. 

Office appliance dealers offering 
these simple but effective remedies 
to lighting problems have found 
them well received. The increased 
efficiency of office workers when 
proper desk lighting has been in- 
stalled has paid for the lamps 
many times over. Another worth- 
while thought—dealers sell lamps; 
they do not sell fixtures excepting 
in rare instances. Lighting is 
everyone’s problem. When you 
talk lighting—talk your own lan- 
guage—talk lamps. 


was the risk of bruises banished; 
by this idea a sense of greater 
roominess was created, even in 
such small offices. Note individual 
adjustable light to each desk.— 
(From the January, 1937, issue of 
“Business,” London, England.) 








Find the Angle 


A Discussion, with Examples, of the Opportunities 


= distinguished Roy Chap- 
mann Andrews and Richard Byrd, 
during adventure discussions with 
the writer, have both offered sim- 
ilar philosophy relative to the sub- 
ject of “tight-places.” Every ex- 
isting situation, be it a product of 
man or Destiny, has a solution 

. . there is always a way out, but 
one must “find the angle.” 

Business today revolves around 
the same equation and the angles 
are many. To each of us the com- 
plex angles are presented as a per- 
sonal problem demanding solution. 
Too frequently, we permit our- 
selves to digress and thus circum- 
navigate the major issues at hand; 
it is that eternal attraction of the 
path of least resistance. 

Direct and retail selling are the 
two most popular subjects treated 
in the Office Appliances magazine. 
O. A., the writer might mention, 
has been accepted the world over 
as The International Bible for of- 
fice appliance students. A repre- 
sentative of the industry in Nan- 
king, China recently expressed the 
following thought to the writer 
during an interview: “I read but 
three books in the English lan- 
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Present in Every Situation If the Right Slant |s 


Discovered 


By J. G. Nolph, Jr., of 
J. G. Nolph & Com- 
pany, Dealers in Office 


Machines, Punxsutaw- 
ney, Pennsylvania 


guage, the dictionary, the Bible 
and Office Appliances magazine.” 

A bit of genuine analytic con- 
centration will “win-out,” when 
these personal angles. present 
themselves. A few recent experi- 
ences serve well to illustrate the 
medium of solution. 

A Case in Point 

A salesman had been working on 
a typewriter prospect for some 
days. The prospect had mentioned 
his interest in a steel desk and 
chair as well. Four daily calls had 
failed to mature in a signed order. 
Mr. Salesman was no average 
thinker. At home that evening he 
talked the matter over with his 
wife in an attempt to determine 
the weakness in his treatment. 
The only new point brought to 
light was her general opinion of 


the man as an individual. Later 
in the seclusion of his room, this 
issue was again brought to mind. 
The wife had mentioned that the 
prospect was “tight.” A domestic 
had passed the word to his wife 
that the prospect had tried to get 
her to clean his offices for $1 a day 
while the current rate was known 
by all to be $1.50. The man was 
well-to-do and there was no visible 
motive behind such false economy. 
The total sale amounted to about 
$250.00. Mr. Prospect was insisting 
on a $50 reduction on the sale but 
without citing any particular 
reason for his demand. The sales- 
man worked on a very small sal- 
ary and depended on his commis- 
sion greatly. A cut of fifty dollars 
would devour that entire commis- 
sion and was therefore impossible. 
It was not a matter of competition 
for no other firm had been con- 
tacted. Such reasoning ended 
with sleep that night. 

Concluding breakfast next 
morning the salesman left his 
home with a passing pat for the 
pet dog...then suddenly... 
with a gleam of vision, snapped 
his finger as though to say, “I’ve 
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FIND THE ANGLE 


Te es B® : 
(Sketches by J. G. Nolph, Jr.) 
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got it.” There before him was an 
angle that might do the trick. It 
seemed a bit far removed but so 
did the closing of that sale. Mr. 
Prospect had a dog and it received 
a great deal of attention in his of- 
fice. Any man that loved a dog 
must have sympathy in his soul. 
An appeal to that angle of the 
man seemed like the only remain- 
ing solution. 


Making Another Contact 


In the prospect’s office that 
morning, the entire matter was 
again gone over. The discussion 
quickly centered around the price 
angle. “Make your price $200 flat 
and it’s a deal,” said the prospect. 
With genuine need in his voice, the 
salesman voiced the following: “I 
would like to be able, sir, to make 
you a better price. My job pays 
me just $10 a week salary and my 
car expense comes out of that. 
You see my entire earnings must 
come from my commissions. If I 
were to reduce this quotation by 
$50 it would represent my entire 
profit on the transaction .. . why, 
sir, it would be just as though you 
were to reach in my pocket and 
take the money. I would have 
nothing left for my wife and child 
and living.” The next sentence 
spoken closed the sale at the 
$250.00 figure. The angle of ap- 
proach had been discovered. 

Another salesman working for a 
duplicating machine firm has 
learned to “Find the Angle” in 
every case. He worked in a small 
city where four or five furniture 
stores of a certain section were 
deep in the throes of sensational 
competition. Two of them had 
purchased duplicating machines 
to be used in their direct mail 
work and a third had been given 
him as a prospect. The furniture 
man was pretty well sold on the 
intrinsic value of the machine. 
The machine in question was a 
large model electrically operated 
and delivered for quite a nice fig- 
ure. Four calls had already been 
made and the machine had been 
on demonstration for more than 
a week. The office demanded that 
he either sell or return the ma- 
chine on his next call due to ex- 
cess deterioration. The salesman 
searched thoroughly for an angle 
and entered the office without 
knowledge of a personal angle. He 
had, however, determined to util- 
ize the age old principle of 
“pride.” 

An Appeal to Pride 


He was greeted, on entering the 
office, with no great display of in- 


terest. The furniture man agreed, 
in a slow sort of way that identi- 
fied him as a gentleman of the old 
school, that the machine would be 
useful. The cost was too great, 
however, and he decided that per- 
haps he could worry along with- 
out it. A last attempt was made 
to point out the many uses and 
especially the fact that his com- 
petitors used their machines with 
great success. The salesman could 
notice a visible degree of concern 
when his competitors were men- 
tioned. It was this very concern 
that set the stage for his final 
plan. The machine was a large 
model that included a rolling 
stand. Carefully getting the ma- 
chine between himself and the 
furniture man, then rolling it near 
the door, preparatory to a sug- 
gested departure, the salesman, 
without much concern, directed 
the following statement at his 
prospect. “Well! I guess it’s just 
as well anyway. One of your 
neighbors said I’d hang for the 
money if I did sell you.” That sin- 
gle remark sold the machine. The 
furniture man graduated through 
anger to near-panic at the in- 
tended insult. His credit had been 
his pride and glory for a decade 
and he bought the machine and 
paid cash in full. Another sales- 
man had found the angle. 

Such examples tell the story of 
finding the angle in direct selling. 
Retail business includes countless 
angles of a similar nature reviewed 
many times. Another interpreta- 
tion of the latter is the legal an- 
gle. Bank nights, cash awards, 
and the present day premium 
craze makes this a most timely 
thought. 

Premium Deals 


A certain Mr. Hill decided that 
a series of premium deals might 
easily be applied to an increase in 
business. In line with the action 
taken was a guessing contest 
whereby someone was going to get 
a set of dinnerware for ten cents. 
There was certainly nothing dis- 
honest about the proposition. The 
ballyhoo explained every question- 
able angle and everyone knew just 
what to expect. The plan involved 
a proceeding that entitled every- 
one to a ticket after a ten cent 
purchase was made. At a given 
period, if the number of any ticket 
corresponded with the numbers 
displayed on the various pieces of 
dinnerware, the holder would win 
the set with an additional ten cent 
payment. If the contest had been 
less successful, Mr. Hill would 


25 


probably be conducting the plan 
today. The plan became popular 
overnight and resulted in great 
crowds at his store. 

His success bothered his compe- 
titors who became jealous. Per- 
haps their objectives alone 
prompted them to take action, in 
any event they opened the way 
for a marked degree of trouble for 
Mr. Hill. 

Mr. Hill received word in a few 
days that he was about to face 
prosecution for violation of a state 


anti-lottery law! Needless to say, 


he was amazed. Violation of any 
law had never entered his head. 
He immediately attributed his 
trouble to competitive jealousy. 

His company attorney discussed 
the entire case with him and de- 
cided he had broken no known 
law. A fight was the ultimate de- 
cision and it went to court. The 
merchant was fined. The fine it- 
self, and even the costs, were in- 
significant but the loss of face and 
good will was serious. 

The court failed to offer a bene- 
fit of the possible doubt in their 
interpretation of the law which 
was anything but comprehensible. 

The merchant, Mr. Hill, had an 
employee whose interest did not 
cease with the court decision. He 
wrote a letter to the attorney- 
general of the state. The case was 
explained without mention of a 
name through the medium of a 
direct analogy. He requested the 
state official for an opinion of the 
liability of a merchant under the 
state anti-trust laws. 

The attorney-general promptly 
replied there was no question in 
his mind but that the state law 
had been violated in the hypo- 
thetical case cited. He quoted 
other decisions in support of his 
position. So what is the answer? 

Mr. Hill, before launching any 
such plan, should have known the 
law of his state. True it is, not one 
case in a thousand would anyone 
be likely to offer visible complaint, 
but no good citizen would want to 
violate even the dual spirit of any 
law. 

In some few states, most any 
plan of contest or premium deal is 
legal. In others, the restrictions 
are correspondingly severe. The 
popular case of trading stamps will 
be found illegal in some states. 
Visible lotteries are so few these 
days that one hears too little of 
anti-lottery laws. The way to be 
certain is to find out. Ask the at- 
torney-general. It will cost you 
nothing. 
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Fifty-Seven Sales Reminders 


1. Don’t forget that friendliness 
pays the world’s biggest dividends. 
Why not grow rich in your friend- 
ships? 

2. Don’t forget that Price is the 
least important of your selling 
points. Quality, convenience, nov- 
elty, satisfaction, durability—are 
all ’way ahead of price in order 
of importance to your customer. 

3. Don’t overlook the power of 
suggestion. More mountains of 
sales resistance have been moved 
by suggestion than have ever been 
forced by pressure. 

4. Don’t lose track of your cus- 
tomer’s interests—personal or oth- 
erwise. The more you think of 
him, the more he will think of you. 

5. Don’t forget that loyalty is 
one of the greatest virtues in the 
business of selling. Give me a man 
who is loyal, and you may have 
the other fellow’s cleverness! 

6. Don’t forget that a good sales 
talk is never wasted. Some part 
of it may remain in the pros- 
pect’s mind long after you have 
forgotten him, and may result in 
an order you never thought you 
could get. 

7. Don’t be too aggressive—un- 
less you are looking for a fight. 
There is always a happy medium 
between high pressure and a flat 
tire. 

8. Don’t overlook the law of 
averages—the most inexorable law 
in selling. Just so many calls, so 
much effort, so much selling—all 
inevitably average up to a sale 
sometimes when you least expect 
it. So why let down and break 
the chain? 

9. Don’t forget that enthusiasm 
breeds enthusiasm. The salesman 
who sells with a dead-pan atti- 
tude might just as well work in 
the cemetery. Your customer 
wants vim, vigor and vitality! 

10. Don’t argue with your cus- 
tomer, unless you are tired of 
taking orders. If you want the 
pleasure of arguing, let someone 
else have the pleasure of selling. 

11. Don’t expect too much co- 
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operation from your prospect— 
especially at first. He is naturally 
against you, anyway, and it is up 
to you to travel at least three- 
fourths of the way to bring him 
the remaining distance. 

12. Don’t alibi to anyone—your 
customers are not interested and 
your firm prefers orders, anyway. 
So why put yourself on the de- 
fensive? 

13. Don’t forget that the pros- 
pect you just left is going to be 
sold by someone. Is there any real 
reason for leaving the order to the 
other fellow? 

14. Don’t cut yourself off from a 
return call on your prospect— 
either next week or next year. 
This is a small world and you 
never know when conditions will 
change in your favor. 

15. Don’t let yourself get too 
thin-skinned. It takes a tough 
hide to make a salesman who can 
“take it” and bounce back smiling. 

16. Don’t be afraid to ask for 
the order! What do you think 
you're doing—making a social 
call? If business interferes with 
your pleasure, who do you think 
is going to draw down your next 
pay check? 

17. Don’t forget to try persua- 
sion once in a while. It might help 
to change your salesmanship into 
buymanship and bring your pros- 
pect into your own back yard. 

18. Don’t be too sure that your 
prospect is a dumbell. He may 
turn the tables on you and prove 
to be as dumb as a fox. 

19. Don’t leave your prospect 
with any unpleasantness in his 
memory. If you ever hope to get 
an order from him in the future, 
he may be willing to “cut his nose 
off to spite his face” rather than 
buy from you. 


20. Don’t forget that sales re- 
sistance is cut down by sales per- 
sistence, just as surely as drop- 
ping water wears away the stone. 

21. Don’t think only of the com- 
missions you are going to get. 
Think mainly of the friendships 
you are going to make; the com- 
missions will take care of them- 
selves. 

22. Don’t ever say or do any- 
thing to embarrass your prospect. 
He may not say anything today— 
but you can depend upon his re- 
membering it tomorrow. 

23. Don’t try to sell something 
you know nothing’ about. If you 
don’t know, find out. If you don’t 
find out, you’ll know about it later 
—unpleasantly. 

24. Don’t be afraid to make 
more calls. There is no substitute 
for calls and no alibi for lack of 
footwork. If you don’t believe it, 
study the law of averages, and 
watch your sales go up as your 
calls increase. 

25. Don’t be afraid of a fight— 
but don’t get into one! It is im- 
possible to get out of a fight with 
your skin whole and your reputa- 
tion sound—and both are precious 
possessions. 

26. Don’t lack confidence. If you 
haven’t got it, at least simulate it. 
One of you has to have it, and if 
you don’t, your prospect will. Or 
who do you think is going to make 
a sale? 

27. Don’t waste your time! Sell- 
ing is a constant race against 
every moment of time. The time 
you lose today may cost you big 
business tomorrow by cutting 
down the number of calls you can 
make. 

28. Don’t forget that the most 
satisfying daily report is the order 
you send in. Do you know of any 
sweeter way to prove to your sales 
manager that you’re on the job? 

29. Don’t distract your pros- 
pect’s attention with anything you 
do or wear. Give him a chance to 
concentrate on your sales talk in- 
stead of on your person. 
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30. Don’t knock a competitor! 
The chances are always in favor 
of falling over yourself if you do. 

31. Don’t forget your terminal 
facilities. If you haven’t any, 
you’d better get some before you 
talk yourself out of your prespect’s 
office. 

32. Don’t talk to your prospect 
as if you were making a speech. 
Remember that he is a potential 
friend. Are you in the habit of 
making speeches to your friends? 

33. Don’t fail to keep your word 
—whatever you do or whatever 
you promise. One failure raises 
doubt—the next one raises the 
roof. 

34. Don’t be afraid to tell your 
prospect all about the product. Do 
you expect him to guess the points 
you left out and buy from you just 
because you have an order book in 
your hand? 

35. Don’t forget that there are 
four steps to every sale—Attrac- 
tion, Interest, Conviction, Desire. 
Have you built them up to the only 
logical climax? 

36. Don’t knock off and cele- 
brate just because you got a big 
order today. Make hay while the 
sun shines and while the spirit 
sparkles—it may rain tomorrow. 

37. Don’t forget the tremendous 
value of the endless chain. Get 
every new customer to suggest an- 
other. That is one way to make 
your head-work save you foot- 
work. 

38. Don’t pass up a chance to 
talk quality. There’s a definite re- 
turn to quality buying in every line 
of business, and every bit of it af- 
fects you directly and indirectly. 

39. Don’t try to bluff your way 
through an unfamiliar situation. 
It is much better to offer in ad- 


ROYALS ON THE FLY.—In use 
here is shown one of the Royal 
portable typewriters furnished 
newspapermen on board the 
Burlington railway Zephyr on a 
recent speed test between Chi- 


vance to get the actual facts than 
to be found wanting later on and 
be forced to get them. 

40. Don’t be afraid to put a lit- 
tle showmanship in your selling. 
Dramatize your samples, your 
written material, your sales talk, 
all your opportunities as far as you 
can. You won’t regret it, and 
neither will your prespect. 

41. Don’t forget to talk mer- 
chandising and profits to your 
prospect; that means more to him 
than your merchandise — and 
you'll mean more to him if you do. 

42. Don’t cry on your prospect’s 
shoulder—you’re there to cheer 
him up, not to break him down. 

43. Don’t forget that a self- 
starter generates his own opti- 
mism; he doesn’t have to be re- 
charged by the home office. 

44. Don’t forget that the more 
supervision you require, the more 
overhead expense you run up; and 
the more expense you run up, the 
more commissions you run down. 

45. Don’t worry about more ter- 
ritory. Spend your time building 
up what you now have and you'll 
have all the worry you can prop- 
erly take care of. A territory gives 
you only what you put into it; if 
you want more, put in more! 

46. Don’t be afraid to show 
evidence of activity. Every cus- 
tomer not only admires it, but 
demands it. After all, he is the 
boss! 

47. Don’t drop a good prospect 
too soon. You may have worked 
him up to the very point where 
the other fellow gets the business. 
Is that what you want? 

48. Don’t take a regular custo- 
mer too much for granted; he is 
liable to give you the shock of your 
life. Keep on selling, no matter 
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how long you know him. Never 
give him a chance to catch cold. 

49. Don’t forget that the hard- 
to-get prospect is usually the 
hard-to-lose customer. Who 
wouldn’t work a little harder to 
get a customer that he will be able 
to keep a little longer? 

50. Don’t forget the old saying 
that “New salesmen are easier to 
find than new customers.” Watch 
your step, old boy, watch your 
step! 

51. Don’t “yes” your customer 
to death. A salesman who is too 
much of a yes-man eventually 
turns a customer into pretty much 
of a no-man! 

52. Don’t belittle your competi- 
tor. He may be just as good a 
man as you—possibly better; and 
if you don’t keep your eyes open, 
you may give him a chance to 
prove it! 

53. Don’t overlook the value of 
imagination. Visualize your objec- 
tive so that your prospect can see 
it more clearly—and he will buy 
more surely. 

54. Don’t force your salesman- 
ship on your prospect. You can do 
more and go farther with your 
service-ability. 

55. Don’t forget the word “you” 
in talking to your prospect. It is 
a thousand per cent more effective 
and more interesting to him than 
the personal pronoun “I”! 

56.. Don’t forget that the cus- 
tomer is always right—and when 
he’s a good customer, he is per- 
fect! 

57. Don’t fail to keep in touch 
with your prospect and keep your 
prospect in touch with your busi- 
ness. That’s the only way to de- 
velop your business. 


cago and Denver. The reporters 
wrote their stories on the Royals 
and then tossed their copy from 
the speeding train to helpers 
waiting at the various stations 
along the right of way. 
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General Advance 


Forecast for Furniture 


A Symposium of Considered 
Opinions Jointly Expressing 


a Favorable Outlook 


(>. plants are busy—and indications are that they will remain so during 1937. 

American business is “breaking loose” with orders for equipment of all kinds, 
which has been needed during the last few years but has not been purchased for 
reasons which we all know too well. Such buying makes other purchases possible 
all along the line, and the return of normal business conditions is the natural 
result. 

Dealers need only “scout” steadily for the office equipment part of this accumu- 
lated need to convert it into profitable business. We are convinced that office 
equipment dealers are completely aware of this long awaited opportunity. 

John Knell, President, All-Steel-Equip Company, Inc. 
Aurora, Illinois 


O UR production, distribution and sales effort plans are all based on the opinion 
that 1937 will be a big year in the purchase of office posture seating. General busi- 
ness will continue to improve and more people will be employed. This, 
to our minds, means more chairs needed, for there is no surplus of suitable seating 
in the inventories of industry. The old is worn out and must be replaced as more 
people are added to the payroll. 

The year 1936 was our best, and the last month of the year topped all others in 
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sales. Such things as strikes will lessen sales of industries affected but totals for 
each month should be better than those of the month before. Dealers know the 
market favors posture chairs and are making greater sales effort than ever before. 
E. M. Sims, Vice-President, Artility Metal Products, Inc. 
Elkhart, Indiana 


Prcceuiiin to the official reports from the Department of Commerce on the 
volume of business for the steel office furniture industry for eleven months in 
1936, compared with the corresponding eleven months in 1935, it shows an increase 
in volume of twenty-three per cent—which is a nice increase. But the total volume 
for 1936 will be only about fifty per cent of the volume for 1929, so you can see the 
steel office furniture industry still has a long ways to go to get back to the 1929 
volume. 

It would appear from these figures that our industry is going to enjoy a mighty 
fine increase in business during the next two or three years. 

F. C. Morse, President, Browne-Morse Company 
Muskegon, Michigan 


| strides in increased office furniture business during recent months are indic- 
ative of a greater activity in industrial and commercial enterprises. Office furni- 
ture business is dependent on those enterprises. 

That this increased business may continue during the year 1937 is to be expected 
from the millions of dollars in executory contracts of American industries that will 
extend beyond the year. 

A. E. Fritz, Vice-President, The Fritz-Cross Company 
Saint Paul, Minnesota 


| 1937 will prove to be an outstanding year in sales for office 
furniture. 

The trend which for the past several years has been so definitely toward furni- 
ture made of steel and aluminum, continues upward at a more rapid rate than ever 
before. Many of the sales being made today are for modernization, and to improve 
working conditions. There is a tremendous opportunity for the salesman to create 
business along these lines. 

George C. Brainard, President, The General Fireproofing Company 
Youngstown, Ohio 


C ONSIDERABLE aid to the present economic revival has been secured through 
government spending and lending, but now that the tempo of industry has been 
so increased our problem has changed. Some time ago it was that of stimulating 
recovery and now it seems to be one of keeping the acquired momentum under 
control. I feel quite confident that proper selling will not only control this momen- 
tum but increase it and that is what we all want. 

The combined efforts of the retailer and manufacturer will be required to take 
care of the needs in our field. The needs can be broken down into two classes— 
those that are so great that they are apparent to our customers, and the second 
class, which is just as important, composed of requirements which will increase 
the efficiency and reduce the cost in the office. This second class offers a greater 
volume than the first and also will be more productive from the profit standpoint. 
For this reason I feel that the results we secure in 1937 are very much in our own 
hands and will be determined by the success we attain in direct sales work. It 
should be one of the best years in the history of the industry. 

J. S. Sprott, President, The Globe-Wernicke Co. 
Cincinnati, Ohio 
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Bun emergence of general business from the doldrums has left in its wake a 
greatly increased demand for all kinds of office equipment. A particularly large 
call has developed within the past six months for the higher grade desks for exec- 
utives. Business men are again evincing a desire for and a willingness to purchase 
quality equipment. They display a keener sense of appreciation for finer furni- 
ture, correctly designed. In recognition of that tendency, we have developed some 
new patterns that will be ready for announcement soon. 

The dealer who is stocking a goodly amount of furniture is securing the business 
in greater volume than the one who has a small display and attempts to sell prin- 
cipally from a catalogue. Manufacturers and dealers should relegate to the limbo 
of lost things the policy of “watchful waiting” and replace it with a positive, for- 
ward-going program. Such a procedure should benefit all concerned. 


A. F. Krieg, General Manager, Indiana Desk Company 
Jasper, Indiana 


W.. feel that 1937 is going to be one of the best years in the history of office 
furniture in the U. S. A. We base this statement on the regularity with which 
orders have been received in the past few months and the many inquiries from 
dealers over the entire country. The writer feels that this year will set a new vol- 
ume in the history of office furniture. 

In the event that we have much legislation, National or through the States, 
which would affect the wood industry as to hours, labor, etc., this naturally could 
and perhaps would be a serious blow to the months of prosperity now before us. 


Louis T. Koerner, Secretary and General Manager, Jasper Chair Company 
Jasper, Indiana 


hen improvement will be noted in the office furniture field as well as in our 
social, economic and industrial status during the year 1937. 

We will find this year’s business and market indications to contain much valu- 
able information as to the progress and the prospects of our United States, not for 
this year alone but for years to follow. We are nearing the cycle of great changes 
and improvements, with a favorable outcome for the future. 

However, every effort must be made to strengthen and improve existing laws and 
conditions, which will afford an improvement in labor and in industrial affairs. 
The sooner we realize this fact and remedy the situation with logical reasoning, 
that much sooner we will begin to realize the fruits of ideal understanding among 
all men. 

Louis P. Joseph, President, The Jasper Desk Company 
Jasper, Indiana 


W ore the general increase in business I believe that the office furniture indus- 
try as a whole is looking forward to a very good year. There is, however, a major 
difficulty in this field which we think will be increasingly apparent. This will be 
not the problem of the manufacturer to secure business, but the ability of the 
dealer to obtain merchandise on schedule. Practically all warehouse stocks are 
being rapidly depleted, and delivery dates are becoming harder and harder to 
meet. Dealers who want merchandise to sell this year should warehouse as large 
a stock as possible. Factories are finding it impossible to carry stock enough to 
make immediate delivery to all their customers. In a large number of cases when 
orders are received the merchandise must be built before delivery can be made. 

There is an acute shortage of dry lumber, and the flood condition of the South, 
where a large percentage of raw material originates, will probably make the scar- 
city greater. Lumber prices are going steadily up. They will of necessity be re- 
flected in furniture costs in a very short time. 


James A. Wallace, General Manager, Jasper Office Furniture Company 
Jasper, Indiana 
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_ dollars not missed until inventory time” would be a good caption for a 
newspaper advertisement—apparently the alert business man does not need to be 
reminded that proper storage facilities for supplies of all kinds pay big dividends 
because many are making unsolicited inquiries and purchases of storage cabinets 
of all types. 

The alert office equipment dealer is now capitalizing on improved business con- 
ditions and featuring a quality line of cabinets with definite promotional plans to 
contact industry. We have an inexpensive cooperative promotion plan worked out 
for popular priced and quality lines of cabinets and folding chairs. The results of 
this promotion during the past several months are exceptionally gratifying. 

L. B. Rhodes, Manager, Advertising & Sales Promotion 
Lyon Metal Products, Inc., Aurora, Illinois 


| we have experienced a profitable year, which is in line with other 
manufacturers in our industry, and the demand for our products continues without 
diminution, the note we should like to stress for the next six months is one of 
caution rather than unchecked optimism. Manufacturers and dealers buying heav- 
ily on the present rising market ought to weigh carefully their ability to carry and 
finance these additional stocks, for a drop in the market is a far from unlikely 
contingency. 

Dealers who maintain high standards of merchandise, and have the proper mark- 
ups will reap the greatest profits. On the whole, prospects for the next six months 
look good rather than otherwise. If our tone seems unduly conservative it is be- 
cause we believe that most predictions are colored by wishful thinking and that 
sober reflections rooted in the reality of things might prove a valuable counterpoise. 

William Berkowitz, President, Majestic Lounge Company, Inc. 
Bridgeport, Connecticut 


a our opinion the prospects are excellent for the office furniture industry in 
1937. About two years ago we returned to the field, offering four simple lines of 
tables in various sizes and woods. A campaign of advertising found a good response 
among dealers, our volume of sales mounting monthly. The increase in office fur- 
niture sales is general throughout the country. In harmony with the trend, we 
plan to develop our office table division so that we may help dealers supply the 
coming demand. 
Howard M. Petrie, General Manager, St. Johns Table Company 
Cadillac, Michigan 


= field of posture seating is destined to be one of the most profitable for wide 
awake dealers during 1937. This statement is based on the fact that orders from 
dealers in all sections of the country have increased to the extent that we are now 
contemplating an addition to our factory to assure the trade of prompt and effi- 
cient service. The field of posture seating rightfully belongs to the dealer. It seems 
to us that there is no time like the present for manufacturers and dealers in office 
equipment to work together in building up a posture chair business which will be 
mutually profitable. 
R. C. Huntley, President, Sturgis Posture Chair Company 
Sturgis, Michigan 


O UR expectancy for office furniture business this year is very encouraging. We 
do not say this as mere optimists, but attribute it to certain indications that we 
find throughout the United States. 

Today, the masses have more money to spend than at any time since 1929. This, 
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in our opinion, is the governing factor, and nothing will stop the upturn in all 
business. 

At the present time the general trend of office furniture business is rapidly speed - 
ing toward a pre-depression basis. 

Strikes must and will be settled, flood waters will recede, and the upward move- 
ment—already so well begun—will gather impetus on the way, and prosperity, 
which has emerged from its hiding place “just around the corner,” will again be 
with us. 

Thomas V. Uhl, Sales Manager, The Toledo Metal Furniture Company 
Toledo, Ohio 


W ice production already more of a problem than sales, and in our own case 
fifty per cent above 1929, three factors assure a still more lively desk business for 
some time to come. 

First, demand occasioned by sub-normal buying for several years; second, in- 
creased earnings and confidence now permitting purchases for increasing require- 
ments and replacements long delayed; third, advancing prices having ended the 
period of waiting for the low point, which has been the psychology of recent years, 
and encouraging prompt action to save money. And then I should add a fourth, 
the improvements in mechanics and design especially in typewriter desks which 
will still further encourage the trading in of obsolete equipment. 


J. H. Bushnell, Secretary, Wagemaker Company 
Grand Rapids, Michigan 





BEFORE AND AFTER INSTALLATION OF GENERAL FIREPROOFING COMPANY EQUIPMENT IN THE 
UNDERWRITING AND ACCOUNTING DEPARTMENTS OF THE HANOVER FIRE INSURANCE COMPANY. CHICAGO 


The upper pictures reveal the offices as they were before 
the new equipment was installed. Below them are pic- 
tured the new G F Alisteel desks, Super-filers, Goodform 
aluminum posture chairs, etc., in orderly arrangement. 
The work of re-equipping these offices was done by the 
Chicago office of The General Fireproofing Company, which 
is under the management of Arthur C. Tobin. A substantial 


saving in floor space was achieved and a decided im- 

provement in clerical efficiency resulted from use of Super- 

filers for insurance reports and general correspondence; 

executive, clerical and stenographic desks; also map cases. 

and a full equipment of GF aluminum chairs, including the 

GF Goodform posture chair. Good appearance and effi- 
ciency go hand in hand. 





Accessories Sales Climb When 


“Afterthought’ Selling Is 


Discarded 


Sidney Buka of the Mutual Furniture & Fixture 
Company, Denver, Finds that an Organized Pro- 


gram Builds a Profitable Department 


‘i 

A YEAR and a half ago we 
stopped seiling office accessories as 
an afterthought,” says Sidney 
Buka of the Mutual Furniture & 
Fixture Company, Denver, Colo., 
“and gave them the advantage of 
an organized sales program with 
such result that we have had to in- 
crease our lines many times to take 
care of the business which has de- 
veloped. 

“We have found that the promo- 
tion of office furniture accessories 
is more important than the mere 
consideration of extra sales vol- 
ume. When a salesman happens 
in upon an office where a competi- 
tive piece of major equipment has 
just been sold without the attend- 
ant accessories, an opening is pre- 
sented not only to sell the extras 
but to divert the future larger 
sales to his firm. 

“The accessories can be pre- 
sented as a service. For this reason 
they are a good will builder and a 
source of major sales when there is 
a definite effort to use them for 
this purpose. When we began to 
give accessories pointed attention 
our new perspective brought into 
focus the amazing neglect dis- 
played in their promotion. It was 
not uncommon to find new desks 
without letter trays, blotters, 
wastebaskets, or lamps; chairs 
without cushions; newly-pur- 
chased files without folders or in- 
dexes. 

“One of our first moves in organ- 
izing the selling program for ac- 
cessories was to make a follow-up 
call on the same day we delivered 
a desk, a chair, or a file. This is 
now a routine practice. Ostensibly 
a service to the customer to help 
him place his new equipment effi- 


By Wilfred Redmond 


ciently or make suggestions about 
its use the call is timely in that 
the lack of necessary accessories 
has already asserted itself. 


Display Plan 


“Every desk on display has its 
complement of letter tray, lamp, 
blotter pad, and wastebasket. We 
follow a policy of not overdoing 
our display suggestion. In the 
windows, of course, we show the 
well-equipped office with all the 
accessories, including lamp, rug, 
and smoking stand. Each desk in 
stock, however, is furnished with 
the necessities. The effect of the 
suggestion is increased by having 
the same group of accessories with 
every desk. Each chair is equipped 
with a cushion and chair pad. 

“The displays often prompt the 
customer to ask if the lamp, for 
instance, is included in the price 
of the desk. This, however, does 
not raise a point of dissatisfaction. 
It reveals the interest of the cus- 
tomer in the accessory that has 
the greatest appeal for him and 
gives the salesman his lead for ex- 
tra sales suggestion. Another 
minor problem in connection with 
display of accessories on this plan 
is that the customer invariably 
picks up a lamp or a letter tray to 
examine it and replaces it care- 
lessly. As a result, the desks must 
be gone over frequently to see that 
the accessories are in their proper 
place. Otherwise, the effect of an 
orderly display of desks is lost. 

“Our analysis of accessories sell- 
ing has established the conclusion 


that ten per cent of the major sale 
may be allotted to the extras. If 
the initial sale is $100, for in- 
stance, we figure an additional $10 
may be suggested for accessories. 
Without a basic relation we find 
it is easy to oversell. We never 
get any reaction when we keep 
the accessories budget to ten per 
cent. 


Biggest Problem—the Salesmen 


“Accessories have been an after- 
thought with salesmen for so long 
that we experienced trouble at first 
in getting them to consider the ex- 
tras as part of every sale. The 
plan of displaying the incidentals 
with every desk, chair, or office 
group is a reminder to the sales- 
man as well as to the customer. 
The important factor in getting 
salesmen to include the extras in 
their sale has been the reminder 
that the commissions derived from 
accessories amount to a bonus with 
every major sale. 

“Here are the extras suggested 
at the time of the initial sale: 

Office—Table, Telephone Stand, 
Waste Baskets. 

Desk—Lamp, Blotter Pad, Letter 
Trays, Work Organizer, Waste 
Basket, Smoking Stand. 

Chair—Cushion, Chair Pad. 

File—Folders, Indexes. 

“About two weeks after we sell 
an item of major equipment we 
again call on the customer with 
accessories in mind. At this time 
such extras as desk protectors and 
chair mats are timely—necessities 
that did not occur to the customer 
as ‘must’ items on the initial list of 
accessories. 

“We had our first evidence of the 
results to be obtained from an or- 
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ganized selling plan for accessories 
in the rapidity with which we were 
required to increase our lines. At 
first, for instance, we featured one 
type of lamp. Now we stock 
twelve lines. Starting with one 
type of blotter pad we now have 
eight lines in four colors. Chair 
cushions have moved so readily 
that we no longer carry just one as 
in the ‘afterthought’ days. We 
stock eight lines of felt and rubber 
cushions. 

“Our close-up of accessories has 
revealed two trends: 


“Businessmen have recently de- 
veloped greater acceptance of the 
necessity for the proper accesso- 
ries. There are still an astonishing 
number of advertising blotter 
pads, makeshift letter trays, and 
none at all to be found in other- 
wise well-equipped offices. Selling 
accessories is becoming easier all 
the time. 

“There is also greater evidence 
of accessories from the dime store 
and the drug store to be found in 
downtown offices than was the 
case two or three years ago. 


Inviting Custom Through the 


Window 


I. our Los Angeles store we have 
been quite successful in a program 
of “inviting custom through the 
window.” Because a survey has in- 
dicated that our windows are 
closely shopped by the prospect on 
the sidewalk, we can plan our win- 
dow display schedule with assur- 
ance. The quick response we get 
from presentation of a new item 
proves the value of the windows. 
Because of the appeal of newness, 
we try to get new things in our 
windows promptly. Experience has 
proved that sometimes the appeal 
remains in the mind of the pros- 
pect for several weeks after the 
item has been removed from the 
window. 

To cite an example—a novel dis- 
play of air mail stationery and en- 
velopes showing that as many as 
fourteen sheets of light-weight 
commercial bond can be sent for 
the minimum rate, brought inquir- 
ies throughout the life of the win- 
dow and for a number of weeks 
thereafter. 

Our business is devoted general- 
ly to commercial stationery and 
office furniture. Stationery items 
are displayed constantly. The fur- 
niture lines are emphasized once 
in every four weeks. Early this 
fall we placed in our largest show 
window three Macey desks with 
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These stores are conveniently lo- 
cated and are taking advantage of 
the ‘afterthought’ selling of acces- 
sories in our field. In fact, this 
promotion has become so formid- 
able that we have had to include 
in our program a campaign upon 
the inadequacy and inefficiency of 
the ‘improper’ accessories. 

“The key to increased accessories 
sales, we have found, is selling the 
idea to the sales staff. If the pro- 
motion is consistently included in 
every sale, the department soon 
becomes a profitable one.”—ATW 


A Record of Successful Experience in Appealing 


to Furniture Prospects 


By Stanley Haas, The 
Stationers Corporation, 


Los Angeles, Calif. 








MR. HAAS 


companion items—suitable chairs 
for each type of desk—a Comp- 
tometer on the Comptometer desk, 
etc. Small price cards on each desk 
completed the story we wanted to 
tell by way of the display. And we 
sold desks right out of this win- 
dow! 

In window trimming, it has been 
our experience that featuring a 


solid window or making a strong 
group display of some individual 
item, is much more effective than 
showing a large assortment of 
many lines at the same time. Oc- 
casionally the latter type of dis- 
play is appropriate. In either case, 
the window tells its story in ap- 
proximately a week or ten days. 
After that, it is time to get a fresh 
line of merchandise before the 
public. 

Whenever we use the large as- 
sortment type of display we try to 
build it up on the basis of a central 
theme. For instance, if we feature 
typewriter papers, we _ display 
along with them the many other 
items we stock that the stenogra- 
pher should have, showing as 
many as possible of the new or 
little-known items that lighten of- 
fice work. 

On one occasion when we used 
the group display idea, we reserved 
an entire window for the presen- 
tation of Globe-Wernicke book- 
cases, pricing each style plainly. 
Inquiries came in even before our 
window display was completed. 

Just before Christmas last year 
we displayed an office desk with 
appropriate accessories. A fine 
chair, a distinctive fountain pen 
set, a desk pad and lamp, were ef- 
fective complements. These sug- 
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gest practical, appropriate gifts for 
the business executive. Our judg- 
ment was vindicated in the volume 
of sales that resulted 

Good lighting of windows is 
highly important. Each time a 
window arrangement is changed, 
we check carefully to replace any 
burnt out lamp bulbs. And we 


burn our lights all day long to 


make sure there are no dark cor- 
ners. 

Recently we installed a new type 
of reflectors in our windows. Be- 
cause they intensify light, we are 
able to save electric current con- 
sumption by the use of lower wat- 
tage bulbs. A double satisfaction 
comes from the new reflectors 
in that they will pay for them- 
selves in less than a year in sav- 
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ings on light bills and also they 
double our light intensity. 

As the title of this discussion in- 
dicates, custom should be “invited”’ 
through the window. A display 
should have that quality of invita- 
tion that will inspire pedestrians 
with a desire to enter the store. 
Window displays represent you to 
the public. Treat them accord- 


ingly. 


An Interesting Dis- 
play of General 
Fireproofing Aill- 
steel Office Equip- 
ment and Aluminum 
Chairs, Installed by 
the Joplin Printing 
Company. Exclusive 
Agents of the Gen- 
eral Fireproofing 
Company in Joplin, 
Mo.—The installa- 


ay 


DOUGLAS GIVES FREE LAYOUT SERVICE 

Designing and layout service is given customers of H. 
Dorsey Douglas, Oklahoma City office outfitters, as a 
courtesy, without extra charge. With model Offices, 
from floor coverings to draperies, assembled right in 
their place of business, prospective customers can see 
for themselves and choose the type of office arrange- 
ment they prefer. 

The group being demonstrated in the accompanying 
picture, by H. Dorsey Douglas, Jr., vice president in 
charge of city sales, is proving a great favorite in this 
section, he said. In presenting this suite to a pros- 
pective purchaser, Mr. Douglas said the combination 
of durability and good taste of this streamlined furni- 
ture of sound design and the reasonable price are 
stressed. This suite appeals to business men who 
desire to establish the confidential and friendly 
atmosphere in their offices. 

The modern utility cabinet, such as the one in the 
picture with drawer fronts faced in buff color leather 
with walnut pulls, is rapidly becoming popular here, he 
said, because of the extra space it affords. A place to 


Dorsey Douglas, Jr., of H. Dorsey 
Douglas Inc., Oklahoma City, 
Shows the Streamlined Office 








tion was made in 
the branch office of 
the Atlas Powder 
Company of Joplin. 
Mo., and shows how 
the plain, modern 
lines of the GF Aill- 
steel desks, files, 
and aluminum 
chairs sound the 
keynote of character 
and style. 


keep surplus papers, refreshments of one kind or 
another to be served from the matching cocktail table, 
or even clothing for the dinner or party, when business 
keeps him until the last minute, are some of the uses 
to which the business man may put this cabinet, Mr. 
Douglas illustrated. 

The desk in this set is of walnut, with Roman gold 
finish drawer pulls, and in the rear, an offset bar of 
walnut for use as a dictation desk. The base of this 
desk is another point finding favor. It is of black com- 
position rubber which protects against scuffing or 
caustic floor compounds. 

The lounge pieces, floor coverings, and drapes must 
be modern but of lasting quality to please the cus- 
tomers, according to Mr. Douglas. Pictures and lamps 
are popular too, and are just as carefully considered as 
the utility pieces, he pointed out. He said the combina- 
tion desk lamp, electric clock, pen set, radio, shown on 
the desk in the picture, is a fast selling item in this 
territory. The whole set is 15 inches long and weighs 
less than four pounds. 

“These features seem to be of paramount interest 
with our customers,” said Mr. Douglas.—EVH 


Furniture.—Model offices main- 

tained right on the floor of their 

place of business prove useful 
selling aids. 





HENRY T. ADAMS CELEBRATES THIRTY - 
FIFTH ANNIVERSARY 

Thirty-five years ago, two industrious and enter- 
prising young men, Otto Kellner, who operated a small 
bicycle repair shop, and Henry T. Adams, who was em- 
ployed in the University of Chicago Bookstore, de- 
veloped an idea which was destined to be the founda- 
tion of a substantial business. 

That was back in 1901 when the string binder em- 
ployed for many purposes in business was extensively 
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used for student note books in high schools and col- 
leges. The “shoestring” binder well served for various 
purposes but “unlacing” to add or withdraw sheets 
was something of a nuisance. So these young men set 
out to simplify the operation. And making mental 
search of the realm where ideas in infinite number 
are stored, encountered the very thing desired. 

Very simple. A metal ring with a flat hinge with 
snap fastener opposite the joint. Slight enlargement 
at the joint to keep the ring from entering the per- 
foration. Instantaneous in action. At first laboriously 
fashioned on hand machines by the two partners, the 
ring found a ready market. Better equipment for pro- 
duction was soon installed. 

Then in 1904, Mr. Adams purchased his partner’s 
interest and bought a little building which was 
equipped with all facilities for producing the ring and 
a line of loose leaf covers adapted to a variety of uses. 
Increasing business required additions in the factory 
from time to time and in 1923, The Henry T. Adams 
Manufacturing Company of which Mr. Adams is the 
sole owner, built a splendid, modern plant at 8561 South 
Chicago avenue, Chicago, which has been kept equipped 
with the latest type of machinery operated by a large 
number of skilled workman who turn out the several 
specialties all of which were gradually evolved from the 
simple jointed ring originated by the two young men 
in the old bicycle shop. 

The intervening years have not diminished Henry 
Adams’ ingenuity nor his keen interest in his day’s 
work. Along with the fascination of bringing up the 
business, he has, with the assistance of Mrs. Adams, 
“brought up” a fine family of two boys and a girl, 
one of the former being a graduate engineer now in 
charge of a department at the plant. The other boy 
at work on a similar course in college. A few miles 
across the Indiana line, situated near the Kankakee 
river, is a very comfortable cottage where the family 
spends a good part of the summer, Henry and the boys 
driving back and forth to the plant each day. And 
once in a while in duck season, there is time for a 
trip to a hunt club town in Illinois to prove that skill 
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with the shotgun is unimpaired. Thus, initiative, in- 
dustry and sound business practice are rewarded. But 
not always. There must also be some favor of circum- 
stance. 
—— 
ARTHUR HOWELL IN SECOND ACCIDENT 

Arthur E. Howell, during several years interested in 
the office equipment industry when he conducted a 
business college in Muskegon, Mich., included in the 
curriculum of which were courses of training in many 
office machines and studies of office systems, met with 
an automobile accident in 1929 from which it took him 
three years to recover. Subsequently for about five 
years he enjoyed good health and freedom from attack 
by the modern “Juggernaut.” 

On January 8 he was “Juggered” again, in Lakeland, 
Fla., when his car was struck by another automobile. 
He received a triple fracture of his collar bone and 
was cut and bruised on his head and body. Ironically, 
just a few days before the accident, he had received a 
“bill of health” from his insurance company. He is 
now recovering nicely and getting the full enjoyment 
from Lakeland. 

Mr. Howell, whose home is Lake Odessa, Mich., spends 
the winters in Florida, having a charming house and 
situation on Lake Hunter Terrace, Lakeland. He is 
president of Nature Study Club of Lakeland. From 
May to November each year he engages in field and 
promotion work for the Lansing Business University. 
The rest of the time he utilizes in traveling, studying 
and writing news and feature articleS for newspapers 
and magazines. 





L. C. SMITH & CORONA WINDOW IN ROLE OF ETHNO- 
LOGICAL MUSEU M.—Artifacts and weapons from African 
savagery brought back by Captain Carl Von Hoffman, au- 
thor of “Jerry on Safari” and Corona user. A pedestal made 
from an elephant’s foot supports the machine he carried. 
Other articles are war clubs, shields, poisoned arrows, 
combs, and skins. Captain Hoffman has carried his Corona 
on many hazardous expeditions, braving both the hazards 
of nature and the threats of dangerous men and animals. 
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Chicago Business Show a Feature Event 


This Month 
Exposition in Session the Week of March 22 
By Jay Tee 


— and broader is the interest evidenced by the 
middle west business world as the date draws near for 
the first Chicago National Business Show since 1931. 
March 22 will mark the beginning of a full week of open 
public display and demonstration of the most advanced 
business machines and appliances devised to expedite 
administrative functions of business and help keep 
economy and efficiency at their peak. 

At a time of returning prosperity in the face of de- 
mands from every side for better working conditions 
the products displayed at this exposition have most 
significant import. From the days of the first “Office 
Appliance and Business System Show” held in Chicago 
in 1905 the business machines and office equipment in- 
dustry has endeavored to inform the local public 
through the business show of the advance made to 
further economy and efficiency in business through 
adaptation of methods and machines that relieve 
workers of strain and fatigue in tedious routine and in- 
crease capacity and accuracy, permitting more business 
to be carried on in less time. 

A quarter of a century ago comparatively little 
thought was given to improving conditions within the 
office, the chief concern being toward applying results 
of inventive genius and skill to a new and theretofore 
unsurpassed era of business activity. Gadgets of all 
manner of description were produced in amazing num- 
bers, a few of which were the nucleus for future prac- 
tical development. Great was the demand of a growing 
world of production and trade to increase the capacity 
of business operation. 

For years the trend in development of business 
equipment was toward better order. Better filing sys- 
tems and methods virtually revolutionized office record 
keeping. Along with these developments came ma- 
chines to replace the wandering-minded clerks and as- 
sistants, looked upon skeptically at first, but soon after 
accepted and endowed with high regard for their 
capacity and accuracy. The uncertainty of the human 
element was beginning to give place to positive action 
by unfailing machines. Posture chairs came along with 
the early machines and were the first real evidence of 
thought given to the worker. 

Further investigation into the past of the industry in- 
dicates that the leaders have always been those who 
place before all else their intent and desire to serve 
business. Study and research that have been made by 
manufacturers, with the earnest purpose of furthering 
the interests of business itself, through more than 
three decades has brought about the real achievements. 

In accomplishing this aim, manufacturers play no 
favorites, have no axe to grind so far as who directly 
benefits is concerned. Both the office worker and the 
executive are advantaged. Those responsible for busi- 
ness administration must of necessity demand economy 
and efficiency. Regardless of how many machines are 
devised, how many short-cuts formulated, the poten- 
tial demand for economy and efficiency continues. No 
amount of equipment can begin to serve its purpose 
without persons to operate it. And operators and work- 
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ers, to be most efficient, must be kept in top condition 
of health and morale. 

Nowhere could one find so concrete an example of all 
that is being done for business and business people as is 
represented at the National Business Show. At the 
Stevens Hotel Exhibition Hall in Chicago for the entire 
week of March 22 to 27 machines and equipment will be 
shown and demonstrated to executives interested in 
better business and office associates interested in better 
business surroundings. The need for an opportunity 
to get a thorough insight into the advances made 
by the industry is widely manifested both by the busi- 
ness public and by manufacturers eager to see, compare 
and contrast the foremost products of a foremost 


industry. 
<> 


DUBOIS COUNTY HONORS KOERNER 

Dubois County, Ind., in which is located the city of 
Jasper, thriving industrial community of woodworkers, 
last month paid a signal honor to Louis T. Koerner, 
secretary and general manager of the Jasper Chair 
Company, when it elected him to the Dubois County 
Council. 

The position presented by the voters to Mr. Koerner 
is one of the most responsible in the county govern- 
ment. The council is the governing body of the entire 
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county and in that capacity makes many important de- 
cisions and appropriations. 

Mr. Koerner, in addition to his keen business-like 
mind and ability, takes to the county post a wealth of 
experience gained through many years of endeavor 
in the business world. He was elected February 13. 

‘scinpiiaaelilitihdedmadis 
“THE HORDER ADVISER” 

Published for the purpose of “promoting the simplifi- 
cation of stationery buying,” a new and attractive book- 
let entitled “The Horder Adviser” has recently been 
published by Horder’s, Inc., of Chicago. Issue No. 1 was 
produced last month and contained interesting mate- 
rial in addition to advertisements of various items car- 
ried in stock at the Horder stores. 

Although the February issue was listed as No. 1 of 
Volume 1, it was really the second issue, there having 
been a previous number published in January under the 
name of “The Horder Informer.” With the change in 
name, however, the second issue was officially desig- 
nated as the opening number of Volume 1. 

In addition to the four pages making up the booklet 
the issue included an insert which was a price list of 
Horder’s lines of ring book sheets, unruled sheets, Mim- 
eograph bond paper and alphabetical indexes. 
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GLOBE - WER- 
NICKE DESKS 
DEFEAT “OLD 
MAN RIVERI"! — 
Raging waters of 
the Ohlie River 
steed eleven feet 
high in the office 
shown in the top 
picture but the 
twe Glebe - Wer- 
nicke Ceo. steel 
desks vatianttly 
withstood the tor- 
rent and after be- 


INDUSTRY SUFFERS LITTLE FLOOD DAMAGE 

The stationery, office equipment, furniture and ma- 
chine branches of the industry were but little affected 
by the recent disastrous floods which swept the Mis- 
sissippi and Ohio valleys and caused millions of dollars 
in property damage which will take months to repair. 

Although a great many office furniture companies 
were in the flood zone, Office Appliances is happy to 
report that the majority of these were upon rising 
ground to which the flood waters did not quite reach. 
At the same time, however, some of the furniture 
manufacturers found themselves, like the vast ma- 
jority of business houses in other industries, with 
their establishments swept by the flood water with a 
consequent heavy loss in stock, machinery and equip- 
ment. Among these were: 

The Tell City Desk Company, Tell City, Ind., where 
every employe and official was forced to flee from the 
large factory on January 20 when the river waters 
flooded the entire building bringing to an absolute 
standstill all business within its walls for more than 
three weeks. 

Remington Rand, Inc., branch at 321 W. Jefferson 
street, Louisville, although suffering from minor dam- 
ages due to the flood water and lack of power and light, 
was able to open on the week of February 8 with a com- 
plete service for overhauling and rebuilding typewriters 
damaged during the flood period. 

The Evansville Desk Company, Evansville, Ind., be- 
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ing cleaned up are 
again in use. 
(Lewer) Twe 
Globe - Wernicke 
Steel desks and 
tables immedi- 
ately after being 
washed off follow - 
ing a long immer- 
sion in eleven feet 
of water. The» 
were back in serv- 
ice beforethe 
floor was dry. 


gan the task of “mopping up” its huge plant about Feb- 
ruary 15 after the factory had been flooded with twen- 
ty-one inches of water over the entire first floor. Dur- 
ing the flood period the plant, according to R. C. Ham- 
ilton, vice-president of the firm, was completely iso- 
lated, the only means of approach being by boat. 
Because of the foresight of officials and employes 
who worked side by side to store all finished and semi- 
finished stock out of the water’s reach, the Evansville 
Desk Company’s loss was confined principally to the 
expense of cleaning up and reconditioning machinery, 
repairing floors and restoring the plant to normal con- 
dition. As soon as the waters receded a force of men 
was set to work on plant rehabilitation with the result 
that production was again in full swing by March 1. 
John P. Morton & Company, 420-26 W. Main street, 
Louisville, Ky., suffered slight loss due to the fact that 
with the exception of a few inches of water in the base- 
ment the building in which the company is housed was 
untouched by the flood water. According to H. O. Prae- 
torius, superintendent of the merchandising depart- 
ment, the greatest damage sustained by the organiza- 
tion was the loss of business brought about by the ap- 
palling flood conditions of Louisville and the surround- 
ing country. The entire staff, however, Mr. Praetorius 
said, are working hard to overcome this set-back. 
Among the companies which although in the flood 
zone were fortunately left untouched by the rising river 
were: 
The Pounsford Stationery Company, 422 Main street, 
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Cincinnati; Commercial Lithographing Company, 815- 
27 Market street, Louisville, Ky.; The Standard Print- 
ing Company, 220-30 South First street, Louisville, Ky.; 
Reliable Office Equipment Company, 317 Sycamore 
street, Evansville; Imperial Desk Company, Evansville, 
Ind.; Smith & Butterfield, 310 Main street, Evansville, 
Ind., and the Faultless Caster Company, Evansville, Ind. 

While all the companies just listed suffered no actual 
damage from the flood, their production was practically 
at a standstill due to the absence of light, water and 
other commodities together with absolute lack of trans- 
portation except for a meager and erratic boat service. 


niente! 

NATIONAL STARTS FLOOD DAMAGE REPAIR 

The National Cash Register Company, of Louisville, 
through B. F. Ogden, sales agent at 226-228 Guthrie 
street announced February 6 that it was again open 
for business and had installed additional equipment 
and men to service cash registers damaged by the re- 
cent flood.—CG 


HARTER CORPORATION EXPANDS 

Work has been started on a new building of steel and 
concrete blocks for The Harter Corporation, Sturgis, 
Mich. It will make an addition to the main factory 
unit of an area one hundred and forty feet by seventy, 
increasing the floor area by nearly ten thousand square 
feet. When the new structure is completed, the gen- 
eral offices will be transferred to space now used for 
shipping purposes. The new offices will be larger than 
those which serve the organization at present, and will 
be designed in accordance with modern principles. 

The Harter Corporation has been operating day and 
night for some time, and has been so much in need of 
space that raw materials needed have been kept at 
hand in rented storage. Describing the situation which 
impels the construction of the new building, E. C. Har- 
ter, president, said: “Increased business in our smartly 
styled steel chair line and our posture chair line makes 
this move necessary. This is the third time in the past 
nine years that we have outgrown our quarters and 
found it necessary to build. The outlook for the future 
is such that we must increase our manufacturing facili- 
ties just as soon as possible.” 


a a 
WANTZ RETURNS FROM FLORIDA 
Harley J. Wantz of the Skinner & Kennedy Station- 
ery Company of St. Louis, and Mrs. Wantz spent several 
weeks in February in Miami Beach, Fla., as the guests 
of the former’s brother, Ray Wantz.—HB 


INJURED LEG BRINGS 
LONG AIR FLIGHT. — An- 
drew Okis, export manager 
for the American Lead Pencil 
Company, suffered an injured 
leg while touring the Orient. 
While in Honolulu the wound 
became infected necessitat- 
ing prompt emergency treat- 
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“WHAT IS ADVERTISING SUCCESS?” 

Answer to the query in the title is made in an im- 
pressive twenty-four page 11% by 14 inch brochure 
published by The Glen Buck Company, advertising 
agency, Chicago. The brochure contains reproductions 
of eleven advertisements of the A. B. Dick Company’s 
Mimeograph and were chosen from a series presented 
in unbroken succession for twenty-three years. “A con- 
tinuity longer than any other nation-wide advertising 
now appearing in the public prints.” In each advertise- 
ment throughout this long period has been the same 
form but with varied ornamentation of beautiful ar- 
tistry and a convincing statement in logical phrase. 
Repetitions of the characteristic form have made the 
Mimeograph advertisements instantly recognizable by 
the readers of the periodicals in which they steadily 
continue to appear. Turning the pages and encounter- 
ing the copy brings thought of the Mimeograph. 

Eleven of the twelve right-hand pages of the bro- 
chure carry the Mimeograph advertisement. On the 
left-hand page of each spread is a brief statement in 
relation to the A. B. Dick Company’s advertising pro- 
gram as conceived, developed and put into function by 
the Glen Buck organization. The comments are infor- 
mative. They present, in capsule, advertising lore 
evolved from long and successful practice. The two 
thoughts quoted below are sufficient to indicate the 
quality of all: 

“A good-looking advertisement is sure to command 
greater attention and respect than an ugly one. But 
what is even more important, it suggests quality, as ug- 
liness never can. And the impression of quality may be 
the greatest of all selling forces.” 

“Fads come and fashions go in advertising. But dig- 
nity, decency and good-craftsmanship survive because 
they pay best. The know-how is the one answer to 
your advertising problems.” 

Besides serving its primary function as a medium 
advertising the service offered by the Glen Buck Com- 
pany, copies of the brochure were sent to the A. B. Dick 
Company and to its agents throughout the country. 

aientealtied 
LOUISVILLE FIRM RESUMES BUSINESS 
Office Equipment Company, Inc., 117-123 South 


Fourth street, Louisville, announced during the first 
week in February that it was open for business, render- 
ing regular service, and no flood damage to stock, fol- 
lowing the severe flood that prevailed in late January 
and early February.—CG 


ment. Se, Mr. Okis made use 
of modern travel facilities 
and flew from the Hawalian 
Islands to the mainiand by 
the Pan American Clipper 
and thence to his personal 
physician, Dr. Julius Siegler 
in New York by United Air- 
line planc. 
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NEW MACHINES AND DEVICES | 





NEW REMINGTON RAND RIBBON 


The Remtico Supplies division of Remington Rand, 
Inc., Buffalo, N. Y., has brought out a new ribbon 





REMTICO RIBBON OF CELLO-CILK, MAGNIFIED 


called the Cello-Cilk. It is made of cellulose, with a 
thread count of 11,520. Each of the 320 major threads 
is made up of 36 minor threads, which run, unbroken 
and without twist, the length of the ribbon, making a 
lint-free fabric that is smooth and uniform. The mate- 
rial is non-absorbent, ink being held in tiny reservoirs. 
It is said that being of this structure, the ink is used 
up completely under the action of the type bars. Ex- 
periments in laboratory and office are cited to show 
that the new ribbon is very durable, and that it main- 
tains its dark-black write continuously throughout its 
life. 
a 
ALL-ELECTRIC BILL-WRITER BY INTERNATIONAL 


A new bill-writing machine for handling all types of 
continuous forms is announced by International Busi- 





INTERNATIONAL ALL-ELECTRIC BILL 
WRITING MACHINE 


ness Machines Corporation, New York, N. Y. Electric- 
ally operated, the machine is said to gain savings in 
time, material, effort, and floor space for the user. 
Every mechanical action involved in operation is pow- 





ered: carriage return, back spacer, line spacer, type 
shift, tabulator, and type keys. A two-ounce touch is 
sufficient. In writing, the fingers need not leave the 
keyboard. 

The machine has a special platen lifting device which 
eliminates carbon resistance between forms when car- 
bons are shifted. An automatic underscorer operates 
continuously when the key is held down. A repeating 
space bar permits the operator to establish a long or 
short space without using the tabulator. All regular 
spacing for tabulating work is readily controlled by a 
key-set tabulator directly above the keyboard. An im- 
proved form carrier of light weight and sturdy con- 
struction is designed to accommodate all types of con- 
tinuous forms. The machine is capable of making as 
many as twenty clear copies at once. 

casdenstitiancesees 
NEW SHAVING MACHINE BY DICTAPHONE 

A new shaving machine, Model S-12, is announced by 

the Dictaphone Sales Corporation, 420 Lexington ave- 


y 





MODEL S-12 SHAVING MA- 
CHINE BY DICTAPHONE 


nue, New York, N. Y. Coming in a cabinet of modern 
design, in neutral taupe with chromium trim, it fits 
well into the decorative scheme of any office. 

Mechanically it makes the shaving process practi- 
cally automatic. A new mercury switch starts and 
stops its operation. It can be controlled by hand or can 
be left to itself. A self-adjusting floating feed nut pro- 
vides even feeding which makes for uniform smooth 
shaving. The chip drawer is easily accessible. A storage 
drawer below it will hold fifteen cylinders. A special 
rail of extreme hardness is built into the new model to 
assure a greater accuracy of operation and a longer 
life for the machine, which is said to be seventy per 
cent more productive than previous models. The au- 
tomatic knife set, a feature that has been retained, 
makes primary and secondary cuts achieved quickly 
and easily. Opening the end gate automatically re- 
leases the shaving knife and ejects the cylinder. 

The cabinet cover is easily removed. All moving parts 
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of the machine are provided with safety guards. The 
motor can be had for direct or alternating current. 
> 
EMBOSSED COVERS BY ACCO 
The two-piece pressboard binder distributed by Acco 
Products, Inc., 39th avenue and 24th street, Long Is- 
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EMBOSSED PRESSBOARD BINDER 
BY ACCO 


ce 


land City, N. Y., now is available in an embossed as 
well as plain cover. The embossing adds to the at- 
tractiveness of the binder, which may be used for pro- 
tecting looseleaf catalogues, or, because of its elas- 
tic capacity, for storage. 

The covers may be embossed in any design other 
than the standard embossing for regular stock num- 
bers, if an embossing die is furnished by the user. 
Special treatment of this kind, including printing on 
the covers, involves slightly higher costs, depending 
upon the work required. 


————_—~<o>——__ - 
SECRA-TYPE—NEW WAGEMAKER TYPISTS’ DESK 


Featured especially in the forty-two inch, single ped- 
estal style, though available also in the fifty-four and 




















NEW WAGEMAKER SECRA-TYPE DESK 


sixty inch sizes, the new Secra-Type desk made by 
Wagemaker Company, Grand Rapids, Mich., is designed 
much like their Dror-Type desk. A standard size ped- 
estal houses not only a typewriter, but also all the sta- 
tionery required for convenient operation of the 
machine. 

The front panel of the pedestal is attached to a side 
panel, both of which are drawn out when the machine 
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is to be used. Two legs may then be extended to pro- 
vide a support which will prevent any possibility of the 
desk’s overturning when the typewriter and stationery 
rack are drawn out on rollers. The assembly is so de- 
signed, however, that it will support the machine even 
if the legs are not set beneath it. 

A special type of center drawer is provided to in- 
crease the desk’s capacity, which otherwise would be 
less because of the space required in the pedestal for 
the machine. 

Advantages of the new Secra-Type desk are said to 
be an increased drawer space, full knee clearance, un- 
broken desk top surface, ease of operation, sturdy con- 
struction, and sensible appearance. 

—-— ~~ 
NEW G-W VISIBLE EQUIPMENT 

Two new items have just been introduced to the trade 

by Globe-Wernicke, Cincinnati, Ohio. One is a card 





NEW G-W CARD WITH CELLULOID EDGE AND NEW 


CABINET 


with a celluloid protecting strip for use in standard 
G-W visible record cabinets and books. The celluloid 
keeps the margin of the card clean, and any title on it 
legible. A considerable variety of signalling is possible. 
The other is the new pocket type cabinet. Pockets of 
strong, durable Kraft stock, with clear celluloid pro- 
tecting strips at the bottom are used to convert vertical 
record systems to visible records. The company can 
supply a wide choice of visible record cabinets, books, 

and supplies for record keeping. 

ee 

NEW NEVA-CLOG D-40 

Neva-Clog Products, Inc., Bridgeport, Conn., has just 
started to distribute a new desk stapler, D-40, which 





DESK STAPLER D-40 BY 
NEVA-CLOG 


is said to incorporate all the improvements shown in 
the preceding model, D-30. 

The Neva-Clog D-40 is seven inches in length, the 
same width as the D-30 (one and three-fourths inch- 
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es), and three and three-eighths inches in height. It 
has a larger load capacity and a greater stapling depth 
(four and one-half inches) than has the D-30. It is 
Suitable for hard use, and can be employed in light 
assembling operations. With the base swung back, it 
can be used as a tacker. It carries a load of 210 staples. 
Its stapling capacity is five thirty-seconds of an inch. 
An attractively designed catalogue, with cover in 
four colors, is now available, describing the whole 
Neva-Clog line. It is issued free upon request. 


> 
CLEANER FOR LEATHER FURNITURE 
A cleaner that is said to be useful not only for its 
primary purpose of removing dirt from leather, but also 





LACKAWANNA 
DRESSING FOR 
UPHOLSTERY 
LEATHER 


for protecting it against wear and giving it an attrac- 
tive luster is announced by The Lackawanna Leather 
Company, manufacturers of upholstery leather, 715 
Grand avenue, Hackettstown, N. J. The cleaner was 
developed with the codperation of the Bonita Products 
Company, maker of cleaners and polishes for fine 
finishes, after the need for such a cleaner was seen 
by the Lackawanna Leather Company. Useful for arti- 
ficial as well as natural leather, it has passed the tests 
of the Bureau of Standards at Washington, and is used 
by the United States Government. 
~~ 

CLAMPING WHITE KNIGHT LAMP BY GREIST 

Greist Manufacturing Company, New Haven, Conn., 
has added a new model to the White Knight line. It 
is a swinging arm, clamping unit, in statuary bronze 








WHITE KNIGHT BY GREIST— 
CLAMP MODEL 


A triple 
type 


or gunmetal, with genuine silver plated trim. 
glass Celestialite Luminaire diffuses a daylight 
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of illumination over the entire desk on which it is used. 
It may be specified by its number, Model No. 197. With 
this new unit, the White Knight line now comprises 
six models, including the floor or chair-side lamp for 
reception rooms or large executive offices. 


— ee 


NEW NIAGARA STENCIL FILE 

The Niagara Duplicator Company, 5815 Third street, 
San Francisco, Cal., has introduced a new item in their 
line—the Niagara stencil file. Made with solid or with 
spiral binding, Niagara stencil files are in three sizes, 
to hold twenty-five, fifty, or a hundred stencils. Each 
is made with a printed index to facilitate reference, 
and space and wording for quick filing reference. The 
filing of stencils is said to be made a simple task when 
these files are used. They are reported to protect the 
stencils against drying out or suffering other injury. 


—<>— 


TELETALK FOR INTER-OFFICE CALLS 

A system for inter-office communication that can be 
installed for non-selective, selective, and confidential 
messages is offered by Webster Electric Company, Ra- 
cine, Wis. The non-selective installation will relay a 
message to each of as many units as are connected, and 
six such units may be used. Installation is simple: the 
units must be connected by a wire, and a cord must be 
plugged into an electric outlet. A lever is pressed down 





CONFIDENTIAL TELETALK UNIT, 
SELECTIVE 


on the unit used for sending, and a message is spoken. 
The lever is released, and the answer can be received. 
The selective installation has a unit bearing a knob 
which is turned to indicate any one of as many as ten 
different receivers. Only the one selected gets the 
message. Either of these systems can be served by a 
Confidential Teletalk unit, which is designed with an 
earphone for the receipt of private messages. 

It is possible to install the system with a master 
station and speaker outlets. Speaker stations are cap- 
able of communicating only when called. 

A model is also available for factory or warehouse 
use—the Industrial Teletalk—which is a high powered 
unit. 

All the models come in attractive cabinets, hand- 
rubbed to a high polish, in walnut, similar in appear- 
ance front and back. They operate on 110 volts alter- 
nating or direct current. Reproduction of tones is 
clear; volume is sufficient for forty-foot audition. A 
pilot light in each cabinet indicates if current is turned 
on. Consumption of electricity is said to be very low. 
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Stations may be installed as far apart as two thousand 
feet. The cabinets are eight inches tall, twelve inches 
wide, and six inches deep. 

Inquiries as to specific details may be addressed to 
the manufacturer. 

> 
NEW B & P PAYROLL AND TIME BOOKS 

Designed especially to conform with the provisions of 
the Social Security Act, two new time books in three 
different grades and capacities are now offered by 
Boorum & Pease Company, P. O. Box 272, City Hall Sta- 
tion, New York. They are organized on weekly, two- 
weekly and monthly bases, with two-page forms. The 
first grade is bound in tan fabrihide, with stiff cover, 
and contains fifty-six leaves. Second grade books have 
thirty-six leaves and flexible sheep leatherette covers. 
The third grade book is of twentyfour leaves with imi- 
tation flexible pressboard covers. 

Another new issue is of forty leaves, bound in sheep 
leatherette with stiff covers. 

Personal Social Security Record books are available 
in two grades; there are also two grades of desk size 
social security time books with weekly, two-weekly, 
and monthly forms. 

A circular describing the new record books in detail 
is available. 

Boorum & Pease is offering also new Wire-O stenog- 
rapher note books and Wire-O composition books. 

alitenidia 
NEW BROWN-MORSE DESK 

A new office desk in modern styling is announced by 

Brown-Morse Company, Muskegon, Mich. It is finished 








MODERN DESK IN 
AND CHROME 


BROW N-MORSE 
BLACK 


in black enamel with chrome trim, and is avail- 
able in single or double pedestal, flat top models. 
Stenographers’ desks in drop head and in side type- 
writer pedestal design and tables may also be had in 
the new patterns. Dealers interested should write to 
the company for particulars. 
diz 
SOCIAL SECURITY CALCULATOR 

A device that will make it possible for an employer 
to determine quickly the information an employee is 
entitled to have pertaining to his financial status as 
regards the social security laws, and will supply the 
correct tax deduction for any wage, is now offered by. 
Meilicke Systems, Inc., manufacturers of efficiency de- 
vices, 3466 North Clark street, Chicago. It is a set of 
tables combining data on the age of the employee (in- 
dicated as years under the maximum of sixty-five), his 
weekly wage, total earnings, lump sum payable, and 
monthly benefit. Taxes to be deducted from any 
earned wage are indicated at various rates:.9%, 1%, 
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1¥o% ,2%, 242%, and3%, on any amounts up to $999.99. 
Fractions involved in the calculations are handled in 
accordance with standards set by the law. The calcu- 
lator can be furnished with “Tax Deduction Rate 
Cards” which show tax deductions on any wage up to 
and including $100. 

> 


FUL-KLEEN DATER BY FULTON 
Made of mottled Lumarith plastic, the new Fulton 
dater, called the Ful-Kleen, is so designed as to afford 
the fingers of the user protection against contact with 
inky type. The moving parts are fully enclosed, save 
for the small wheels which govern the setting of the 





FUL-KLEEN 
DATER WITH 
BANDS 
COVERED 


date line desired. It is a dater that harmonizes in 
appearance with the modern fountain pen. Dates for 
seven years are provided, in deep-cut rubber type that 
will make clear impressions and will retain resilience. 
The modern streamline design and material make it a 
device not likely to damage delicate surfaces of fine 
furniture. 
~—_ 

METAL INSERTS FOR LOOSE OFFICE CHAIR RUNGS 

The A. & F. Products Company, 1 West Thirty-sev- 
enth street, New York, N. Y., is marketing pronged 
metal inserts for loose rungs and legs in office chairs 
and tables. The inserts require no glue and are easily 
installed. When they are driven into position, they are 
































A. & F. KEYS TO LOCK 
CHAIR RUNGS 


said to tighten the loose rungs effectively. The inserts 
come in sorted packages (thirty to a box—six of each 
size) of five sizes as follow: 3g” x 1%”, 3g” x 59”, Ye” x 


34”, 4%” x 72”, and 4%" x 144”. They are curved to fit the 
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contours of the standard sized furniture dowels for 
which they are intended. 

Installation of the inserts is done by the following 
method: The loose end of the rung or leg is removed 
and an insert of slightly less length than the depth of 
the socket is selected. The insert is placed about half 
way in, with the point forward, and is held flush with 
the wall of the socket. The rung is then driven com- 
pletely back into the socket, using an ordinary hammer 
or mallet with some padding to prevent denting. This 
carries the insert in so far that nothing shows. The 
prongs or tangs firmly grip both the surface of the 
rung and the wall of the socket, and any force tending 
to remove the rung will only increase this grip. 

—_——<>____ 
TWO-WAY SPEAKING UNIT 


Chicago Sound Systems, 1507-1509 East Fifty-Fifth 
street, Chicago, is distributing a device for inter-office 
communication called the CommuniCall. It can be 
used on AC or DC current. One cord is plugged into an 
electrical outlet to make it operative. Two cabinets are 
supplied, together with fifty feet of wire. The stations 
connect by plugs at end of wire. Extra stations—four 


or five speaking units can be used—wire for longer in- 
stallations, and headphones will be furnished at addi- 


a 


Pr 
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STANDARD UNITS OF COMMUNI-CALL 


tional cost. The headphone is useful for dictating let- 
ters or carrying on private conversation. Automatically 
set to speak, it can be used also as a listening device. 
The normal speaking voice is delivered at the listening 
unit so as to be heard clearly at a distance from the 
cabinet. 
> 
STANDARD NEW PROCESS DUPLICATORS 
IMPROVED 

Standard Mailing Machines Company, Everett, 
Mass., announces a new feature of their Standard New 
Process duplicators: an automatic master slot opener 
which is to be part of all models, hand and electric, 
hereafter. It will be particularly useful where short 
run work makes necessary the frequent change of the 
master. Described as of simple, fool-proof construc- 
tion, the new mechanism has few moving parts. When 
the drum is reversed, the master slot is automatically 
opened. When the machine is advanced, the slot 
closes, automatically clamping the master. With the 
elimination of the need for a hand lever, production 
speed is increased and labor is reduced. The automatic 
slot opening mechanism serves also as a predeter- 
mined reversing stop. 

—_—~>>- = 
MAGNER SCALE IN BAKELITE 

A device that registers weights in ounces for deter- 
mining postal rates, up to a weight of five ounces, and 
of heavier objects up to eleven pounds, is the Magner 
scale now being distributed by F. Loewenberg, 10 East 
40th street, New York, N. Y. It is housed in bakelite 
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of mottled red, weighs one and seven-tenths pounds, 
and takes a desk or counter area of six and one half 
inches in diameter for its circular base. It stands 
eleven inches high. 

To weigh light objects and heavy, within the ranges 
indicated, the scale is constructed on a lever and 
counter-weight principle, and is equipped with a 
spring balance supplementary construction to indicate 





MAGNER SCALE 


weights above five ounces. This feature of the design 
is the subject of a United States patent. 

The scale comes with three removable tops, flat, as 
the illustration shows, dished, or tumbler shaped. 

PLATEN REWINDING DEVICE 

Gardner & Richardson, Black Swan Yard, Bermond- 
sey street, London, England, offer an attachment for 
the typewriter platen, which appears to have a definite 
application when typewriters are used on continuous 
forms. This is an auxiliary crank handle which re- 
volves the platen quickly, in either direction. The han- 
dle is attached to the twirler, and returns to normal 
position automatically when disengaged from the 


twirler. 
i 





ART MODERNE DESK IN 1200 GRADE MADE BY 

JASPER OFFICE FURNITURE COMPANY, JASPER, 

IND.—In the previous issue this desk was identified 

by mistake as the product of another manufacturer. 
The error is regretted, 


— —<p__—_ — 
PORT-A-FONE—NEW PHONE SYSTEM 


New equipment for inter-departmental communica- 
tions has been developed by Electronic Devices, Inc., 
with general offices at 626 Broadway, Cincinnati, Ohio. 
A device called Port-A-Fone has been perfected. It can 
be plugged into an electric light socket, by which 
means contact will be established with other similar 
units plugged into sockets elsewhere in a plant or office. 
Normal speech can be heard by the users, the power 
line being the means of carrying the voice. Persons in- 
terested in exclusive territories for distribution should 
address the firm at their general offices. 
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FASTNRITE PAPER FASTENER 

Progressive Mechanical Corporation, 630 Fifth ave- 
nue, New York, has introduced a device for the fasten- 
ing together of sheets of paper. Two to twelve pages 
can be assembled. It can be used on letters—attaching 
enclosures and closing envelopes—circulars, paper bags, 
and legal documents. It is described as sturdy and 
simple in construction, requiring no refills, fast, silent, 





PAPER FASTENER BY PRO- 
GRESSIVE MECHANICAL 
CORPORATION 


and easy to operate. The appearance of papers at- 
tached to each other by this device is said to make a 
favorable impression by virtue of neatness. 
acne 

BATES NUMBERING MACHINE FOR CARBON WORK 

A carbon impression numbering machine which is 
provided with what is specified as a new style D type 
has been developed by The Bates Manufacturing Com- 
pany, Orange, N. J. Specially designed for carbon copy 
work, it is said to give a clear, clean impression through 
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STYLE D 

TYPE FACE 

FOR BATES 

NUMBERING 

MACHINE 

many sheets of carbon paper. Style D type can be fur- 
nished on any model Bates Numbering Machine. The 
cost is somewhat higher than the cost of style E type. 

SO 

MEMOPAK—NEW DESK ACCESSORY 

A receptacle made of brown bakelite, designed to hold 
slips or cards three by five inches in size is being offered 
to the trade by the Seymour Conover Company, 350 





BAKELITE DESK ITEM: MEMOPAK 
Broadway, New York. It is called the “Memopak,” and 
comes ready for the consumer or for display in a car- 
ton. A counter card is available for counter displays. 
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OAKVILLE CHISEL POINT STAPLES 
Oakville Company, Division Scoville Manufacturing 
Company, Waterbury, Conn., has announced a new 





POINTS 
BY OAKVILLE COMPANY 


STAPLES WITH CHISEL 


product, No. 1-SC Oakville Chisel Point Kwik Wire 
staples, in their line of paper clips, pins, fasteners, 
thumb tacks, etc. They are made like the regular 1-S 
Oakville staples of .019 wire with half inch crown and 
quarter inch leg for standard stapling machines; the 
new feature, the chisel points, is said to make them 
enter readily into any material into which they must 
be inserted. 
— 
DEFIANCE GELATINE FILM DUPLICATOR 

The Defiance Sales Corporation, 72 Spring street, New 
York, is now offering the trade a gelatine duplicator at 
a moderate price, the Defiance gelatine film duplicator. 
It is said to be of durable construction, with high copy- 











DEFIANCE SALES CORPORATION 
DUPLICATOR 


ing power, making reproductions that are bright and 
sharp. A descriptive circular is available, and informa- 
tion as to discounts will be supplied dealers and ex- 
porters on application. 
—_<—————_ 
SOCIAL SECURITY CARD CASE 

Feldco Loose Leaf Corporation, 357 North LaSalle 
street, Chicago, is distributing a new card case of “Tuff- 
Hide,” bound on all sides, with metal corners of non- 
tarnishing gilt, in which the social security card of the 
employee may be carried. It has a celluloid window, 





FELDCO CASE FOR SOCIAL 
SECURITY CARD 


and is said to possess life-time durability. Dealers 
will be supplied free display cards in red and blue, 
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mounted on easels, and designed to present the case it- 
self. Terms and other information will be supplied by 
the manufacturer. 


a 
VOCAPHONE—NEW MEANS OF COMMUNICATING 
A new means of communicating between stations in 
an office or factory is the Vocaphone, now offered by 
Miles Reproducer Company, Inc., 112-14 West Four- 
teenth street, New York. A person at the master sta- 
tion presses a button and then addresses others present 
at sub-stations installed in the system. Ordinary con- 
versational tones are picked up by the instrument, 
which operates on from 105 to 120 volts either alter- 
nating or direct current. Information may be secured 
from the company; printed circulars are being dis- 
tributed 
> 
SIGN EMBOSSING MACHINE 
A machine that can be operated in the office by an 
unskilled employe is being distributed now by The 
Acme Bulletin & Directory Board Corporation, 214 East 





ACME EWMBOSSER—Desk and Deorplates, Signs 


37th Street, New York, for the purpose of making signs 
such as are used on directory boards in office buildings. 
It stamps letters and numerals on a strip three-eighths 
of an inch high, to fit into a panel seven and a half 
inches wide. The base measures nine by seven and a 
half inches. The carriage is eleven and a half inches 
long. Inquiries may be sent to the above address. 
X-RAY PENCIL WITH SILVER WRITE 

A special pencil is offered by Rite-Rite Manufactur- 
ing Company, 1501 West Polk street, Chicago, IIl., for 
use by photographers and others who have occasion 
to write on black paper. It has a silver lead, and is 
supplied for the X-Ray transparent pencil in four-inch 
lengths 

—_—_ . 
NICK RUBBER TYPE 

Hans H. Hellesoe, 2446 Ainslie street, Chicago, is the 
manufacturer of a new office item, “Nick” rubber type. 
Its name derives from the fact that it is slotted with a 
square-cut groove on one side, by which it is locked in 
place when set. Setting the type involves no difficulty 
because of this feature. 

Nick type comes in a compact, fabric-covered con- 
tainer, the one for the N3 type measuring about five 
and a half inches square and an inch and a half thick. 
It has a cloth hinge, and is substantially constructed. 
Two trays of type are included, some three hundred and 
twenty characters, the type design being bold Roman, 
making a strong, clear impression. A pair of tweezers 
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and a type holder are included. The type “sets” from 
the face of the holder; no end line holders are neces- 
sary. Six sizes of type are offered in sets specified 
(small type ranging to large) respectively Nl, N2, 





“NICK” RUBBER TYPE 


N3, N4, N5, N6. The latter measures over three-fourths 
of an inch in height. 
_— 
LETTERGRAPH POSTCARD PRINTER 

The Heyer Corporation, 911 West Jackson boulevard, 
Chicago, now offers the Lettergraph Post Card Printer. 
With it comes a carrying case, six stencils, two tubes of 
ink, stylus, drawing scope, bottle of correction fluid, ink 
pad, and printing base. The printer is inked automat- 
ically from inside, one tube of ink serving for several 
hundred cards. The base assures registration described 
as unusually accurate. 

A special feature of the new Lettergraph printer is a 





HEYER’S LETTERGRAPH PRINTER 


printing base which serves as a guide for accurately 
placing the cards, the use of which makes the operation 
a matter of simple routine with no particular skill re- 
quired. The accuracy of this device, it is said, is such 
that a card once printed may be reprinted again with- 
out the slightest variation being discernible. This spe- 
cial feature places the duplicator in the class of ma- 

chine incorporating precision features. 

~~ 

TERRY PENFILLER 
Fountain pens of the sac or vacuum type are filled 
automatically by the Terry Penfiller, a device now made 
by the Terry Penfiller Company of Janesville, Wis. The 
process is simple: inserting the pen and pushing down. 
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It works thoroughly and quickly; the filling device of 
the pen need not be touched. In the operation the pen 
is “pressure-flushed”; use of the Penfiller thus tends to 


keep pens clean. The Penfiller is spill-proof. The ink 
dirt, 


is sealed against dust, and evaporation. The 





INKWELL THAT 
FILLS PENS 

device serves as a convenient well for dip pens. It 
comes in ivory, jade green, Indian red, mahogany, wal- 

nut, or black, with or without chrome trim. 

watiiece 
LARGER EBERHARD FABER ERASERS 

Eberhard Faber Pencil Company, 37 Greenpoint ave- 
nue, Brooklyn, N. Y., announces that several of the 
erasers offered in their line are now available in larger 
size. Included are the No. 1212 Ruby rubber pencil tips; 
the Eberhard Faber Helmet rubber pencil tips, No. 2320; 





NO. 1212 RUBY RUBBER 
PENCIL TIPS 


the “Ten-eighty”; No. 1087 Comet; No. 6580 Van Dyke 
typewriter eraser; and the No. 6587 Van Dyke type- 
writer eraser (the same, with brush). Pink Pearl pen- 
cil erasers Nos. 100 and 101 are also offered in larger 
sizes now. 
isiitiipeaiana 
ROTO-BEAM AIR CIRCULATORS 

Two new models have been added to the Roto-Beam 
line of air circulating equipment. They are described 
as of streamline design, and are said to contribute a 
distinctly artistic note to a type of merchandise utili- 
tarian in purpose. The manufacturer is Roto-Beam 
Corporation, 3300 Indiana avenile, Chicago. 

The Roto-Beam air circulator, the manufacturers 
explain, is scientifically constructed to function prop- 
erly and efficiently. The blade of the fan revolves on a 
hub so shaped as to destroy vacuum resistance in front 
of the fan, and to effect a spiral stream of air project- 
ing from the whirling blades. Hence the name of the 
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device. This rotating beam is said to draw into its zone 
the vitiated air from space around it, mixing together 
the various strata of oxygen, nitrogen, and other ele- 
ments to make an atmosphere wholesome and invig- 
orating. A circular showing a diagram of the principle 
is available; it presents also pictorial and factual data 
about the device. It may be ordered for alternating or 
direct current, in three-speed models, eighteen, twenty, 
and twenty-four inches tall. There is a single speed 
model for use with alternating current. Eight, ten and 
twelve inch junior models in three speeds for alternat- 
ing and for direct current, and a twelve inch de luxe 
model also are made. 
—__——<g>—___—_ 
NEW PLATEN STRIPPER 

A new platen stripper, with an off-set handle of gen- 
erous proportions, is now available. It is being distrib- 
uted by the American Writing Machine Company, 115 








NEW PLATEN STRIPPER 


Worth street, New York. Inquiries about the tool may 


be addressed to the company. 
a 





NEW DESK OF THE T4100 LINE OF THE TELL CITY 

DESK COMPANY, TELL CITY, IND.—Through a mistake 

this picture was printed last month with a story about 

a desk made by another manufacturer. The inadvertence 
is regretted. 


—_—_—>—_—_—_ 

QUARTETT ERASER 
Gummiwaren Fabrik, Schwerdt & Renner, Gr. Bar- 
linge 48, Hanover, Germany, produces a novel eraser, 
formed like a cross, with four surfaces of rubber and 











FOUR-FOLD ERASER OF 
GERMAN MAKE 


grit, each suited to a specific function. These surfaces 
are identified as soft, sharp, soft-sharp and medium. 
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LONDON NOTES AND NEWS 
By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 
upon Vincent Jackson at 22 St. Andrew street, Holborn Circus, London EC4. | 
Mr. Jackson’s association with the trade and his contacts with its organiza- 
tions afford him information valuable to those desiring to cultivate the Brit- 


ish market. 


In subscription matters, O. Viborg-Larsen, Dalforet 16, Copen- 


hagen, Denmark, is the authorized representative of Office Appliances in the 
British Isles. 


February 8, 1937. 

My good friend Mr. W. E. Block, Director of Block & 
Anderson, Limited, has been telling me of a recent cel- 
ebration. On January 1, 1927, Mr. Block and Mr. A. J. G. 
Anderson went into partnership determined to build up 
a specialised sales organisation for marketing Office 
Appliances. Mr. Block had been “in the game” since 
1922. Now, today they have a fine business—Brunsviga, 
Ormig, Poko, Facit, Mercedes, Victor and Plan-Clip— 
branches in many of the principal cities and first class 
showrooms in London. This Birthday No. 10, of course, 
had to be celebrated with a dinner at the Hungaria 
Restaurant. Mrs. Anderson and Mrs. Block were there, 
together with Mr. and Mrs. Edgar Smith (Mr. Smith is 
also a director of Block & Anderson, Ltd.), Miss Cham- 
berlain (Secretary of the Company), and a few close 
business friends and old employees of the Company. 

During the course of the evening, souvenir gifts were 
presented to three of the oldest (in point of service) 
members of the staff. Miss Chamberlain worked with 
and for Mr. Block in 1922, continued with the first part- 
nership and has ably and cheerily done her “job of 
work” as company secretary subsequently. 

Mr. Block and Mr. Anderson—here’s to another ten 
years! 

I regret to report the death of Mr. T. O’Dea of The 
Smith Premier Typewriter Company, Ltd. I cannot say 
I knew Mr. O’Dea well, but I have met him at Asso- 
ciation functions. Mr. O’Dea has been sales manager 


for London and the Home Counties since 1918, having 
joined The Smith Premier Typewriter Company, Ltd., 
in 1898. Reading through the obituary notice in “The 
Prospector” 


(the House Organ of the Remington 


Kardex organisation in London) I have noticed the 
various successes that Mr. O’Dea had in selling Smith 
Premier machines. I see that in 1906 he won a gold 
watch for the largest number of sales during a period 
of six months in the International Selling contest pro- 
moted by their Head Office in U.S. A. His friend and 
colleague Mr. H. F. Bazeley was telling me today how 
much they will miss this cheery and dynamic Irishman. 

Mr. Harry Stiles, Chairman of the Office Appliance 
Trades Association, presided at his first luncheon and 
meeting last week. One would have liked to have seen 
a bigger attendance, but the change of day to Friday 
may have been the reason. 

First of all it was proposed to send a tribute to Mr. 
J. Halsby who was unavoidably absent—because he was 
in bed with a chill! Then too it was announced that 
the “largest party ever” was going from this country 
to the next meeting of the International Union of 
Office Appliance Trades Associations, to be held in 
Paris May 29th to June Ist. I see from the programme 
that there are “official receptions” at the International 
Fair and Paris Exhibitions, Annual Meeting and Ban- 
quet, and of course a day of sight seeing. The presi- 
dent, Mr. M. C. Boas is on a visit to your country at 
the moment, incidentally. 

The main topic of the discussion following the lunch- 
eon was our old friend “Exhibitions.” The Advertising 
and Publicity Committee think it high time everybody 
paid for admission! It has been past practice to mail 
as many as 100,000 invitations with complimentary 
tickets. In addition, exhibitors were allowed so many 
tickets for each £1 paid for stand rent. As a matter 
of fact, the broadcasting of free tickets has been re- 
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duced from the early days when there was no entrance 
fee. In lieu of actual tickets, the general public were 
admitted on presentation of business cards. The re- 
ceipts from the £1 admissions has steadily increased. 
That is why Mr. E. C. Rylands brought forward this 
revolutionary suggestion on behalf of the committee 
of which he is chairman. Some suggested a gradual 
elimination of free tickets, others that exhibitors have 
as many tickets as they like and pay for those returned 
at the door. Most present agreed that the present sys- 
tem was open to abuse, many firms receiving more 
tickets than they could use. 

For all that, it was realized, firstly, that it was good 
publicity, secondly that rightly or wrongly many busi- 
ness men and women resented to pay for the privilege 
of being sold something, and finally, that the public 
was not yet sufficiently educated to the point of so 
wishing to see the Trade’s products that they would all 
be willing to pay to see them. And this really sums up 
the final note: Things are to remain as they are- 
several thousand free tickets will be distributed and 
those without tickets will pay 1/--—VEJ 


i - 


INTERNATIONAL UNION OF OFFICE APPLIANCES 
TRADES ASSOCIATION 


Last December a meeting held in Paris by the Inter- 
national Union of Office Appliances Trades Association 
was the occasion of a committee of organization, and 
the laying out of a provisional program as follows: 


Saturday, 29th May—Official reception at the Paris 
International Fair. 


Sunday, 30th May—Excursion under the auspices of the 
French Associations. 


Monday, 3lst May—Annual Meeting and Banquet. 
Meeting in the Conference 
Room of the International 
Chamber of Commerce. 


Tuesday, lst June—Official Reception at the Paris Ex- 
hibition. 


The president of the International Union, M. C. Boas, 
recently sailed to the United States to enlist executives 
of the Office Equipment Manufacturers’ Institute, New 
York, in support of the coming meeting. Mr. Boas en- 
joyed also an opportunity to renew acquaintance with 
numerous friends in the United States. (From Inter- 
national Export Review, February.) 


GILDRED CORPORATION, PROGRES- 
SLVE DISTRIBUTORS FOR PERU FOR 
GF ALLSTEEL OFFICE EQUIPMENT 
AND GF ALUMINUM OFFICE CHAIRS, 
PRODUCTS OF THE GENERAL FIRE- 
PROOFING COMPANY, OF YOUNGS- 
TOWN, OHIO, MAINTAIN THIS EX- 
TENSIVE DISPLAY IN THEIR LARGE 
DEMONSTRATION- AND SALESROOMS 
IN LIMA. 
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Office Equipment in Puerto Rico 


By F. M. Alvarez del Manzano 
Manufacturers’ Agent, San Juan 


(Sienas business conditions began to improve 
sometime by the end of 1933 when the Federal 
Government created in San Juan the Puerto Rican 
Emergency Relief Administration. The organization 











F. M. ALVAREZ DEL 
MANZANO 


necessitated the acquisition of office machines, and re- 
built typewriters and adding machines were purchased 
in great numbers. Stationers enlarged their stores and 
offered larger and more varied stock of office equip- 
ment to the public in general. Business firms also de- 
manded new office equipment, for their sales and activ- 
ities augmented about 50 per cent. In June, 1936, the 
organization then known as Federal Emergency Relief 
Administration for Puerto Rico, was dismembered. How- 
ever, very few months before this, the Puerto Rican Re- 
construction Administration was organized. Hundreds 
if not thousands of units of steel office furniture were 
purchased through San Juan dealers. The defunct 
FERA for Puerto Rico established a plant in San Juan 
for the manufacture of desks so as to give employ to 
local cabinetmakers and carpenters. Therefore, very 
few units were bought through dealers excepting steel 
filing cabinets purchased from dealers representing 
American manufacturers. 

There is very little demand now for wood office fur- 
niture in Puerto Rico, especially office equipment made 
in the States, for Puerto Rican firms have established 
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cabinet factories and they employ woods produced 
in the island such as oak, mahogany, etc. The valua- 
ble hard wood of the mahogany tree is used extensively 
for furniture and cabinetwork. It varies in color from 
a deep reddish brown (mahogany color) to brownish 
yellow, and is susceptible of a high polish. Varieties 
with a mottled or figured grain also occur. 

Puerto Rican users of American wood furniture as 
well as dealers have been forced to give some attention 
to the desks, sectional bookcases, etc., made in Puerto 
Rico because American oak furniture has been heavily 
attacked by a white ant or termite most common in 
tropical countries. The mouth parts of these insects 
are fitted for biting. They are very destructive to 
buildings, books and furniture, etc., eating away the 
interior to leave only a shell. 

However, steel office furniture is still widely in de- 
mand. Another reason for discontinuing the use of 
wood furniture is the humidity in Puerto Rico, which 
swells wood causing drawers to get too tight, having 
to be adjusted locally now and then to a smooth run- 
ning order. 

It is probable that American furniture manufactur- 
ers will have to import woods from Puerto Rico, Cuba 
and the Domincian Republic, and possibly from Mex- 
ico, should the supply of mahogany within the United 
States proper become deficient. On the other hand, so 
as to meet competition, they will have to establish 
branch factories in the island. 


a 


SILVER ANNIVERSARY OF BURO INDUSTRIE 


The January, 1937, issue of Die Biiro Industrie, Ber- 
lin, marked the twenty-fifth year of that publication's 
existence. Appropriately, the issue carries a good deal 
of material of historical interest. One article, for ex- 
ample, shows the development of the writing machine, 
with illustrations picturing designs that have followed 
the making of the first Peter Mitterhofer model—in 
which the characters were perforated in the paper from 
beneath. This originated in 1864. Another shown of 
Danish make, is Pastor Malling Hansen’s Schreib Kugel, 
date 1867. It would not be suspected of being a writing 
machine at all today. Subsequent designs presented 
in the illustrations are recognizable typewriters, each 
contributing to the evolution which culminated re- 
cently in a machine for the writing of music. 

Adding and calculating machines are also treated, 
receiving their meed of attention in pictures and text, 
the earliest cited being a machine made in 1672 by one 
Gottfried Wilhelm Freiherr of Leibnitz. The develop- 
ment of the addressing machine, credited to American 
invention, is covered, and then duplicating devices, 
from those of the gelatine pan type to elaborate 
machines, are discussed. 

One very interesting article traced the development 
of the business office from the year 1000 to.the present 
day. Illustrations showed the progress that has been 
achieved by commerce over this period. The office of 
the eleventh century was in appearance a monk’s cell. 
The floor of heavy planks is bare; a stout door bars un- 
wanted visitors. Furniture is limited to a couch, an en- 
grosser’s desk, and a folding chair. A niche holds what 
look like books of records, and a single window in the 
thick wall offers the best opportunity for contact be- 
tween potential customers. Half a century makes a 


great deal of difference in office practice, according to 
the illustration shown for 1550, representing the office 
of a shipping concern. Tables, benches for several 
clerks, bookkeepers’ desks, strongboxes, and seats for 
important guests are shown. 


A chandelier with six 
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candles supplies light. Bales and a barrel suggest the 
recent arrival of cargo and an over-full warehouse. In 
1750 desks, chairs, and what look like file drawers ap- 
pear. Framed pictures decorate the walls. The next 
two hundred years mark a new stride forward. A cos- 
tumer appears, the refinement of a waste basket is evi- 
dent. A glassed bookcase holds several shelves of 
books. In the background stands a copying press; ma- 
chinery is taking its place in the office. The picture 
for 1880 shows the installation of multifarious pigeon- 


























“OFFICE ORGANIZA- 


TION, ONCE AND NOW.” 
—Die Biiro Industrie, of 
Berlin, Germany, pre- 
sents the evolution of 
the business office from 
1000 A.D. to the present 
in a series of ilustra- 
tions that strikingly es- 
tablish a historical per- 
spective. Two sketches 
interpolated add a hu- 
morous note. It is a long 
stride from candles to 
electricity, and most 
moderns enjoying’ the 
conveniences of their 
times are hardly aware 
of the inconveniences 
accepted as natural in 
the past. 


holes, a large wall map, and a railing of turned stan- 
chions, setting off one section of the floor from the rest. 
Office practice of the present is suggested by a composi- 
tion of heterogeneous views showing workers at desks, 
and equipment they use. 

The export trade of Germany from 1913 to 1935 is 
shown. There is a section devoted to twenty-five years 
of the office machine trade. Included also is a bibliog- 
raphy of brochures and other printed matter which 
have been published in connection with the office and 
its requirements during the last twenty-five years. 

Turning the pages of the anniversary issue, the 
reader notes advertisements of products well known in 
the American market: the Elliott addressing machine 
and the Dictaphone. A four-page insert in color, done 
in pencil and water-color pencil technique, calls the 
reader’s attention to the origin in 1761 of the A. W. 
Faber firm, and its present association with the Castell 
organization, maker of pencils and fountain pens. 

a 
OFFICE EQUIPMENT PRICES HIGHER IN AUSTRIA 

The Tenger Papier und Schreibwaren Zeitung, 
(Vienna) reports that in recent months the prices for 
office machines, especially typewriters and bookkeep- 
ing machines, have increased. During the depression 
years the trade in value of exchanged machines be- 
came distinctly lower. The export trade in such ma- 
chines has shown radical improvement. 
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Speeding Up Office Service in England's 
Largest County 


By Ena Fitzgerald 


A LARGE, newly-opened store, devoted entirely to 
office equipment and situated in the heart of 
Leeds, England, is being run on a wide programme of 
scientifically planned customer-attraction. 

The business, Office Supplies (Northern) Limited— 
which was actually started under much smaller condi- 
tions in another street seventeen years ago—has found 
itself faced by a problem of a peculiar kind. 

It is the problem which must also face many Ameri- 
can vendors of office equipment who have customers in 
large, spread-out areas. Such areas being composed 
of small and large towns, also expanses of semi-rural 
districts containing hundreds of steady buyers of office 
supplies. 

In taking over new premises, this Leeds firm has first 
of all set out to speed-up service to practically the whole 
of England’s largest county, Yorkshire. 

The area of Yorkshire (comprising three Ridings as 
they are called) is 6,077 sq. miles. The population is 
well over four millions. 

With Leeds as headquarters, towns and cities covered 
include Hull, Harrogate, Bridlington, Scarborough, all 
the east coast of the county, further north all the Thirsk 
district, and south the great steel city of Sheffield and 
its district. (Many of these towns and cities have re- 
cently welcomed numerous American visitors.) A fleet 
of ever-ready automobiles carry customer’s require- 
ments as soon as an order is received. One director, 
Mr. Whitham, lives at Bridlington, making it a sub- 
centre in constant touch with Leeds. Another staff 
member covers the Sheffield area in the same way, and 
soon. As for the city of Leeds and district, Mr. Hallam, 
a director, told me the automobile service has the goods 
actually at the customer’s office in half an hour of the 
order. 

In the new large showrooms a feature is made of 
showing everything new on the market, whether it be 
American, British or Continental. Incidentally, Amer- 
ican goods, including several makes of typewriters, du- 
plicators, adding machines, stapling gadgets, etc., were 
much praised to me by the store for their splendid 
efficiency. 

The firm services hundreds of typewriters in the 
Yorkshire area, a staff of mechanics occupying one en- 
tire story on the premises. For £1 a year any machine 
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receives regular attention, there being no extra charge 
except when renewals of parts are needed. 

“It pays to buy new typewriters at regular intervals, 
is a principle the staff try to impress on customers. In 
consequence, many professional men and traders 
regularly scrap a definite number of machines each 
year and buy new ones, thus promoting smarter and 
better typing. Office Supplies prove to their notary, en- 
gineer, merchant, etc., customers that new machines 
increase prestige with the public who get their letters. 

“English business men,” says Mr. Hallam, “are defi- 
nitely becoming more mechanically minded than for- 
merly. They are less conservative and keener than ever 
to examine new ideas. This is partly proved by the fact 
that business exhibitions are increasingly attended by 
men and women of all trades and professions. 

“It pays for an office supply store to promote their 
own exhibitions,” say both Mr. Hallam and Mr. Ash- 
worth (another director). “It pays especially where 
you have a large area to cover and interest. It also 
brings in many new customers.” 

The last exhibition took place at Harrogate. 

“See that your sales people know something definite 
about the trades and professions they serve,” is another 
maxim of the store. This does not mean actually study- 
ing manufacturing, law, or engineering. But the staff 
man must know enough to be able, in these competitive 
days, to satisfy a customer he is offering exactly the 
right machines, office furniture, stationery, etc., which 
are the very best for his particular work. The directors 
strongly believe in short refresher courses in training 
for the staff. 

“Supply everything an office needs, from the blotting 
pad to the safe,” is still another maxim which has built 
up this large concern. 

Years ago Mr. Hallam and Mr. Ashworth saw that 
customers wasted time seeking different articles in dif- 
ferent stores. Today Office Supplies Limited will even 
decorate new offices taken by customers if necessary. 
They will supply typists, though staff-finding is not in 
their regular service. 

Anyone can go up to the first floor and talk to Mr. 
Hallam or Mr. Ashworth in their offices, asking advice 
as to equipment, makes of machines, styles of furniture 
best suited to peculiar and individual conditions. But 
no one is expected merely to waste time or to be incon- 
siderate of it. On the door of the offices hangs this 
notice— 

“You are indeed welcome. Stay with us as long as 

necessary, but please remember we are busy.” 

Even that, artistically printed, manages to look genial. 

England has a large and increasing number of what 
are termed “brass plate salesmen,” who are in keen 
competition with owners of stores who have heavy rents 
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CIFE, PPRNAMBUCO, BRAZIL (CAIXA 

POSTAL NO. 16).—The firm specializes 

in Underwood typewriters, Sundstrand 

adding machines, Bates products, and 
other manufactures. 


and rates to pay as well as salaries and wages to staffs. 
The “brass plate salesman,” who usually only serves 
offices (and more rarely, households), merely has a 
brass plate outside some central building in which one 
office serves dozens like himself. All are served by just 
one telephone which is attended to by one employee, as 
the salesman is of course out all day canvassing orders 
mainly for stationery at cut prices. 

Mr. Hallam, whose firm supplies high quality articles, 
thinks manufacturers should supply stockists only, and 
so help to combat this price-cutting competition so 
damaging to the British storekeeper, who, with his 
heavy responsibilities, needs a profit of about 33% per 
cent. 

This Leeds firm always carries huge stocks of every 
class of office equipment, except in one item alone. That 
is office safes. Only specimens are kept on the premises 
for customers to see, and orders are delivered straight 
from the manufacturers. The reason for this is the ex- 
cessive weight and consequent difficulties of transport 
by the retailer. 

———»___ 
THE HOUSE OF ORANGE IN DUTCH HISTORY 

An unusual souvenir of the marriage of H. K. H. Ju- 
liana of the Netherlands and Z. D. H. Prince Bernhard 
is the blue-bound volume, titled in gold, Oranje en 
de Welvaart van Nederland—or, in free rendering in 
English: Contributions of the House of Orange to the 
Welfare of the Netherlands. It is written by Dr. M. G. 
de Boer, well-known Dutch historian, and published by 
Blikman & Sartorius, Amsterdam. 

It is a book of generous dimensions—the hundred and 
thirty-six pages are about eleven and a half inches long 
and nine and a quarter inches wide. The title page 
is appropriately printed in orange. Type is cleancut 
and simple in design. The whole work carries the im- 
pression of the Dutch character in being unpretentious 
and at the same time obviously well done. 

Photographs of royal figures are reproduced in the 
opening pages. The first is of the bridal pair in an 
informal, domestic atmosphere. Following comes a pic- 
ture of the Queen in a pose of simple dignity; then Z. 
K. H. Prince Hendrik, and H. M. the Queen Mother, are 
presented. 

Over sixty pages are given to the text proper, which 
treats figures famous in Dutch—indeed in world—his- 
tory. A handsome portrait of King William the first is 
shown. Z. K. H. Prince Frederick Henry, capable sol- 


dier and statesman of the Golden Age, appears in the 
uniform of the military. Old prints of historic scenes 
bring again to mind the prestige of the Netherlands of 
other days when her influence as a maritime power was 
felt in both hemispheres. Maps included illustrate the 
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conquest of the North sea by Dutch engineering—which 
may well be one of the greatest causes for the develop- 


ment of the sturdy Dutch character. Supplementary 
notes are provided for the use of those who may wish 
to delve further into the story of the Netherlands. 
There is also a list of commercial institutions active in 
the country’s economic life of today. Some forty pages 
are given over to show industrial buildings of outstand- 
ing Dutch organizations, and scenes of industrial and 
commercial activity. The interest of royalty in prac- 
tical affairs is evidenced by photographs showing H. M. 
the Queen and H. M. Princess Juliana visiting and in- 
specting such places, one of which is itself a royal en- 
terprise. Such industrial surveys are not at all unusual, 
for the ruler of the Netherlands takes an active interest 
in the welfare of the working population. Also shown 
in the book are examples of Dutch art and craft work. 
It is a volume replete with interesting material at- 
tractively presented, and the producer, Blikman & Sar- 
torius, is to be commended for an excellent piece of 
book making. 





Note.—It is interesting to recall that when the firm of 
Blikman & Sartorius, the oldest office equipment house in 
the world, was founded in 1693, nearly two and a half cen- 
turies ago, William III of England, known as the Prince of 
Orange until his accession to the English throne in 1689, 
was stadholder of the United Netherlands. The House of 
Orange, founded by William I, surnamed The Silent, Prince 
of Orange and Count of Nassau, is still the royal family 
of the Netherlands. 

—— 
NAME CHANGE OF FRENCH HOLLERITH BUSINESS 

Burghagen’s Zeitschrift fiir Biirobedarf reports that 
the name of the French Hollerith business at Vin- 
cennes, France, has been changed to Compagnie Elec- 
tro-Comptable de France, S. A., 9 rue Montebello, with 
a capitalization of 21,000,000 francs. The change is 
due to the fact that the latter company has nothing to 
do with the Hollerith machine. It is concerned with 
the “Electromatic” typewriter, electrical clocks and 
watchmen’s clocks. 

——_>>—_—_ 
HELLSTROM ADDS SCRIPTO TO LINE 


Kristian Hellstroém, Drottninggatan 18, Stockholm, 
Sweden, has recently taken over the distribution in 
Sweden of the Scripto mechanical pencil. 

Mr. Hellstrém is general agent also for Ford’s blot- 
ting paper, Kolok ribbons and carbons, Swan and 
Blackbird fountain pens, Swan fountain pen ink, and 
other stationery products. 
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CANADIAN STATIONER CELEBRATES 
FORTIETH ANNIVERSARY 


To be forty years in the same line of business in one 
city constitutes something of a record in these days of 
rapidly changing business conditions. Cloke & Son, 
stationers, office outfitters, and printers of Hamilton, 
Canada, are one of the few Canadian firms handling 
these lines who enjoy such a record. 

Shortly after his arrival in Canada from England in 
1868 at the age of fifteen years. John G. Cloke, founder 
of the firm, joined his uncle, the late William Lees, in 
the bakery business. One of the features that charac- 
terized Mr. Cloke’s whole business career was his ability 
to sell more products of the bakery and cover more 
territory in less time than any of the other salesmen. 
One year later he became associated as a junior clerk 
with the firm of John Eastwood & Company, one of 
the pioneer stationery houses of Hamilton, where his 
ability was soon recognized with the result he was ad- 
mitted as a junior partner a few years later. 

Forty years ago, in November, 1896, Mr. Cloke severed 
his connection with the Eastwood firm to enter busi- 
ness for himself. During his first eight years in busi- 
ness he outgrew his premises. The next move was to 
a location where four floors and a basement provided 
ample room for his rapidly expanding trade. Co- 
worker with his father from the inception of the busi- 
ness, Fred Cloke was admitted to partnership when the 
move to larger premises was made. Nineteen years 
later, upon the retirement of Mr. Cloke senior, his son 
assumed complete control of the business. 

Thirteen years ago, in order to accommodate the 
rapidly expanding office equipment and supply depart- 
ment, a move was made to much larger quarters in the 
“Cloke Block,” a modern store and office building, the 
property of Fred Cloke, located at 46-50 West Main 
street. At this location two-thirds of the ground floor 
is given over to office equipment and supplies, the bal- 
ance being occupied by the Cloke Bookshop. At the 
rear of the Main street premises is the printshop spe- 
cializing in exclusive letter-heads, advertising folders, 
office and factory forms, as well as direct-by-mail liter- 
ature for the firm’s extensive mail order trade. Cloke 
& Son are agents for the Preston-Noelting line of steel 
and wood office furniture and filing supplies, Stephens 
(Canada) inks, and Hercules staplers and staples. 
Three outside salesmen cover the city and adjacent 
territory. 

During the forty years of business activity on the 
part of the founder and present owner, the opportunity 
to serve for the good of the community has never been 
neglected. The late John G. Cloke was an active 
worker in church and civic life serving for many years 
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as chairman of the Hamilton Parks Board. Fred Cloke 
has always been actively associated with trade move- 
ments. As a member of the American Booksellers Asso- 
ciation he was the first and, for some years, the only 
Canadian member. A past president of the Canadian 
Booksellers and Stationers Association, past president 
of the Advertising Club of Hamilton, a Rotarian for 
twenty-two years, member of the Y.M.C.A. for forty 
years, and a member of the Chamber of Commerce, are 
a few of his present activities. 

Three years ago Alec C. Cloke, son of Fred Cloke, 
joined the firm and has been actively associated with 
his father in the management of the present business. 
He is the originator and editor of “Brevities,” a sheet 
circulating periodically among the firm’s customers 
and containing news items of particular interest to 
office executives —JEM 


———_——__—_- 
S. GARMANN CLAUSEN A/S IN NEW HOME 

The firm of S. Garmann Clausen A/S, twenty-seven 
years in the office machine business, recently changed 
quarters in Oslo, Norway. The present address is S. 
Garmann Clausen A/S, Karl Johansgate 21 IV, Oslo, 
Norway. 

Mr. Clausen, who in 1935 adopted for himself and 
heirs the family name of Noreger, becoming officially 
designated in person as Sophus Noreger, by permission 
of the Royal Norwegian Department of Justice, started 
in business as the representative of a couple of Ameri- 
can office machine manufacturers. Within fourteen 
years his organization had established branches in sev- 
eral other countries, at Stockholm, Helsingfors, Amster- 
dam, and Copenhagen. In 1926 these branches were 
sold. The Norwegian branches at Bergen and Oslo were 
continued, and enjoyed wholesome growth. The display 
rooms at Oslo were among the first to be equipped in 
modern style of architecture and decoration. 

L. C. Smith and Corona typewriters, Marchant calcu- 
Jators, and Barrett adding machines are some of the 
products of American make handled by the company. 
Other machines of European manufacture are sold also. 
Formerly the firm was agent for the Todd check pro- 
tector, which is now handled by Norske Systema A/S, 
an organization in which Mr. Noreger is interested. 

The change in the family name is a matter quite 
apart from the name of the business. Mr. Noreger’s 
firms, and the houses at Bergen and Stockholm, con- 
tinue to be known under the names used in the past. 

ee 
DELFT TECHNICAL HIGH SCHOOL 

Administratieve Arbeid commented on the standing 
of the Technical High School at Delft. It has the larg- 
est technical library in the country, and was founded 
in 1842. 
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INDIANA HOUSE REMODELS 

M. J. Huggins, who conducts Huggins Business 
Equipment at 23 West Twelth street, Anderson, Ind., 
has remodeled and rearranged the Cosmopolitan Book 
Store, formerly operated by E. C. Fisher. This business 
is devoted wholly to commercial stationery, with com- 
plete lines of office furniture and office supplies. It is 
managed by K. H. Hersey. It has distribution for Mit- 
tag & Volger, Inc., and the Old Dutch line of mani- 
folding supplies. Stationery items from The Globe- 
Wernicke Co., Jackson desks of the Jasper Office Fur- 
niture Company, B. L. Marble chairs, Boorum & Pease 
“Standard” loose leaf and bound books, McMillan loose 
leaf systems, Markwell staplers, Harter posture chairs, 
Meilink Steel safes, typewriter and duplicator paper, 
Sturgis autographic registers, duplicator stencils, and 
supplies are handled. 

Mr. Huggins also operates the Cash Register & Type- 
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INTERIOR VIEW OF HUGGINS BUSI- 

NESS HPQUIPMENT, ANDERSON, IND. 

—Prominence is given to the display of 
Shaeffer pens and pencils. 
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MRS. BLAKE AND H. 8S. WINSLOW OF H. L. 
FORHAN COMPANY, PORTLAND, ME., SERVE 
AS A RECEPTION COMMITTEE FOR AN OR- 
DER OF SHAW-WALKER FIRE-FILES, DE- 
LIVERED BY HARRY MARTIN OF HALL- 
MARTIN COMPANY.—Mr. Martin's company is 
the Shaw-Walker Company’s representative for 
Portiand. The sale was brought about because 
Mr. Winslow had modernization plans that in- 
volved fire protective equipment. Photographs 
showing Shaw-Watlker cabinets that had sur- 
vived serious fires helped to bring about the deal. 


writer Company, 31 East Eleventh street. This busi- 
ness is the outgrowth of sixteen years’ connection with 
The National Cash Register Company. This affiliate 
handles Ohmer cash registers, adding machines, type- 
writers, calculating machines and various other office 
machines. A complete repair department is con- 
ducted, equipped to repair and service office devices. 

Mr. Huggins spent his boyhood on a farm near Mt. 
Orab, Ohio; spent his spare time as a youth working 
for automobile manufacturers and garages. He was 
mechanically inclined, and his boyhood ambition was 
to be a locomotive engineer. He is lieutenant governor 
of the Rotary district. 

Mr. Huggins was married February 18, 1931, to Miss 
Eva Henning, a native of Anderson. 

He is a member of the Anderson chamber of com- 
merce, the Eagles and the Elks, and has an active in- 
terest in the Boy Scouts. 
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GUEST BOOK 


W. R. Brown, general sales manager of the Varityper 
Division, Ralph C. Coxhead Corporation, New York, 
gave us the pleasure of a call on January 25. And im- 
parted some of his enthusiasm for the developments 
of that interesting writing machine which is “similar 
to a typewriter.” The new varityper “composing unit” 
is unique in function. It affords a very practical service 
with special adaptation to stencil work. Mr. Brown is 
much gratified over the market reception of the new 
unit. 


Carl L. Kaufman, Kansas City, Mo., representative of 
Parrot Speed Fastener Corporation, signed the Guest 
Book January 27. Carl had completed a successful trip 
through the Northwest and was on his way to the 
southern part of his territory. He was gratified at the 
increase in volume experienced. 


Heinz Walter Cassel of London, making his first 
trip to this side for a visit with relatives and to make 
some studies and observations of business practices 
over here, called upon us on January 30th. Although 
not connected with the office equipment industry, Mr. 
Cassel was making inquiry for certain things in the 
interest of his brother, Curt Cassel, who has been en- 
gaged in the business for several years in Porto-Alegre, 
Brazil. 


January 30, James (Jim) C. Burns, of the Iowa Type- 
writer Company, Iowa City, Iowa, called to renew his 
subscription and to make inquiry with reference to 
manufacturers of certain specialty lines. He reported 
the business situation as very good, with orders in fine 
volume from the university and from various public 
utility corporations and commercial houses. 


Edwin O. Tupper, secretary, National Business Show 
Company, New York, N. Y., affixed his signature to the 
Guest Book February 2, having arrived that day to 
work with Charles H. Hunter, western manager of the 
company, on the show to be held in Chicago March 
22 to 27, inclusive. “Ned” Tupper has been connected 
with the show company for several years. He resides 
in Montclair, N. J. Has a son, Frank Tupper, Jr., age 
seven years, who, he insists, manifests the same degree 
of persistence as “Grandfather Frank,” who for more 
than a quarter century has been president of the Na- 
tional Business Show Company. Which persistence, we 
maintain, gives Frank, Jr. some advantage at his start 
in life. 


William Pitt of Kansas City was the first to visit us 
in our new quarters. Looking in upon us on February 
6 while our few belongings were being brought in. It 
was pleasant to make the first greeting to an old friend. 
No chairs having arrived, desks served very well as a 
substitute, but with less comfort. But even Topsy- 
Turvy is not much of a bother when there is something 
interesting or important about which to converse. 


C. F. Cody of C. F. Cody Company, Dubuque, Iowa, 
was the second caller in the new quarters, pulling our 
latch string on Monday, February 8. In Chicago on a 
special mission. Satisfactorily conducted despite chilly 
temperatures and a steady downpour. C. F. C. Co. 
quite busy. Furniture and social security departments 
particularly so. Some nice state business being han- 
dled. Outlook encouraging 
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Merrill Burr Sands, vice-president and general man- 
ager of the Dictaphone Sales Corporation, New York, 
N. Y., accompanied by A. E. Blackstone, Dictaphone dis- 
trict manager in Chicago, looked in upon us on Feb- 
ruary 11th, when by the perversity of Fate and to our 
great regret we were absent from our place on the job. 
Ours the loss. For a conversation with Merrill Sands 
and Arthur Blackstone increases our knowledge and 
stimulates our enthusiasm. The message left for us, 
while not compensating for loss of opportunity for a 
visit, cheered us on our way. 


Louis T. (Lou) Koerner, genial secretary and general 
manager of the Jasper Chair Company, and his sales 
manager, George Litchfield, signed the Guest Book by 
proxy on Tuesday, February 16. Both of these gentle- 
men were visitors in Chicago during the twentieth an- 
niversary meeting of the National School Supplies and 
Equipment Association and maintained a fine display 
room at the Palmer House. Mr. Koerner, despite his 
busy hours at the convention, took time out to prophesy 
at least six years of uninterrupted excellent business for 
the industry in general and the office furniture branch 
in particular. 


L. M. Bickett, of L. M. Bickett Company, Watertown, 
Wis., signed the Guest Book February 18. With him he 
had several attractive new chair pads. He reported 
that he was receiving exceptionally attractive results 
from abroad and that Bickett dealers were active in 
more than forty countries. Domestic business, too, was 
unusually brisk. His office supply business, at one time 
a minor portion of his total volume, now accounts for 
well over half his total output and is expanding 
steadily. 

a 
SECURITY STEEL ISSUES COLLECT WIRE 
WARNING 

In one of its recently-issued bulletins the Security 
Steel Equipment Corporation, Avenel, N. J., sent out 
the following message of warning to dealers through- 
out the country: 

“During the past six months we have noticed a 
marked increase in the number of collect telegrams 
and long distance telephone calls with reference to 
orders, shipments, etc. 

“It is the general practice in this industry to insist 
that all telegraphic messages and telephone calls be 
pre-paid, as the manufacturers are not privileged to 
reverse charges for calls and messages to their sources 
of supply.” 

Coincident with the issuance of the bulletin, the cor- 
poration also announced the publishing of a new price 
book No. S-137 dealing exclusively with Security steel 
storage shelving. 

The new book contains eight pages and completely 
covers every type and size of shelving as well as the 
various pieces of equipment which go with them. 
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TYPEWRITER EXCHANGE, INC., MOVES 

Blotters with a map tracing the move from the old 
location to the new were the means taken by the Type- 
writer Exchange, Inc., Denver, Colo., to call attention to 
the new store. 

The former location was 911 Seventeenth street, just 
two blocks from the new quarters at 717 Seventeenth 
street. The move was accomplished January 1, 1937. 

The cleverly combined blotter and map announce- 
ments were sent to friends and customers to notify 
them of the move.—ATW 
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GLOBE-WERNICKE PROMOTES FREY 
The appointment of Arthur R. Frey as manager of 
the filing systems and stationery division of The Globe- 
Wernicke Co., sales department was announced last 
month by General Sales Manager H. C. Anderson. Mr. 





ARTHUR R. FREY 


Frey will maintain headquarters at Cincinnati al- 
though he will spend considerable time working with 
dealers in various parts of the country. 

Mr. Frey is unusually well qualified for his important 
new post through long experience in the field and at 
the factory over a period of many years. He is thor- 
oughly acquainted with the problems of dealers and 
their customers, having a background of training that 
will be of much value in his new work. 

According to Mr. Anderson the filing systems and 
stationery division renders a valuable service to Globe- 
Wernicke dealers and helps them serve customers bet- 
ter by providing the kind of filing systems and office 
accessories needed to efficiently met their require- 


ments. 
_—g—_—_- 


“THE HIGH STANDARD” 

The Standard Mailing Machines Company, Everett, 
Mass., publishes “The High Standard,” which is circu- 
lated among the users of the products of that manu- 
facturer—stencil addressers and gelatin duplicators, 
envelope sealers and stamp affixers. One page makes 


reference to a school in Maine, which issued a Year 
Book of seventy-six pages and a run of 250 copies. The 
“High Standard” gives its users technical information 
regarding the applications of its devices, and helpful 
hints about the use of the machine. 


SECURITY STEEL ISSUES NEW SALES BULLETIN 
Outlining the company’s new politics adopted for the 
purpose of complying with the Robinson-Patman Act, 
a sales bulletin has recently been published and issued 
to the trade by the Security Steel Equipment Corpora- 
tion, Avenel, N. J. 
a aes 


KIENLY PROMOTED BY ROYAL 

In recognition of his thorough background of mer- 
chandising and sales organization experience, the 
Royal Typewriter Company last month promoted An- 
drew C. Kienly to the position of eastern sales manager. 

Mr. Kienly started with Royal as manager of the 
Cleveland office in 1915. He quickly made himself an 
invaluable asset to the company and, one year later, 
was transferred to the Los Angeles office. In 1917 he 
was sent to Philadelphia to direct Royal sales policies 
in that city. 

After a period during which he served in the reserve 
officers training camp, Mr. Kienly returned to the Royal 
organization and was detailed to the San Francisco 
office. In 1932 he became a special representative for 
the portable department and the following year was 

~ 






a 
? 


‘ 


> | 





ANDREW C. KIENLY 


made assistant sales manager covering the western 
territory. 

In 1935 he was transferred to the East to cover 
branches and dealers in eastern territory. Thus, from 
coast to coast, Mr. Kienly has traveled for Royal, estab- 
lishing friendly relations in every section of the 
country. 
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N. Y¥. WORLD’S FAIR ATTRACTING INDUSTRY 

The office equipment industry is giving increasing at- 
tention to the prospect of the New York World’s Fair 
of 1939, according to John A. Zellers, vice-president of 
Remington Rand, Inc., and chairman of the office 
equipment division of the New York World’s Fair Bond 
Sales Committee. The volunteer committee of office 
equipment men which Mr. Zellers heads, has already 
obtained subscriptions and commitments within the in- 
dustry for the Fair’s four per cent debentures totaling 
$111,000 and it is expected that the industry’s goal of 
$600,000 will be fully subscribed. 

Apart from the industry-wide interest in the Fair as 
a constructive civic project, from a strictly business 
viewpoint, stationery and business equipment concerns 
see three aspects of the Fair which mark it as the big- 
gest event on the commercial horizon. The first is 
that the Fair Corporation itself plans to spend approxi- 
mately $1,250,000 for the purchase of office equipment 
to be used in administering the Fair. The second is 
that exhibitors and concessionaires will have equal or 
greater needs in connection with their participation 
in the exposition. The third is that increased indus- 
trial receipts of more than $1,000,000,000 are anticipated 
for New York City in 1939. The latter, Mr. Zellers says, 
is by far the most significant aspect of the Fair from 
the viewpoint of stationery and business equipment 
concerns, as each stands to profit whenever business 
and industry as a whole experiences a gain. 

The New York World’s Fair will open April 30, 1939. 
It will represent a total investment of approximately 
$125,000,000. The debenture issue now being dis- 
tributed totals $27,829,500 and with other pre-Fair rev- 
enues will cover the requirements of the Fair Corpora- 
tion. The four per cent debentures are to be repaid 
from the income of the Fair both from attendance and 
from rentals and fees paid by exhibitors and conces- 
sionaires. 

Other members of the office equipment industry vol- 
unteer World’s Fair Bond Sales Committee include: 

James A. Brewer, president of the Brewer-Cantelmo 
Company; William J. Campbell, office manager, Post- 
age Meter Company; Herman Gasstrom, president of 
the Eagle Rule Manufacturing Corporation; H. L. 
Harkness, director of the department of budget, In- 
ternational Business Machines Corporation; Horace H. 
Nahm, president of Hooven Letters, Inc.; and Vincent 
A. W. Steger, the Burroughs Adding Machine Com- 
pany. 

— ee 
NEW YORK Y AND E BRANCH MOVES 

Ending an occupancy of more than half a century 
at 368 Broadway, New York City, the branch offices of 
the Yawman and Erbe Manufacturing Company re- 
cently moved into new quarters in Rockefeller Center. 

The move was made, according to officials of the 
company, due to the trend in recent years, towards 
locations north of Forty-second street. At the same 
time it was explained that until April 1 the branch 
office will be located at 30 Rockefeller Plaza, Suite 
1643, following which the “Y and E” permanent display 
rooms and sales offices will be opened on the third 
floor of the new forty-five story skyscraper at 9 Rocke- 
feller Plaza. 

The new location will not only be in keeping with 
the growth and policy of Yawman and Erbe but will 
be much more convenient for the company’s out-of- 
town friends as well as customers and prospects in 
the city. 

In the same announcement it was declared that the 
“Y and E” branch at Cleveland has also secured a new 
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location at 1907 Euclid avenue, where improved facili- 
ities and more space are available in which to show 
equipment, systems and supplies. 

—_——~<>—— 
CARLILE AND EKVALL JOIN STANDARD MAILING 


As part of its program of expansion started in 1936 
and carried into this year, the Standard Mailing Ma- 
chines Company, Everett, Mass., last month announced 




















ROBERT W. EKVALL 


ROBERT CARLILE, JR. 


the appointment of Robert Carlile, Jr., and Robert W. 
Ekvall to the sales staff. 

Mr. Carlile goes to the Pittsburgh district agency. 
He has been associated with the duplicating business 
for a number of years and is known throughout the 
industry as one of the country’s outstanding systems 
experts. 

Mr. Ekvall, who was formerly connected with Stan- 
dard, returns to the fold as district agent for western 
Michigan with headquarters at Grand Rapids. For 
some time he was a member of the Chicago office dur- 
ing which he made an enviable record in the field. It 
is his ambition to equal and better that record in the 
western Michigan district. 








EXCUSE US, FLEAae 


D. C. NEUHAUS STILL WITH H. M. STORMS CO. 


In the February issue of Office Appliances a story 
appeared implying that Mr. D. C. Neuhaus was no 
longer connected with H. M. Storms Company. We 
learn that this is not the case. Mr. Neuhaus is con- 
nected with H. M. Storms Company covering the same 
trade and with the same enthusiasm as he has always 


shown. The misleading report is a source of regret. 
—_—__—_—>—_—_ 


WILLY BALZAR, PRESIDENT, GERMAN 
STATIONERS ASSOCIATION 


In the February issue of Office Appliances, over an 
article commenting on the prospects for the trade in 
Germany this year, the name of our contributor was 
erroneously spelled Balzer. The material was supplied 
by Willy Balzar, president of the German Stationers 


Association. The error is regretted. 
—_—_—_——_ 


JOE HILDRETH MISPLACED 


On page 113 of the February issue appeared a pic- 
ture of Joe Hildreth and Joseph H. Brandimore to- 
gether. In the caption, however, through use of the 
word “left” instead of “right” we listed Mr. Hildreth 
as his companion and labeled Mr. Brandimore Mr. Hil- 
dreth. This mistake is acknowledged for the benefit 
of the one or two persons in the industry who do not 
know Joe—if such persons exist. 
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CURRENT CORPORATION STATEMENTS 

The annual statement of The Globe-Wernicke Co., 
Cincinnati, Ohio, for the year ending December 31, 
1936, reveals net earnings of $90,273.67 after deducting 
$56,781.83 interest on outstanding 6% first mortgage 
bonds and $11,327.81 for Federal income taxes. 

During the year improvements were made to build- 
ings and equipment costing $47,316.09 and dividends 
were declared of two dollars ($2.00) per share on out- 
Standing preferred stock and one dollar ($1.00) per 
share on common stock. 

While net earnings are practically the same as for 
the preceding year, an analysis of the statement shows 
the company really made greater progress than the 
figures might indicate. In his letter to stockholders, 
President J. S. Sprott said the management spent ap- 
proximately $46,000 more than in 1935 to expand sales 
and advertising activities. In addition, $42,000 was re- 
quired for unemployment insurance tax and the share 
of profits paid to all employees at Christmas. By in- 
cluding these figures the 1936 earnings were over 75% 
larger than those of 1935. 

Sales are continuing to show marked improvement, 
he stated, and orders taken in December, 1936 were 
43% larger than for the same month in 1935, with 
January, 1937 orders showing a similar favorable com- 
parison with the same month of last year. Further 
expansion of sales and advertising is planned. 

While floods caused tremendous damage in many 
parts of the United States, they also created a demand 
for many things including office equipment. Globe- 
Wernicke has its own water wells and power plant, so 
was able to operate continuously through the emer- 
gency. The company’s products include over 4,000 items 
needed in offices and are sold by dealers in every im- 
portant city and town in the United States. 

At the conclusion of the annual meeting, the follow- 
ing directors were re-elected: DeWitt W. Balch, Nor- 
man S. Hill, S. E. Hurdle, Herbert Jackson, P. E. Kline, 
Frank H. Kunkel, John J. Rowe, F. A. Schmitz, and 
J. S. Sprott. These officers were again chosen by the 
directors: J. S. Sprott, president and general manager; 
D. B. Morrow, secretary and treasurer; F. A. Schmitz, 
vice-president in charge of production; F. E. Kebler, as- 
sistant treasurer, and R. H. Hammer, assistant secre- 
tary. 

* «. x 

General Fireproofing Company, Youngstown, Ohio, in 
1936 enjoyed its most profitable year since 1929, report- 
ing a net profit of $564,642.11, annual statement indi- 
cated. The 1935 net was $395,406.48. After deducting 
$52,647 paid in preferred dividends, earnings were equal 
to $1.60 a share on the $319,162 shares of common stock 
outstanding for dividend purposes. Last year eighty 
cents was paid in common dividends. 

George C. Brainard, president, predicted an excellent 
year ahead, with the company entering February with 
the largest volume of orders on its books in its long 
history. “Business has shown a substantial increase 
for the past year,” his letter to stockholders said, “par- 
ticularly in its new lines of aluminum chairs, metal 
desks and superfilers. There is also a marked increase 
in built-to-order work, a reflection of the improvement 
in construction throughout the country.” 

Large orders for steel and aluminum office equipment 
are expected from the flood zones by the company, 
which has sent extra salesmen and stocks to the Cin- 
cinnati district. Similar replacements were made after 


the Pittsburgh flood last March. A news picture show- 
ing a wooden office desk caught on wires four stories 
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above the ground is being used as a sales point by Gen- 
eral Fireproofing, which has also taken pictures of 
steel equipment which came through the flood virtually 
unharmed, with contents protected. 

Among recent orders was one for $300,000 worth of 
the finest steel store equipment ever built, for the Jo- 
seph Horne Company, large Pittsburgh department 
store. Some of this order is still going through the 
shops. The company also holds the contract to furnish 
metal desks, filing equipment, and aluminum chairs to 
all governmental agencies in 1937. 

“Last year government business receded to about fif- 
teen per cent of the total business done,’ Brainard 
said. “Our net sales amounted to $6,632,138.80, an in- 
crease of approximately thirty per cent over 1935.” 
Sales, however, are still below the 1929 mark of about 
$9,000,000. 

General Fireproofing Company is now employing 
more men than ever before, with a payroll of 1600 and 
night and day shifts. Payrolls for the shops were at the 
rate of about $2,250,000 a year in December and Janu- 
ary. Average pay of workers, many of whom are women 
and young men, was about $130 a month last year. Av- 
erage employment last year was about 1,232 a day, 
compared with 940 in 1929 and 636 in 1932, the bottom 
of the depression. 

Current assets are $2,899,843.19, compared with $2,- 
536,306.90 a year ago, while current liabilities amount 
to $836,180.40, including a bank loan of $250,000. Cur- 
rent assets exceeded liabilities at the ratio of 3.46 to one. 
Federal taxes were $143,000, compared with $69,772 in 
1935, an increase of more than 100 per cent. This in- 
cluded $105,000 regular income tax, and $38,000 set up 
for estimated undivided profits taxes. Last year about 
$100,000 was spent on plant improvement; and further 
improvements are planned for this year. 

Orders are coming in rapidly from the flood areas, 
and by the middle of February orders were ahead of the 
comparable January period, and January was a record 
month. Stockholders’ meeting will be held March 1.— 
AK 

The W. A. Sheaffer Pen Company has announced a 
dividend of $1.25 a share on the common stock, pay- 
able February 24 to holders of record February 11. Oc- 
tober 15, 1936, the company paid a dividend of $1.00 a 
common share.—(Chicago Tribune, February 2, 1937.) 


* * oa 


The American Crayon Company, Sandusky, Ohio, 
has offered 4,000 shares of stock, introducing to the 
Ohio investment public one of the state’s few 
centenarian enterprises. The business has been in 
continuous operation for 101 years. This includes the 
present corporation and its predecessor partnership. 

The company manufactures a diversified line of 
school, artist and kindred supplies. Dividends have 
been continuous thirty years. Thirty-one years ago a 
fire that destroyed the plant stopped the dividend con- 
tinuity for one year only. Company’s current assets are 
about twenty-one to one on liabilities. Stock will be 
priced at $20.00 a share. L. C. Rosenbaum & Company 
is the underwriter—(Cleveland News, January 22, 


1937.) 

The Globe-Wernicke Co. reports that for 1936 net 
profit was $90,274 after depreciation and interest, equal 
after dividends on the cumulative preferred stock to 
$1.49 a share on 46,618 shares of no par common stock. 
This compares with $98,090, or $1.60 a share for 1935. 

J. S. Sprott, president, explained the drop in 1936 
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earnings was caused by increased selling and advertis- 
ing costs and by new expenses of unemployment insur- 
ance tax and employe profit-sharing payments. (Chi- 
cago Journal of Commerce, February 11, 1937.) 


* « * 


The Globe-Wernicke Company has declared a divi- 
dend of fifty cents quarterly on its preferred stock, pay- 
able April 1 to stock of record March 20. (Chicago 
Tribune, February 16, 1937.) 


* * * 


The Royal Typewriter Company, Inc., has declared a 
dividend of seventy-five cents. (Chicago Tribune, 
February 19, 1937.) 


* * * 


Underwood Elliott Fisher Company today reported a 
1936 consolidated net income of $3,838,704, equivalent 
after preferred dividends to $5.06 a share on 733,084 
common shares. For 1935 the consolidated net profit 
was $3,095,870, equal to $4.36 a share on 666,448 shares 
of common. (Chicago Daily News, February 19.) 

* * * 

The Burroughs Adding Machine Company has de- 
clared a quarterly dividend of twenty cents, payable 
March 5, to stock of record February 5, against fifteen 
cents paid previously—(New York Herald-Tribune, 
January 27, 1937.) 


* 4 a 


Hinde & Dauch Paper Company, of Canada, Toronto, 
Ont., makers of corrugated paper boxes and allied 
products used in the office appliance wholesale field, 
shows a net income of $39,409, for the year ended De- 
cember 31, 1936, an equivalent of $1.32 a common share, 
which compares with $1.18 in the preceding fiscal 
period, when balance after all charges was $352,936. 
Gross profit for the year just ended was $721,873. De- 
preciation was charged at $190,812 in 1936. Total assets 
at the end of the year amounted to $4,389,781 as com- 
pared with liabilities of $4,389,781—SJL 


* * * 


Heywood Wakefield Company (fiber furniture) has 
declared an initial dividend of thirty-one cents on new 
Series B preferred, payable March 1 to stock of record 
February 20. (Los Angeles Times, February 10, 1937.) 


* * * 


The California Ink Company has declared a dividend 
of 6214 cents quarterly, payable April 1 to stock of 
record March 10. (Chicago Tribune, February 17, 1937.) 

—<>—__ 


BOSSE HEADS COMMUNITY CHEST DRIVE 

The 1937 Community Fund campaign at Evansville, 
Indiana, got under way on January 26 and closed 
on February 1. Among the managers for the campaign 
were Gilbert Bosse, president of the Imperial Desk 
Company of that city; Sidney Butterfield, president of 
Smith & Butterfield, 310 Main street, and George F. 
Zoehne, president of the Evansville Chamber of Com- 
merce and for several years manager of the Evansville 
branch of the Burroughs Adding Machine Company. 
It was expected to raise $190,000 in the drive, the 
money to be used in various charitable and benevolent 
purposes during the coming year—-WBC 


> 


RED CROSS HONORS KOEHN 
George L. Koehn, president of the Stenno Ribbon & 
Carbon Manufacturing Company, Portland, Oregon, was 
chosen chairman of the Red Cross drive for the Ohio 
and Mississippi Valley flood sufferers. Mr. Koehn re- 
ported that his district oversubscribed the quota. 


Seen and Heard 


in Southern California 


By Hobart W. Martin 
230 Avenue D, Redondo Beach 


Between influenza, inclement weather and sporadic 
strikes, Southern California has had its share of an- 
noyances despite its reputation for mildness. Of 
course, it hasn’t been perishingly cold, but there has 
been a chill in the air that demanded overcoats, and 
on some mornings when arising one detected an icicle 
depending from the outdoor water tap. And rain! Five 
or six inches falling in the course of twenty-four hours 
is some downpour. But possibly the East can beat it. 
At any rate, enough rain fell to inundate some sections 
and to cause considerable damage. But this is an 
unusual year. It really is—no foolin’. 

* + + 


Carbon and Ribbon Association. The influenza, 
which recently swept this section of the country, was 
responsible for the small attendance at the monthly 
dinner of the Southern California Ribbon and Carbon 
Association last month. The meeting was held in the 
grill room of the Clark hotel. Various matters were 
talked over, including the interpretation of the Califor- 
nia Fair Trade Act by Superior Judge Emmet H. Wil- 
son, who held that wholesalers and distributors as weil 
as producers and manufacturers have the power to fix 
retail resale prices. 

Present at the luncheon were President W. E. Sibert- 
son, American Ribbon and Carbon Company; Secretary 
H. A. Ecclestone, Remington Rand Inc.; E. W. Billings, 
Jr., Winn-Billings Company; C. K. Bland, Western Car- 
bon Paper Company; A. M. Heck, Columbia Ribbon and 
Carbon Paper Company, and H. W. Martin, Office Ap- 


pliances. ra) 


Pioneer Typewriter Man Removes to L. A. H. J. Hum- 
phrey, formerly manager of the New York office of L. C. 
Smith and Corona Typewriters, Inc., is now a resident 
of Los Angeles. He was with the L. C. Smith Typewriter 
Company and the Smith-Corona organizations for a 
total of forty-three years. The reporter believes that 
Mr. Humphrey at the time of his recent retirement was 
the dean of branch managers in the typewriter field. 
He is widely known and enjoys the esteem and affec- 
tion of a wide circle of friends. 

* . * 


Louis Funaro Promoted. Louis Funaro, for twelve 
years connected with the shipping department of the 
Los Angeles office of Mittag & Volger, Inc., has been 
made a salesman for the Los Angeles office and is doing 


well. ee 


Woodstock Manager Goes North. Paul Wilson, West- 
ern states manager of the Woodstock Typewriter Com- 
pany, whose Los Angeles headquarters are 111 West 
Ninth street, spent a week or ten days last month call- 
ing on the trade in and about San Francisco. 


* * * 


A Carload of Desks. Last month the Grimes-Stass- 
forth Stationery Company sold some fifty or more steel 
desks to the Los Angeles Gas and Electric Company. 
The desks are of Shaw-Walker construction. The 
Grimes-Stassforth organization reports good business 
in Shaw-Walker products as well as in other lines. 


=< Turn to page 171, please 
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MEETINGS—CONVENTIONS—DINNERS 


BOSTON STATIONERS HOLD 49TH BANQUET 


With more than 200 happy men and women present 
to participate in the evening of fun and merriment, 
the Boston Stationers Association held its forty-ninth 
annual banquet in the roof ballroom of the Parker 
house, Boston, on February 8. 

Promptly at 6:30 o’clock the fun began when Presi- 
dent of the Association Arthur King called upon Ban- 
quet Chairman Harry Chandler to explain the absence 
of printed menus. Mr. Chandler began an explanation 
when he was interrupted by a horde of “newsies” who 
entered carrying copies of a special edition of The 
Modern Stationer which, in addition to the much-de- 
manded menu for the evening contained other neces- 
Sary items such as a list of speakers and a number 
of typical convention songs. 

After the tumult died down President King spoke 
briefly and thanked the association members for their 
coéperation in preparing for the event. He was fol- 
lowed by Regional Governor Leo W. Burt of Hartford, 
who announced the regional meeting at the Hotel 
Griswold, New London, Conn., on June 24 and 25. 

Charles P. Garvin, general manager of The National 
Stationers Association spoke briefly owing to a throat 
ailment from which he was suffering. Before resum- 
ing his seat he presented greetings from President 
William Clegg together with his best wishes for the 
welfare of Regional District No. 1. Not to be outdone 
by a sore throat, however, Mr. Garvin kept the speak- 
ers stand long enough to tell his appreciative listeners 
that all the sit-down strikers were having a bad effect 
on the posture of the nation. 

One of the late arrivals at the banquet was Edgar 
Berry of Maine who appeared as a representative of 
the Pine Tree Association. His tardiness, however, was 


forgiven when his fellow banqueters learned that an 
ice-coated bridge at Biddeford, Me., had caused a skid 
which seriously damaged his brand new LaSalle auto- 
mobile, Mr. Berry continuing the journey to Boston 
in another conveyance. 





Seated at the head table with President and Mrs. 
King were Banquet Chairman Chandler and Mrs. 
Chandler, President Mel Wheeler of the New England 
Travelers Club and Mrs. Wheeler, President Leo Burt 
of the Connecticut Valley Stationers Association and 
Mrs. Burt and Mr. Garvin. 

Before the affair came to an end the visitors heaped 
praise upon the banquet committee which, under Mr. 
Chandler, consisted of Malcolm Dresser, Standard 
Diary Company; Ben Willander, of Thomas Groom’s, 
and Joe Murphy, Ward’s. 


> 
WHOLESALE STATIONERS’ CONVENTION TO BE 
HELD IN WASHINGTON 


With a varied and interesting three-day program and 
a great exposition as the highlights of the event, the 
twenty-second annual meeting and merchandise show 
of the Wholesale Stationers’ Association of the U.S. A. 
and Canada will be held at the Mayflower Hotel, Wash- 
ington, D. C., on March 8, 9 and 10. 

Arrangements have been made for the appearance of 
several prominent speakers each of whom will address 
the delegates on matters of extreme interest to the 
trade. Among the subjects to be touched upon in the 
various addresses will be the Robinson-Patman Law, 
Stabilized Buying and Selling, and Fair Trade Acts. 
These are but three of many interesting subjects which 
will be discussed at the various sessions together with 
vital facts and information concerning them. 

According to a report from convention committees, 
practically every available space at the exposition has 
been booked in advance. Among the firms which will 
exhibit their products are Bachmann Brothers, Inc., 
Philadelphia; Dennison Manufacturing Company, 
Framingham, Mass.; Ellingsworth Manufacturing Com- 
pany, Chicago; Esterbrook Steel Pen Manufacturing 
Company, Camden, N. J.; The Glolite Corporation, Chi- 
cago; Chas. M. Higgins & Co., Inc., Brooklyn; C. How- 
ard Hunt Pen Company, Camden, N. J.; Mohican Pen- 


THE GANG ALL SET 
FOR THE BIG AN- 
NOAL POWWOW— 
Once a year everyone 
interested in selling 
Bates Manufacturing 
Company products 
get together for a 
conference—in other 
words the annual 
sales conference. 
Here tx the bunch of 
aces whose combined 
efforts keep America 
Bates - conscious. 
Ideas are garnered 
here for discussion 
and hatching out 
later in the year. 
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THEY ENJOY THEMSELVES IN 
PITTSBURGH. — Here are those who 
attended the Pittsburgh Office Appli- 
ance Managers Association seated for 
the banquet which tepped off the suc- 
cessful meeting. These men also wit- 
nessed the Dictaphone talking picture 
“Two Salesmen in Search of an Order” 
which was shown through the courtesy 
of Fred Barteaux, local Dictaphone 
representative. 


cil Company, Philadelphia; Moore Push-Pin Company, 
Philadelphia; the Rite-Rite Manufacturing Company, 
Chicago; Scripto Manufacturing Company, Atlanta, 
Ga.; Spencerian Pen Company, New York; Weber Cos- 
tello Company, Chicago Heights, Ill.; Frank A. Weeks 
Manufacturing Company, New York, and the Wilson- 
Jones Company, Elizabeth, N. J. 

ee 

PHILADELPHIA STATIONERS ELECT OFFICERS 


At its regular monthly meeting held at the Bellevue- 
Stratford Hotel on January 21, the Philadelphia Sta- 
tioners’ Association elected the following men to gov- 
ern the organization for the current year: 

President, Walter F. Crap, C. F. Decker, Inc.; first 
vice-president, Richard B. Yeo, Yeo & Lukens Com- 
pany; second vice-president, Ben Wachtel, Parker Pen 
Company; treasurer, Thomas Shanahan, Shanahan & 
Company, and secretary, George Wustner, William F. 
Murphy Sons & Company. 

The meeting brought out quite a large attendance, 
and a number of important matters relating to the gen- 
eral conditions for the betterment of the retail sta- 
tioners were discussed. In addition to the regular mem- 
bership of the association there was a large number of 
visitors from the Penn-Mar-Va Travelers Club who at- 
tended the meeting. 

Plans for the regional convention. which is to be held 
in Philadelphia during the week of May 10, are being 
drawn up and further details will be announced as 
soon as a definite date is set. 

——_—$$—<g>—_—__—__ 
VAN BUSKIRK IS HOST TO STAFF AT DINNER 


Francis E. Van Buskirk, New York City branch man- 
ager of L C Smith & Corona Typewriters Inc., enter- 
tained his entire New York personnel at a turkey din- 
ner on January 20. 

The dinner was given in the Blue Room of the 
McAlpin hotel and, despite illnesses and inclemency of 
the weather, the attendance was ninety-five per cent 
perfect. 

Hurlbut W. Smith, president of the company, to- 
gether with his bride of a few months, attended the 
dinner. 

Mr. Smith made an interesting talk, speaking glow- 
ingly of the present condition of the company’s busi- 
ness and optimistically of the outlook for the future. 

Entertainment consisted of sketches, recitations and 
vocal and instrumental selections by members of the 
organization, followed by dancing. 

It was strictly a family affair and its success was at- 
tested by the enthusiastic evidences of enjoyment. 
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MOVIE FEATURES PITTSBURGH 0.A.M.A. MEETING 


“Two Salesmen in Search of an Order,” a splendid 
talking picture produced by the Dictaphone Sales Cor- 
poration was the feature attraction at a meeting of the 
Pittsburgh Office Appliance Managers Association held 
on February 5. 

The film was shown under the direction of Fred Bar- 
teaux, local manager of the Dictaphone Corporation 
and was witnessed by one of the largest attendances in 
recent weeks. 

Among the companies and agencies which were rep- 
resented at the gathering were: 

Hedman Manufacturing Company, Dictaphone Sales 
Corporation, Monroe Calculating Machine Company, 
Ditto Sales and Service, Todd Sales Company, Brandt 
Automatic Cashier Company, National Cash Register 
Company, Remington Rand, Inc., Buckeye Carbon & 
Ribbon Company, Art Metal Construction Company, 
L C Smith & Corona Typewriters Inc., International 
Business Machines Corporation, Kee Lox Manufactur- 
ing Company, Friden Calculating Machine Company, 
Multigraph Sales Agency, Shaw-Walker Company, 
Shelby Sales Book Company, Allen-Wales Adding Ma- 
chine Agency, Dictograph Products Company, Yawman 
and Erbe Manufacturing Company and the Addresso- 
graph Company. 


—————~<_- 
CHICAGO TYPEWRITER MEN DISCUSS LICENSING 


At the regular monthly meeting of the Chicago Type- 
writer Dealers Association, held in the Old Town Room 
of the Sherman Hotel on Tuesday evening, February 9, 
the principal topic of discussion was the matter of 
municipal licenses. The discussion revealed the fact 
that dealers in used office machines have been re- 
classified by the city of Chicago so that they are no 
longer grouped with junk dealers. Instead, they are 
included in Class 4 and each establishment is subject 
to a fifty dollar annual fee for a license. Because of 
possible variation in the interpretation of the recently 
enacted licensing ordinance, making it possible for 
dealers in certain types of office equipment to pay a 
fee of only $25.00 a year, the following motion was 
made: 

“That the Chicago Typewriter Dealers Association 
goes on record as endorsing the second-hand dealers 
license ordinance and requests that it be enforced 
equally among all second-hand dealers in typewriters 
including the department stores, furniture dealers, and 
those advertising from their homes.” 

About thirty were present at the meeting, including 
several visitors. Early in the session they found pleas- 
ure in the announcement by President Al Hug that 
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MANAGERS WHO WON L. C. 
HURLBUT W. SMITH 


RRANCH 
WITH PRESIDENT 


treas.; BE. BE. 


Rochester; Mrs. J. M. Kliist, secy. to Mr. H. W. 


Myrtie L. Keller, secy. to Mr. H. W. Smith; EF. 


SMITH & CORONA WINTER CRUISE CONTEST LUNCH 
AND 
HOTEL, SYRACUSE, FER. 12.—Front row, left to right: L. F. 
MeNally, sales mzr., Vivid Division; W. C. 
Smith; Mr. R. L. 
H. Jones, mgr. Milwaukee; Mrs. Huribut W. Smith; 


EXECUTIVES AT THE ONONDAGA 
Tarr. office mgr.; J. M. Clare, asst. 
Hay, mgr. foreign dept.; L. A. Griffing, mezr. 
Manning, mgr. Pittsburgh; Mrs. 


OTHER 


G. A. Fexereoft, mgr. Detroit; Mrs. Elwyn L. Smith; P. M. Winship, mgr. Portland, Ore.; Mrs. L. J. 


Harrington; EK. FE. 
Syracuse; CC. F. Parsons, pur. agt.: H. A, 
sion; C. F. 


credit 
division; H. P. 


Hunter, branch sales magr.; Walter L. Smith, treas. dept.; W. Bert Lacasse, mar. 
Parks. 
Metzger, sules mer... adding machine 


Rear: William Wade, Corona divi- 
Davy, mer. sales methods div.; D. 


mer. 


K. Van Cleef, asst. comp.; H. W. Davies, v.p. and comp.; V. H. Davidson, v.p.: Mrs. P. M. Winship: 
Elwyn L. Smith, asst. to pres.; Mrs. G. A. Foxereft; Huribut W. Smith, pres.; Mrs. EB. H. Jones; J. B. 


MeCormick, v.p.: Mra. R. L. Manning: CC. F. 
sion; J. J. Hogan, sales statistician; L. J. 
Newell-Emmett 


Cerona division, 


Mr. & Mra. G. A. Foxeroft, Detroit; Mr. & Mrs. E. 


Brown, v.p.; W. A. 
Harrington, Liberty 
Advertising Agency; A. J. Brewster, adv. mar.; J. JI. MeCormick, asst. sales mer., 
In the forenoon, wives of home office executives entertained ladies of the party. 
H,. Jones, Milwaukee; Mr. A Mrs. R. L. 


Smith, sales mgr.; supplies divi- 
Typewriter Co.: R. L. Strobridge, 


Manning. 


Pittsburgh; Mr. and Mrs. P. M. Winship, Portland, Ore.; and Mr. L. A. Grifling, Rechester, N. Y.. made 
a twelve day jaunt to Havana, Kingston, and Bermuda on the Transylvania of the Anchor Line. 


typewriter manufacturers have given assurance that 
department stores will maintain the regular list price 
on portable typewriters. It was pointed out that this 
assurance logically requires strict adherence to list 
prices by all regular typewriter dealers. 


~~ 
COLUMBIA RIBBON ELECTS OFFICERS 

At the annual meeting of the directors and share- 
holders of the Columbia Ribbon and Carbon Manu- 
facturing Company, Inc., held at the company’s office 
and factory at Glen Cove, L. I. on January 28, the fol- 
lowing officers were elected: 

A. B. Holmes, formerly vice-president and general 








a — 


A. B. HOLMES R. H. 


PIERCE 


manager, assumed the post of president; R. H. Pierce, 
secretary and assistant treasurer was advanced to the 
position of treasurer, retaining his office as secretary; 
H. W. A. Dixon, who served the company as president 
ever since its founding in 1905, relinquished the office 
in deference to Mr. Holmes’ splendid work in the 
capacity of general manager and assumed the position 
of chairman of the Board of Directors. 

At the time of election it was announced that Mr 


Dixon will retain his post as first vice-president in 
charge of plant and production and Mr. Holmes will 
continue his active interest in the company. Other 
officers are F. R. Nichols, sales manager, and H. M. 
Trowern, New York sales and export manager. 

According to the annual report of the company’s 
operations which was read at the time that the 
changes of personnel were made, substantial sales gains 
were recorded during 1936 which also saw an increase 
in the sales and factory personnel, bringing the number 
of persons employed in Columbia’s domestic sales and 
manufacturing activities up to 250. 

The company also operates manufacturing and dis- 
tributing plants in London, Toronto, Milan, and Sydney, 
Australia. 

> 
IBM HOLDS HUGE CONVENTION 

More than 1,500 representatives from the United 
States and nineteen foreign countries were in attend- 
ance when the four-day convention of the Interna- 
tional Business Machines Corporation opened at the 
Waldorf-Astoria hotel, New York, January 25. The 
gathering was the largest held since the annual event 
was inaugurated in 1914. 

An urgent plea for greater educational expenditures 
was voiced before the assembled delegates by Thomas 
J. Watson, president of the corporation, who told his 
listeners that, among other things, the amount of 
money spent as a result of crime would feed, clothe 
and educate all of the country’s boys and girls until 
they came of age. 

A feature of the evening was the presentation of 
cash awards and watches to Carlos A. Vidal, IBM 
manager for Peru, whose organization won the inter- 
national trophy for the best 1936 selling record of 
any country, and to H. Almeida Gomes of the Brazilian 
organization, who won the Watson trophy for the best 
individual selling record in the company’s world 
organization last year. 
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Awards were also made to Alva R. Simmons, divi- 
sional sales agent at Baltimore, whose outstanding 
sales work won him the presidency of the 1936 Hun- 
dred Percent Club and to the following Club officers; 
Charles Eppleur, Jr of New York and Grathy O. Tan- 
ner of Houston, vice presidents; L. Frank Becker of 
Newark, N. J., secretary; John W. Dixon of Los Ange- 
les, treasurer, and Tom B. McFarlin of Houston, John 
T. Murray of Oklahoma City; Robert E. Clemence of 
Detroit and Morton B. Chace of Albany, directors. 
Awards were also made to each man who qualified as 
a member of the club. 

During the convention session, Mr. Watson an- 
nounced the promotions of A. R. Harris and F. R. Cow- 
les, of the New York sales force, and C. A. Castritius 
of the Milwaukee sales force, to be district managers 
in the European organization. 

ae 
NORTHWEST STATIONERS 
BANQUET 

Stationers from cities in Minnesota, Iowa and South 
Dakota gathered at St. Paul January 30 for the twenty- 
fifth annual banquet of the Northwest Stationers. It 
was held at the Lowry Hotel. Many of the manufac- 
turers’ representatives were present. Ed. M. Hansen 
of Miller-Davis Company, Minneapolis, governor of the 
Seventh District, presided. 

The evening was marked by two tangible expressions 
of good will. Roy Clarke, of F. S. Webster Company, 
secretary of the Northwest Travelers Club, was called 
to the speakers’ table and there was presented with a 
pipe and tobacco pouch as a token of esteem for the 
good work in which he has participated during a long 
period of years. Later in the evening a silver loving 
cup was presented to W. E. (Bill) Smith, of Ace Fas- 
tener Corporation, in honor of his fiftieth year as a 
salesman on the road. Both responded with appro- 
priate remarks. During the evening the following were 
called upon for brief statements. Art Grayston, of 
Thomas & Grayston, Minneapolis, representing the 
committee which arranged the dinner; Dorr Perkins 
and Harry C. McPherson, for many years active sta- 
tioners and now retired; E. J. Mitchell, manufacturers’ 
representative and president of the Northwest Trav- 
elers Club; Clarence Irving, Wilson-Jones Company; 
John Gilbert, Office Appliances; Dick Connell, Station- 
ers Loose Leaf Company; John Bremer, Henry E. 
Wedelstaedt Company, St. Paul; Willis Mohn, Holden- 
Kahler Company, Cedar Rapids, and several others. 

The dinner was followed by professional entertain- 
ment after which many of the stationers and travelers 
joined the throngs that visited St. Paul’s beautiful 
ice palace which was completed during the day and 
watched the spectacular night parade held to usher 
in a week of winter sports and festivities. 

EE 
ILLINOIS CARBON DEALERS ELECT BRAHAM 
PRESIDENT 

P. H. Braham, Old Town Ribbon & Carbon Company, 
and a veteran of the industry, was elected president 
of the Illinois Carbon Paper & Inked Ribbon Associa- 
tion at a meeting held in the Hamilton Club, Chicago, 
on January 5. 

Named to assist Mr. Braham in holding the reins 
of the organization for the current year are: Art Andre, 
A. W. Andre & Company, Chicago, vice-president, and 
Bruce Brown, Consolidated Ribbon & Carbon Company, 
Chicago, secretary-treasurer. 

The next meeting of the organization was slated for 
February 2 at which chairmen of the various commit- 
tees were to be appointed. 
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STATIONERS BOARD OF TRADE ELECTS OFFICERS 
At the regular annual meeting of the Stationers and 
Publishers Board of Trade, Inc., held in New York on 
January 19, the following officers were elected to gov- 
ern the organization during the current year: 
H. W. Armstrong, Joseph Dixon Crucible Company, 
president; Louis Ewerling, L. E. Waterman Company, 
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first vice-president; Emerson Smalley, Macmillan 
Company, second vice-president; Howard S. Sanders, 
200 Fifth avenue, New York, secretary-treasurer. Pop- 
per & Popper, a firm of attorneys, is counsel for the 
organization. 

Trustees of the board, in addition to the men named 
above, are: 

Henry C. Bainbridge, Charles T. Bainbridge’s Sons; 
George W. Brainard, American Pad & Paper Company; 
Frank Byers, Eberhard Faber Pencil Company; T. B. 
Edwards, Boorum & Pease Company; C. B. Farr, The 
Baker & Taylor Company; E. S. Finch, Binney & 
Smith Company; Scott Foster, Dennison Manufactur- 
ing Company; William I. Halsey, Esterbrook Steel Pen 
Manufacturing Company; William C. Horn, W. C. 
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Horn, Brother & Company; R. A. Jonas, Jr., Oxford 
Filing Supply Company; J. H. Littleton, Rust Craft 
Publishers, Inc.; George E. Milner, Milner Brothers, 
Inc.; William Rossway, National Blank Book Com- 
pany; Frank Stumpf, The Boss Manufacturing Com- 
pany; Louis H. Tavernier, Jr., Fulton Specialty Com- 
pany; C. R. Underwood, American Writing Machine 
Company, and R. Lawrence Unser, General Pencil 
Company. 
ciated 

ST. LOUIS STATIONERS HAVE NEW MEETING PLAN 

Under a new plan adopted by the Stationers Associa- 
tion of Greater St. Louis, the active and affiliated mem- 
bers will hold separate meetings following the associa- 
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tion’s monthly dinner. A general assembly of both 
groups will conclude the monthly meeting. 

The Stationers Association recently voted to create 
the new office of second vice president and it will be 
vecupied by one of the associate members who include 
the manufacturers’ representatives. The election of a 
second vice president and also of a secretary will be 
held at the monthly meeting on March 17. Edward O. 
Miller of the Comfort Printing & Stationery Company 
was elected secretary but he has declined to serve. 

The association canceled the February meeting be- 
cause it would come close to the date of the annual 
dinner-dance.—HB 

_— 


KANSAS STATIONERS AND BOOK DEALERS IN 
TWENTY-FIRST ANNUAL MEET 


One hundred stationers and book dealers, wholesal- 
ers’ representatives, and guests, spent two profitable 
days, February 15-16, in the twenty-first annual con- 
vention of the Kansas Book Dealers Association, Hotel 
Kansan, Topeka, Kansas. This is an increase of thirty 
over last year’s attendance total of 70. 

Representation included dealers from extreme points 
of the state, touching the Oklahoma line, the Colorado 
line, and the top tier of counties in the northwest por- 
tion of the state. Two reasons for the wide interest in 
this 1937 session are suggested: one, the uptrend of 
cost of goods and overhead expense; the second, that 
the Kansas state legislature, now in session, has calen- 
dared and in committee a number of measures of vital 
concern to the dealers attending. 

Sessions, exclusive of the banquet, were held on the 
roof garden of the Hotel Kansan, a large well-lighted 
auditorium lined on all sides with exhibits of interest 
to Kansas men. At the close of the first session, Presi- 
dent Phil M. Anderson had each exhibitor go to his dis- 
play, and be introduced, stressing one or two outstand- 
ing offerings, in his response. 


Phil Anderson the Traditional President 


During the twenty-one years of the existence of the 
Kansas association, it has been officially opened seven- 
teen times by the out-going-incoming president, Phil M. 
Anderson, of Newton, president for seventeen years, and 
reelected for 1937 at this session. Phil and his school- 
bell-gavel are a Kansas institution; members paid trib- 
ute all through the convention to the one man who has 
kept the K. B. D. A. in line; whose energy has sold the 
manufacturers the idea of an exhibit being worth their 
while; who saw that space was allotted, hotel engaged, 
a program lined up. 


Program Intensely Practical 


Talks dealt with realities, not theories. If a member 
were known to have successfully promoted one line, one 
item, one book, he was called to his feet to share his 
experience with other dealers. 

Mr. Anderson brought out, in his brief history of the 
state association, the fact that through this organiza- 
tion the former ten per cent mark-up on school books 
was raised to fifteen per cent. Another decided advan- 
tage the 225 members of the association have, is the 
restricted exclusive K. B. D. A. line of school supplies, 
bought as a unit and sold only by members. Harry 
Tibbs, Kansas City, Kansas, stressed the point that this 
line, pre-sold to teachers who appreciate a quality item, 
will be readily sold to pupils, who do not care what they 
buy. Robert Markwell, Hays, believes the K. B. D. A. 
binders should be better than competitive lines, even if 
the margin of profit is narrower, for, as John Kaiser, 
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Ottawa, pointed out, the sale of a good book makes 
repeat sales for fillers—where the real profit comes in. 

President Anderson made another point—little deal- 
ers and big dealers are all alike in the K. B. D. A., and 
the small volume is just as protected as the large. 


In Memoriam 


Four members deceased in 1936 and recognized by 
the convention as distinct losses to the Association 
were: Ernest Johnson, Florence; S. P. Shipley, Neo- 
dosha; James Gillis, Ft. Scott, and H. H. Bair, Topeka. 


Dealers Are Trying to Fit the Picture 


“Going Along with Roosevelt” was the talk given by 
E. A. Detrick, Detrick Brothers, Caldwell, Kansas, a Dem- 
ocrat. He reminded the convention that only time will 
tell the wisdom or un-wisdom of many of our measures. 
The American plan of government is to select men by 
ballot to make and enforce our laws, and when they do 
not please us, to elect their successors. 

Every book dealer, Mr. Detrick reminded the conven- 
tion, must pay interest on the enormous national debt 
until it is paid. He favors a direct sales tax in Kansas 
making it compulsory to collect from the buyer, if such 
tax will supplant like amounts in other taxed fields, not 
as an additional tax. He looks for changes in the Social 
Security laws, since he can see no reason in the UI 
division between seven and eight employes; in the OAB 
division for distinguishing between an employe who 
places potatoes in a gunny sack in the field, and the 
same employe placing the same potatoes in a paper 
sack in a store; between a dollar earned by teaching in 
public school and a dollar earned by teaching salespeo- 
ple how to sell merchandise. 

Guy Norris, of Garden City, reviewed a current maga- 
zine article, “Only Saps Pay Full Price,” adding his own 
comments of concessions expected and demanded by 
customers with a pull. Mr. Norris’ most potent question 
was why the publisher of a recent best-seller permits, 
under the Robinson-Patman law, two various prices in 
Kansas City, one very low in New York, and every book 
dealer in the house selling it at the stated price of $3. 

In presenting Social Security, as it affects dealers in 
Office equipment, Harold Graves, of the Wilson Jones 
company, explained both the unemployment insurance 
and the old age benefits requirements, showing the ap- 
proved blanks from three leading houses so as to be 
wholly non-promotional in his presentation. He 
stressed especially that all records must be kept sus- 
ceptible of audit; also that no one system on the market 
has been approved or prescribed exclusively, the only 
requirement being that they give the needed infor- 
mation. 

The Controversial article in Coach, house organ for 
three manufacturers, called “Have You a Nephew in the 
Store?” was reviewed for the convention by Warren 
Wilson, Snowden-Mize, Atchison. Mr. Wilson, like both 
debaters in the article, concluded that on the question 
of nepotism, or employing relatives, the answer is “That 
depends on the relatives!” 


Senator Allen Is Speaker 


A full house and a full evening’s entertainment at 
the annual banquet, the night of February 15, were 
highlights of the convention. With former Senator 
Henry J. Allen, of Kansas, giving first hand verbal pic- 
tures of conditions economically and politically in Eu- 
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rope, and plenty of music, novelty hats, favors from 
manufacturers, and a “picture show” at the end, it was 
a profitable time for all. 

Hall Stationery company represented by Steve Smith, 
head of the picture machine department, gave a dem- 
onstration film of the new type educational movie film, 
and the machine for which Hall’s have the Kansas 
agency. Phil Anderson explained to dealers just how 
he and Steve landed an order for a similar machine 
with the Newton school board; and how successful the 
machine is proving. They mentioned that $30,000 worth 
of picture equipment was the last year’s sale figure. 

The second day was devoted to every merchandising 
problem of the craft. Charles L. Mitchell, Crane and 
Company, recommended a rigid cutting of costs, a cold- 
blooded analysis of overhead and how to lower it; in- 
creased and increasing taxes and how to meet them. 
He told of cleaning house—sending two truckloads of 
obsolete merchandise to charitable institutions, and 
four trucks to the city dump. No firm, he declared, can 
afford to inventory and pay taxes on shelf-warmers 
which turn once in years instead of every thirty to 
ninety days. Mr. Mitchell is past national president. 


Election Makes One Change 


With the exception of Jack Crow (John A. Crow) to 
take the vice-presidency in place of L. A. Endacott, no 
longer in business, the same officers and board of direc- 
tors was reelected: president, Phil M. Anderson; George 
Geiger, Leavenworth, secretary-treasurer; Mary Strom- 
berg, Newton, acting secretary-treasurer; and directors: 
Harry Tibbs, Chas. Mitchell, R. S. Markwell, Mason Mc- 
Carty, Jack Crow. 

Greetings from his house and a brief message on why 
association meetings are good for members were 
brought by R. A. Lewis, of Dennison. Many favors and 
prize packages for a drawing of members, were provided 
by the wholesalers. 

Resolutions 


On motion of Charles Mitchell, the Association went 
on record as urging Senate Bill 96 and House Bill 142, 
known as the Fair Trade Act, calendared in both houses 
for February 17, and recommended for passage by a 
majority vote of the committee of the whole. 

In spite of friendly invitations from Junction City, 
Abilene, and Ottawa, Topeka was selected as the 1938 
meeting place, as having fine facilities for the sessions 
and exhibit, without charge for either the roof, or for 
tables, booth materials, and other items——ATW 
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SCHOOL SUPPLIES ASSOCIATION MEETS 


As part of a celebration of its twentieth anniversary, 
the National School Supplies and Equipment Associa- 
tion held a four-day meeting and exhibition at the 
Palmer House, Chicago, beginning February 15. 

Practically the entire tenth floor of the hotel was 
turned into a series of exhibit rooms in many of which 
manufacturers in the office equipment and supply in- 
dustry displayed their products. 

Throughout the four days several prominent speak- 
ers addressed the delegates on subjects of interest to 
the industry in general. These included L. E. Parmen- 
ter, Buffalo, N. Y.; Frank Bruce, Milwaukee; Franklyn 
Hobbs, Chicago; Dr. Ernest C. Hartwell, Brockport, 
N. Y., and John T. Chadwell, attorney, Chicago. 

Among office equipment manufacturers who main- 
tained exhibition rooms at the convention were: 
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American Crayon Company, Sandusky, N. Y., Adrian 
Biddle and Russell Eversole in charge; American Seat- 
ing Company, Grand Rapids, Mich., F. W. Snow in 
charge; Automatic Pencil Sharpener Company, Chi- 
cago, Charles Davis in charge; Corry-Jamestown Manu- 
facturing Corporation, Corry, Pa., W. Bruce, Ellsworth, 
Roy A. Edgren, W. M. Boardman, Albert Okerberg in 
attendance, George F. Cram Company, Indianapolis, 
J. H. Beck, L. B. Donthit in charge; Esterbrook Steel 
Pen Manufacturing Company, Camden, N. J., R. N. 
Wood and R. B. Gingland in charge; Charles M. Higgins 
& Company, Brooklyn, Harry Tehan and Milton Shuster 
in charge; Indiana Desk Company, Jasper, Ind., Gus 
Krieg in charge. 

Jasper Chair Company, Jasper, Ind., Lou Koerner, 
George A. Litchfield, James E. Fowls and W. H. Brown 
in charge; Levison & Blythe Manufacturing Company, 
St. Louis, Mo., Frank Palmer in charge; G & C Merriam 
Company, Springfield, Mass., Robert C. Munroe in 
charge; Spencerian Pen Company, New York City, C. B. 
Van Leer and Harold F. Blum in charge, and Weber- 
Costello Company, Chicago Heights, Ill., W. F. Scar- 
borough and E. F. Opie in charge. 

American Pencil Company, Hoboken, N. J., Thomas S. 
Snead in charge; C. E. Bradley Corporation, Brattle- 
boro, Vt., R. P. Hale in charge; Binney & Smith Com- 
pany, New York, Carl Lang in charge; Joseph Dixon 
Crucible Company, Jersey City, N. J., John Leckie and 
Charles P. Mueller in charge; Ditto, Inc., Chicago, 
Jerome J. Williams in charge; Eagle Pencil Company, 
New York, J. H. O'Donnell, in charge; Eberhard Faber 
Pencil Company, New York, W. R. Kane in charge; Hey- 
er Corporation, Chicago, S. E. Gregory, Bill Kurth and 
George Herrmann in charge; Ideal School Supply Com- 
pany, Chicago, W. A. Parker and Clifford Parker in 
charge; Imperial Desk Company, Evansville, Ind., Ner- 
man A. Gerth in charge. 

Norcor Manufacturing Company, Green Bay, Wis., A. 
F. Krueger and S. E. Ziegler in charge; Sanford Manu- 
facturing Company, Chicago, R. P. Carpenter in charge; 
Squires Inkwell Company, Pittsburgh, W. K. Squires in 
charge; Superior Type Company, Chicago, A. C. Dent, 
W. A. Strauss and Justine Palmer in charge. 

Another noted visitor who attended the show and 
paid a lengthy visit to the exhibition was William (Bill) 
Gossman, of the Jasper Seating Company, Jasper, Ind. 

Among the hundreds who visited the exposition were 
scores from the manufacturing side of the stationery 
and office furniture and equipment industry who, how- 
ever, did not maintain display rooms at the show. 

—_—>—_—_ 


SEATTLE DEALERS MEET 


Rosy pictures of the future in the office equipment 
field, despite numerous labor difficulties arising dur- 
ing 1937, were painted by two members of the Seattle 
Typewriter Dealers’ Association at the first meeting in 
February on their return from New York City and 
other Atlantic Coast ports. The speakers were U. G. 
Moore, vice-president, and Ed. Phelan, secretary of the 
association. 

“Everyone is optimistic about the future in the cities 
visited,” declared Mr. Moore, who attended a confer- 
cence of district agents and leading salesmen of the 
Allen-Wales Adding Machine Corporation in New York 
City as a result of winning third place in highest per- 
centage of quota for October, November, and Decem- 
ber, 1936, and seventh for the entire year. 

“I attended typewriter meetings and visited dealers 
in Los Angeles, San Francisco and Oakland. Dealers 
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in those cities marvel at how Seattle members main- 
tain their rates and prices. I told them that we en- 
deavor to raise those getting the lowest rates instead 
of trying to have the members meet the prices at the 
bottom. I also told them that they should eliminate 
all prices in the telephone directory advertisements; 
that is one thing that the Seattle dealers should be 
complimented on and it should be made a permanent 
policy of the telephone company for all businesses. 
The adding machine business in the California cities 
is just about the same as in Seattle.” 

“One can expect a lot of labor troubles during 1937,” 
said Secretary Phelan, “but, all in all the year should 
be a good one for office equipment manufacturers. 
There is a decided tendency to decrease distribution 
costs and there is a possibility that it might be at- 
tempted by the government subsidizing codperatives. 
Due to conditions, inflation and otherwise, it is im- 
perative that every dealer handling time contracts or 
where the account runs over thirty days, tack on a 
carrying charge of some kind. It is not right to pe- 
nalize the man who pays cash in favor of the man who 
merely makes extended payments on the same mer- 
chandise.” 

In reply to correspondence of the association to the 
four leading manufacturers of typewriters, a letter 
from L C Smith & Corona Typewriters Inc., was read 
in which the firm stated its policy of doing all in its 
power to maintain prices and that, backed by a new 
Fair Practice Act in various states, definite action will 
be taken along that line. The letter included a ques- 
tionnaire sent to all its dealers asking their codpera- 
tion in price maintenance and requesting signing an 
agreement to that effect by those operating under the 
Fair Trade Acts of Arizona, California, Illinois, Iowa, 
Louisiana, Maryland, New Jersey, New York, Ohio, 
Oregon, Pennsylvania, Rhode Island, Virginia, Wiscon- 
sin, and Washington. The Fair Trade Act of Wash- 
ington was explained by Secretary Phelan at the 
meeting. 

The following committees of the Association were 
announced by President H. O. Harvey: 

Membership: F. B. Eylar, chairman, U. G. Moore, 
D. H. Johnson; Attendance: U. G. Moore, chairman, 
William H. Burt, L. H. Grunden; Entertainment: E. L. 
Goss, chairman, F. G. Fink; Publicity: James C. J. Mar- 
tin, chairman, D. H. Johnson; Adjustment and Fair 
Practice: R. B. Wells, chairman, L. Roper, E. L. Goss, 
H. Rosen; Schedule—Repairs, Sales Prices: D. H. John- 
son, chairman, L. Roper, Wayne Haines; Executive 
committee of retail trade bureau of Seattle Chamber 
of Commerce: H. O. Harvey, president, L. Roper; Man- 
ufacturers’ Advisory: F. B. Eylar, chairman, L C 
Smith & Corona Typewriters, Inc.; F. G. Fink, Under- 
wood Elliott Fisher Company; R. J. Harris, Remington 
Rand, Inc., and, Frank H. Norby, Royal Typewriter 
Company; Executive: H. O. Harvey, president, chair- 
man, U. G. Moore, vice-president, D. H. Johnson, secre- 
tary-treasurer, F. B. Eylar, L. Roper, and F. G. Fink. 
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STATIONERS SQUARE CLUB HOLDS MEETING 

The regular monthly meeting of the Stationers 
Square Club of Greater New York was held February 18 
in the Greeley Room of the Governor Clinton Hotel, 
New York City. A record-breaking number of members 
attended the dinner and meeting and greeted with en- 
thusiasm a report that several applications for mem- 
bership had recently been received. 
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CHALLENGER ELECTED HEAD OF CONNECTICUT 
VALLEY STATIONERS ASSOCIATION 

The Connecticut Valley Stationers Association as- 
sembled at their nineteenth annual meeting and dinner 
at the Hotel Bond, Hartford, Conn., on February 9, 
unanimously elected Sidney H. Challenger of the Frank 
H. Fargo Company, Bridgeport, president for the cur- 
rent year. 

The meeting was opened by retiring President Leo 
Burt, who presented a brief report of his tenure of office, 
emphasizing also his pleasure in having been able to 
serve the association. Mr. Burt recalled the fact that in 
the past year a number of new experiments had been 
tried and suggested that they be made a part of the 
regular association activities. It was his belief that the 
idea of having territorial vice-presidents who were re- 
sponsible for the major meetings in their respective 
territories had proven itself to be meritorious, and he 
suggested that the idea be continued. He was greatly 
appreciative of the codperation he had received from 
individuals and committees appointed for special af- 
fairs. Particularly gratified was he to report that in the 
annual golf tournament, the association had taken care 
of all the prizes without calling upon the manu- 
facturers for donations. He believes that’s the way 
it should be, declaring that the manufacturers cer- 
tainly did their share in promotional activities and 
should be spared this extra contribution. 

Retiring Treasurer S. H. Challenger reported the con- 
dition of the treasury and Stanley McGar, as secretary, 
made his sixth annual report, indicating a new note of 
enthusiasm of the membership in the activities of the 
association. 

The chairman then called upon Donald MacDonald, 
chairman of the nominating committee, whose other 
two members were John F. Malloy and Tom Stonehouse, 
to present the recommendations for the offices for the 
coming year. The following in addition to Mr. Challen- 
ger were recommended and unanimously elected: 

Vice-Presidents, David C. Lewis, of Tuttle, Morehouse 
and Taylor, New Haven; Otto A. Cavanaugh, Plimp- 
ton’s, Hartford; Robert Furlong, Empire Stationers, 
Springfield, Mass.; Tom A. Stonehouse, W. A. Sheaffer 
Pen Company. Secretary, Stanley McGar of John F. 
Malloy Company, Meriden; Treasurer, S. Ford Chidsey, 
Bradley & Scoville, Inc., New Haven; Auditor, Herman 
W. Wiemer, Wiemers, Inc.; Bridgeport. Executive Com- 
mittee, Thure Bengstrom, Atkins Printing Company, 
New Britain; Leo Burt, Burt & Jeffers, Hartford; Ray 
Cowles, Bradley & Scoville, Inc., New Haven; Frank H. 
Fargo, Frank H. Fargo Company, Bridgeport; James 
Feeley, Springfield Office Supply Company, Springfield, 
Mass.; Gustave Fischer, The Gustave Fischer Company 
of Hartford: Donald MacDonald, Bradley & Scoville, 
Inc., New Haven; John F. Malloy Company, Meriden: 
G. F. Mulford, Kilborn Brothers, New Haven; Elmer 
Pape, Atkins Printing Company, New Britain. 

Amid the applause the newly elected president was 
escorted to the chair and welcomed by retiring Presi- 
dent Burt. Replying to the clamor for “speech,” Mr. 
Challenger presented his sincere thanks, and promised 
the best efforts to benefit the association. 

The dates for the two day regional meeting of the 
First Regional District were announced as June 24 and 
25, at the Hotel Griswold, at the Eastern Point of New 
London, Conn. Mr. Burt then introduced the speaker of 
the day, Mr. Charles P. Garvin, General Manager of 
The National Stationers Association, who spoke on 
“What’s Ahead for the Business Man.” 

At seven o’clock a sumptuous meal was served in the 
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Egyptian Room, followed by a very interesting surprise 
entertainment. Acting as toastmaster was John Mc- 
Donald, who did a splendid job. 
—~—> 
PHILADELPHIA STATIONERS APPOINT 
COMMITTEES 

President Walter F. Crap of the Philadelphia Station- 
ers Association last month announced the appointment 
of five important committees for the current year. 
They are: 

Membership: R. B. Yeo, chairman; Tom Shanahan, 
George Leonard. 

Educational and publicity: Ben Wachtel, chairman; 
Harry Mackrell, Nelson Bushnell, Walter Stringer, Bob 
Gemmell, George Harscheid, Al Williams. 

Commodity: M. J. Casey, chairman; C. F. Decker, 
Tom Stagg, Ed. Eisenstein, David Howard. 

Dinner and entertainment: Ed Eisenstein, chair- 
man; N. D. Slater, C. S. Mackrell, Walter Benson, Harry 
Kennedy. 

Regional meeting: Tom Stagg, chairman; William 
Henry Brooks, Francis B. Irwin, Charles Connell, Nelson 
Bushnell, Harry B. Levis, Edward Eisenstein, Benjamin 
Wachtel. 

The regular monthly meeting and dinner of the or- 
organization was scheduled for February 18 at the 
Bellevue-Stratford hotel. 

— 
PETERSON STAGES BUSINESS SHOW 

A Better Business Show, originated and sponsored 
by the Peterson Lithograph & Printing Company, 
Omaha, was held in the Paxton hotel in the Nebraska 
city on February 22, 23 and 24. 

Among the exhibitors who maintained impressive and 
beautifully decorated booths were the Macey Com- 
pany, Smead Manufacturing Company, Bankers Box 
Company, Bates Manufacturing Company, National 
Blank Book Company, Victor Safe and Equipment Com- 
pany, DoMore Chair Company, Ace Fastener Corpora- 
tion, Diebold Safe and Lock Company, F. S. Webster 
Company, A. W. Faber, Inc., G. J. Aigner Company, Cal- 
vert Lamp Company, Sanford Manufacturing Company 
and the Crosby-Wirth Manifold Book Company. 

A complete report of the three-day business show 
will be presented in the April issue. 


. —~<——_—— 
OFFICE SPECIALTIES COMPANY STAGES 
CONVENTION 


The Office Specialties Company of Fargo, N. D., held 
a three-day sales convention beginning January 7 
which was attended by factory representatives and 
home office officials of the various concerns repre- 
sented by the firm. 

According to officials of the Fargo company, the 
firm made an all-time record in every division for 1936. 
At the same time it was revealed that the quota set 
for 1937 averaged thirty-three-and-one-third per cent 
over the business of the year just past. 

One entire day was taken up by a program sponsored 
by the Royal Typewriter Company, with John W. Hep- 
burn, Portland field manager, and Fred W. Fogg, dis- 
trict sales manager, in charge. 

siemens 
SAN FRANCISCO TYPEWRITER MEN ELECT 
NEW PRESIDENT 


At a recent meeting the San Francisco Typewriter 
Dealers Association chose Louis Smith, owner of The 
Typewriter Company, 116 Sutter street, as president. 
Mr. Smith, who is a hustler and great believer in asso- 
ciation work, plans an extensive campaign and many 
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innovations for the coming year. He succeeded Dick 
Revalk, of Revalk-Perry Company, as head of the San 
Francisco association. 

se 


BUISCH ADDRESSES HARDWARE CONVENTION 


L. H. Buisch, Dayton, Ohio, representative of the Na- 
tional Cash Register Company, was one of the speakers 
at the three-day annual convention of the Kentucky 
Hardware and Implement Association, at Seelbach 
Hotel, beginning January 19. Karl H. Young, of Louis- 
ville, president of the body, delivered the opening ad- 
dress. Four hundred dealers attended.—_CG 

———@— 


SAXON IS 12:30 CLUB GUEST 


Lorraine Saxon, Texas representative of the Spen- 
cerian Pen Company with headquarters in Waco, was 
a guest of the Stationers 12:30 club, New York, at a 
luncheon held by that organization, February 1. Mr. 
Saxon, who was a visitor in New York for a short time, 
was formerly a buyer for the Hill Printing & Stationery 
Company, Waco. 

NORTHWEST TRAVELERS MEET 

The Northwest Travelers Club held a business meet- 
ing on the afternoon of January 30 at the Lowry hotel 
in St. Paul. The membership was well represented. 
E. J. Mitchell, president of the club, called the meeting 
to order. After roll call W. E. (Bill) Smith, representa- 
tive of Ace Fastener Corporation, was presented with 
a certificate of life membership in the club in honor 
of his fifty years of traveling. It was signed by all the 
members present. Bill thoroughly appreciated this 
pleasant surprise. He responded with a short talk both 
humorous and serious to show his gratitude. 

Stanley Griebel, of Yawman and Erbe Manufactur- 
ing Company; Bob Valleau, manufacturers’ represen- 
tative; Roy Clarke, of F. S. Webster Company; Fred 
Schaefer, of Sanford Manufacturing Company and 
vice-president of The National Stationers Association 
in charge of the field division, also others, spoke on 
the advisability of members of the Travelers Club be- 
coming members also of the field division of the na- 
tional association. 

The sum of twenty-five dollars was voted to be paid 
to the Red Cross for flood relief. 

Ralph Maneval, president of the Wis-Ill Club, spoke 
of the Sixth District meeting scheduled to be held in 
Milwaukee April 12 and urged all the Travelers who 
made Wisconsin to try and be present. 

The regional governor of the Seventh District, Ed. 
M. Hansen of Miller-Davis Company, Minneapolis, was 
ushered into the room. He thanked the Travelers for 
the codperation they had given the dealers and re- 
quested their help in having a first-class regional con- 
vention which is to be held in St. Paul April 9 and 10. 

Upon adjournment the Travelers were guests at a 
reception given by the Northwest Stationers. 

—__—__—~<—. 
CANADIAN STATIONERS ADOPT NEW GUILD 
SET-UP PLAN 


With a record crowd in attendance, the fourth annual 
meeting of the Stationers Guild of Canada was held on 
February 15 at the Royal York Hotel in Toronto. Dur- 
ing the meeting plans for a far-reaching and sweeping 
change in the organization set-up of the Guild were 
discussed and adopted. Chief among the changes was 
the creation of and election of members to an executive 
council of fourteen. This body was created, it was said, 
for the purpose of securing a broader leadership and to 
include divisions of the industry not heretofore repre- 
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sented on a board of directors. Those elected to the 
executive council were: 

L. F. Beattie, Bixby-Beattie Company, St. Catharines, 
Ont.; W. Ed. Dawson, Dawson Bros., Ltd., Montreal, 
Que.; O. H. Manning, O. H. Manning & Company, Mon- 
treal, Que.; James Sutherland, C. F. Dawson, Ltd., Mon- 
treal, Que.; James P. Cook, James A. Cook & Son, Ltd., 
Toronto, Ont.; W. J. O’Reilly, Underwood Elliott Fisher, 
Ltd., Toronto, Ont.; J. F. Taylor, W. J. Gage & Company, 
Ltd., Toronto, Ont.; P. Valiquette, Librairie Beauchemin, 
Ltee., Montreal, Que.; H. G. Dawson, W. V. Dawson, 
Ltd., Montreal, Que.; Eugene Villemaire, Villemaire & 
Frere, Ltee., Montreal, Que.; A. G. Lancaster, Dennison 
Manufacturing Company of Canada, Ltd., Toronto, 
Ont.; J. S. Luckett, The Luckett Loose Leaf, Ltd., To- 
ronto, Ont.; J. A. Wilson, The Viceroy Manufacturing 
Company, Ltd., Toronto, Ont., and W. S. Stewart, The 
Venus Pencil Company, Ltd., Toronto, Ont. 

At the same time the following district chairmen 
for 1937 were also elected: 

Nova Scotia: R. W. Wright, R. W. Wright & Company, 
Halifax, N. S.; New Brunswick: I. C. Rockwell, J. & A. 
McMillan, Ltd., St. John, N. S.; Quebec: G. A. Savoy, 
Dominion Blank Book Company, St. Johns, Que.; On- 
tario: H. P. Nichols, Hamilton, Ont.; Prairie Province: 
H. L. Willson, The Willson Stationery Company, Ltd.., 
Winnipeg, Man.; British Columbia: W. A. Roedde, G. A. 
Roedde, Ltd., Vancouver, B. C. 

A note of sadness crept into the meeting when, fol- 
lowing a few appropriate remarks by W. Ed. Dawson, 
those in attendance stood in silence for a period of one 
minute in respectful memory of the late Thomas V. Bell, 
first vice-president of the organization. It was an- 
nounced at the time that a picture of Mr. Bell will hang 
permanently in the Guild office. 

At the banquet held in the evening the guest of honor 
and principal speaker was B. K. Sandwell, editor of the 
Toronto “Saturday Night.” His interesting and highly 
educational address was upon “Loose Leaf Politics.” 

The hundred or more members who attended the an- 
nual meeting were informed that the Second All-Can- 
ada Trade Convention will be held from October 4 to 6 
at the Mount Royal Hotel, Montreal, Que. 
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NEW YORK N.T.O.M.D.A. GAINS NEW MEMBERS 

The gratifying announcement that ten new members 
had been enrolled in the organization was made at the 
February 10 meeting of the National Typewriter and 
Office Machine Dealers of New York, held in the Hotel 
Dixie. 

The gathering was one of the biggest on record with 
thirty-six members present when dinner was served at 
7 o'clock. Each one was lavish in praise of the member- 
ship committee of which Irving Ritchie is chairman, for 
its efforts in securing the new members and promising 
yet more to come in the near future. 

Those enrolled in the organization were: 

E. W. Eurich, E. W. Eurich Typewriter Company, 395 
Broadway, New York; Messrs. Brownewell and Olsen, 
Triggs Accounting Machine Company, 395 Broadway, 
New York; Verbeek Trading Company, Inc., 4129 Forty- 
sixth street, Long Island City; J. De Milto, 561 South- 
ern boulevard, Bronx; Sotis Typewriter Service Com- 
pany, 102 Fulton street, New York; Henry Ruhl, 25 
Beaver street, New York; William Leslie, 20 Vesey street, 
New York; Kolb Brothers, 102 Fulton street, New York, 
and Robert Steloff, 170 Broadway, New York. 

Before the meeting adjourned the members were 
given details of the organization’s annual banquet 
scheduled for February 27 at the McAlpin hotel. 
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CHICAGO MANAGERS DISCUSS ROBINSON- 
PATMAN ACT 

The February meeting of the Office Appliance Man- 
agers Association of Chicago was held on the evening 
of the twelfth at the Medinah Athletic Club. The pro- 
gram was in the form of a round table discussion, the 
Robinson-Patman Act being the subject. Each mem- 
ber present had something of interest to contribute. 
E. L. Capehart of International Business Machines 
Corporation, president of the organization, directed the 
discussion. W. H. Roquemore, Multigraph sales agent 
for Chicago, and W. G. Fuller, new Ditto manager, were 


new members. 
os 


WIS-ILL CLUB CELEBRATES SECOND BIRTHDAY 

With a record attendance and an excellent dinner as 
the principal features of the event, the Wis-Ill Club, 
Chicago, celebrated its second anniversary on February 
26 at the Hotel Sherman’s College Inn. A complete 
report of the anniversary will appear in the April issue 


of Office Appliances. 
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COAST RIBBON AND CARBON MEETING 
The Ribbon and Carbon Dealers’ Association of 
Northern California celebrated Lincoln’s birthday at a 
luncheon meeting at the Palace Hotel. W. G. Huston, 
president, directed the meeting. The central theme of 
the discussion was the Robinson-Patman Act. 
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CERRUTI BECOMES EDITOR OF UEF NEWS 
Ladies and gentlemen, meet Andy Cerruti, the editor! 
Which is just another way of announcing that Mr. 

Cerruti, who for many years has headed the advertis- 
ing department of the Underwood Elliott Fisher Com- 
pany, last month was appointed editor-in-chief of the 
UEF News, house organ of the Underwood Elliott Fisher 





ANDREW CERRUTI 


organization. He succeeds Elmer Campbell, who left 
the company to become associated with a publishing 
house. 

In an all-too-brief description of himself, his activi- 
ties, and his personal interests, Mr. Cerruti stopped 
wielding his blue pencil long enough to say: 

“I joined the company in i920. All phases of adver- 
tising and publicity are my main business interests. 
All the activities of my 26-month-old daughter are my 
chief personal interests.” 

Mr. Cerruti also stopped work long enough to ex- 
plain that the unprecedented number of “All Star” 
salesmen and a subsequent difficulty in assembling the 
photographs of them was the reason for the delay in 
issuing the January number of the UEF News. 
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OCCUPATIONAL PSYCHOLOGY IN ENGLAND 

At a conference of office employers and employees 
held in London recently, Professor Millaisi Culpin, who 
might be described as an industrial psychologist, pre- 
sented the case of better working conditions as a means 
of improving office efficiency. He cited an instance 
in which factory girls increased their output as a re- 
sult of improved lighting. Being given certain definite 
rest periods as part of their official routine, their pro- 
duction was again increased. Other advantages were 
provided for them, and additional increases resulted. 
Then the conditions under which they were working 
at the beginning of the experiment were restored. The 
increase in output remained high. According to the 
professor, the change in working conditions involved 
significant factors that were not merely physical. These 
girls were influenced by new attitudes toward the work 
and toward themselves. They had been selected for 
some special activity, and their consciousness of having 
been set apart remained—a motivation for higher per- 
formance than that of the “ordinary” worker. 

The meeting was under the auspices of the Joint 
Consultive Council and the Women’s Employment Fed- 
eration, two groups of persons interested in advancing 
the conditions of workers and thus contributing to 
better production for the employers. A number of 
recommendations were made. These included a 
definite scale of compensation which would provide 
means to employees to achieve complete self support, 
policies that would permit workers some freedom to 
leave temporarily any mechanical duties for the re- 
lief that would be found in work of less mechanical 
nature, the setting up of favorable working conditions 
in respect to rest pauses, proper lighting, balanced re- 
sponsibilities, holidays, reduction of avoidable noises, 
etc. 





DIEBOLD EXHIBIT IS FEATURE OF 
BIG SHOW.—tThe Diebold Safe & Lock 


Company, Canton, Ohio, sponsored and 
created this impressive exhibit of its 
wares at the recent National Retail Dry 
Goods Association convention held in 


the Pennsylvania hotel, New York City. 
The theme stressed by the exhibit was 
that of protection from fire, robbery 
and holdup and it disclosed the ultra 
modern equipment manufactured by 
Diebold, the company that has made 
“Protection” its watchword for the past 
seventy-eight years. 
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SHAW-WALKER PRODUCTS ON 
WHEELS.—These three carloads are 
headed for Zaiser’s, the Shaw-Walker 
representative in Des Moines, lowa, and 
include 270 free-coasting files, a quan- 
tity of Fire-files, corner-clip folders, 
Space-Saver guides and other items 
manufactured by the well-known firm. 
_ Carload discounts like these are en- 
joyed by Shaw-Walker dealers the 
country over. 
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EFFORTS BRING IBM SALESMEN RICH REWARDS 

Recognition of the outstanding work of A. Baird Har- 
ris and Francis R. Cowles of the New York sales force, 
and Carl A. Castritius of the Milwaukee sales force of 
International Business Machines Corporation, was con- 
tained in the announcement by Thomas J. Watson, 
president of the company, made at the closing session 
of the company’s Hundred Percent Club convention 
held in New York late last month. Mr. Harris and Mr. 
Cowles have been assigned to the European organiza- 
tion as district managers, and Mr. Castritius has been 
made manager in Venezuela. 

Announcement has also been made of the promotion 
of Ronald D. L. Kinsman, who has been filling many 
posts as assistant to John E. Holt, IBM European gen- 
eral manager, to the position of office manager in the 
Geneva, Switzerland office, and of Gabriel Lavoegie to 
divisional district manager in Paris. 

————_—_—>——_—_ 
McMILLAN’S UNUSUAL BIRTHDAY CARD 

An unusual combination birthday card and brochure 
which tells of his successful battle against double pneu- 
monia and his sojourn in the valley of the shadows 
while the fight was on, was recently issued to his 
friends by John Stewart McMillan, head of the McMil- 
lan Printing Company, Monroe, Mich. 

The cover of the card bears a title made up of the 
letters “D. N. D.,” which, Mr. McMillan explains, means 
“damn near dead.” A sub-title reads “or The Return 
from the Valley.” 

On the inside pages Mr. McMillan tells how, two 
years after writing “Life Begins at Sixty” illness over- 
took and forced him to readjust his ideas. He con- 


cludes by thanking the many friends who continued 
patronage of his firm while he was “absent from the 
helm.” 








National Association News 


Information Concerning the Activities of The National Stationers Association 


President: William C. Clegg, The 
Clegg Company, San Antonio, 
Tex. 


Vice-President & Chairman, Dis- 
tributors Division: Harold J. 
Hampton, Indianapolis Office 
Supply Company, Indianap- 
olis, Ind. 


Vice-Chairman, Distributors Divi- 
sion: Arthur L. King, Ward's, 
Boston, Mass. 


Vice-President & Chairman, Man- 
ufacturers Division: R. A. 
Maish, Dennison Manufactur- 
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Vice-Chairman, Manufacturers 
Division: Craig Sheaffer, W. A. 
Sheatfer Pen Company, Fort 
Madison, Iowa. 

Vice-President & Chairman, Of- 
fice Furniture & Office Outfit- 
tings Division: Charles W. Roth, 
Roth Office Equipment Com- 
pany, Dayton, Ohio. 

Vice-President & Chairman, Man- 
ufacturing Stationers Division: 
William H. Schmiederer, Bux- 
ton & Skinner Printing & Sta- 
tionery Company, St. Louis, Mo. 

Vice-President & Chairman, Sales 
Managers Division: Harry Te- 


Vice-President & Chairman, Field 
Division: Fred Schaefer, San- 
ford Manufacturing Company, 
Chicago, Ill. 

Vice-President & Chairman, 
Wholesalers Division: Alvin R. 
Skibbe, Associated Stationers 
Supply Company, Chicago, Ill. 

Treasurer: William E. Stockett, Jr., 
Stockett-Fiske Company, Inc., 
Washington, D. C. 

Auditor: Woodson P. Waddy. 
Everett Waddey Company, 
Richmond, Va. 

Secretary & General Manager: 
Charles P. Garvin, 740 Invest- 





ing Company, Framingham, han, Charles M. Higgins & ment building, Washington, D. 
Mass. Company, Brooklyn, N. Y. Cc. 
REGIONAL GOVERNORS 
No. 1: Leo Burt, Burt & No. 4: Ivan Allen, Jr. (East- No. 7: Ed Hansen, Miller- No. 10: E. B. Healy, Santa 
Jeffers, Inc., Hartiord, ern Div.), Ivan Allen- Davis Company. Minne- Fe Book & Stationery 
Conn. Marshall Company, At- li Company, Santa Fe, N. 
No. 2: A. G. Preston, Utica lanta, Ga. apolis, Minn. 
Office Supply Company. 
Utica N. " pasts No. 5: Harold Hampton. No. 8: John Ford, Jr., Peter- oo py tee y _ 
™m- 


Indianapolis Office Sup- 
ply Company, Indianap- 


No. 3: Dan Smith, Jr., Smith 
Printing Company. Inc., 


Williamsport, Pa. olis, Ind. 
No. 4: Morris Hansell. IL. 
(Western Div.), F. F. Han- No. 6: Harry Sylvester. 


sell & Bro.. Lid.. New Sylvester-Nielsen, Inc., 





son Litho. & Printing 
Company, Omaha, Neb. 


pany, Seattle, Wash. 


No. 12: Jim Parsons, Smi.h 
Bros., Oakland, Calif. 


No. 13: A, J. Kerin, Tower 
Bros. Stationery Com- 


No. 9: Otto Eisenlohr, The 
Dorsey Company, Dal- 


Orleans, La. Appleton, Wis. las, Texas. pany. New York, N. Y. 
General Offices and Information Bureau, 740 Investment Building, Washington, D. C. 
Place and Date of Next Annual Convention—Chicago, Sept. 27, 28, 29 and 30 


REGIONAL MEETING DATES SET 

Following is a list of regional meetings of The Na- 
tional Stationers Association, their dates and hotel 
headquarters: 

District No. 4: New Orleans, Roosevelt hotel, March 
11 and 12. 

District No. 5: Cincinnati, Netherlands Plaza, April 
16 and 17. 

District No. 6: Milwaukee, Plankinton hotel, April 12. 

District No. 7: St. Paul, Minn., Lowry hotel, April 9 
and 10. 

District No. 8: Kansas City, Mo., Muehlebach hotel, 
April 6 and 7. 

District No. 9: Waco, Texas, Roosevelt hotel, March 
18 and 19. 

District No. 10: 
March 22 and 23. 

Illinois Booksellers and Stationers Association, Rock- 
ford, Ill., May 4 and 5. 

Hotel headquarters for the Twelfth district meeting 
in San Francisco, March 31 and April 1 and 2, has not 
yet been announced. 


Santa Fe, N. M., LaFonda hotel, 


a 
SIXTH DISTRICT COMPLETES PROGRAM 
Here is the official program for the Sixth Regional 
meeting to be held in the Hotel Plankinton, Milwaukee 
on April 12: 
W. C. Clegg, president of The National Stationers As- 
sociation, Subject—“Why is it?” 


R. A. Maish, vice-president, manufacturer’s division. 
Subject—‘Manufacturer’s Cooperation.” 

J. S. (Jerry) Sprott, president, The Globe-Wernicke 
Co. Subject—‘Government Competition With Private 
Enterprise.” 

The amateur hour by The National Stationers Aiders. 

Charles P. Garvin, general manager, The National 
Stationers Association. Subjects—‘‘Forum on Robinson- 
Patman Bill,” and “Training and Development of 
Salesmen.” 

Joseph Meek, executive secretary, Illinois Federation 
of Retail Associations. Subject—‘Illinois Fair Trade 
Act.” 

Harry B. Sylvester, governor, sixth regional district. 
Subject—“You are in a Billion Dollar Industry.” 

Washington L. Jaques, Jaques & Company, New York, 
past president of the New York Stationers Association. 
Subject—““‘The Commercial Stationer in New York.” 

A dinner which will be one of the highlights of the 
gathering is to be given under the auspices of the Wis- 
Ill Club of Chicago, according to Ralph Maneval, presi- 
dent of the organization. 

—_ 
FOURTH DISTRICT SENDS OUT REMINDER 

A reminder of the date, the time and the place of the 
Fourth Regional District convention, in the form of a 
mimeographed message, has recently been issued by 
Governor Morris E. Hansell II, through L. Henry Bau- 
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BUT THEY COULDN'T COPY HIS MIND 


Great personalities are never duplicated. But nearly 





every great invention has somehow set the stage for a 
less worthy something offered in its stead. » » » Rapid 
stencil-printing is a complete process invented and 
developed by us. We have devoted many years of scien- 
tific exploration and engineering fore-work to the task of 
bringing it to a high state of efficiency. All factors have 
been harmonized that they may act together for one end— 


the speedy and faithful duplication of tv ped and line-drawn 





ideas. And the well-balanced process, if put to work as a 
whole, will deliver the finest results—at low cost. Matchless 
performance has made the Mimeograph standard of the world. 
Imitations are never the real thing. For the latest particulars, as 
applied to your business, write to A. B. Dick Company, Chicago; 


or consult your classified telephone directory for the local address. 
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dean, chairman of the publicity committee. 

Mimeographed on the regular letterhead of the or- 
ganization, the message reads as follows: 

“New Orleans Again!! The convention of the Fourth 
District Regional District meets here again (New Or- 
leans) on March 11 and 12. Remember 1929? If you 
were not present ask those who were. Another bang 
up meeting is being arranged. Every minute is being 
utilized with discussions of important problems and 
talks by outstanding speakers and business confer- 
ences. Fun!!! also has been arranged “in the cool of 
the evening. We’re expecting you.” 

—_—»> 
NSA TENTH DISTRICT PLANS COMPLETED 

Plans for the tenth district regional meeting have 
been completed and Governor E. B. Healy and his 
various committeemen are waiting to greet delegates 
when they appear at the La Fonda hotel in Santa Fe, 
N. M., on March 22 and 23. 

Attracted by the lecture troupe which will be taken 
to Santa Fe by General Manager Charles P. Garvin 
and President William C. Clegg of the national asso- 
ciation, an attendance of more than 200 is expected 
when the regional meeting opens. 

Elaborate plans have been made by the committees 
for the visiting ladies including trips to the ancient 
cliff dwellings and Indian pueblos which, together with 
the Indian part of the program at the hotel, will be 
something entirely different for the visitors. 

According to Governor Healy the Rocky Mountain 
Travelers will be much in evidence and will be respon- 
sible for the success of the dinner dance and floor 
show on the opening night. 

a 

DISTRICT TWELVE MEETS AT SAN FRANCISCO 

Edward H. Wobber, president of the Stationers Asso- 
ciation of Northern California, reports that the Re- 
gional meeting of District Twelve of The National Sta- 
tioners Association is to be held at San Francisco the 
latter part of March. President William C. Clegg and 
Charles P. Garvin, general manager, are scheduled to 


be present with their “Aiders” lecture troupe. 
i 


OLD TOWN PROMOTES BRAHAM 
P. H. (Harry) Braham, veteran member of the indus- 
try and president elect of the Illinois Inked Ribbon & 
Carbon Paper Association, last month was appointed 








Pr. H. BRAHAM 


assistant sales manager of the Old Town Ribbon & Car- 
bon Company of Brooklyn, N. Y. As in the past, Mr. 
Braham will continue to make Chicago his head- 
quarters 

Starting in the carbon and ribbon business in 1908 
in Cincinnati, at which time he handled the line of 
Ault & Wiborg carbons and ribbons as a distributor, 
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Mr. Braham traveled the whole of the United States for 
his firm. Eighteen years ago he was sent to Pittsburgh 
by the Ault & Wiborg Company, where he established 
and managed a branch for that firm. In 1927 he was 
transferred to the Pacific Coast and maintained head- 
quarters in San Francisco where he handled dealer 
business in eleven western states. 

Four and a half years later Mr. Braham was again 
transferred, this time to Chicago, in which city he sev- 
ered his connection with his company one year later. 

In 1934 he began representing the Old Town company 
in Chicago, a post which he has held up to the time of 


his promotion. 
-—— <> —- 


BATES ANNOUNCES LYLES APPOINTMENT 
In the current issue of Bates Brevities, that snappy 
little house organ of the Bates Manufacturing Com- 
pany, New York City, appears an introduction to Hen- 





LYLES 


H,. C. 


drix C. Lyles, the latest member of the Bates sales 
staff. 

The introduction reads: 

“Mr. Lyles inaugurates a new idea in Bates merchan- 
dising; his territory is anywhere in the United States, 
and his function is to be a missionary man entirely 
at the service of Bates dealers. He will call on con- 
sumers, but will take no orders direct. He will work 
only with and through the dealers. 

“Mr. Lyles is a true southerner, born in North Caro- 
lina. He’s a four-letter man, baseball, basketball, track 
and football and we prophesy that he will hit the line 
hard in your interests.” 

Before assuming his new position Mr. Lyles was for 
a number of years with Cohen Brothers, a large sta- 


tionery firm in Jacksonville, Fla. 
—_$—g—_—__— 


NEW BANKERS AND MERCHANTS STAMP 
CATALOGUE PUBLISHED 

Containing sixty-five well-illustrated pages in which 
are included every type of stamp and stamping device 
manufactured by the firm, a new and handsome cata- 
logue was published and issued to the trade last month 
by the Bankers and Merchants Stamp Works, 3215 
Sheffield avenue, Chicago, Il. 

The new book is equipped with a novel and attrac- 
tive cover done in black and white which lends itself 
readily to the object for which it was created—namely 
that of featuring the company’s line of chromium 
mount stamps. 

In addition to rubber stamps the catalogue also de- 
scribes and illustrates the firm’s Stamper Kraft stamp 
rack, the Commercial and the Superior printing 
presses, strip racks, printing wheels, rubber type out- 
fits, office printing outfits, type holders and sign 
makers. 

Copies of the new catalogue may be obtained by 
communicating with the company’s home offices. 
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THE FIRST LC SMITH 


Model | Serial 1 


Sold in 1905 to the New York Herald ... for 8 
years operated 24 hours a day by reporters work- 
ing in three shifts! Traded in, in 1923, it bobbed up 
in Minneapolis in 1933, still going strong. A speed 
expert wrote 180 words a minute on it in 1934! 
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TODAY’S LC SMITH 


is built in the very same tradition ... to last longer and serve 
better. Improved, modernized, more complete... but earning still 
(and richly deserving) the unparalleled “user loyalty” that has 
distinguished L C Smith products from the first. 





LC SMITH & CORONA TYPEWRITERS INC Desk 3 
191 Almond St., Syracuse, N. Y. 


Please send free copy of booklet 1) “Silence please.” 





Name 


State. 





Address City 
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TIP DAVIS OPENS NEW HONOLULU STORE 
A new retail store which will furnish residents of the 
Hawaiian Islands everything for the office and business 
house from steel desks to stationery has recently been 
opened by W. Tip Davis at 222 Merchant street, Hono- 
lulu, H. T. 
Mr. Davis, who also operates a modern office equip- 


THE PRIDE OF THE ISLANDS!—This new Honolulu store 


of W. Tip Davis is Hawaii's latest stationery mart. In lower 
picture, L. te R. are: Dave Davis, son of the proprietor and 
a salesman of the firm; Manuel D. Neves, store manager, and 
Gene Kawakami, office manager. 

ment store at 1040 Brewer Lane, Honolulu, has installed 
a full line of office supplies, steel desks and files. Prac- 
tically all of the equipment is the product of the Corry- 
Jamestown Manufacturing Corporation, Victor Safe & 
Equipment Company, Inc., Harter Chair Corporation 
and the All-Steel-Equip Company, Inc. 

In addition to Mr. Davis the staff includes his son, 
Dave, who is a salesman; Manuel D. Neves, store man- 
ager who was formerly with the Moses Office Equip- 
ment Company, Ltd., Wall, Nichols Company, and the 
Honolulu Office Equipment Company, and Gene Ka- 
wakami, office manager. 


METAL OFFICE FURNITURE COMPANY 
WINS HUGE CONTRACT 

The Metal Office Furniture Company, Grand Rapids, 
Mich., has recently been awarded the contract for the 
furniture, fixtures and furnishings amounting to over 
$150,000 for the Davidson County Public Building and 
Court House at Nashville, Tennessee, through their 
dealer, The Barnhill Stationery Company, of Nashville 

Emmons H. Woolwine of Nashville, and Frederic C 
Hirons of New York City are associate architects on 
this impressive southern type building project in which 
over $3,000,000 will be spent in all 

The award consists of the usual run of equipment 
for the general offices, courtrooms, vaults and other 
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rooms of the building. This includes counter equip- 
ment, roller shelf and document file cases, omnibuses, 
vault equipment, desks, tables, filing cabinets, waste- 
baskets, costumers, storage cabinets, wardrobes, lock- 
ers, shelving, partitions, wood courtroom furniture, 
paneling, benches and chairs. Besides the above equip- 
ment the Metal Office Furniture Company will include 
Venetian blinds for all windows of the building, rugs 
and draperies for the courtrooms and judges’ chambers 
and miscellaneous items throughout the building. 

Detail construction drawings are now being prepared 
by the Steelcase engineering staff for submission to 
the architects for their approval before the actual 
fabrication of material is started. It is interesting to 
know that this is perhaps one of the largest contracts 
for steel equipment for a municipal building that has 
been placed during the last half dozen years and the 
installation will be completed approximately Septem- 
ber 1 of this year. 

George Ohland, manager of the contract department 
of Metal Office Furniture Company, handled all details 
and work on the above project. Other court house 
jobs that are now in the process of production and are 
attributable to the contract department are the court 
house at Neosho, Mo., The Hall of Waters building at 
Excelsior Springs, Mo., and the court house at Dickin- 
son, N. D. The company also reports a recently com- 
pleted installation of Steelcase and Terrell equipment 
in the new Fremont, Ohio, court house. All of these 
contracts are being executed in conjunction with the 
regular schedule of production required by Steelcase 
dealers for commercial sale. 

> 
WARD'S OPENS NEW DEPARTMENT 

Ward’s, one of New England’s largest stationery 
stores, located at 57 Franklin street, Boston, Mass., last 
month officially opened its new office furniture and 
equipment department. 

The new department has been created on the newly- 
decorated fourth floor of the building occupied by the 
firm and, according to many who have viewed it, is one 
of the finest office equipment display rooms in the state 

On Monday, February 15, hundreds of business men 
and women inspected the new department as part of 
the opening day celebration held by Ward’s. For twelve 
hours, beginning at 9 o’clock in the morning, the visi- 
tors assembled to inspect the displays of Globe-Wer- 
nicke wood and steel furniture, Lincoln desks, Marble 
chairs, Sturgis posture chairs and Victor certified safes 
and visible record equipment. 

aie 
HANSELL TO INSTALL AIR CONDITIONING 


F. F. Hansell & Bro., Ltd., 131-133 Carondelet street, 
New Orleans, last month signed a contract with the 
Carrier Corporation whereby the sales rooms and offices 
of the Hansell organization will be completely air con- 
ditioned between now and next Spring. News of the 
extensive job was given by M. E. Hansell II who said 
that the installation was decided upon as a means of 
greatly improving conditions and adding to the com- 
fort of customers and employes of the store during 
the summer months. 

a 
MONROE TRANSFERS FIELDS 


M. D. Fields has been transferred from the Fort 
Wayne, Ind., office of the Monroe Calculating Machine 
Company, to Indianapolis. He is being succeeded in the 
Fort Wayne territory by Carl M. Bortz, of Hopewell, Va., 
who has been on staff duty with the Army in Baltimore, 
Md., for the past three years.—AK 
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PATIENTS Need This Cure 


R y oye 4 CHARACTER : [a] pag tUSNESS enone] Thousands of business offices—glaring examples of 
growth without plan—suffer from an ailment that 


Da 








repels business. Prospects and customers are quick 
to judge a firm's capabilities of rendering desirable 
service from appearances, and first impressions are 
always lasting. This malady — Repellent-itis — can 
be cured by the correct application of a moderni- 
zation treatment in which GF Metal Office Equip- 
ment is the basic ingredient. The new promotional 
help shown on this page is from the first-aid kit 





Eagressinny a MODERN ATTITUDE 











: = ~ with which GF equips its dealer salesmen in their 
PROGRESS ond PROFIT WITH GF META: ogg tOUPMENT “RETRO” MOOR: ee OFFICE for LESS THAN « ome . o campaign against Repellent-itis. As a dealer, you 
ee should enlist in this Campaign. Write us. 
* Inside spread of a new folder of which the larger illustration above is the 
cover. Printed in five colors and featuring three model offices priced complete. ® 














MANIFOLD 


With Panama “INK-CON- 
TROL” ribbons your typing 
doesn’t whisper..... 
it SPEAKS with FULL 
AUTHORITY! 


PANAMA INK-CONTROL 
...Good From the First Drop! 


"Your first day’s corre- 
spondence can now be per- 
fect in cleanliness and 
sharpness with the new 
Patented ‘‘Ink-Control’”’ 
feature! 


*ask your PANAMA or BEAVER man 


Manufacturers of PANAMA ang BEAVER 


SUPPLIES COMPANY 
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BANKERS BOX RECEIVES UNUSUAL BIRTHDAY 
PRESENT 

An unusual birthday present, celebrating the com- 

pany’s twentieth anniversary, was received late last 

month by the Bankers Box Company, Chicago, in the 

form of a special order for large size binders from a 

western dealer. At the bottom of the order appeared 





HAPPY BIRTHDAY TO BANKERS BOX.—With 
this fine expression of congratulation a large order 
for huge permanent binders of the size shown above 
was recently received by the Bankers Box Compan)» 
on the occasion of its twentieth anniversary. 


the handwriting notation, “Best wishes on your birth- 
day celebration. Consider this order a birthday pres- 
ent.” 

The order, according to officials of the company, 


called for an exceptional quantity of large permanent 
binders, one of which is shown in the accompanying 
illustration. This binder when open measures more 
than seven feet from side to side. 

The Bankers Box Company, which was established 
in 1917, is celebrating its twentieth year in the service 
of the stationery industry and has been the recipient 
of many valued expressions from trade dealers. 


etpeaadignianen 
RAG CONTENT PAPERS IN NOVEL REVIEW 

Blazing a trail through Rag Continent Jungles—that 
is the arresting title of a booklet furnished by L. L. 
Brown Paper Company, Adams, Mass., dedicated to the 
whats, whys, and wherefores of rag content in papers 
to be used for important records. 

The expression “rag content” is seemingly like char- 
ity—a coverer for many sins. It specifies—but vaguely 

a quality universally recognized as desirable; the con- 
sequence of such specifying, however, are not univer- 
sally satisfactory. For there is rag content and rag 
content. The layman is literally at the mercy of the 
merchandiser in many cases. 

The pamphlet will be received with interest by those 
who wish to see money spent properly in paper buying, 
or who wish merely a more cleancut understanding of 
values in modern papers. Incidentally it is a booklet 
made up in a very attractive fashion, and a credit, 


| both for appearance and for content, to the L. L. Brown 


Paper Company. Copies requested should be asked for 


| on firm letterheads. 





#188 THIRD AVENUE, BROOKLYN, N. YY. | 


—— 
REGAN & CAVINESS ADOPTS NEW NAME 

The firm of Regan & Caviness, dealers in adding and 
bookkeeping machines, 127 South Salisbury street, Ral- 
eigh, N. C., has changed its name to the Acme Office 
Appliance Company. 

At the same time it was announced that the concern 
has added to its staff as sales and service men Vernon 
Johnson and C. F. Workman, formerly with the Bur- 
roughs Adding Machine Company. 





MARCH, 1937 4/ 


EASIER TOUCH 


for the TYPIST... 


EASIER SALES . 


Portable—the only typewriter selling for less than $50.00 
that is equipped with the world famous Champion Key- 
e / board. It is tuned to the finger tips of the typist by 
0} é TOUCH TUNING. There is an Underwood Portable 
typewriter for every purse and purpose, retailing from 
$37.50 up. Every Underwood is backed by nation-wide, 

company-owned service facilities. 
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Operators recruited atrandom and working 
on masked typewriters in “‘blind’’ touch 
test, chose the Underwood for TOUCH. 
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SELL THE TYPEWRITER 


THE WORLD IS BUYING Supreme ease of Touch is one of the foundation 
~~ stones of Underwood leadership...one of the factors 
Ve. | that year in and year out has made Underwood the 
X F Underwood Elliott Fisher ° ; 
Se Speeds the World's Business largest manufacturer of typewriters in the world. 


- 2 rage ay Portable Typewriter Division 
Be, 3 : UNDERWOOD ELLIOTT FISHER COMPANY 
» de Typewriters... Accounting Machines 
Adding Machines 
Carbon Paper, Ribbons and other Supplies 
One Park Avenue, New York, N.Y. 


Se 


WORLD’S LARGEST MANUFACTURER OF TYPEWRITERS 
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EFFICIENCY 
FLEXIBILITY 


for Visible Record Systems 

















CELLUGRAF 


SIGNALS 


Only Graffco makes these unique cellu- 
loid Signals, designed to bring visible 
records to the peak of usefulness. 


Transparent models allow full visibility 
of data. Opaque models have a matte 
surface on which to make pen or pencil 
notations. 


Cellugraf Signals are easy to apply, ad- 
just, or remove ... but remain firmly 
in position. There is no substitute for 
these unusual Signals. They completely 
satisfy all demands for visible record sig- 
nalling. 

Three widths: *%, %%. and ‘5 inch. Six 
smart colors in transparent models; four 
handsome pastel shades in opaque mod- 
els. 


We invite progressive dealers to write us 
for samples and prices. 





OTHER FAMOUS Graffco PRODUCTS 
INCLUDE 
Vise Signals ... Viz Signals . 
Vise Clips. Maptacks. 
Marking Tacks 
Vise and Cellu-Vise Index Tabs 
Transparent and Gummed 
Cloth Tabs 











GEORGE B. GRAFF COMPANY 
CAMBRIDGE, MASS. 


64 Washburn Ave. 
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ROCKY MOUNTAIN NEWS NOTES 

A legislative campaign to curb unfair competition is 
under way in the Colorado General Assembly with four 
bills of interest to stationers and office equipment deal- 
ers up for consideration. A Fair Trade Act, an Unfair 
Trade Practices Act, and two chain store tax bills have 
been introduced. The Fair Trade bill is patterned after 
the Illinois law which was upheld by the U. S. Supreme 
Court. The Unfair Trade Practices bill is the anti-price 
discrimination measure which is up for consideration 
in several state legislatures at this time. The Civic 
Association of Colorado, an organization of retail mer- 
chants and jobbers, is sponsoring a bill adapted from 
the Louisiana “chain store tax” law. It bases the tax 
on each store on the number in a chain and not the 
number operating in the state. A second chain store 
tax bill sponsored by the same organization would 
umend the present store tax law to increase the as- 
sessment on each unit over 24 to $700 instead of $500, 
the present levy. Sponsors of the Fair Trade bill claim 
a 70 per cent support in the legislature. 


* * € 


The Kistler Stationery Company, 1636 Champa street, 
Denver, will shortly issue a 400-page general catalogue, 
the first in over six years. It will have a 5,000 distribu- 
tion. 

* * + 

Frank Jasper of the Kistler field staff has been ap- 
pointed territorial representative of the firm for north- 
ern Colorado and Wyoming. 

+ . + 


Benjamin Mandelbaum, proprietor of Benjamin’s 
Stationery Shop, 607 Seventeenth street, Denver, is a 
new member of The National Stationers Association 
from District 10. 

. . + 

A year ago Walter Boyle, sales representative of the 
Hoeckel Blank Book & Lithographing Company, Den- 
ver, had both hands and both feet frozen when ma- 
rooned in a stalled automobile in an eastern Colorado 
blizzard. After a year of recuperation during which 
he lost several toes by amputation, Mr. Boyle recently 
made his first trip over his territory in eastern Colo- 


rado, Kansas, and New Mexico.—ATW 
i 


GENERAL FIREPROOFING APPOINTS HOLT 


The General Fireproofing Company, Youngstown, 
Ohio, last month announced the appointment of Wil- 
liam C. Holt as district manager of sales covering the 
states of South Carolina, Georgia and Florida. 

Mr. Holt was formerly associated with Carithers, 
Wallace & Courtenay, Inc., Atlanta, Ga., exclusive 
agents of General Fireproofing in that city. Because 
of this previous connection he will maintain headquar- 
ters with that firm while covering his new territory. 

Mr. Holt is well acquainted with that section of the 
southeast having lived and worked in the region for 
more than seventeen years. 

a 

ORIGINALITY MARKS ACME STAPLER FOLDER 

Beautifully finished in color with black and silver 
predominating, a new and unusually-constructed folder 
has recently been issued to the trade by the Acme 
Staple Company, Camden, N. J. 

The folder is so constructed that each of its six double 
pages is taller than the preceding one, leaving a series 
of arrow-shaped margins above. 

When opened the folder discloses descriptive mate- 
rial and illustrations of the company’s three stapling 
machines, the Midget, the No. 1 and the No. 2. 
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LABORATORY RESEARCH AND CONTROL 


Research work is necessary to produce new, high 


quality products. The Ault & Wiborg Carbon & Ribbon 
Company recognizes the necessity of maintaining an 
experienced staff of research and control chemists. 
Every shipment of raw materials received as well as 
the mixing, grinding, coating and inking of our products 
must be carefully checked by these competent chem- 
ists. This is essential to maintain the reputation for 


quality and uniformity which A & W enjoys. 


AULT & WIBORG CARBON & RIBBON CO., INC. 


SUBSIDIARY OF THE INTERNATIONAL PRINTING,.INK CORPORATION 


417 EAST SEVENTH ST. 
CINCINNATI, OHIO 


240 MADISON AVE. ® 418 SOUTH WELLS ST. 
NEW YORK, N. Y. CHICAGO, ILLINOIS 
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Webster bechrie 


A COMPLETE LINE OF 


Teletalk srs 














Inter-communicating systems are not new. 
But TELETALK is new! 

It embodies Webster Electric quality, 
with its fine reputation for undistorted 
voice reproduction, long, trouble-free ser- 
vice and economy of operation. 

Here is the first complete line of TELE- 
TALK systems—a model to meet every 
commercial, industrial, or professional re- 
quirement, built by specialists in the field 
of Sound Equipment. Every office, large 
enough to have an office boy, every restau- 
rant large enough to 


hospital, club, needs a TELETALK system. 
Since TELETALK’s introduction, liter- 
ally thousands of sets have been sold and 
in an amazing percentage of cases the 
users have since ordered extensions to 
their systems. For the dealer this means 
two things: a quality instrument and no- 

sales-expense repeat business. 
TELETALK systems have a unit of 
sale ranging from $75.00 to $525.00. The 
dealer’s margin is unusually healthy. 
TELETALK systems are easy to sell. 
They sell themselves 





have three waitresses, 
every store large 
enough to have four 
sales clerks, every 
manufacturing plant, 








MISS JONES, 
COME IN NOW 
PLEASE 


= 


Webster Electric Sound Systems are licensed 
by agreement with Electrical Research 
Products, Inc., under patents owned by 
Western Electric Company, Inc., and 
American Telephone and Telegraph Co. 


WEBSTER ELECTRIC COMPANY 
RACINE « WISCONSIN 


ESTABLISHED 1909 


on demonstration and 
trial. They are easy to 
install and require 
almost no service. 








S 

MISS JONES, ° 

COME IN NOW 
PLEASE 


Export Department: 100 Varick Street 


New York, N. Y. 








WEBSTER ELECTRIC 
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If you have a specialty selling organization capable of handling this quality line of 
inter-office communicating systems, there are yet some valuable territories open for 
franchised representatives. Write us today, telling us what lines you are now hand- 
ling, and ask for a copy of the interesting booklet ‘‘How and Where to Sell Teletalk.” 


On Exhibit, Booth 40—Business Show—Hotel Stevens 





NON-SELECTIVE TELETALK SELECTIVE TELETALK 
@ This model can be used up to and including six sta- @ Permits you to select the individual to whom you 
tions. It is ideal for small businesses, individual depart- wish to speak. Business offices, clubs, hotels, manu- 
ments, between executive and secretary, doctors and facturing plants—al/ have serious need for this Selec- 
dentists, etc. tive Teletalk. 





CONFIDENTIAL TELETALK MASTER STATION TELETALK 
@ For the chief executive, credit manager, bank teller, @ Ideal for telephone operator who must constantly 
employment manager—this Confidential Teletalk is locate department heads. Paging baffle may be used 
just the thing. When ear-phone is used, hook-switch for talk-back, thus making it an ideal unit for hospitals, 
automatically silences speaker. clinics, sanitariums, etc. 


TELETALK SYSTEMS 

















A NEW STRIPPER! 


Now don’t get excited, gentle- 
men. We're speaking of a 
PLATEN STRIPPER 
as big an improvement over 
the old style as the trim, slim 
member of today’s chorus is 
over the ladies of Billy Wat- 
son’s Beef Trust of yesteryear. 


. . 
and it’s 


Give it the O. O. 





| 


r , 7. 
That’s 


going to save a lot of skinned 


Just note that curve! 


knuckles. 
from the 
wieldy stripper with the long 
straight knife and skinny han- 
dle. This new device has a 
man-sized handle that 
you a decent purchase to in- 
the edge be- 
tween core and cover and re- 


It’s quite different 


old-fashioned, un- 


gives 


sert stripping 
move the cover with the great- 
est of ease. 

Yours for only ten thin dimes 


one dollar! 


ORDER NOW—MAIL TODAY 


AMERICAN WRITING MACHINE CO. 
115 WORTH STREET 
NEW YORK, N.Y. 


Enclosed find one dollar ($1.00) for which please send me 
one of your new Platen Strippers. 


i te ee ee ek seh Oe Ke Re Rte cbme Bae 


City and Slate... .ccccccccccccccccccccccccccccccseees 
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DITTO MAKES STAFF CHANGES 
Coincident with the opening of a new branch office 
at Charlotte, N. C., Ditto, Inc., Chicago, recently an- 

nounced two important sales staff changes. 
The new branch, which will handle both sales and 











DUNPHY 


Ww. G. FULLER A. L. 


service, is located at 125 Builders building and will be 
in charge of J. H. Tathwell. It is expected that a large 
territory will be served by the organization under the 
direction of Mr. Tathwell. 

A. L. Dunphy, who has had charge of the Chicago 
sales and service at 608 South Dearborn street, has been 
transferred to the New York branch, 205 East Forty- 
second street, as manager. Mr. Dunphy takes with him 
an enviable reputation built up while manager of the 
Chicago branch. 

William G. Fuller, formerly manager of the San 
Francisco branch, takes control of the office vacated by 
Mr. Dunphy. He also is rated among the stars of the 
Ditto sales organization and assumes his new post with 
a wealth of experience in the business which is ever 
at the service of dealers in his territory. 

—_——_g—__— 
TWO FINNISH FAIRS SLATED 

April 10 to 18 will be marked at Helsinki, Finland, by 
a Novelty Fair to be held in the large Helsinki Fair 
building. Articles which have but recently come on the 
market will be shown, together with goods being of- 
fered in new forms and in new packings. All branches 
of Finnish industry will be represented, and many for- 
eign manufactures which do not compete with home 
products will be represented. The organizers of the 
Novelty Fair will appreciate particularly the participa- 
tion of manufacturers who can show new devices which 
could be bought for utilization in Finland, such as ma- 
chines, mechanical tools, and instruments of all kinds. 
Finnish industry is in a state of development in which 
equipment is being rapidly modernized, and the Fair 
offers exhibitors opportunities to do business. 

September 11 to 19 will be the date of the furniture 
and furnishings fair to be held in Helsinki. In addi- 
tion to furnishings, the fair will display exhibits of 
other exhibitions of wood manufactures, wood working 
machinery and reauisites. Only Finnish products will 
be shown, but foreign raw materials and semi-manu- 
factured goods and machinery will be admitted in 
cases in which similar articles are not made by Fin- 
nish manufacturers. Practically all the domestic 
manufacturers will attend the fair, which will thus be 
an unusual opportunity for the introduction of innova- 
tions. The occasion will be the second Finnish fair of 
furniture and furnishings. 

Inquiries pertaining to either fair may be made of 
Suomen Messut, Helsinki, Finland. 
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ECONOMY STORAGE CASE 
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No 
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Keonomy Line Fibre Transfers 


cut the cost of storing important records 
for future reference. Made of extra heavy 
fibre board with reinforced corners, thus 
making a strong, sturdy transfer case. 
Removable covers—no flaps, no strings, no 
clamps, no bands—just the snug fitting 
cover which makes them dust proof as long 
as cover is on. Made in eleven standard 
sizes—a size for every office transfer need. 
All twenty inches long and high enough 











$ 
Eco" 
NO 


“99 
me rset 





MONROE 


Made in hh az. 
— aaa n i Lig om | 
pe —- . HII NWA HHI Ii yp 
= = | 


ff Cle 


inside to allow transfer of records with 
tabbed guides. This type of transfer has 
for years been used by banks, stores, rail- 
roads, gas, electric, telephone, insurance 
and trust companies and city, county and 
state institutions and governments. Just 
fill ’em, put the covers on and file ’em. 
You may have customers that will prefer 
this type storage case, once they see it. 
Ask for demonstrating case. 
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New York 
The Weis Mfg. Co., Ine. 
54-56 Franklin Street 


Chicago 
Associated Stationers 
Supply Company 


Boston 


Adams, Cushing & Foster 
Incorporated 
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The Main Index 
is made of heavy pearl grey Press- 
board with eyeletted or metal bot- 
tom locking rod tabs—top tabs in 
two positions to the left, furnished 


plain, celluloid covered or of metal, ———————— 
as desired. This index remains in en 
the file permanently is never trans- . oo 
ferred— thus enabling the purchaser 
to buy the best grade of index. ~ eptany 8D 
Note that the tabs are both lettered S. Cranfield, Ine. 

. San Prencisco, Calif. 
and numbered. Finding is by name 


+ Becker & footer 


and filing by number the quickest, Cincinnati, Oht 
most accurate of all methods. 


eme Products Co. 
Denver, Colore 
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Miscellaneous Folders hi hi 
are made of a ‘‘Red Leather’’ stock, ay 
lettered and numbered to corres- 
pond with the alphabetical subdivi- 
sion that is used in the Main index. 
Into these Miscellaneous folders is 
placed the correspondence from con- 





cerns or individuals with whom one 
has a limited amount of correspond- 
ence. These folders are removed at 
transfer time and act as the index 
in transfer file. 
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Sf cls In the CLEARINDEX Arrangement No. 1 the Nam In th 
a 


fulders are tabbed in two positions to the right, there folder 
by increasing the visibility of the tabs to some exten arrang 


Consists of the Main index in two positions, the Mit positic 
cellaneous folder index and the Name folders in th Consis 
le ar] I de x two tab positions. Monthly folders can be used wit Miscel 
this No. 1 Arrangement. Recommended for the ord the on 


nary business concerns whose correspondence is nf Suides 
arrang 





very extensive. 


Arrangement No. I 
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McAdams Hardware 
Portland, taine 
bes os | ie 
“pes Meiseer om 
ll. Klinger sup 
- Inperia aaiie Co. == ees 
Cleveland, Ohio 
; 6. Hale Company, Inc. 
Madison, Mieconsin 
Then —~ tt The 
° Finan & Company ,% 
+ Fis Comsny \ Correspondence 
Filpeu Can Compan: >» > 
iniea, tesa Filing Folders 
x as Cit wo. 
by & Yents 
= are made from Manila stock in three 
“San Prancisce, Calif. at weights—medium, heavy and extra 
at heavy. In the Number 1 Arrange- 
Becker & Foster 
Cineinnat . ment these correspondence folders 
cial are tabbed in two positions to the 
eae right. In the Number 2 Arrange- 
ment a much wider tab is used, in 
one position only. These folders are 
the ones designed to hold the corres- 
pondence from concerns or indivi- 
Arrangement duals with whom one has sufficient 
correspondence to require a folder 
No. 2 for each. 
—— 
> 2 oe 
} . 3 COS 
Nam In the CLEARINDEX Arrangement No. 2, the Name 
f ld oo ° 24: ° ‘ . RL A A Sin 
there tolders are tabbed in one position at the right, which 
xteni arrangement provides suitable space for the clear 
p Mit positioning of the Auxiliary guides and Out guides. 
in th Consists of the Main index in two tab positions; the 
1 wit Miscellaneous folder index and the Name folders in 7 a ! i , 
e ord the one right hand positio». Monthly folders, Auxiliary 
is m guides and Out guides recommended for use in this 


arrangement. 


Arrangement No. 2 



































ee 4 we & = ae ee 
Utility Line 
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Fibre Board Card Index Trays 


have many times been purchased to be used as tem- 
porary files but on account of their sturdy construction 
and low cost have been adopted as permanent card file 
equipment. Made of heavy, tough binders board, covered 
with a black and white marble paper. Equipped with 
steel follow blocks to keep contents in vertical position. 
All standard card sizes. Also made in shell type and 
removable cover card transfers. If you are not ac- 
, quainted with our ‘‘Utility Line”—send for sample tray. 


The Weis Manufacturing Company 


i | eo 


Monroe, Michigan 





New York Chicago Boston 
The Weis Mfg. Co., Inc. Associated Stationers Adams, Cushing & Foster 


54-56 Franklin Street Supply Company Incorported 
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NEW ENGLAND TRAVELERS NOTES 
Rhode Island stationers gathered at Providence on 
February 17 to hold a fifty-year party in honor of 
Howard Wheeler, that veteran of Preston & Rounds 
who is now with the E. L. Freeman Company. More 


details of the affair, which was held in the Crown ho- | 


tel, will be given next month. 


* * > 


Leon Berry, W. W. Berry Company, Waterville, Me., | 


has recently been elected lieutenant governor of the 
Kiwanis Region No. 1. He is president of the Pine Tree 
Stationers Association. 
. ” > 
Many of the boys and girls are away enjoying belated 
vacations. Among these are Louise Sullivan, Sullivan 
Office Supply Company, who is in Bermuda; Laura 
Cameron, Thorpe & Martin Company, West Indies; 
Joe Bonney, E. L. Freeman Company, on a southern 
cruise, and Frank Fargo, in South America. 
. * = 
Among firms in the New England district which have 
recently moved into larger quarters or remodeled and 
redecorated their old establishments are Derry, Inc., 
now at 1320 Beacon street, Boston, Amstaco, large Bos- 
ton stationery company, now at 111 Washington street, 
and Narcus Brothers, Worcester, now enjoying a finely 


improved store. 
* * * 


Mr. and Mrs. Bob Furlong, of the Empire Stationery 
Company, Springfield, recently returned from a de- 
lightful cruise to Havana, Miami and the Bahama 


Islands. 
J ~ > 


Eddie Narcus, elder son of Sam Narcus, is wintering 
in Tucson, Ariz., where he reports plenty of snow and 
a considerable touch of “eastern” weather. 

* . a7 

It is with profound regret that the Netclub News 
must report the sudden death of Chauncey Seely, who 
died Sunday, January 24. For many years he was con- 
nected with the J. L. Fairbanks Company and by his 
gentle and kindly manner endeared himself to all who 
knew him. For the past year he had been a manufac- 
turers’ agent in New England. The funeral was held on 
January 26 at All Saints church in Ashmont. 

. * . 

John Brooks is so happy with his splendid wrist 
watch, presented to him when he retired from the pres- 
idency of the New England Travelers Club, that he re- 
cently wrote a long letter of appreciation to President- 
Elect Mel Wheeler. 


+ 7 ~ 
On February 5 the club inaugrated a new feature 
which has been designated as the “Twelve-fifteen 
Club.” Every Friday at that hour the members will as- 
semble for luncheon at the main dining room of the 
Chamber of Commerce, 80 Federal street, Boston. For 
the first meeting a table for twenty-four was reserved. 


- . 
The above news items were gleaned from the N. E. T. 








Club News, official organ of the New England Travelers | 


Club. 
——— 
FOSTER HEADS ADDRESSOGRAPH CLUB 

J. K. Foster, Columbus, Ohio, sales agent, was elected 
president of the Sale Club of the Addressograph Com- 
pany for having led the United States and Canada in 
quota production during 1936. The Columbus agency 
was presented with the gold president’s cup given the 
highest producing agency on the winning team in the 
company’s three months’ international business tour- 
nament. Mr. Foster further won a sales leadership 
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START ‘EM OFF 


WITH 
SPEEDWAY ‘’‘TENS” 


Wherever there are students, housewives, 
tradesmen, writers, lawyers and other pro- 
tessional people there are great markets 
for Speedway File Fasteners. Speedway 


Tens’ on your counter sell the idea of 
binding related papers to these potential 
new users, and hundreds of dealers over 


the country are watching their supply 


easy profits. 


There is a punching gauge in each box 
of ten Speedways 











PARROT SPEED FASTENER CORP. 


37-18 Northern Blvd. Long Island City, N. Y. 











OFFICE APPLIANCES 


plaque and a replica of the large president’s cup, as did 
C. G. Langheck, also of Columbus, who won the presi- 
dent’s victory trophy. The local office closed their 
most successful year and for the third consecutive year 
led the U. S. and Canadian sales offices in quota pro- 
duction. They soon will enlarge their offices to accom- 
modate the business increase. With six months’ volume 
quota already sold, the outlook for 1937 is promising, 
Mr. Foster said.—AK 


ee 

THE DENVER STATIONERY COMPANY COM- 

PLETELY RENOVATED 

A recent program of remodeling by The Denver Sta- 
tionery Company, Denver, Colo., has so completely ren- 
ovated and changed its entire appearance that its most 
critical customers do not recognize it as the same 
store. 

The new front is designed along modernistic lines of 
black glass with chrome trim. Modernistic offsets with 
a sand blast design are so arranged in the black glass 





A VIEW OF THE REMODELED DENVER STATIONERY 
COMPANY STORE.—Note large display windows and modern- 
type doorway with large electric sign overhead. 


as to lend a classical air to the appearance of the front. 
The entrance is given a warm glow by a beautiful ter- 
razzo flooring of soft colors woven into a modernistic 
design. Bounding the entrance are small display win- 
dows about waist high so placed as to attract the pass- 
erby. These small windows are excellent for the display 
of small articles. The larger windows have been made 
considerably deeper so as to display to advantage small 
desks, tables, bookcases, etc. All the windows are of 
natural oak and finished in a dull satin. This pleasing 
effect along with beautiful chrome and glass window 
fixtures forms a truly attractive setting for display. The 
door is in keeping with the rest of the front having 
chrome cross-bars. Surmounting the front blazes a 
brilliant electric Neon sign. 

To the right of the door as one enters there is to be 
a model office displaying to advantage the very latest 
in office equipment. This display will serve as a “feed- 
er” for the newly constructed balcony where one will 
find a complete display of both steel and wood desks, 
tables, chairs, bookcases, files, filing equipment, and 
other necessities for the up-to-date office. The new 
balcony allows a good 450 square feet additional space 
for this type of display. The stair and floor of the bal- 
cony are finished in natural wood and varnished. This 
enhances the display of both wood and steel furniture. 

The balcony is directly over the office. The ceiling 
height being about seven feet leaves ample room for 
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most complete line 


“ RF1 a“ 
List $5.00 
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1937 Displays — Leaflets 
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ceiling lights which throw a warm indirect light over 
the entire office thereby eliminating the necessity for 
all desk lamps and making for better working condi- 
tions. Additional space was obtained in a basement 
room beneath the office which has been turned into a 
stock room. 

At the time of this writing the entire program of 
renovation has not been completed. Further plans for 
cleaning and painting are in progress. All shelving and 
woodwork is to be painted in a light cream to match 
the balcony thus giving the entire store a lighter ap- 
pearance. Other plans for new and modern display 
units are also in the making. 

When all plans for remodeling are completed, The 
Denver Stationery Company will be one of the most 
modern, up-to-date stationery houses in the West. The 
officers of the company are O. W. Pechman, president 
and treasurer; R. S. Pechman, vice-president; Ralph L. 
Watson, secretary. 

Since its incorporation nineteen years ago the com- 
pany has served the people of Denver, attaining for it- 
self an enviable record of service, high quality and good 
faith. 

a 
KENRICK & JEFFERSON CALENDAR ARRIVES 

The Kenrick and Jefferson calendar for 1937 has 
reached Office Appliances new address after the same 
trip its predecessors have made now for many a year 
from West Bromwich, England. For another year we 
shall have before us the familiar daily sheets with four- 
inch numerals in red, the day of the week in black, and 
the month in white against a black ground. With it, 
as usual, came the annual calendar card showing on 
one side all the months of 1937 and on the other all of 
1938. The K&J calendar is an institution. 

a a 


ALPARGATAS CALENDAR COMBINES POETRY AND 
PAINTING 


With a cover printed to simulate cowhide tanned 
with the hair still on it—speckled brown and white— 
the 1937 calendar of Sociedad Anomima Fabrica Ar- 
gentina de Alpargatas, Buenos Aires, Argentina, makes 
a novel appearance. The pages, over twenty by four- 
teen inches, present a novel content. They contain pic- 
tures, one for each month, painted by Mario Zavattaro, 
interpreting various passages of the poem, “Martin 
Fierro,” by Jose Hernandez. The pictures are done with 
a faithful regard for realism, rich in color, but with a 
restraint of spirit. Draughtsmanship exhibited shows 
that the artist knows his subjects. 

Although remembered chiefly for his epic, Martin 
Fierro, which is rated as one of the finest examples of 
guachesca literature (writings with the pampas and the 
guacho as major elements), it is interesting to note that 
Jose Hernandez was even at an early age very active in 
the political affairs of his time. 

The original paintings are to be donated to the Museo 
Nacional de Bellas Artes by Alpargatas, which holds 
exclusive rights for their reproduction. 

The Sociedad Anonima Fabrica Argentina de Alpar- 
gatas manufactures footwear of leather, gum, and 
hemp, and other products in the category of textiles. 

SAN ANTONIO NEWS NOTES 


That the Social Security Act, Unemployment Insur- 
ance and other recent legislation which went into effect 
on January 1 has proven of material benefit to sta- 
tioners goes without question. Stationers in San An- 
tonio report the best business in years, no small part of 
which is the heavy demand for forms to record pay- 

















The amazing sales of the Pull-Tuck line are not hard to understand. Pull-Tuck sells 
itself. A demonstration takes but a second. To open — just pull; to close — just 
tuck. Yet in that second, the sale is made. No tapes — no ties — no fumbling. A 
size and shape for every buyer's need. Remember — fast selling Pull-Tucks are but 
one of the many exclusive items that make the “Y and E” Franchise so valuable. 
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KNOW 


what a demand there 
is, for this fine 

Jasper Chair Company 
furniture 


Leather upholstered executive office chairs are popular every- 
where. Once business men are informed of the splendid 
variety of designs that are available, and the moderate cost, 


there follows a lively and profitable activity of sale. 


Built of solid American walnut (we also manufacture an in- 
teresting series in birch, walnut or mahogany finish) and 
distinguished by pleasing detail of carving and shaping, 
these chairs are upholstered in genuine leather— Dixie Veal- 
skin, New Eagle Grain, Moorish Grain and Full Top Grain, 
with choice of many colors. Collier-Keyworth latest im- 
proved rubber cushion irons are used on our better grade re- 
volving chairs. In addition to our upholstered chairs, we 
make wood office chairs in many styles, also posture chairs, 


chairs for the library, school and courtroom, stools, ete. 


Office furniture dealers who have not up to this time checked 
up on their opportunity in the Jasper Chair Company line, 
are invited to get in touch with us. We shall be glad to 


supply information and catalog. 


JASPER CHAIR COMPANY 
JASPER, INDIANA 








REPRESENTATIVES: 


Geo. A. Litchfield, Sales Mer. 


R. J. Freeman, (Eastern) 
505 Fifth Ave., New York, N. Y. 


E. W. Thomas, (Southwest 
Daytona Beach, Fla. 


James 8. Fowls, (Southern 
3414 Euclid Heights Blvd. 
Cleveland, Ohio 


S. H. MacDonald, (West) 
521 Lloyd Bldg., Seattle, Wash 


W. H. Brown (Chicago-Midwest) 
6708 Glenwood Ave., Chicago 
Phone ROGers Park 3644) 
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ments for these enactments. The manner in which 
this merchandise has sold is best expressed in the 
terms of Ross Seibert of The Clegg Company who re- 
ported that no effort had been made to store it away; 
it was opened up at one end of the counters and taken 
out as required. Some difficulty has been experienced 
in keeping a sufficient supply in stock to meet the 
demands. 

Generally speaking, business has been good. Follow- 
ing a quiet period during December and the first ten 
days of January, business equipment dealers enjoyed a 
sharp demand for merchandise with many good instal- 
lations being reported. 

Among those reporting good business are George 
Dewey, manager of the business equipment department 
for Stowers Furniture Company, J. Andrew Smith, and 
Al Eisemann of Maverick-Clarke Litho Company. A 
good business during the first quarter is predicted. 

x * ~ 

The many friends and acquaintances of William C. 
Clegg, president of The National Stationers Association, 
will regret to learn that he has been confined to his 
home with a bad case of the flu. At the time this is 
written, he is reported to be recovering satisfactorily 
although yet unable to leave his home. 

* * 7” 

The Southwestern Paper Company with headquarters 
in Houston and branches in Fort Worth and Dallas, has 
opened a third branch in San Antonio at 1215 East 
Houston street with Hubert R. Witt in charge. 

7” * * 

According to reports, plans are being made for a big 
convention of the Tenth District of Stationers to be 
held in Waco, March 18-19. This will be the first time in 
a number of years that this meeting has gone to Waco 
and Leslie H. Gardner, one of the leading stationers 
of that city, has assured members of a real time. 

* * * 

Preliminary plans are being sponsored by local sta- 
tioners for the organization of an exchange system 
Similar to that offered by the national association. Un- 
der the plan, members of the local association would file 
a report of merchandise which is either out-of-date 
or listed as “slow sellers.” Copies of this report would 
then be distributed among the members and any calls 
for such merchandise would be directed to the member 
who had it in stock. It is believed that such a plan 
would go far in ridding shelves of a lot of dead mer- 
chandise. 

* * * 

J. Andrew Smith Company reports the addition of 
two new lines of merchandise: Gunlocke chairs and 
Troy streamlined metal furniture. Mr. Smith set up 
his own business equipment a little more than a year 
ago and during this time has made some of the out- 
standing business equipment installations in this ter- 
ritory, including steel filing counters in the Gunter 
hotel, Mortgage Loan and Agency Company, City of 
Alamo Heights and City of Crystal City. Complete in- 
Stallations of office furniture have also been made for 
many local firms.—BCR 

—_—_____ 
BOXRUD SEEKS W. N. SNOW 

A. R. Boxrud, manager of the Minneapolis branch 
of Mittag & Volger, Inc., recently appealed to members 
of the industry everywhere to aid him in locating W. N. 
Snow, formerly employed by typewriter companies at 
Dubuque and Clinton, Iowa. Mr. Boxrud asks that any- 
one having information on Mr. Snow’s whereabouts 
communicate with A. J. Nordstrom, 2836 Forty-first 
avenue, South, Minneapolis. 
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* Ithas an automatic stop 
* Ithas a sliding suspension 
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* Itis fire resistive 
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6 Times Faster 
Than Any Addressing Machine 
in Its Price Class 


The following addressing speed facts will surprise, 
may even astonish you: 


® With pen and ink or a typewriter you can write about 


three addresses per minute. 


® Hand-feed addressing machines, costing from $50 to 
$150, print addresses at a speed of 15 to 20 addresses 


per minute. 


® Hand-feed addressing machines, costing from $300 to 
$500, print addresses at a speed of 60 per minute. 


® But ... this mew $125 Elliott Addressing Machine 
will print 125 different addresses in one minute. 
@ It will print six addresses while any other addressing 


machine in its price class is printing only one address. 


In brief . . . this Elliott machine is as much faster than 
other addressing machines (noted above) as they are 
faster than pen-and-ink addressing. It is supplied with 
either hand-crank or electric drive; it has automatic feed, 
and it is practically noiseless in operation. 


The addresses made by this machine look like actual type- 
writing because Elliott Address Cards are typed with your 
regular typewriter—no expensive address embossing ma- 
chine is necessary. A request on your business stationery 
will bring further information, without obligation. 


Salesmen and office equipment dealers who know of pros- 
pects for addressing machine equipment will receive a 
proposition to their advantage by applying to our nearest 
branch office or by writing us direct. 


ELLIOTT ADDRESSING MACHINE COMPANY 


143 ALBANY STREET, CAMBRIDGE, MASS. 


Sales and Service Offices in all Principal Cities 
See Telephone Directory 
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ELLIOTT ADDRESSING MACHINES PRINT FROM 
ADDRESS CARDS THAT LAST INDEFINITELY . . 

QUICKLY TYPED ON ANY 
REGULAR TYPEWRITER 
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| W. H. LEFFINGWELL, INC., IS DISCONTINUED 
W. H. Leffingwell, Inc., of 475 Fifth avenue, New York 
City, has been discontinued according to an announce- 
ment made to the trade last month. 
The announcement which was signed by A. S. Lef- 
| fingwell, L. E. Lancaster, H. C. Pennicke and O. G. 
Sherman, read as follows: 
“We take this occasion to thank our clients for the 
| opportunity to be of service to them and for the co- 
operation extended to us in our work. To our other 
friends and acquaintances we express our thanks for 
their many evidences of consideration and interest.” 
The date of discontinuance was given as February 1 
‘although the announcement declared that the firm 
| would be at the Fifth avenue address until March 1. 





| 








1 ENGAGEMENTS 


SKINNER-BAYLESS 

Owen G. Bayless, merchandising manager of Low- 
man & Hanford Company of Seattle and Mrs. Bayless, 
have announced the engagement of their daughter, 
Miss Dorothy, to James Lawrence Skinner, son of Mr. 
and Mrs. Horace W. Skinner of Long Beach, Calif. Miss 
Bayless attended the University of Washington at 
Seattle, where she had affiliated with Alpha Gamma 
Delta. Mr. Skinner, after graduating from the Univer- 
sity of Washington, has been in naval air training at 
Pensacola, Fla., where in a month he will be graduated 
as an ensign from the Naval Air Service station. Mr. 
and Mrs. Bayless are making plans for their daughter’s 
wedding in the early Spring. 











WEDDING S 


KITTRELL-SEYMOUR 

M. Berley Kittrell, city salesman for the Columbia 
Office Supply Company of Columbia, S. C., was recently 
married to Miss Mary Louise Seymour, the ceremony 
being performed in Orangeburg, S. C. 

Mr. Kittrell is very popular in the Capital City. He 
was educated in the public schools of Columbia, grad- 
uating there in 1930. The bride is a graduate of Mem- 
minger high school of Charleston. At the time of her 
marriage she was employed by a department store in 
Columbia.—JW 





a ee 
DOAR-BROOKS 

Archie LeRoy Doar of the R. L. Bryan Company, Col- 
umbia, S. C., was married on January 23 to Miss Au- 
reen Elizabeth Brooks, a twin daughter of Mr. and Mrs. 
James S. Brooks of Columbia. The ceremony was per- 
formed at the Good Shepherd Episcopal church in 
Columbia. 

Mr. Doar received his education at York, S. C. His 
wife is a charming and attractive brunette. Both 
young people have a host of friends—JW 








DOC $ TOR K 


H. DORSEY DOUGLAS III 
H. Dorsey Douglas III made his appearance in Okla- 
homa City, on February 4, according to his proud par- 
ent, H. Dorsey Douglas, Jr., vice-president in charge of 
city sales, at the H. Dorsey Douglas, stationers and 
office outfitters. The proud parents and the new mem- 
ber of the firm reside at 1533 Northwest Thirty-ninth 


OL * 
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©THE RACE: 
SHEAFFER’S GIGANTIC NATIONAL 
SKRIP SCRAP BOOK CONTEST AND 


BOY-AND-GIRL PLAN; 
PRIZES, 2 FORD CARS, OVER 1,000 BICYCLES! 


©THE ENGINE: 


SHEAFFER’S PEN-SKRIP & PARA-LASTIK 


©THE FUEL: 


99 RADIO STATIONS BROADCASTING 
ALMOST DAILY, MARCH 1 TO JUNE 1 


62 MILLION READERS 


OF FULL-COLOR SPECIAL POSITION ADVERTISING 





Get into this huge 
profit-making opportunity, now! 
write “‘PEN HEADQUARTERS” at once! 


W. A. SHEAFFER PEN COMPANY + FORT MADISON, IOWA 
“THE PEN CAPITAL OF AMERICA’’ 


SHEAFFERS 


PENS + PENCILS + DESK SETS - SK 
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WABASH CABINET’S NEW “SALES BOOSTER” 

Exemplifying the effectiveness of open display as a 
means of increasing sales, a new display cabinet, 
known as the “Sales Booster” has recently been issued 





WABASH CABINET’S NEW SALES BOOSTER. 


to dealers by the Wabash Cabinet Company, Wabash, 
Ind. 

In an attractive folder, containing details of the 
“Booster,” which was issued to the trade by the com- 
pany is the following description of the display 
cabinet: 

“The Sales Booster is an attractive piece of furni- 
ture, seventeen and one-half inches wide, tweive 
inches deep and eleven inches high, finished in wal- 
nut. It is built to display three sets of three by five; 
two sets of four by six; two sets of five by eight and 
one set of letter size, 25-division A-Z indexes. Also a 
folder sample set, a sample of Wabaco binder and a 
sample set of Wabash materials. Compartments in the 
back for surplus stock.” 

The Sales Booster is issued free to dealers with a 
comparatively small purchase of the indexes outlined 


above. 
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ROYAL STANDARD CORONATION ISSUE 

Forty-eight pages, counting the covers, are needed 
to tell the story of what happened in 1936 to the 
Royal Typewriter organization. It is recorded in what 
is called the coronation issue of the Royal Standard, 
published by Royal Typewriter Company, Inc., 2 Park 
Avenue, N. Y. Coronation Year, one reads in black 
letters on the front cover, which, like the back, is bold 
in red background, fading out at the top and bottom 
edges. In white is a picture of the Royal symbol, a 
crown. The back cover bears white letters: World’s 
No. 1 Typewriter, with a halftone cut of a Royal ma- 
chine as the main center of interest. Inside the front 
cover is another cut of a Royal machine, an inset on a 
background of ermine. A note on the adjacent page 
indicates that the issue is not for distribution in any 
part of the British Empire. 

E. C. Faustmann expresses in the opening statement 
his sentiment of recognition that the achievements of 
1936 for Royal are the result of joint efforts. Follows 
then the story in words and in pictures of how Royal 
transcended all previous selling records for portable 
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The illustration below shows the No. 
671-LSX with raising and lowering device 
(patented). 
Any UHL Steel 
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Your good customers keep you in business. 
Do not arouse their suspicion by substituting 
lower grade material—they may buy elsewhere. 
Supply your customer with Quality Mer- 
chandise and KEEP HIS GOOD WILL. 
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THE TOLEDO METAL FURNITURE CO. 


1618 Hastings Street Toledo, Ohio 
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“Lifetime Guarantee’ 


a sound proposition 


What is back of the ACE Guarantee? First, our deep- 
seated sense of responsibility toward the dealer and his 
customers; secondly, performance records, like the one 
which follows, that are equivalent to 40 and 50 years of 
service for the average office stapling machine, on the basis 
of 25,000 staples per year: 


A few years ago a large wholesale grocery house in Chicago was 
under contract to furnish to the Emergency Relief Commission 
thousands of bags of groceries daily. The bags had to be closed 
with staples and a whole battery of ACE Fasteners was pressed 


into service to handle the work. Although each of these ma- 
chines put through an average of one million staples during 
the first twelve months, not a single service call has ever been 


required. 


ACE Fasteners are so rugged in construction that they 
can safely be guaranteed for a lifetime, the only condition 
being that genuine ACE, PILOT or CADET staples be used. 


The Lifetime Guarantee applies to ACE models. PILOT and CADET 
models are guaranteed for 10 years and 5 years respectively. 


ACE 


ACE FASTENER CORP. 


Chicago. 





Stapling Stamina 
Eliminates Service Calls— 
Protects Your Profits 











3415 N.Ashland Ave. 


MAKES 


THE WORLDS BEST STAPLING MACHINES 
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and for standard machines. Interesting to note is the 
awarding of the two millionth Royal typewriter, plated 
with gold, to H. J. Smith, of Parkersburg, W. Va., the 
winner of the Royal Two-Millionth Sales Contest. C.B. 
Cook, vice-president in charge of production, offers 
some straight talk on the theme “Are We As Good As 
We Think We Are?” which should prove to be good 
ballast. 

Other subjects pertinent to the organization and its 
prospects for the current year are presented by A. E. 
Davis, treasurer; H. A. Way, secretary; M. V. Miller, 
vice-president in charge of sales; L. C. Myers, director, 
patent and experimental department; J. L. Ryan, sales 
manager, foreign department; J. Schillinger, general 
service manager; J. F. Vreeland, manager Roytype di- 
vision; A. M. Stonehouse, manager school department; 
G. H. Palmer, manager Washington office; W. A. Metz- 
ger, sales manager, portable division; C. B. Cook, vice- 
president in charge of production, and others. The 
cumulative effect of the pages turned is to establish 
an impression of an organization highly alert, looking 
forward to new worlds for conquest in 1937. 

————$_$<—____- 
PACIFIC NORTHWEST NOTES 


Expanding its personnel and sales force to keep 
abreast of augmented demand for office supplies and 
a higher sales volume, the Lowman and Hanford store 
at 912 Second avenue, Seattle, has recently added to 
its large staff, promoting Shirrel Brown and Frank 
Longo from other positions in the main store of the 
large stationery establishment, and naming Herman 
Johnson as new deliveryman. Williami Pearson, Clay- 
ton Edwards and Henry Dearborn have also won pro- 
motion at the L. & H. store. 

> > > 

Arthur Hannes, formerly with the Griggs stationery 
organization in Bellingham, Wash., has joined the 
A. E. Fransen Company of Third avenue, Seattle, as 
outside salesman, and has been assigned to the south 
end territory for development of business. 

> > > 

Paul Winship, Oregon state manager of L. C. Smith 
and Corona Typewriters Inc., with headquarters at 215 
S. W. Sixth avenue, Portland, Ore., was the happy win- 
ner this February of a month’s cruise to Bermuda, 
Cuba, and other Caribbean islands. He left the Pacific 
northwest early in the month for the head offices of 
the company at Syracuse, N. Y., to sail “with the 
bunch” of blue-ribboners on February 13 from New 
York for the West Indies. Mr. Winship showed the 
greatest percentage of increase for his division in the 
three-months’ test of selling strength recently closed. 
This Pacific northwest area in which he raised sales 
to their zenith to win the ship ride embraces a large 
group of typewriter sales and supply stores throughout 
the state of Oregon as well as Southwestern Wash- 
ington. 

+ . > 

Miss Mayme E. McCutcheon, school chum in Mich- 
igan of Maude Clarke Rundle, has recently joined the 
active and expanding sales force of the Rundle Office 


| Supply Company of 415 Hoge building, Seattle, Wash. 


With business of the Seattle office of the Dictaphone 
Sales Corporation, of which J. J. Stavert is manager, 
surpassing during last year even the 1929 high, prep- 
arations are being made for still larger volume as the 
year 1937 unfolds. Located in the Washington Mutual 
building for the past five years, this Pacific Northwest 
headquarters comprises the territory in Washington 


L/. ‘ wee 
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OUR NEW 
CATALOG 


G TALOG No58 


THE MILWAUKEE CHAIR CO. 
MILWAUKEE, WISCONSIN 
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PROGRESS  «::.) 


DEMANDED, A SATISFACTORY SINGLE PEDESTAL 
TYPEWRITER DESK. One with a Full Time, Unbroken Top Area, and Sufficient Knee Clearance 


— 








* 
_~* 

















MADE RIGHT OR LEFT 


SECRA-TYPE, THE FIRST SINGLE PEDESTAL, PEDESTAL TYPEWRITER DESK presages the end of the 
old drop head style, and a broader field of service for the 42 inch desk. 
The 42-inch SECRA-TYPE has a larger usable top area than the 50 to 55 inch drop head desk. 


EFFORTLESS 
OPERATION 


The compartment shell 
is withdrawn free of all 
weight. 

Legs are swung and held 
firmly in either position by 
a mere starting touch. They 
give substantial, direct to 
floor support to this more 
or less permanently ex- 
tended portion of the 
desk, and therefor an ap- 
pearance in keeping with 

fn eainting eowies in ~f se soateatiet: te conventional design. 
ing valuable space formerly wasted. is with the commodious j 
en emmaainent shen the 42 inch SECRA-TYPE actually a rn oe 
little more storage space than the drop head style. Full knee clear- y —— 
ance—Deep enough for vertical filing. Also available in the 54 roll out freely as a unit on 


and 60 inch DROR-TYPE and SECRA-TYPE. a telescoping tube. 
ASK US FOR FULL PARTICULARS AND PRICES 


GRAND RAPIDS loci MICHIGAN 
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and Oregon as well as border counties of Idaho, with 
a sub-branch in Portland, and a group of thirteen 
service and sales agencies in this region. 
> > os 
The J. K. Gill Company of Portland, Ore., reported 
the recent theft of a typewriter from its store on Fifth 
avenue. 
* > 7 
Celebration of their silver wedding anniversary was 
a recent great event for J. R. Gillam of the J. R. Gillam 
Stationery Company of 112 Cherry street, Seattle, and 
Mrs. Gillam. Many hundreds of old friends extended 
congratulations to the Gillams. 
> > = 
Reopening of a closed waterfront at Seattle and the 
return of thousands of maritime strikers to the docks 
this February brought new hope for increased busi- 
ness to office supply houses. Many shipping offices 
were closed, and business of hundreds of other offices 
was curtailed as stationery needs were reduced to the 
lowest level. End of the strike in Seattle has been 
likened to a rich rainbow, or a million dollar sun shin- 
ing for all business men, with new business to be 
shared in large measure by those furnishing and 
equipping offices as well as supplying stationery for 
the needs of revived commerce. Even a boom is hinted 
as thousands of longshoremen and waterfront workers 
line up for work after having stymied trade at the port 
of Seattle for many months. But they got what they 
wanted. 


* » *” 

The Addressograph-Multigraph Corporation, with 
Seattle offices at 206 Office Appliance building has 
recently promoted R. C. Haney, with that firm sixteen 
years, to sales agent for Seattle and neighboring trade 
area, in the multigraph division. 

. * > 

The stationery department on the third floor of the 
J. K. Gill Company of S. W. Fifth avenue and Stark 
street, Portland, Ore., staged a brilliant coup with an 
old-fashioned valentine contest this February. Win- 
dows were full of frilly and lacy valentines of long ago 
and there was civic-wide attention bestowed on the 
large stationery store, as nearly all February roads 
seemed to lead to the special valentine booth created 
in the stationery department on the third floor. All 
manner of old valentines were unearthed in homes to 
show citizens via the medium of the store. In the 
treasure hunts Portlanders ransacked basements and 
books, albums and attics, trunks and chests, for me- 
mentoes of the Victorian era, the Gay Nineties, and 
other periods, to compare with new heart-shaped 
stationery that blossomed this February in the store. 
Interest was rife in the novel contest over the cash 
awards, as follows: 

For the oldest valentine, $10; the second oldest, $5; 
third oldest, $3, and prizes of $2 merchandise credits 
were given for (1) the largest valentine; (2) most un- 
usual valentine; (3) most sentimental valentine, and 
(4) most historical valentine. 

All the hundreds of valentines entered in the contest 
were on display in the windows of the stationery 
house through the great love-day, February 14—when 
they were returned to their proud possessors along 
with prizes won. 

> . * 

Mrs. Anna B. Butler, proprietor of the Northwest 
Office Equipment Company in the Dexter Horton 
building, Seattle, recently welcomed her daughter 
Ruth home from an extended trip. 


* x * 


The Merger Systems, Inc., has been duly formed and 
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Traveling light—or 
traveling heavy 


STEBCO STAYS IN STEP 





Wallet No. 1-40 






Catalogue Case No. 9-122 


STEBCO 


In step with the times—in step with the de- 
mand—Stebco provides the right carrier for 
every need, from wallets up to heavy sample 
cases. 

The progressive dealer knows that Stebco goods 
is quality goods, builder of substantial satis- 
faction. And one satisfaction—from the dealer’s 
own angle—is the substantial profit Stebco 
brings to him. 





Write for samples and catalogue today. 


STEIN BROS. MFG. CO., INC. 


564 West Adams Street, Chicago 
New York Sales Office: 
Empire State Building, Mr. E. R. Manning in Charge. 


San Francisco Office: 
833 Market St., Mr. Herman Halper in Charge. 
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| incorporated at Seattle, Wash., with capitalization of 


+ eat aa ety Sat 
re oe | $2000 in order to engage in the manufacture and sale 
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Wll=— 
we asked for tt 


(AND WE LIKE IT) 


By mail—phone and wire—dealers 
are voicing their approval of the new 
Corrian with orders. We knew 
this new addition to the Corry- 
Jamestown line was good—but their 
enthusiastic acceptance has exceeded 
our expectations. 
Shipments are going for- 
ward daily and our pro- 
duction has been stepped 
up to keep pace with the 
demand. So send 
on your orders — 
we can fill them 
promptly. 

Of course, this 
new Corrian is 

















just one of the 

over 300 Office Equip- 
ment items that are 
daily making loyal cus- 
tomers and profits for 
Corry-Jamestown deal- 
ers. 


Write or wire for com- 
plete details about this new Corrian File. 


CORRY-JAMESTOWN 
MANUFACTURING CORP. 
CORRY, PENNA. 


Export Department — 5713 Euclid Ave., Cleveland, Ohio 
Cable Address: CORJAM 











(Sieber } 














| The background is tan. 


of stationery items. Incorporators of this business are 
C. H. McCain, G. A. Merger and A. J. Reault. 


> . > 


An exchange library has been ensconced in the Low- 
man & Hanford store at 912 Second avenue, Seattle, 
under the direction of Miss Estelle Jones. A cozy little 
nook with books has been fitted up for her in the large 
stationery store, broadening its services in the finan- 
cial district of the city. The popular reading spot was 
formerly located in the Second avenue lobby of the 
Exchange building. 

> > . 

Personnel of the large stationery and supply organ- 
ization of the University Bookstore at 4326 University 
Way, Seattle, was recently required to wear mittens, 
mufflers and ski suits to wait on customers in the 
store. Counting sheets of typewriter paper was quite 
a job with the mittens. Pipes froze in the store on 
Sunday and the furnace was put out of commission, 
while the fifty part-time student clerks donned out- 
door sports garments to pass out the papers, and there 
was considerable active shelf-dusting and book and 
stock dusting to keep warm while waiting for more 
customers in the cold store. 


* * * 


James D. Headley, Inc., Third and Marion, Seattle, 
has been featuring this February “Goodform” posture 
office chairs and equipment, as one of the newest chairs 
on the office equipment market.—-CML 

—_——~>—_ —-- , 


JASPER DESKS IN ANNIVERSARY CATALOGUE 


Now in its sixty-second year of existence, The Jasper 
Desk Company, Jasper, Ind., has issued an eighty-two 
page catalogue—the most comprehensive to date—in 
which is shown the company’s complete line of office 
furnishings. Novel in cover design, it bears in red as 
part of its motif the angular line characterising dove- 
tails such as are found in all good office desk drawers. 
Also in red, supplemented with black, is the Jasper seal. 
In heavy black type are the significant dates 1876-1937. 
Pages are ivory, decorated 
with red. They are twelve inches wide and nine inches 
high. 

The catalogue is substantially built, being stapled 
together and then mounted in its cover by strips of 
gummed fabric. It can be specified as Catalogue 422. 

In a foreword the firm expresses its appreciation of 
the loyalty among its friends by which its growth to 


| one of the largest manufacturers of office desks, type- 


writer desks, and tables, was made possible. The com- 
pany’s policy of maintaining its stock—all styles and 
sizes represented in the catalogue—is cited, and the 
excellent shipping facilities available are pointed out. 


| Follow specifications and descriptions of the various 


articles produced. A price list which can serve as an 
index is available; it includes also a telegraphic code. 
Copies of the catalogue may be requested by dealers. 
————_—_>——___- 
E. H. SELL COMPANY ADDS SALESMEN 

The E. H. Sell Company, 37 East Gay street, Colum- 
bus, Ohio, has added two new salesmen to its staff. 
The new men are Eddie Gilfillen and P. G. Curtis. The 
former had been connected with the Atlantic & Pa- 
cific Tea Company. Mr. Curtis is a native of Florence, 
Ala., and his connections in Columbus have included 
banking, telephone and sales engineering work. These 
men will represent the E. H. Sell Company in Colum- 
bus and in territories throughout the state. 
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MARK OF DISTINCTION 


Chairs equipped with the 
Collier-Keyworth rubber 
eushioned-ball bearing 
ehair irons are the only 
ehairs bearing this red 
and gold quality tag 
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BALANCED ACTION 
CHAIR IRONS 


ENERGY SAVING COMFORT 
IN YOUR OFFICE CHAIR 


Unmatched comfort will be found in chairs 
equipped with this new rubber cushioned iron. 
These cushions are not merely substitutes for 
springs but are shock absorbers on which the 
weight of the occupant in any position is 
evenly distributed. The ball bearing swivel is 
a feature of this fixture and together they 
provide the utmost in comfort. 


; i Simple in prin- 
CN , ciple and free 
¢ aie 4 | & from _ compli- 


cated mechan- 
ical details. 

















NEARLY TWENTY YEARS EXPERIENCE IN BUILDING CHAIR IRONS 


COLLIER-KEY WORTH COMPANY 


GARDNER, MASS., US. A 
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A LAST ..a safe guide 
trough the jungles of the 
Rac CONTINENT 





Lovo in all directions from anywhere, is the Rag Continent, a 
bewildering jumble of papers which are made wholly or only partly from rags, and 

‘\ are identified—indiscriminately—by the ambiguous phrase, “Rag-Content’’. 
/ Over-run with the Jungles of Uncertain Qualities and Values, the Swamps of 
Vague Claims and the Forests of Insufficient Information, the Rag Continent has 
proven most confusing to those who explore it in search of specific properties in 
rag-content papers for important records and impressive business stationery. 
Now, however, a dependable guide through the baffling maze is available. 
\ “Blazing a Trail through Rag Continent Jungles”, a new and unique booklet, points 
the way unerringly. It cuts a clear, direct path to the many real advantages of rag- 
content papers. It equips printers to recommend such papers more knowingly—to 
sell them more successfully. It causes consumers to accept them more confidently 

—to use them more efficiently and extensively. 


Your customers will receive this unusual booklet shortly. Your copy, if re- 





quested on your letterhead, will be mailed immediately. 


L. L. Brown Parer CoMPANY 


Quality Exclusively since 1849 


PY ADAMS, MASS. 





NEW YORK CITY CHICAGO 
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She 
~ An Easy, Form Fitting, 
' Correct Posture Chair— 


Everything the Name 
Implies 





ATTENTION 
DEALERS! 


@ This brand new posture 
Chair—The Comfit—is the 
latest to be added to the 
famous Harter line. It pos- 
sesses the same outstanding 
posture characteristics as 
the various other members 
of the Harter Posture fami- 
ly—plus special features. 
These are: Quick and posi- 
tive wheel type adjustments, 
Specially shaped form fit- 
ting seat and resilient back. 
All Harter dealers will rec- 
‘ognize in the Comfit another 
Harter profit making op- 
portunity. The Comfit fits 
in with both the regular 
posture line and the steel 
chair suites for fine offices. © 






THE COMFIT 
CHAIR NO. Si 


Specially designed ag ee 
seat — easy and resilient bac 


—quick and positive wheel 
As 
e 








type adjustments. 





Notice—If you are not a Harter dealer perhaps you would like 


to know more about making sales and profits the Harter way 
| . 
Them shiscomelatioaes Operation \ fc halccer licuamelc tice mice 
join us. We will be glad to have you write us 


The HARTER CORPORATION 


Sturgis, Michigan 





MANUFACTURER OF THE WORLD’S FINEST STEEL SEATING EQUIPMENT 


>. ft fet eee oe 
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NORTHWEST TRAVELERS NOTES 





By A. J. Nordstrom, Correspondent 





That unusually expansive smile decorating the face 
of Auggie Skolaski, buyer at Blied’s in Madison, is due 
to the arrival on January 28, of a brand new baby girl, 
Barbara Ann Skolaski. At last reports Auggie was 
doing well, tho’ Jimmy Raine and Leo Blied say that 
Auggie was quite pale for several days. 

* . * 

The addition of a very comely young lady, Esther 
Beyreis by name, to the staff of Blied’s office supplies, 
has been quite a stimulant to the retail trade in that 
establishment, also adding to the worries of Auggie 
Skolaski, inasmuch as the Travelers spend much more 
time than usual in Auggie’s Office since the advent of 
this young lady. 

7 * * 

Mrs. Caroline Benson, mother of Clarence Benson of 
Farnham Printing and Stationery Company, passed 
away early in February. The members of the Northwest 
Travelers sent an expression of sympathy to the family 
of Mrs. Benson. 

- . * 

The annual stationers party and frolic was held as 
scheduled in the Lowry Hotel on January 29. Ed Han- 
sen, Seventh district governor, presided at the head- 
table, and introduced the Senior and Junior Roast- 
masters, Bill (Democrat) Smith, and Elmer (Repub- 
lican) Dollidorf, both entertaining in their usual inim- 
itable styles. Ed likewise presented, on behalf of the 
Stationers, a beautiful silver loving cup, to Bill Smith, 
commemorating Bill’s fifty years as a traveler. Roy 
Clarke, secretary of the Northwest Travelers was pre- 
sented with a very fancy pipe and tobacco pouch for 
his unselfish services in behalf of the Travelers. 

Among the out of town visitors were Al Sundberg, 
Fred Nordeen from Duluth, Dick Connell of Stationers 
Loose Leaf Company, Milwaukee, Harold Hoffman of 
Hastings, on the Mississippi, Mr. Kahler, Mr. Moen 
from Cedar Rapids, Art Fark, Fritz-Crosser, from St. 
Cloud, who by the way is tops in bowling, as well as 
fishing circles, having a nice juicy 741 to his credit. 

Various committees will soon be announced by Gov- 
ernor Hansen and Gene Mitchell, president of the 
Northwest Travelers Club, these committees to help 
make a grand success of the seventh regional meet- 
ing to be held in the Lowry Hotel, St. Paul, Minne- 
sota, on April 8 and 9. Travelers have already started 
to “talk up” this meeting and have received assurances 
from many of the dealers in Minnesota, North and 
South Dakota and Iowa that they will attend. No 
dealer should miss this convention, as a subject par- 
ticularly interesting and pertinent to the dealers—the 
Robinson-Patman Bill—will be discussed, and explained 
by competent authority. 

7 « > 

August Hunn, H. H. West Company of Milwaukee, is 

recuperating after a short illness at his home. 
> o . 


John A. Uden, formerly buyer at Burnap-Meyer Com- 
pany, Kansas City, is now with Boorum & Pease Com- 
pany in the Chicago office, after a month’s stay in the 
Brooklyn factory of that concern. John had been con- 
nected with Burnap-Meyer for twelve years, previous to 
going with Boorum & Pease Company. 


* * * 


District No. 6 meeting will be a one-day affair accord- | 
ing to Harry Sylvester, governor of that district. This | 
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Do you know 





we specialize in 
the manufacture 
of Carbonized 
Paper Rolls for 


Adding Machines 
Addressographs 
Billing Machines 
Elliott Fisher 
Photo Offset 
Sales Registers 
Teletype 





Not only are “M&V” recog- 
nized as manufacturers of the 
finest line of typewriter ribbons 
and carbon papers but their fac- 
tory is a clearing house for spe- 
cial rolls used on many types of 


writing machines. 


“M&V" can meet every condi- 
tion and fill every requirement. 
Our trained experts are always 
ready to serve you, may your 


needs be large or small. 











Consult us freely 


WRITE FOR CATALOG e 


Mittag & Volger 
Inc. 
PARK RIDGE, 
NEW JERSEY, Ue a A. 
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meeting will be held in the new Moderne Sky Room, 
of the Hotel Plankintun, Milwaukee. The meeting will 
be followed by a dinner given for the dealers by the 
Travelers in that territory. All dealers in this district 
are urged to attend this meeting. 


. . * 


B. J. Bristoll of Koch Brothers, Des Moines, announces 
that a grand opening will be held on April 12, 13 and 
14, in their new store on Grand avenue and Fourth, 
Des Moines, Iowa. Many of the firms and manu- 
facturers doing business with Koch Brothers plan to 
have representation at this event. Koch Brothers’ sales- 
men, under the direction of Edd B. Dawson, salesman- 
ager of the company, are planning to turn in the 
largest volume of business possible, to be billed out dur- 
ing the month of April, endeavoring to surpass “Presi- 
C 44 A dent’s Month” of a year ago, when the largest billing 

in the history of this long established and well known 
firm was completed. At that time the sales drive, which 
was held in honor of William Koch, president of Koch 


Both Brothers and B. J. Bristoll, the then president of The 
National Stationers Association, and vice president of 


IN NAME AND PERFORMANCE the firm went way over the fondest expectations of all 


concerned. At any rate “watch our gang” is Edd’s 

| motto, so don’t be at all surprised, B. J., if the boys put 
C “ TI on | it over with a bang. 

—_ Peterson Lithograph and Printing Company business 

ae Oe ae show held at the Paxton Hotel in Omaha, on February 

22, 23 and 24 was a huge success according to John Ford, 

| Jr., hundreds of people crowding the displays in the 











J 
; 








a. ae aN 
é- a _ hotel ballroom where this event was held. Bankers 
= . \ | and business men in Omaha and surrounding terri- 
fe \ ao tory were loud in their praise of this up and coming 
organization for putting on this great show and display 


of the latest equipment and supplies used in up to date 
offices and banks. Results from this show will react 
| favorably to all dealers in this territory through creat- 
; j ing a demand for new and better equipment and sup- 
: 1 | plies of all kinds. 


L | —_—___g—___—_— 
; : \ THE BROWN BROTHERS, LTD., CATALOGUE 
: — In a cover that speaks a volume by itself of the po- 


| tential art and craft ability of the producer, the “Gen- 
eral Catalogue of Commercial Stationery and Office 


Supplies” issued by The Brown Brothers, Inc., Toronto, 
Cc LA S P E N Vv E L oO P ES is well named. It covers its field with thoroughness 


and logical order. 





Give unexcelled service in Protecting Heavy The cover itself is basically of dark blue fabricoid, 
Mail, Catalogs and Booklets treated by embossing and tinting to present appro- 
priately a variety of textures and hues. The primary 


motif is a red quill pen in a black conical inkwell 


Well Gummed Deep Flaps and Seams that against a silvery background. Across the dark blue 
part of the cover in bands of silvery blue runs the 


WILL NOT BREAK OPEN title; on a similar band of white silver is the producer’s 
FR, name. The name appears also on the back of the 

volume. With fly leaves of dark blue, and with the 

. . neeeuneree ana ‘ | edges of the pages speckled a light blue, the book is 

BETTER ENVELOPES will increase your as handsome a piece of work as could be wished for. 

Business. Ask the Dealer who sells them It will probably be a potent force to stimulate the 


| 
company’s business in bindings. With sixteen and one 


UA L | T y PA * k half pages of indexes, classified and general, the vol- 
ume carries 350 pages, which measure eight and a 


half by twelve inches. 


| E NM VY ia LO Pp E Cc O Eighteen pages are used for a foreword and state- 
e ments of general information, together with photo re- 





11-116 Merchandise Mart productions. Founded in 1844, the firm has a history, 
and these introductory pages are of genuine interest. 
CHICAGO They contain pictures, incidentally, of the present ex- 


Factory at St. Paul ecutives and representatives, and of the present offices 
and production departments. A novel enclosure is a 
reproduction of two pages of a cash book of the firm, 
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DESKS AND TABLES 


Many exclusive features .. . attractive... 
efficient built to last a business lifetime. 






SECTIONAL BOOKCASES 
Suitable for office or home .. . 
well-made ... convenient, 

economical. 


FILING CABINETS 
There is a G W steel file for 


every business need and 
price range 





VISIBLE RECORDS 
The G/W visible record 


system can be applied to 
every division of a business 
| Sfoh ad amor: 1) bal-h 4M bale MM olole) -<— 
va: MWe bUt- V0} (ME) doled amr bate! 
special forms are provided 
for any type record. 














Sell your 
efficient G/W office equipment 


customers dependable 


Go ahead with Globe-Wernicke—for'‘over fifty years a leader 
in producing dependable and efficient business equipment 
to help people accomplish more work with less effort, keep 
office routine operating smoothly, save time and money. 


A wide variety of G/W steel office equipment for many 
business needs is sold ONLY by dealers. It is our policy 
to co-operate with them so they make ALL the retail profit 
on a sale of our merchandise. 

Write for catalog, prices and details of our proposition 
which offers a road to business success, free from unsound 
practices and unfair competition. 





CELLO-CLIP FILES 
Si attm> col ttlty CPA Mast 


cal filing system for blue- 

ole bahs Mb aat-) oS: bale MMe) a al-> 

large sheets offers many 

opportunities for sales... 

foleb aah el- (ons convenient 
. efficient. 













arniche 
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Service 
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HORIZONTAL SECTIONS BOOK SHELVING 


Standard equipment is available for Slotted type units with adjust- 
filing all types of records. able shelves have removable 


end panels for expansion. 





STORAGE CABINETS 


Storage and wardrobe cabi 
nets are made in numerous 
sizes and two grades 


Globe-Wernicke 


Cincinnati, Ohio 








MAKERS OF OVER 4000 


and Wood Office Furniturs Filing Equipment, B 
W xd Equipment for Libraries, Schools and I | B 
ind Visible Re rd } 


Pro 


ITEMS NEEDED IN 


Partit 






Telilae. fucts; Storage 
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hitch your wagon to a SpPARR: x 


Tuar’s not poetry .. . it is sound business 
logic! If you are selling “‘performance”’ be 
sure it is “star performance.”’ % In stencil 
duplicating Niagara is the ‘‘star’’ which is 
guiding the course of progress in that field. 
Niagara engineers developed features of 
construction which have made it possible 
for Niagara exclusively to achieve hair-line 
registration on every job. Combined with 
those features you will find in all Niagara 
models an amazing smoothness of opera- 


tion ... a smoothness of performance which 





proves Niagara the outstanding ‘‘star”’ 


among stencil duplicators. % Dealers who 
‘‘hitched their wagon’’ to Niagara now have 
the satisfaction of watching their sales 
soar higher and higher. Niagara customers 
know the satisfaction of the best per- 
formance. *% If you are interested in 
stencil duplicator performance, write to 
Niagara. Inquiries will receive a prompt 
reply . . . with full details concerning the 
complete line of Niagara models and 


Niagara supply products. 


NIAGARA DUPLICATOR CO. 


37 LITTLE WEST 12TH STREET ec NEW YORE 


5815 THIRD STREET © SAN FRANCISCO ¢ U. S. A. © CABLE “NIADO” 





res 
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date of 1858, when the bookkeeper used a long, f-like 
“s” for the second-last letter of the word “business.” 
A reproduction of a page from a price list issued in 
1869 shows that then one could purchase a “Roan, tuck, 
marble edge, with pocket, diary,” 12 mo. One day to 
page. Size 3x5 inches” for $4.50. No attempt may be 
made here to indicate all one may select from the 
present catalogue, for it lists about everything that 
could be included under its title. 
ceiimnianilitlecidiiiomias 
RUTHERFORD COMPANY GOES MODERN 
Staging a radical departure from the usual run of 
office equipment stores, the Rutherford Duplicator 
Company, Houston, Texas, recently opened its new 
place of business at 1215 Prairie avenue. 
Although the entire store is newly-decorated in an 
impressive and tasteful manner, it remains for the 





RUTHERFORD’S REDECORATED OFFICES 


firm’s display room to show the modern trend at its 
best. The object of this type of decorating scheme, 
according to Gus Rutherford, was to “display modern 
equipment in a modern way.” 

The color scheme of the beautiful display room in- 
cludes three shades of tan on the walls, each shade 
separated from the other by a chromium moulding— 
the lower moulding consisting of two strips with a 
brilliant red between them. There is a black enamel 
base board, a dark tan floor and a white ceiling with 
chromium light fixtures. Three recessed display cases 
harmonize with the furniture which is in walnut with 
plate glass on desk and table tops. The chairs are of 
chromium and black leather. 

cnimetillissnaiine 
ROYAL TYPEWRITER COMPANY APPOINTS NEW 
MANAGERS 

Sales of Royal typewriters, both standard and port- 
able machines, for the year 1936, surpassed any previ- 
ous year in the Company’s history. Following the rec- 
ord-breaking years of 1934 and 1935, this constantly 
growing demand for machines has necessitated the 
establishment of new Royal outlets in various sections 
of the country. 

In Oakland, Calif.., a new Royal branch was estab- 
lished in the early part of January, with C. M. Murphy 
aS Manager. Mr. Murphy is a new-comer with Royal, 
having been employed by the company as a sales rep- 
resentative, November 15, 1936. He held this position 
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How do your cus- 
tomers use the 


TRANSFILES 
they purchased? 





4 
STYLES 






You ought to know how your customers use 
their TRANSFILES. Why? Because the chances are 
10 to 1 applications of TRANSFILES for other 
records can be discovered. An adroit question 
here and there at the time of the sale will get this 
information for additional business later. 


Each of TRANSFILES 4 styles and 13 sizes fill defi- 
nite existing business needs. Each style has out- 
standing advantages in its own class. You can sell 
them all if you will study your customers require- 
ments. 


Here's an untouched market where you have all 
the advantage. Go to work on it. There's real 
profit waiting. 


GUIDE SYSTEM & SUPPLY CO. 
335 CANAL ST., NEW YORK, N. Y. 


> 
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TUBULAR STEEL STANDS 


for typewriters and office machines 





Model 33AA with stationery cabinet 


@ The complete range of types 
available in Sher-Man Tubular Steel Stands enables 
you to meet every requirement of office, shop, home 
or school use. Models 32 and 33 are economical 
general utility stands adapted to a variety of uses. 
Models 22, 23, and 24, are heavy duty stands 
adapted to continuous use in office or shop. All 
Sher-Man stands are built of finest tubular steel, 
electrically welded to form a rigid, strong, yet 
lightweight stand. All models are available with 
or without shelves (interchangeable right or left) 
and with steel stationery cabinet if desired. Models 
23 and 24 have the exclusive Sher-Man toggle joint 
foot locking device, bringing casters or solid legs 
into action with a single movement of the foot lever. 

Dealers using the new Sher-Man envelope enclo- 


sures and other literature find it easy to increase 
their volume of profitable sales. Write for samples. 


Write for circulars and price list 


SHERMAN-MANSON 
MFG. COMPANY, 625 South Kolmar Avenue, Chicago 


Pacific Coast Representative 


C. J. SCHUBERT, Jr., 307 East Third Street, Los Angeles 


Stock on hand for immediate delivery 
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until his recent appointment to the managership in 
Oakland. 

Another new Royal office has also been opened at 
Columbia, S.C. H. C. Bishop is to be in charge there. 
Mr. Bishop started with Royal as a salesman working 
out of the Charloite, N. C., office, December 10, 1934. 
His selling ability quickly carried him to the fore and 
earned him the managership at this new office. 

Coincident with the establishment of these new 
branch offices, the company has announced additional 
changes in its branch personnel. J. D. Farr, formerly 
manager of the Montgomery office, has been trans- 
ferred to the managership of the Charlotte, S. C., office 
and S. T. Schell has taken over the leadership of the 
Montgomery office. 

— 
GREENVILLE OFFICE EQUIPMENT 
COMPANY OPENS 

Carrying a complete line of office equipment and sup- 
plies, including the output of several of the major 
manufacturers, the Greenville Office Equipment Com- 
pany was recently opened at Greenville, Miss., by S. 
Paul Levy. 

Located at 218 Main street, the new establishment 











S. PAUL LEVY 


is one of the South’s most modern and up-to-date 
stores. Completely stocked with every type of equip- 
ment and supply, the business house features Under- 
wood typewriters, Sundstrand adding machines, A. 
B. Dick Mimeograph and Patten mimeo papers. Later 
it is planned to include Dictaphone and Addressograph 
equipment as well as a photostatic service. 

Mr. Levy, who is president and general manager of 
the store, was associated with his father for a number 
of years in an office equipment business at Vicksburg 
known as Henry N. Levy & Company. In speaking of 
the new venture Mr. Levy said: 

“We are aware of the fact that in the office equip- 
ment business it is most essential to render your users 
expert mechanical service at all times. With this 
thought in mind we expect to have only factory 
trained men connected with our organization.” 

FINCH & McCULLOUCH MEMO-CALENDAR FOR 
1937 

Finch & McCullouch, printers, binders, and publish- 
ers of Aurora and of Chicago, Ill., are serving their 
friends and keeping their own name in their friends’ 
range of vision by a combination memo pad and cal- 
endar, measuring five and three-quarters inches wide 
and nine and one-quarter inches long. Inserted at 
strategic points are pages bearing special messages. 
Early comes a statement of the company’s traditions 
and aims. Presently an advertisement of the com- 














MARCH, 1937 


113 


HERE’S HIGGINS WITH A NEW DEAL 


thats packed with “Profit” 





The large display holds 18 bottles 
with a minimum of counter space 
It is printed in 7 colors and gold 
Other units in black and gold—all 
are varnished-7 display pieces inall. 





HERE'S the Higgins family of fine inks—drawing and writing—and adhesives, 
smart and colorful in their new bottles and tubes, ready to go on your 
counters ... in your window . . . to increase your sales and profits. And 
there’s a special tie-in, too, with your tinted stationery and Higgins colored 
writing inks to match, that will move both ink and paper at a new top-speed. 


HERE'S WHAT YOU GET 


DRAWING INKS: | doz. °( oz. bottles water- ADHESIVES: | doz. 214 oz. jars Office Paste 
proof inks with quill fillers as follows + 4 doz. ( with rubber spreaders) - 1 doz. 
Black, 2 each Green, Blue, Red. Retail 25¢ ea. spreader top mucilage. Retail 10¢ ea. 
WRITING INKS: 1 doz. 2 oz. cubes Blue 

Black + 1 doz. 2 os. cubes Eternal PRIC E — 510.00 list, F.O. B., New York, 


Black + 1 doz. 2 oz. cubes Assorted Colors— 
2 each Washable Black, Washable Blue, 
Red, Green, Violet, Brown. Retail 10¢ ea. freight allowance. Full retail value $9.00. 


Less regular trade discount and our usual 


r R if b § Order this deal and you get one dozen tubes of Higgins Photo- Libro Paste 

® FREE. Cost you nothing, sell for 10¢ a tube, which means $1.20 extra 
profit. This special deal, complete and priced to your advantage, is offered for a limited 
time only. It is available direct only to wholesalers and to retailers on our present customer 
or prospect lists. Retailers generally should order from their wholesaler or send us their order 
with the name of their wholesaler and we shall see 


that they are supplied. Order now while the supply 
lasts and the price holds. HIG Gins 
CHAS. M. HIGGINS & CO., INC. - 271 NINTH STREET, BROOKLYN, WW. Y. 














114 








OFFICE APPLIANCES 








<prmenpenrrew« Office Chair Casters 


This caster is the largest selling quality office chair caster 
in the world! 

Why? Because every sale has resulted in satisfied custom- 
ers and in additional business. The BASSICK DIAMOND 
ARROW represents the outstanding caster development in 
recent years. Its remarkable principle of two-level ball- 
race construction gives full floating, free swiveling action. 

It is the leader in the famous line of BASSICK casters 
and floor protection equipment—the line that has built an 
increasing volume of profitable business for leading office 
equipment dealers. 


THE BASSICK COMPAN Y BRIDGEPORT, CONNECTICUT 


Canadian Factory . . . 


STEWART-WARNER-ALEMITE CORPORATION OF CANADA, LTD., BELLEVILLE, ONTARIO 
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pany’s services appears. Not quite half through the 
pad a return envelope is inserted. Farther on the user 
of the calendar will meet the suggestion that such a 
calendar and memo pad will be useful to further the 
interests of his own business,—a suggestion followed 
up by a timely reminder, designed to turn the sug- 
gestion dropped earlier into a motivation. Closing the 
calendar is a statement of Finch & McCullouch’s spe- 


cific services as analysts of businesses, makers of mer- | 


chandising plans, designers of layouts, etc., in short, 
general promotion of business, from preliminary sur- 
veying to mailing out the broadsides or pamphlets or 
other pieces designed to further the particular busi- 
ness involved. The last feature of the pad is a cal- 
endar by months of the current year. 

With a cover of maroon and orange and a stiff back, 
the calendar may be hung up or used flat on a desk. 
Printing of the pages is in red and blue inks. 

—— 
BREWER COMPANY BUYS N. Y. BUILDING 

H. K. Brewer & Company, a stationery firm which 
has been in business in New York since 1835, last month 
purchased a four-story business building at 22-24 East 
Forty-first street for its permanent uptown head- 
quarters. 

The building, purchased from the City Bank Farm- 
ers Trust Company, is on a plot twenty-five by 100 feet 
and is located in one of the best sections of the district. 

The company was originally established at the cor- 
ner of Nassau and Cedar streets and that location has 





BUILDING PURCHASED 
BY H. K. BREWER 


been maintained ever since as the downtown office. 
During the past twenty years the firm has been in the 
Forty-second street district and made the recent pur- 
chase because of the need of additional space. 
ee eed 
GERMAN DIFFICULTY IN EXPORTING 


Papier Zeitung (Berlin) reported an instance in 
which fiber stencils for addressing machines, and also 
bone envelope openers, were subjected to a change in 
duty without sufficient notice to shippers. It became 
necessary to mark this merchandise especially for en- 
try into the United States. 
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We Guarantee 





the Rubber on Every Superfine Platen 
to Be the Grade as Specified 
on the Label 


When you specify on your order for example—Superfine Platen, 
Grade No. 3—Regular, you can be certain of getting just that and 
no substitute. We guarantee the grade of rubber to be exactly as 
ordered since our double-check system definitely eliminates mis- 
takes. Before each Superfine Platen leaves our factory it is given 
a final inspection for trueness, perfect finish and correct grade of 
rubber, after which it is promptly marked, labeled and wrapped. 


A GRADE FOR EVERY NEED 


GRADE No. I—FOR ADDING MACHINES—A soft Compound used for adding ma- 
chines only, due to the type of stroke used to make adding machine im- 
pressions. 


GRADE No. 2—MEDIUM—The customary platen for general office use not requir- 
ing a larce number of car’en copies. | to 3 copies. 


GRADE No. 3—REGULAR—For general office use requiring 3 to 6 carbon copies 
and extreme sharpness of writing, without showing toe much ribbon wear. 


GRADE No. 4—MEDIUM HARD—Recommended for use when 6 to 9 carbon copies 
are desired, giving the maximum ef wear without too rapid platen deteriora- 
tion and ribbon wear. 


GRADE No. 5—BRICK HARD—Used when an absolute maximum number of car- 
bon coples are required with the sharpest line of wettiee regardiess of 
rapid platen deterioration and ribbon wear. 9 to 13 copies. 


SHIPMAN-WARD 


MFG. COMPANY 


325 N. WELLS ST., CHICAGO 
The Dealers Supply House 


NEW YORK CITY 321 Broadway 
LOS ANGELES 314 W. Olympic Blvd. 
MINNEAPOLIS 116 S. 4th St. 


MONTREAL, QUE, 20 St. James St. West 
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NEW YORK OFFICE AND SHOWROOM: 








No. 336 CLUB CHAIR 


The Latest— 


by MAJESTIC... 


Only the true craftsman has the art and 
finesse to combine beauty and symmetry 
of line with hardy strength and durability. 
In this MAJESTIC craftsmen excel. 


From fine leathers, with solid walnut frames 
and good materials they have customed 
these two new luxurious down cushioned 
executive chairs. 


Like all MAJESTIC numbers they are pop- 
ular priced — and will sell readily. We 
will gladly send details on the complete 
line to reputable dealers. 


MAJESTIC LOUNGE COMPANY, Inc. 
BRIDGEPORT, CONN. 


CHICAGO SHOWROOM: MERCHANDISE MART 


No. 13-R CHAIR No. 13 CHAIR 





192 LEXINGTON AVE. 
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SERVICE TYPEWRITER EXCHANGE EXPANDS 

Prompted by continually increasing business, the 
Service Typewriter Exchange, 370 High street, Holyoke, 
Mass., last month moved into larger quarters in the 
same building in which the firm was established ten 
years ago. This company, which carries a complete line 
of standard and portable typewriters, adding machines, 
checkwriters, office supplies and equipment, is under 
the joint management of S. Greene and J. Slavin. 

ounnatiimeninas 

PARIS OFFICE EQUIPMENT SHOW POSTPONED 

Burghagen’s Zeitschrift fiir Biirobedarf reports that 
the Paris “Salon de l’Organisation,” which was sched- 
uled for this year, has been postponed. 

osiaatiaiaiamazs 
SCIENCE THREATENS “QWERTYUIOP” 

In October, 1932, Office Appliances printed an ac- 
count of a modified typewriter keyboard designed by 
Dr. August Dvorak of the University of Washington. 
The April, 1936, issue contains a reference to new typ- 
ing texts on modern technique (page 81), including 
works by Dr. Dvorak and Miss Gertrude Ford. 

The new keyboard is the sort of development to be 
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THE DVORAK KEYBOARD 


expected in a country and time that see the institution 
of such a thing as time study to eliminate waste mo- 
tion. The new arrangement brings the keys which are 
used most into close proximity, and divides the work 
done by the two hands fairly evenly, leaving a slightly 
larger load for the right hand, which is usually more 
clever than the left. 

The keyboard designed by Dr. Dvorak has been al- 
tered by Miss Ford, who carried on studies under the 
supervision of Dr. Dvorak. Most of the changes are in 
the top and bottom rows. 

It is said that the common errors made in the spell- 
ing of words of ordinary difficulty have been consider- 
ably reduced as a result of the modern keyboard. Ease 
of learning to type is increased; it is reported that 
those studying with the new machine can learn to 
write fifty words a minute in a semester—months ear- 
lier than those who work with the universal keyboard. 
One who knows the standard keyboard, according to 
Miss Ford, can become proficient on the modern key- 
board in three months. This statement should be en- 
couraging to those who do not want to believe in the 
impossibility of teaching “old dogs new tricks.” Per- 
tinent to that idea are studies made by investigators 
of the learning process, some of whom supply evidence 
that the mature person who will put in the same effort 
and time invested by a younger person will in general 


achieve equal results. 
———_ =< 


GERMAN TYPEWRITER WITH THUMB SHIFT 
Papier Zeitung (Berlin) published a brief description 
of a new typewriter keyboard which has been intro- 
duced by a German manufacturer. It is characterized 
by a thumb shift and shift release. The thumb release 
is centered in the keyboard, located immediately above 
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AURORA, 





ij AURORA’ FILES MAKE DOLLARS MULTIPLY 


@ Add A-S-E “AURORA” FILES to your appliance line and watch your profit 
















dollars multiply. Dealers everywhere are concentrating on the A-S-E line of 


files because of its greater SALABILITY and PROFIT features. There is a 


604 JOHN ST. 


complete range of sizes and models to meet every need and price requirement. 


Appearance, superior workmanship and quality materials assure customer satis- 
faction. The greater durability of A-S-E sturdy construction is apparent at a 


glance. And the genuine value of A-S-E products creates repeat business that 


STEEL FILING EQUIPMENT—LOCKERS—CABINETS—SHELVING 


ALL-STEEL-EQUIP COMPANY, 


you can depend on the year around. 


Take advantage of the multiple profit possibilities afforded by the A-S-E line. 


Write for catalog and complete information, today. No obligation. 
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Meilink 


Fire-Resistive Chest 


be 


Meilink 


Safe Drawer 


Meilink 
Small Safe 











Meilink 
Double Door Safe 








Sell MEILINK 


Record Protection 


Due to the greater de- 
mands by the govern- 
ment for records, every 
business has an increas- 
ing need for more equip- 
ment to protect these 


records. 


At no other time in our 
history has such an op- 
portunity presented it- 
self to the live dealer to 
reap a harvest of sub- 
stantial profits. All you 
need is the Meilink line 
of fire-resistive equip- 


ment and the ambition. 


Let us tell you more 
about the Meilink Rec- 
ord Protection Equip- 
ment and how you can 
supply your clients with 
the type of equipment 
that will fulfill theirevery 


need. 


Sell Meilink 
Proven Protection 


Meilink Fire-resistive Products Pro- 
vide “Better Protection’? for Every 
Business Office and Home Use. 36 
Years Protection Service. Also Mod- 
ern Systems of Cash Protection. 


WRITE OR WIRE 


MEILINK STEEL SAFE COMPANY 
TOLEDO, OHIO 
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the shift release (Umschalter). The backspacer is the 
key at the extreme right. Further details may be 
secured from the publishers of Papier Zeitung, 2 Des- 
Sauer strasse, Berlin, S. W. 11, Germany, who request 
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KEYBOARD ARRANGEMENT PROPOSED BY A GERMAN 
TYPEWRITER MANUFACTURER, WITH THUMB SHIFT 
FOR THE CARRIAGE.—tThe outline is, roughly, a spear head. 
In addition to the usual layout, the keyboard provides for a 
shift leck, and a shift release. and a margin release. The 
layout provides that the capital characters and signs are at 
the left and right, respectively, of the keyboard, and are 
served by the small fingers. At the bottom of the illustration 
are “leertaste,” which we interpret to be the hover keys. 


that inquirers enclose an international Postal Reply 
coupon. 

It will be interesting to compare the layout of the 
German keyboard with the arrangements provided in 


the Dvorak keyboard. 
—_$<<@>— — 


SMITH-CORONA ANNOUNCES TWO PROMOTIONS 

L. C. Smith & Corona Typewriters Inc., last month 
announced two important promotions which involve 
R. L. Eddingfield, manager of the Omaha branch, and 
V. V. Ayer, head of the service and exchange machine 
division at the home offices. 

According to the announcement Mr. Eddingfield be- 
comes manager of the company’s San Francisco branch 
while Mr. Ayer will take over the Omaha office. 

Mr. Eddingfield entered the employ of the company 
as office boy at the Omaha branch in 1913 and won 
rapid promotion to the posts of mechanic, country 
salesman and city salesman. In 1917 he saw overseas 
service and with the signing of the armistice he be- 





Vv. V. AYER 


came a city salesman at St. Paul, afterwards being 
appointed manager of the sub-office at Lincoln, Neb. 
He was made manager of the Omaha branch in 1929. 
Mr. Ayer, classed as one of the stars of the organiza- 
tion—first became connected with the company as a 
Corona dealer in St. Paul and Minneapolis in 1914. 
Previous to this he had had experience as a mechanic 
and salesman, and for some time was a field represen- 
tative in the adding machine division as well as assist- 
ant in the sales department. He takes a valuable back- 
ground of training and experience to his new job. 
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180 W. Washington Street, Chicago, Illin 

















An advertisement from 
the Saturday Evening Post 


o%“'C 
CARDVERTISER 


BOTH PRINTS 
AND 
ADDRESSES 
CARDS 












POSTALGRAMS...the 


new business getters 


Worn this little Elliott Card- 
vertiser you can both print and ad- 
dress (illustrate, too, if you wish) 
your advertising messages on penny 
postal cards. You save the cost of 
stock, printing bills, electrotypes, en- 
velopes, enclosing, stamping, etc. In 
a few minutes you can prepare an 
ad in your own office, and drop 
1,200 postals in the mail an hour 
later. Many use our Advertising 
Service Dept., through which, for 
$1.50 to $2, trained writers and ar- 
tists prepare copy and _ illustration 
and cut the stencil. And don’t for- 
get that penny postal cards are First 
Class mail, subject to immediate de- 
livery. For quick, timely action, and 
results at low cost there’s nothing 
to beat Cardvertising. Ideal for re 
tailers, wholesalers, manufacturers, 
associations, churches, etc. 

You ought to learn the big possibil- 
ities for your business in Card- 
vertising. Mail this coupon today 


ELLIOTT ADDRESSING MACHINE CO, 22°37 
191 Albany Street, Cambridge, Mass. 
Send me complete details about the Card- 
vertiser. 
Give me « demonstration of the Cardvertiser. 
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KANSAS NEWS NOTES 
Emporia, Kansas, had its first downtown fire of any 
consequence in years, with the total destruction by fire 
of the Booknook, a school book and stationery store 
owned by Mr. and Mrs. Joe Samuel. Insurance pro- 
tection was said to be inadequate to cover the losses. 
The fire occurred at nine-forty-five at night. 
> > > 
Frank G. Orr, bookstore owner at Dodge City, has 
three unabridged dictionaries that antedate Webster. 
> * + 


In accordance with a custom of long standing, the 
Moore Stationery Company, Topeka, devoted the larg- 
est front display window to the works of Kansas au- 
thors, beginning with the final week of January, which 
includes the state’s birthday, and in which period many 
conventions are held in Topeka. Autographed framed 
photographs of many of the prominent authors are a 
part of the window feature. The “home talent” authors 
appreciate the promotion, and Moore’s realize increased 
sales from this annual advertising. 

* * « 


Floor space and arrangements are being improved for 
the Underwood Elliott Fisher Company at the store 
building, 113 East Seventh, now under remodeling. 

* * > 

Steve Smith, manager of the photography depart- 
ment of Hall Stationery, Topeka, is back in the store 
after a recent illness. 

* * * 

By a small one by three inch ad inserted in the 
classified columns of the Topeka daily papers, the 
Western Typewriter added rentals and made some sales. 
The ad stressed the timely opening of second semester, 
in both the high school and colleges locally, and sug- 
gested the use of a good typewriter as a good start on 
the semester. 

* * > 

Two new branch agencies of the Western Typewriter 
Company are announced for Wichita and Independ- 
ence. This brings the total number to five, with To- 
peka the headquarters, and other agencies at Salina 
and Manhattan. Irwin Vincent is co-partner in the 
firm, and says the personnel in each branch is being 
increased to take care of Royal Typewriters in small 
towns adjacent to the main office—ATW 

etait 
KAUFMAN JOINS KAHN, INC. 

David Kahn, Inc., North Bergen, N. J., manufacturers 
of popular-priced writing instruments, last month an- 
nounced the appointment of Sidney S. Kaufman who 
will be in charge of company sales on the Eastern Sea- 
board. Mr. Kaufman has had considerable experience 
in the field and has a great number of friends in the 


| trade who will wish him luck in his new position. 


Coincident with the announcement of Mr. Kaufman’s 
appointment, the company reported the manufacture 
of several new numbers, details of which may be ob- 
tained by writing to the company’s home offices. 

penpaiisiititarniaitaas 
KUNZE IS NOT A MEMBER OF N. Y. TYPEWRITER 
DEALERS ASSOCIATION 

Due to a misunderstanding on the part of the secre- 
tary of the National Typewriter and Office Machine 
Dealers Association of New York, Adam Kunze, head 
of the office machine company bearing his name, was 
recently listed as a member of that organization. Since 
the published statement of Mr. Kunze’s affiliation with 
the association, he has asked that a correction be made 
explaining that he is not a member. 
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Ask the Shaw-Walker Deaiee 
His Soutce of 
Cxtta Profits 


AS any Shaw-Walker dealer how many extra dol- 

lars dropped into his pockets last year through 
the sales of products available only from him as the 
Skyscraper dealer in his city. 


* 


ASK any Shaw-Walker dealer about the number of 

profitable sales he made because so many Shaw- 
Walker products are of exclusive design and have 
superior operating features, both of which are quickly 
recognized by Mr. Consumer. 


ASK any Shaw-Walker dealer to tell you how much 

more productive is his selling time because he 
now has the Shaw-Walker BUYERS’ GUIDE which 
brings together in one place all sales facts, illustrations 
and prices pertaining to our 4,000 articles. The 
BUYERS’ GUIDE saves time for both consumer and 
dealer—and it gets plus business. 


YOU'RE overlooking an op- 
: : portunity to increase 
Profit Mabets your net profits if you haven’t asked 
about the Shaw-Walker franchise for 

Available Only In The your city. 


Shaw-Walker Line All correspondence relative to the 
Shaw-Walker franchise is confidential. 


Fire-Files (Two Grades) 


Applied Indexing “Built Like a 


raper 


Corner-Clip Folders 
Triple-Duty Equipment 
Insulated Cross Files 


Wobble Block Card Files 


a ay GHAW-WALKER 


NorthKraft Folders 
Fire Protected Trays MUSKEGON, MICHIGAN 

















LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 




























Complete 
Aeme Vi-- 

ible Card Record Sya- 
tem. including 200 
printed cards and 
Acme Visible Card 
Kook with a capacity 
of 100 cards, 


Sa. $R79 


*® Sales and Advertising Depts. 


For increasing sales by daily organized check- 


up of customer orders and prospects. 
*® Stocks and Inventories 


To guard against shortage, overstock, obsolete 


stock, ete. 

*® Purchasing Dept. 
For instant information on quotations, sources 
of supply, ete. 

*% Accounts Receivable 
lo cut clerical and supervision costs and make 
quick reports possible. 

* Credits 
To prevent extension or over-extension of 
credit, and organized follow-up of slow-pay 
accounts. 
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You know how personal stationery 
sells when colorfully displayed in 
windows, on counters, or shelves. 
Now that same merchandising ap- 
peal has been given to small Visible 
Record Systems for every busine:s, 


profession and organization. 


Originators of most worthwhile im- 
provements in Visible Record Equip- 
ment, Acme is first to offer a com- 
plete Record Keeping System in a 


display package. 






A Product Well 
Displayed Is a 
Half Sold! a 


are prospects for 


Acme Visible Record Equipment? 


Every business man, every organization, every professional man 
everyone who keeps records of any kind is a Customer or a Prospect! 


Some Common Uses of Acme Visible Record Equipment 


% Manufacturing Plants— 
To visualize the progress of all jobs and pre- 
vent delays. 


% Personnel Records 


% Social Security 
Acme units for any number of employees. 
Complete outfits as low as $4.25 list. 


Reasons for Acme's Supremacy 
20 years of complete concentration on nothing but 
visible record equipment .. . Originators of most 
worthwhile improvements ... Experience based 
on the use of these records by over 80,000 cus- 


tomers. 





You are invited to inquire about an Acme Agency in your city. 


ACME CARD SYSTEM CO. 


a 
WORLD'S LARGEST EXCLUSIVE MANUFACTURER OF VISIBLE RECORD EQUIPMENT 


8 SOUTH MICHIGAN AVE., CHICAGO, U.S.A. 














PASS eS 


Cc. R. STROHM 

Clarence R. Strohm, vice-president of the Underwood 

Elliott Fisher Company, died suddenly on February 17 

from a heart attack which overcame him while work- 

ing at his desk in the company’s home offices at 1 Park 
avenue, New York. He was forty-six years of age. 
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THE LATE C. R. 


STROH™M 


According 


to Mr. Strohm’s associates, he had been 


suffering from a serious heart ailment and high blood | 


pressure for some time but had continued to work 
For this reason his death was totally unexpected. Al- 
though medical aid was summoned immediately, Mr. 
Strohm died before a physician reached his side. 

Mr. Strohm began his career with the company and 
its predecessor, the Elliott-Fisher Company, in 1919 
Before he was appointed vice-president in January, 
1935, he had been assistant to President P. D. Wagoner 





Prior to that he held the position of sales manager of | 
the Elliott-Fisher Company to which he was appointed | 


in 1928. In 1908 his actual business career began with 
the General Electric Company, after which for a time 
he worked for the General Vehicle Company. 

Mr. Strohm is survived by his widow, Mrs. Irene E 
Strohm with whom he resided at 6 Spencer road, Glen 
Ridge, N. J., and two sons, Richard R. and Warren B. 
Strohm. 


R. H. OHMER 

Stricken with a heart attack while in the office of 
his firm’s New York b-anch, Raymund H. Ohmer sec- 
retary of the Ohmer Fare Register Co~pnany and gen- 
eral manager of the cash register division, died on 
January 20. He was forty-one years of age. 

Mr. Ohmer was putting on his overcoat prepara- 
tory to going to lunch when he was stricken. Although 
a physician was called immediately he died before 
medical aid could be administered. 


Born in Dayton, Ohio, the son of Mr. and Mrs. John | 


F. Ohmer, Mr. Ohmer attended school in that city and 
then went to the Newman school in Hackensack, N. J. 
where, following his graduation, he entered the United 
States naval service. This was during the World War 

Mr. Ohmer for a number of years was associated a 
purchasing agent with the company founded by hi 
father. When the firm entered the cash register field 
in 1928 he was appointed manager of the new division 


a post he held together with that of secretary of the | 


company up to the time of his death. 

He is survived by a widow, Louise Cantwell Ohmer; 
one daughter, Mary Carol; one son, Raymond, Jr.; 
his parents, Mr. and Mrs. John F. Ohmer; two brothers, 





Transfer Filing of 
all kinds: letters, 
vouchers, bills, re- 
ceipts, etc. Forsheet 
music, small parts, 
small tools and doz- 
ens of other uses. 


TEN PESXSPOENN [S71 aUEs 


BOCKWELL-BARNES 
STEEL BOXES an 
TRANSFER CASES 








AT HOW 






Rockwell-Barnes Steel Boxes 
and Transfer Cases are not 
expensive! Sure, they cost 
more than run-of-mine wood 
or paper boxes but so littl 
more—even if you buy them 

small quantities—that the ci!- 
ference won't start an argu 
ment with the most confirmed 


And 


Rockwell- Barnes Steel Boxes 


price buyer. 


and Transfer Cases can be 
specially built to meet your 
own filing requirements at 


little or no extra cost. 


Why put up with flimsy cases 
in standard sizes when 
can buy STEEL CASES that 


fit YOUR need at such a {avor- 


you 


able price? 


ROCKWELL- BARNES 


Sil 


WEST 38° STREET* CHICAGO 


























ANOTHER POPULAR 
SELLING EVER READY 
No. 958 











This outstanding item is a practical 
desk calendar featuring each page 
of the pad printed with a three | 
months calendar. The past, present 
and future months are located at 
the top of each page with the cur: | 
rent date at the bottom. The base | 


is the regular bronze Standard type 
with the folding leg construction. 
Refills have the Ever Ready Stand- 
ard punching and are identified by 
the No. 95814. This style calendar 
is manufactured in the 5x8” size 
only. 
ee 
Write us for the new 1938 edition 
illustrated catalog. 


EVER READY CALENDAR MFG. CO. 
160 Maple St. Jersey City, N. J. 
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H. Beckman, Dayton, and John F., Los Angeles, Calif., 
and three sisters, Mrs. Robert L. Hubler and Mrs. 
George W. Shaw, both of Dayton, and Mrs. Victor Cou- 
dert, Greenwich, Conn. 


* ¥ 
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J. M. MILLER 

Funeral services for John M. Miller, proprietor of 
Miller’s Book Store, and dean of Atlanta, Ga., station- 
ers and booksellers, were conducted from Spring Hill 
on Sunday afternoon, February 7, the Very Rev. Rai- 
mundo de Ovies, of the Pro-Cathedral of St. Philip, of- 
ficiating. Interment was in West View cemetery. 

Born in Walhalla, S. C., Mr. Miller went to Atlanta 
as a boy of eight. As his father had been killed in the 
war between the States, he helped to support his 
mother, during the reconstruction period, by selling 


| newspapers. This led to the establishment of a news 


stand and later to the formation of Miller’s Book Store 

. an institution which he headed for a continuous 
period of fifty-six years and which he made famous 
throughout the South. 

Educated by private instructors in the days before 
Atlanta’s public school system was established, Mr. 
Miller was a member of the Pioneer School Boys of 
Atlanta. He was also an active member of the Civitan 
Club for many years. 

Mr. Miller is survived by his two sons, Orme and 
James T. Miller, who had been associated with him for 
years in the operation of Miller’s Book Store, and by 
three daughters, Mrs. Minna Miller Hamilton, in charge 
of the children’s book department at Miller’s; Mrs. 
Earle W. Connell, of Atlanta, and Mrs. R. J. Mont- 
salvatage, of Sanford, Fla—JHR 


D. H. BECKLEY 
Donald H. Beckley, proprietor of the Beckley Type- 


| writer & Supply Company of Marion, Ind., and one of 
the best-known members of the industry in his terri- 


tory, was instantly killed in an automobile crash near 
Converse, Ind., on December 11. A friend, Jack Whit- 
acre, who was riding in the same car when it crashed 
into a truck, was fatally injured and died about two 
hours later. 

Mr. Beckley had spent a number of years in the type- 
writer business. For fifteen years he was with L C 
Smith & Corona Typewriters Inc., and worked up an 


| enviable reputation in his field. In 1931 he resigned 


and opened his own business under the name of the 
Beckley Typewriter & Supply Company. 
He is survived by his widow, Mrs. Amy I. Beckley, 


| who will carry on the business founded by her late 


husband; a son, Richard H. Beckley, and several broth- 
ers one of whom is H. C. Beckley, who operates the 
Beckley Typewriter Company at Kokomo, Ind. 
i oh & 
F. H. KOEHLER 
Fred H. Koehler, marking device manufacturer of 
Buffalo, N. Y., passed away late in January. He was 
president of Fred H. Koehler & Sons. Mr. Koehler 
was born in Town Line and educated in Buffalo. He 
had been engaged in business more than forty years. 
He succeeded to the business of Henry C. Ashbery. 
Two of his sons, Clinton and Richard, entered the 
business a few years ago. 
Mr. Koehler was fifty-eight years old; a member of 
Holy Trinity Lutheran church and of Alden Lodge 594, 


| F. and A. M. His wife died a few years ago. Surviv- 


ing, in addition to Clinton and Richard, are Lieut. Mil- 
ford A., Elmer J. and Chester H.; Five sisters—Mrs. 
Ashbury, Sodus; Mrs. Katherine Maske, Mrs. Anna 







































“Self-Sellers’”’ 
AUTOPOINT Pencil Display 


Shows 24 pencils—4 


he ] e proved sellers. Dis- 


play shows them; national 
advertising and famous 
AUTOPOINT quality fea- 


tures sell them. 


REALITE Pencil Display 


24 REALITE pen- 
2? styles selected 
for popularity; 
range 
are made. 


e cils; 
in price 


where most sales 


AUTOPOINT Lead Display 


Real self-seller for a 

e steady profit item; 

pays tremendous “rent’”’ 
for small counter space. 


AUTOPOINT Display No. E-102 


A complete “pencil 

e department’’ for 
your counter; 6 each of 6 
fastest selling Autopoint 
and Realite mod- 

els, plus self- 





Use These Tested 


Associated Stationers Supply Co. 
Jefferson & Quincy Streets 
Chicago, Illinois 


J. L. Abbott Company 
816 W. 5th Street 
Los Angeles, Calif. 


LOOK! ANOTHER Qutopoint 
PROFIT MAKER.. 


Thats Why I Push the AUIDHOM Line! 





New Pencil-Knife Set 


MAKES EVERY MAN STOP 
AND ASK ABOUT IT! 


Show this set to any man! He’ll want it, whether he’s a bookkeeper —elec- 
trician—or traveling salesman. Millions know AUTOPOINT pencils as 
the pencils that always work and are easier to write with . . . the pencils 
with the grip tip—leads can’t wobble or fall out. And every man wants 
(but seldom has) a pocket knife . . . especially a knife with AUTOPOINT’s 
‘fone hand opening”’ feature and highest carbon steel blade by ‘‘Gits’’. 
Retail price $2.50 subject to your discount. Show this set to women too; it’s 
the kind of gift they’re always looking for. Beside this fast seller, AUTO- 
POINT also offers the 3-PIECE SET —featuring these two items plus Auto- 
point Post-A-Lett—the amazingly practical vest-pocket personal postage 
scale that weighs letters or parcels up to 8 oz. with accuracy. Also ideal for 
desk or home use. Mail coupon now for sample 2-piece set. Examine it... 
you'll say AUTOPOINT has again given you a “‘natural’”’ red hot seller. 





=11 . 
display Better Pencil 
of leads. AUTOPOINT CO., Dept. OA-3 1801 Foster Avenue, Chicago, IIlinois 
DISTRIBUTORS: AUTOPOINT COMPANY, Dept. OA-3 | 
Mutual Stationery Co | 1801 Foster Ave., Chicago, IIl. 
¢ Send at once sample of new AUTOPOINT Pencil-and-Knife 
368 Broadway, New York City | set; also complete color list, and latest AUTOPOINT products 
| catalog. 


Address 


Name | 
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A filing supply line which has 
‘i. =a EVERYTHING 


Filing let ned 
Stationers 


a] 


A catalog with all the basic principles of 
filing graphically illustrated to help you in 
the sale of and installation of all types of 
indexing. It is virtually a Text Book on 
Filing. 


iy 


‘ 
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A most complete line of Quality Filing 
Supplies including a department for the 
= production of made to order Folders, 
Vertical Guides, Card Guides and Ruled 
and Printed Forms of all descriptions. 





The ‘**Folder Salesaide”’’ with 
. \ samples of all the various types of 
' \ \ folders, Size of Tabs and Tab Ar- 
rangements, which you can carry 








The Nereus beaheesmg Flee \ 



















with you on your everyday calls. 
A style of folder for every filing 
need and a comparison of stock 





a numbers to help you _ identify 
_— 
\ most any folder asked for. The 
**Folder Salesaide”’ is a boon to 
The Foldex Galesside outside salesmen. 


A Line of Filing Supplies beau- 
tifully packed in lemon-yellow 
colored boxes with attractive 





and modernistic designs and 
labels to beautify your store 
and admirably suited for win- 


dow and counter display pur- 





poses, 


And with all these better merchandising features the Browne-Morse Line of Quality 
Filing Supplies is priced no higher than just ordinary lines. 

Write for this New Catalog and Text Book on Filing today, and feature the only line 
that gives you everything. 


BROWNE-MORSE COMPANY 


Steel Filing Equipment—Desks—Filing Supplies 
MUSKEGON, MICHIGAN 


New York Office and Warehouse 155 Leonard Street, New York City 
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Alles and Mrs. Louise Ryerson, Chicago; Mrs. Charies 
Bullet, Buffalo, and one brother, William Koehler, 
Chicago. 


>: + 
x4 is >i 


MRS. MARTHA PROCTOR SCOTFORD 

Mrs. Martha Proctor Scotford, president of the 
Superior Type Company, passed away at her home, 
6433 Harvard avenue, Chicago, January 19, after a brief 
illness. She was seventy-eight years old, the widow of 
the late L. K. Scotford, who passed away eighteen years 
ago. Mrs. Scotford was active in a number of organi- 
zations, including the Daughters of the American 
Revolution, the Eastern Star, the Women’s Central club 
and the Englewood woman’s club. 

Surviving are a daughter, Mrs. S. M. Dewey, Oka- 
nogan, Wash.; and two sons, The Rev. John R. Scot- 
ford of Mount Vernon, N. Y., and Louis C. Scotford, of 
San Francisco. Funeral services were held at the Con- 
gregational Church at Waukegan, IIl., followed by in- 
terment in the North Shore cemetery. 

The late L. K. Scotford was the founder of the 
Superior Type Company, and built up an important 
business in the marking device field. 
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G. C. HEMENWAY 

George C. Hemenway, founder of the Hampden 
Manufacturing Company, Inc., 17 Warren street, New 
York, passed away at the home of a daughter on Janu- 
ary 16. He was seventy-eight years of age and had been 
president and treasurer of the firm since its inception 
in 1912. 

A pioneer in the thumbtack, stationery and metal 
specialty field, Mr. Hemenway will long be remembered 
for his undaunted efforts, keen judgment and sincere 
desire to help his fellow men in every way possible. 

Mr. Hemenway is survived by two daughters, a grand- 
child and a brother. It is expected that his successor 
will be named after the annual meeting of the stock- 
holders, which is set for an early date. 


Y 
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Cc. 0. WHOBREY 

Christopher O. Whobrey, a salesman for the Black- 
well-Wielandy Stationery Company for the last twenty 
years, died February 10 in the company’s salesroom at 
1605 Locust street, St. Louis, apparently as a result of a 
paralytic stroke. Surviving are his widow, Mrs. Nancy 
Jane Whobrey, and two daughters, Mrs. Carl S. Lawton 
and Mrs. Frank L. Russell of Santa Fe, N. M. Funeral 
services were held February 12. The body was cre- 
mated.—HB 
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C. G. LENDER 
Charles G. Lender, 75, vice president of the Columbus 


| 
| 
| 


_ less Key wrapped in cellophane and attached to a 


Bank Note Company, Columbus, Ohio, died January 25, | 
after a brief illness of pneumonia. Active asa salesman | 


and sales representative of the bank note firm during 
the last forty years, Mr. Lender was “on the road” until 
he was stricken. He was a Mason and a member of the 
United Commercial Travelers. Surviving are two sons, 
Charles, Jr., and Rudolph, and a daughter, Dorothy.— 
AK 
la rte 
C. A. JOHNSON 

Charles A. Johnson, 77, who was associated with the 
Burrows Bros. Company for thirty-one years, died of 
pneumonia February 12 at his residence 1368 Summit 
avenue, Lakewood, Ohio. Starting as a salesman Mr. 
Johnson was superintendent when he resigned some 
years ago. He had been secretary-treasurer of the 
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United Commercial Travelers of America, Forest City | 


SHOW THEM 
AND SELL THEM 


THE 


(Peerless 


IDEA For Merchandising 
RUBBER TYPEWRITER KEYS 








Peertess has taken the talk out of 
selling rubber typewriter keys. ‘The Peerless idea 
is to let the keys do their own selling for you. 
And the new Peerless demonstrator has proved that 
they will do that—better than any idea ever be- 


fore tried. 


This Peerless sales-help is a real sample of a Peer- 


card with a sales-making message for every typist. 
Its appeal is irresistible. It arouses the enthusiasm 
of the typists and proves the advantage of Peerless 
Keys to the employer. 


Your store clerks, your outside salesmen and your 
repairmen can hand these Peerless Key demon- 
strators to their typist customers. Peerless will 
show them and sell them. And you will get more 
Send for a sample and full details—there’s 


lots of business waiting for you now. 


profit. 


PEERLESS 
RUBBER TYPEWRITER KEYS 








Preer.ess Key Co., Inc. 
Manufacturers of the only complete line of rubber keys sold through dealers. 
GENERAL OFFICE & FACTORY 
407 Mulberry St., Newark, N. J. 


NEW YORK: 321 Broadway CHICAGO: 19 So. Wells Street 
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LETTER TRAYS 


The largest variety in 
size, style and finish 


No. 12 


— 


No. 16 


SEND FOR OUR NEW PRICE LIST 
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METHODS COMPANY 


Forest Park Ilinois 
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Council No. 5 for twenty-nine years, and was active in 
the Lakewood Methodist Episcopal church. At the time 
of his passing he was president of the men’s club and 
the family Bible class. Surviving are his widow, a sis- 
ter and brother. Funeral] services were held at the 
Saxton funeral home, Lakewood, followed by interment 
in Lakewood Park cemetery.— AED 
WALTER RAMER SR. 

Stricken suddenly on a Philadelphia street, W. W. 
Ramer, portable representative for the Royal Type- 
writer Company, died Saturday, January 30. 

Mr. Ramer entered the employ of the Royal Type- 
writer Company in February, 1926, as a standard ma- 
chine salesman. In 1931 he became a field man in the 
dealer sales department where he remained for two 
years. 

He started his portable selling career as a portable 
representative covering the Newark territory. In 1933 
he was transferred to the Philadelphia territory. 

Mr. Ramer’s sudden death was a shock to the Royal 
organization. His many friends, both personal and in 
business, will mourn his passing. 
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T. W. T. BOORUM 

T. W. T. (Ted) Boorum, for more than thirty-five 
years a salesman with the Boorum & Pease Company 
working out of the New York branch, died February 6 
following a short illness. He was fifty-four years of 
age. 

Mr. Boorum, who was a noted figure of the industry 
throughout the East, was taken ill at his home, 69 Ber- 
keley avenue, Bloomfield, N. J., and was ordered re- 
moved to the Beekman Street hospital where the end 
came. 

Surviving Mr. Boorum are his widow, Mrs. Mabel 
Montgomery Boorum, and a son, Theodore Montgom- 
ery Boorum. 

E. J. BRANDT 

E. J. Brandt, noted inventor and founder and chair- 
man of the board of the Brandt Automatic Cashier 
Company, died early last month at Watertown, Wis. 

Mr. Brandt was known to the business world prin- 
cipally through his inventions of coin counting and 
change making machines which are in use in banks 
in many parts of the world today. 

According to his many friends, Mr. Brandt was per- 
suaded to create and perfect the machines out of the 
experience gained during many years of tedious work as 
a bank clerk preparing railroad payrolls. 

A widow and daughter survive. 

P. D. McINTOSH 

Phineas D. McIntosh, managing director of Shaw 
Business Schools, Toronto, Ont., died recently at his 
home, 51 Spadina Rd., city, following a brief illness. 
The deceased, who was known throughout Canada as 
one of the best-informed lecturers on political economy 
and commercial law, was born in Streetsville, Ont., 
sixty-six years ago. He became associated with W. H. 
Shaw in Stratford, when a young man, and shortly 
after completing a business course joined the college’s 
staff. He had been managing director for ten years. Mr. 
McIntosh is survived by his widow and two sons.—SJL 

hk oh & 
JOSEPH JAHN 

Joseph Jahn, age seventy-two, organizer of the Jas- 
per Novelty Works, one of Jasper’s original wood-work- 
ing plants and an important figure in the development 
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ve AK ING just one quotation some- 

times requires many multiplying, 
adding, subtracting, and dividing oper- 
ations. | now do these accurately in one 
or two minutes with an electric calcu- 
lating machine, but if | were to do them 
by hand, it would take me at least 


fifteen minutes.” 
=x * * 


Perhaps you don’t make quotations, but 
if you have any work that involves 
multiplying, adding, subtracting, or 
dividing, you, too, can save money and 
improve office efficiency by using a 


modern electric calculating machine. 


And when you do purchase such a ma- 
chine, make sure that it is equipped with a 
General Electric motor. General Electric 
doesn’t make office devices, but it does 
make a complete line of motors designed 
especially to meet their requirements 

designed to give many years of trouble- 
free service. General Electric Company, 


Dept. 6B—201, Schenectady, N. Y. 


GENERAL® 


070-168 


ELECTRIC 
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...another STEELCASE year! 


. and what a year it already @ Modern Style and Design 
promises to be! From nearly every 


corner of the country comes def- 

















@ Built-in Efficiency 


inite evidence of a continued trend @ Greater Durability 
to STEELCASE. @ Outstanding Quality 
American business is demanding e Dependable Profits 


greater durability, service and 


it is willing and able METAL OFFICE FURNITURE CO. 
GRAND RAPIDS, MICHIGAN 


beauty ... 
to pay for outstanding quality .. . 
it has an aroused appreciation 
of the STEELCASE standard .. . 
and it is demanding STEELCASE! 


Let us get together and cash in 
on the most favorable profit situa- 
tion of the last decade. Write us 


today. 





5 TEELCASE 


Business £& guipm en®r 








eee FOUND WHERE BUSINESS SUCCEEDS 
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of the desk manufacturing industry, died recently after 
two years’ illness. He organized the Jasper Manufac- 
turing Company, now the Hoosier Desk Company, a 
firm with which he was connected until his death. He 
was a member of the board of directors and plant su- 
perintendent until his retirement five years ago. Three 
sons and four daughters survive. 


i h 
R. J. FORBES 


Richard J. Forbes, president of the Forbes Ink Com- 
pany, Cleveland, died from a heart attack on February 
12 at the age of forty-nine. He was born in Ireland, 
had lived in Cleveland for thirty years, and founded the 
business that bears his name thirteen years ago. He 
was a member of the Rotary, Cleveland Athletic and 
Westwood Country Clubs, the Cleveland Chamber of 
Commerce and Ohio Chamber of Commerce. Funeral 
services were held in St. James church. His widow, Mrs. 
Lulu Forbes, a daughter, two sisters and a brother sur- 
vive-—AED 

t fh 
E. A. WRIGHT 

Ernest A. Wright, sales manager for Copp Clark, Ltd., 
bookbinders and publishers of office text books, died 
recently in the General hospital, Toronto. The de- 
ceased, who lived at 71 Wolverleigh boulevard, was born 
in England fifty-one years ago, and came to Canada 
twenty-six years ago, to enter the employ of Copp 
Clark, Ltd., the following year. Surviving are his widow, 
two sisters and two brothers.—SJL 


Ea 


HOMER ENDS SOUTHWEST TOUR 

R. B. Homer, representative of the Dr. Scat Chemical 
Company, Chicago, last month completed a thirty-day 
tour of the Southwest and returned to the home office 
with an optimistic outlook on business conditions in 
that district. On his tour he visited New Orleans, 
Baton Rouge, Shreveport and Memphis. Mr. Homer 
plans a trip to Cuba and South America in the near 
future. 

oisijiieadel 
WHITLEY COMPANY MOVES 

A. Whitley & Company, dealers in Royal typewriters, 
Monroe calculators and other office machines and 
equipment, of Windsor, Ont., last month moved from 
140 London street, West, to 164 London street, West. 
The new quarters provide additional space and in- 
creased facilities for the Canadian firm. 


SS —- 


TWO TEXAS FIRMS MOVE 

As this issue goes to press it is learned that two prom- 
inent Texas stationery companies have moved into 
larger quarters where better facilities for the conduct 
of their businesses are available. The two progressive 
concerns are the Corpus Christi Book Store, Corpus 
Christi, and D’Amico & Company, Houston, Texas. 

eG 
HICKS OPENS OWN BUSINESS 

L. W. Hicks who has represented the Royal Type- 
writer Company, Inc. at Charlotte, N. C., since Novem- 
ber, 1933, last month resigned to open a business of his 
own in that city. 

Still handling Royal products as well as a number 
of other prominent lines, Mr. Hicks has established 
a fine place of business at 216-18 East Market street. 
He is desirous of obtaining catalogues and price lists 
from manufacturers in the industry. 
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Our National ALL PURPOSE LINE of Type- 
writer Carbon Paper, with its minimum number 
of grades, is being favorably received through- 
out the trade. 


There is an increasing demand for better 
typing and more legible and permanent car- 
bon copies. This can be accomplished with- 
out extra cost to the user if proper analysis 
is made of the requirement. 


Our ALL PURPOSE LINE is classified in its 
application to requirements for both Standard 
and Noiseless Typewriters. This simplifies the 
problem of selection, resulting in the elimina- 
tion of guess work in obtaining better typing. 


Our SUPREME BRAND Typewriter Ribbon, 
noted for excellence in producing better typ- 


ing, supplements our ALL PURPOSE LINE. 


On account of our many years of experi- 
ence, we can be of service to dealers and 
should like to cooperate with them in extend- 
ing their business on the sale of Carbon Paper 


and Ribbons. 
Write us for further details. 


The 


The ALL PURPOSE 


Typewriter Carbon 


Buckeye 
Ribbon & Carbon Co. 


1458-68 E. 55th St. Cleveland, Ohio 
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The world’s mistakes in pencil and ink 


Are corrected smoothly—quick as a wink 
As Weldon Roberts helpful SUEDE 


Bestows his smooth and cheerful aid! 


Ix businesses the world-over, Weldon 
Roberts Eraser No. 900 Suede is a pop- 
ular favorite. Reason: it cleans up count- 


less “messy situations.” 


@ Hexagonal in shape, its sharp corners are 
always ready to ferret out tiny mistakes 
in detail. Its longer edges are ideal for 
accurately removing longer lines and 
larger surfaces without interfering with 
any other writing or figures on the page. 


@ Made of soft and resilient gray rubber, 
Weldon Roberts Eraser No. 900 Suede 
smoothly removes writing in both ink 
and pencil. One of a complete line of 
quality erasers which have been de- 
veloped thru years of experience and 
thru knowledge of what erasers people 
want and what erasers will sell in sub- 
stantial volume. Let us suggest a sample 


assortment for you. Write 


WELDON ROBERTS RUBBER CO. 


America’s Eraser Specialists 


Newark, N. J. U. S. A. 


Weldon Rotenits 


SIubwhud 


Correct Mistakes in Any Language 
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W. S. DANIELS APPOINTED PHILADELPHIA 
MANAGER FOR ROYAL 
The Royal Typewriter Company has announced the 
appointment of W. S. Daniels as manager of its Phila- 
delphia office, effective February 1, 1937. 
Mr. Daniels is well known to the trade, especially in 





W. S. DANIELS 


the Chicago area where he has been contacting na- 
tional accounts for many years and has earned friend- 
ship and enthusiasm for Royal products from all of 
those with whom he has come in contact. 

Mr. Daniels entered Royal’s employ as a salesman in 
the Chicago office, September 9, 1925. There, over a 
period of eleven years he has established a place as 
one of the outstanding salesmen in that branch. The 
years of experience in selling typewriters will prove in- 
valuable to him in his new capacity as leader of 
Royal’s Philadelphia office. 

—————~<>___—_ 
TORONTO STATIONERS ACTIVITIES 

The Hinde & Dauch Paper Company of Canada, mak- 
ers of wrapping and office stationery papers, Toronto, 
Ont., has purchased a parcel of land from the Ontario 
Wind Engine and Pump Company, on Liberty street, 
Toronto. The property which has a frontage of 210 
feet on Liberty street, will likely be used for future ex- 
tensions. 

Harry B. Donovan, Oakville, Ont., formerly a traveler 
for the Canada Paper Company, makers of paper, Tor- 
onto, passed away recently in a Toronto hospital. Mr. 
Donovan, who was a noted pigeon fancier, was the 
editor and publisher of the Canadian Poultry Review, 
printed at Oakville. 

* ~ i 

The assessment of the Dixon Pencil Company, at 
Newmarket, Ont., has been fixed at $50,000, the same as 
the Office Specialty Company, makers of office desks 
and equipment. 

The Remington Rand Company, Ltd., has opened a 
branch sales and service office at 43 Market street, 
Brantford, Ont. The branch has a complete display 


| of typewriters and office equipment. 


* * * 


Fred W. Rose, president of Hunter-Rose Company, 


| Ltd., printers and binders of office books, Toronto, Ont.., 
| was recently the guest of honor at a complimentary 


banquet at the Royal York hotel, the occasion being 
the seventy-sixth year of continuous operation of the 
company with which Mr. Rose has so long been iden- 
tified —SJL. 
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DIFFUSES SOFT, WHITE, QUALITY LIGHT 


Orders! Orders! Orders! Orders for White Knights! That’s what’s been piling in from | 
every state—from dealers by the hundreds. 

White Knight is a huge success—because it’s the only desk lamp with the triple-layer 
Celestialite Luminaire that filters light—because its looks “caught on” —because it 
spreads and diffuses soft day-like light. 

Don’t miss out on its success. Don’t fail to come in on a new merchandising plan 
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‘THE WHITE KNIGHT 
Celestialite LUMINAIRE 


at’s s: -s-nacked ¢£ “Rk “ite tails ¢ Oo} aki >t r ° . ° 
that’s sales-packed and FREE. Write for full details today and begin making real money (chown fa Gena 








with WHITE KNIGHT. creases salability because 

mde Sa it diffuses soft, white light 

(move #34 illustrated.) For the executive desk—for the home. Finished in Gunmetal and and eliminates eye-strain. 
Silver or Statuary Bronze and Silver—retail list $13.50 ... OTHER MODELS $15.00 and more. L 





GREIST MANUFACTURING COMPANY, New Haven, Conn. 


wt eee 


SEND COUPON FOR ee wine 
NAME 
MERCHANDISING HELPS THAT 











ADDRESS ; PBN os 


C) Check here for a sample White Knight ee 
at regular trade discounts, : Signed mG ‘<“e, 


SELL LAMPS. THEY'RE FREE! 
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23 5Jtems of Tested Value 


Oxford offers index cards to meet your every require- 
ment, from the lowest priced sulphite grade to the 
best quality rag-content grade, and each item is a 
tested value. Tested not only by laboratory equip- 
ment but also by consumer reaction — many users 
prefer and specify Oxford index cards. 

















The Cellophane wrapping, on all cards except the 
cheapest grade, protects them completely from dust, 
dirt and moisture. 





WHITE 





PRECISION CUTTING TESTED UNIFORMITY 


Index cards must be absolutely ac“ The uniform quality of each grade of 
curate in size to facilitate easy finger- Oxford index cards is maintained by 
ing in the file. Not only is-rotary careful testing for bursting strength, 
cutting essential—it mustbe preci-. thickness, tearing strength, writing 
sion rotary cutting. Alf Oxford in-- surface, weight, fiber content and 
dex cards are precision rotary cut. color uniformity. 








CANARY 





SALMON 


OXFORD FILING SUPPLY CO. 


340 Morgan Ave., Brooklyn, N. Y. 
125 South 8th St., St. Louis, Mo. 
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I. B. M. PROMOTES ARMSTRONG 


The promotion of G. H. Armstrong, dean of the IBM 
school at Endicott, N. Y., to the position of sales mana- 
ger of the international time recorder division of the 
International Business Machines Corporation was an- 
nounced by President Thomas J. Watson last month. 
Mr. Armstrong will be succeeded by Garland B. Briggs, 
vice-president of the IBM board of education. 

At the same time Mr. Watson announced that Wal- 
ter B. O’Connell, western district manager of the In- 
ternational time recorder division has been promoted 
to the post of assistant sales manager of that division. 
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CATALOG 





PRATURING NEVA-CLOG PRO,D- 
UCTS —This cover of the new Neva- 
Cleg catalogue is in silver and blue 
with enough red te emphasize the 
beauty of such a combination. The 
book contains sixteen pages. 


<> 
FLORIDA STATIONERS ACTIViT ES 

Because of the increasing pressure of business experi- 
enced by dealers all over the state, a proposed meeting 
of the Florida Stationers Association last month was 
called off by President Karl Kern. 

‘Dealers everywhere report working night and day 
and are far too busy for a meeting at this time,” 
President Kern said. “However we expect to pro- 
pose another meeting for the latter part of March.” 

* * * 

Steel is much in evidence in the A. A. A. offices of 
the United States Department of Agriculture, located 
at Lakeland, Fla., which is the headquarters of the 
Florida Citrus Commission and the government pro- 
ration and surplus fruit purchasing departments. A 
w ole floor is given over to the surplus buying unit 
which is fitted out with twenty-three desks and a full 
complcment of chairs and cabinets, all in steel. Local 
dealers service typewriters for this department at an 
annual rate. 

* * * 

Jacksonville and Miami and the east coast between 
seem to be setting a new high pace for sales and profits. 
Both cities report the greatest trade in stationery and 
office equipment since 1925 with healthy indications 
that the increase of business is of a permanent na- 
ture—HWL 

eo 


FIRE DESTROYS SAMUEL BOOKSTORE 
Fire believed to have started from a defective flue 
completely destroyed the stock and fixtures of the 
Samuel bookstore at Emporia, Kansas, late last month. 
The loss was estimated at $5,000. 
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ARE YOU USING THIS 
LONG WEAR PLATEN? 





Such is the quality of 
this new typewriter 
platen that within the 
short time it has been 
on the market it is 
already becoming the 
STANDARD Type- 


writer Platen. 


LONG WEAR PLATEN 


Look at the results 


< here of a gruelling 


break-down test with 
an automatic tester 
running 47 hours at 
top speed. At a glance 
you can see which part 
of the test platen is 
made up of... 


< ORDINARY PLATENS 


. . . and how the Long 
Wear portion with- 
stood the Break-down 
Test. 


Specify LONG WEAR 
when ordering platens 
and get consistently 
good impressions. 


MANUFACTURED EXCLUSIVELY by 


AMES SUPPLY COMPANY 


The Dealers’ Supply House and Manufacturers of Long-Wear Platens 


564 West Randolph Street, 


37 Murray Street, 


CHICAGO, LLLINOIS 
583 Market Street, 


NEW YORK SAN FRANCISCO 

206 Lane Street, 617 Commercial Place 

DALLAS NEW ORLEANS 
Atlanta Denver Philadelphia 
Boston Los Angeles Pittsburgh 
Cincinnati Minneapolis Seattle 


Cleveland 


Washington. D. © 








= 














The New GENCO 
FILM DUPLICATOR 


Here's a low priced duplicator of a thou- 
sand applications in offices, schools, col- 
leges, restaurants, clubs, etc. The same 
high quality gelatine film sheet used on 
high priced machines. The same clear 
cut copies. The same clean handling. 
All reduced to the simplest form. All steel 
sturdy construction. Suction rubber feet. 
Positive and simple in operation. 


This new GENCO Film Duplicator sells 
at $7.50 list complete. It is making good 
money for many dealers now. 


Write for full information today. 


GENERAL DUPLICATOR CORP. 


a fitting companion for 
THE GENCO 


NEW YORK, N. Y. 
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GLOVER-MIRABELLA COMPANY FORMED 

P. A. Mirabella, formerly of the Adams, Groesbeck 
Mirabella Company, and F. N. Glover, for the past eight 
years manager of the visible record division of the 
Shaw-Walker Company, recently formed their own 
company under the name of the Glover-Mirabella 
Company, 170 Broadway, New York City. The firm 
will specialize in visible record systems and machine 
accounting supplies and equipment. 

Both men bring to the new company many years 
of successful experience in their line. Mr. Mirabella 
has for years specialized in accounting machine sup- 
plies and special housing for such records. He is well 
known in accounting machine circles and a great 
part of his work has been with banks, brokers and 
national institutions. 

In addition to his other accomplishments he is the 
inventor of an improved bookkeeping machine desk 
which is in use in many of the largest commercial 
houses. 

Mr. Glover entered the visible record field at the 
close of the war with the former American Kardex 
Company as a salesman. Later he became general 
division manager in New York and a director of the 
company. He, like his partner, has had many years 
of experience with banks and brokerage houses. In 
1921 he devised and installed the systems now being 
used by the Stock Clearing Corporation and the one 
on the floor of the New York Stock Exchange for bonds. 
Since 1928 he has directed the sales of the Shaw-Walker 
vertical visible card systems. 

1 

ERIKSEN’S TO HANDLE STEEL AGE PRODUCTS 

Slated to handle Steel Age products in the city of 
Toledo and the balance of Lucas county, Eriksen’s, Inc., 
319-321 Erie street, Toledo, was recently appointed ex- 
clusive dealers for the Corry-Jamestown Manufactur- 
ing Corporation, Corry, Pa. 

Previously operating under the name of the Eriksen 
Ribbon & Carbon Company, this dealer has just com- 
pleted a move into new and larger quarters which are 
closer to the business district. Having a wide frontage 
this store is ideal for the office furniture and equipment 
business. 

In addition to the Toledo store the company operates 
branches in Cleveland, Columbus and Detroit. 

An unusual feature of the organization is the fact 
that it is operated by four brothers and a sister. 

—_—_—_>_—_ 

JASPER CHAIR ISSUES SCHOOL CATALOGUE 

A twenty-page catalogue dealing almost exclusively 
with school equipment and enclosed in an artistic and 
beautiful cover was issued late last month by the Jasper 
Chair Company, Jasper, Ind. 

The book, which is also featured by a fine grade of 
paper and a large number of illustrations, contains 
pages devoted to practically every type of school chair, 
teacher’s chair, junior chair, kindergarten chair, library 
chair, and tablet arm chair. Another section contains 
descriptive matter and illustrations of the company’s 
series of stools, office and stenographer chairs. 

Copies of the new catalogue may be obtained by com- 
municating with the Jasper Chair Company’s home 
offices. 

—— 
DICTAPHONE INTER-BRANCH TROPHY WON BY 
LOS ANGELES 

The Los Angeles branch of the Dictaphone Sales Cor- 
poration was the winner for 1936 of the organization’s 
coveted Inter-Branch Trophy. This is given every year 
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SUBTRACTION 
ALLE A 


$115 


Ine TORS 





to insure SPEED WITH ACCURACY insist. upon 


AUTOMATIC CLEAR SIGNALS An arrow opposite first item shows machine is 


clear. Straight adding models also print first item in red. 


VISIBLE DIALS The large size visible dials keep the running total figure before the 


operator at all times. 


AUTOMATIC CIPHERS Ciphers which comprise 30% of all figures print automatically— 


saves set-up time—reduces errors. 


HIGH SPEED STEPPED-UP KEYBOARD with each row of keys on a different 


plane striking two keys at once is reduced to a minimum. 


Portable Adding Machines © Desk Electrics © 10 Key Calculators © Cash Registering Machines 


ALLEN 





24 East 40th Street CALCULATORS INC. New York City 
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Performance counts! Comparison quickiy demonstrates the real meaning of “Champion 
ship”! 

Quickly apparent is the definitely outstanding performance of Marathon Typewriter 
Ribbons. The experience of “knowing how’ and the quality performance which makes 
champions, both go into every inch of Marathon Ribbon. 

Thus assured are consumers that Marathon’s record-breaking wear and beauty of wrile 
are not temporary nor accidental. And thus assured are dealers that maintained prices 
and easy sales which come as a result of Marathon’s growing reputation make “champion 


ship” by far the most profitable. 
Write for details. 


CoLUuMBIA Rippon & Carspon Meco. Company. INce. 
Main Office and Factory: Glen Cove, L. L., N. Y. 


New York: 305-313 East 45th St Kansas City, Mo.: Dwiz it Bl ig 
ENGLAND AUSTRALIA 
Columbia Ribbon & Carbon Mfg. Co., Lid Columbia Ribbon & Carbon Company (Australia 


22 Bush Lane, London, &.C.4 66 City Road, Sydney, N.S. W 


ITALY 
Columbia Nastri E Carta Carbone, S. A. Via Tito Livio No. 6, Milano 134 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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to the branch which makes the highest percentage over 
and above its stipulated quota. The award has always 
caused keen interest among the branches, to say noth- 
ing of spirited competition. 

E. J. Murphy, Los Angeles branch manager, and his 
staff are especially proud of the award this year since 
it is their first victory. Other branches which have 
won the award in former years may be assured of stiff 
competition this coming year, since Los Angeles will 
certainly be determined to get the Wing-Foot Mercury 
again for 1937. 

—————<e—_—____ 
GLOBE-WERNICKE SAYS “GO AHEAD!” 


Exemplifying the “go ahead” spirit for 1937 and as- | 


suring its dealers of ever-increasing business for some 
time to come, The Globe-Wernicke Co., Cincinnati, 
Ohio, recently issued a splendid and optimistic broad- 
side to the industry. 

Measuring, when folded, eleven by eight and one- 
half inches, the broadside cover has a fine illustration 
of a traffic light turned to green with the words “the 
light says ‘go.’” On the inside pages are two plates 
bearing facsimiles of the many periodicals in which 
Globe-Wernicke advertisements appear. 

Still other sections of the broadside show the steady 
increase of G/W advertising and outline the impressive 
program arranged for the benefit of dealers through- 
out the country during the current year. 

DENVER FIRM PLAYS UP SIZE OF ITS STORE, 
CREATING IMPRESSIVENESS 

Size is impressive and in itself draws trade. By em- 
phasizing the bigness of its store, Hoeckel’s, a leading 
Denver office appliance firm, bids strongly for the trade 
of those who, while perhaps new to the town, desire to 
patronize a successful and established store. 

Hoeckel’s new blotters picture the entire N.B.C. build- 
ing in which the store is located. The building is five 
stories high and some 150 feet long. An arrow line, in 
the picture, cuts the building in half, indicating the 
part occupied by Hoeckel’s. “Occupying nearly one-half 
new N.B.C. building,” reads a statement below the pic- 
ture. “Occupying 33,000 square feet” suggests another 
statement at another place on the blotter BART 

iiianiatt 
CANADIAN NEWS NOTES 

W. V. Dawson, Ltd., manufacturers of loose leaf sys- 
tems and office stationery, Montreal, Que., have added 
R. G. Brown and L. E. Toupin to the board of directors. 
Mr. Brown is the credit manager of the firm, while Mr. 
Toupin is a well known salesman among the French- 
Canadian trade in Montreal. 


> * 7 


Residents of the town of Newmarket, Ont., recently 
voted in favor of the assessment of $50,000 on the 
property of the Office Specialty Company, Ltd., makers 
of office furniture and equipment. The firm which 
is one of the town’s largest employers of labor, had its 
by-laws endorsed by a vote of 586 for and 29 against. 


* * * 


The National Cash Register Company of Canada, 
Ltd., Toronto, Ont., has purchased two and one-half 
acres of land adjacent to its new factory at Lansdowne 
avenue and Dundas street. In spite of the fact that 
it is only a few months ago since a factory building 
containing more than 70,000 square feet of floor space 
was erected, it is now necessary to arrange for an addi- 
tion. Increasing demands for new National cash reg- 
isters and National accounting machines, both in Can- 
ada and the British Empire, have made it necessary for 
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The NEW D-30 
DESK STAPLER 


*3.00 





It suits your volume market. 


It is a quality device—one which you will take pride in 
selling because it assures customer satisfaction. 


Repeat staple sales from this volume trade amount to 
sizeable proportions. 


NEVA-CLOG “DEALER PROTECTION” policy assures 
you the benefit of future profits from your sales efforts. 


This machine is completely merchandised for you—with 
attractive displays, colorful and instructive circulars, 
effective blotters. 


YOUR PROSPECTIVE PROFITS WARRANT 
YOUR CONCENTRATED SALES EFFORTS 





PEP ARERE S 





A New Colorful Display—Free with Your Order and 
A NEW COMPLETE CATALOG 


New Machines—New Uses—New Profits 
Write for Your Copy 


NEVACLOG PRODUCTS. Inc. 


BRIDGEPORT. CONN. 











SELL 


Why «gems 


EverYeigar store, every chain | 
store, every department store, 
every novelty shop is kicking 
the “‘gem”’ around. 


Sell EZEONS 


Y 
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WE 





—an infinitely better clip 


and get away from that type of 
competition! Push the Ezeon 
over the counter and make a 
worth while profit. 


Acco Propuwcts, INc. 
39th Ave. & 24th St., Long Island City, N.Y. 


Canada: Acco Canadian Ltd., Toronto 
England: Acco Company, Ltd., London 
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| the firm to operate its new factory up to the limits of 


its production. Business in the British field up to the 
end of October, 1936, has shown a 115 per cent increase 
over the same month in 1932. 

>. > . 

The Canadian Office and School Furniture Company, 
Ltd., Preston, Ont., has been awarded the contract for 
furnishing the office fittings in the new post office at 
Delhi, Ont. 

7 + . 

Expert safecrackers recently entered the Office Sup- 
ply Store and removed an 800-pound safe. The large 
strongbox contained $200 in cash and about $500 in sup- 
plies. 

* * e 

E. A. Bromley, general stationery agent, Canadian 
National Railways, head office at Montreal, Que., was 
recently appointed as assistant to the vice-president of 
purchases and stores for the entire system. 

* * * 

The Port Royal Pulp & Paper Company, Ltd., Van- 
couver, B. C., is now operating a larger number of ma- 
chines in its huge plant at Union Point, B. C. 

> > * 

Howard Smith Paper & Pulp Company, Cornwall, 
Ont., makers of bond paper, is planning to erect two 
additions to its pulp mills, costing $400,000. Nearly 
forty more hands will be employed when the additions 
are completed.—SJL 

—— 
NEW CATALOGUE OF NEWARK FURNITURE 

Newark Chair & Furniture Company, Inc., has 
brought out a splendid new catalogue presenting 


| pictorially their present line of chairs, davenports, 


foot stools, etc. Of forty-eight, ivory-hued pages, all 
but the first and last are covered with photo-engrav- 
ings in sepia. The first page bears a foreword, stating 
the company’s policy, and includes the warning that 
seems always necessary where furniture is concerned, 
that the layman be on his guard when he purchases 
furniture on a price basis. The last page is an index. 

The book is presented in a green cover of heavy 
paper, simulating grain leather in texture, bearing in 
sepia the monogram of the Newark Chair & Furniture 
Company, Inc. A price list, with a statement of spe- 
cifications, is available. 

—_—_———_—_- 

VREELAND TRANSFERRED TO PHILADELPHIA 

Edward F. Vreeland, who was recently appointed as 
a portable representative for the Royal Typewriter 
Company, contacting dealers in the Metropolitan ter- 
ritory, has just been transferred to the Philadelphia 
district, covering about half of Pennsylvania, parts of 
Maryland and all of Delaware. 

Although he has only been with the company a short 
time, Mr. Vreeland has progressed rapidly and has 
shown a merchandising ability and a faculty for cop- 


| ing with dealers’ problems which will enable him to 


assume this increased responsibility and carry out his 


new duties efficiently. 
—_—_ > - 


CALLITYPY CONTEST AWARD BY NEWSPAPER 

Happy Days, a newspaper of Washington, D. C., con- 
ducted a contest for winners in a competition for typed 
pictures, called “Typies.” Very elaborate effects were 
produced by several of the contestants. The first prize 
was won by John C. Lynch, CCC Company 2346, Ridge- 
way, Va. and the second prize was won by Arthur Bran- 
don, CCC Company 1785, New London, Minn. 

Some of the older members of the typewriter frater- 
nity will recall the callityped picture of the late Presi- 
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STANITE CHAIN POST BINDER ae 


‘TEXHIDE CHAIN POST 19541 | bale 
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f/f PROFIT IN 
/ POST BINDERS 


Post Binders founded the 
Loose Leaf Business. 


Sales have grown, but so has 
competition. 


On standard post binders low cost 
Job Shops in every large center 
compete with stationers. Naturally 
grades and profits are reduced. 


BI-LOCK was designed for stationers who 
want to protect themselves from the down 
drag of local competiton, and give users a 
better product. These features sell it readily: 


1 Double lock—key for security or thumb for 


convenience. 
2 Hardened black aluminum tubes. 
3 Durable metal Hinges and Edges. 
4 Stanite sides on top grades will last an office 


lifetime. 


BI-LOCK comes in three quality grades at the same list 
as ordinary binders. National has the regular line in all 
grades, even the lowest, but to step up sales, safeguard profits, 
and build future repeat business, National dealers push 
BI-LOCK—another exclusive National feature. Remember too, 


BI-LOCK also saves you the cost of carrying a double stock 
of Endlock and Toplock binders. 


WRITE FOR OUR PRACTICAL PLAN 
TO BOOST BI-LOCK BINDER SALES 


NATIONAL BLANK BOOK COMPANY 


= & 3 > 


_-—— 1} 
SZ ATIONSLE™ Catalog Covers, 
Avanans 
N. Y. City-100 Sixth Ave. Chicago-328S.Je 
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Loose pte ene Books, Visible rs 


rson St Boston-45 Fr lin St 








1937 CHICAGO 





National Business Show 


America’s Efficiency Exposition 


Stevens Hotel Exhibition Hall 
March 22nd to 27th inclusive 





For progressive business 
people in the Great 
Central Market seeking, 
better ways to meet 


better business. 


NATIONAL BUSINESS SHOW COMPANY, INC. 


417 South Dearborn Street, Chicago 
50 Church Street, New York 
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dent McKinley, typed by the late George H. Patterson, 
which was reproduced widely by many of the news- 


papers of the United States. 
—_—<___—__ 








11S ADVERTISING PIECE FEATURES 
iE NEW DAVID KAHN, INC., “SHIRLEY 
PLE” WRITING SET WHICH WAS 
LY DESCRIBED IN THE FEBRUARY 
MACHINES AND DEVICES 

COLUMNS. 
omnia 

SAN ANTONIO STATIONERS SEE BANNER YEAR 

Managers and executives of stationery and business 
equipment firms in San Antonio look forward to 1937 
with expectation of a continued increase in business. 
Volume for 1936 will exceed that of 1935 by approxi- 
mately twelve per cent, an average for all firms re- 
porting. Sales of business equipment, typewriters and 
furniture, have shown a marked increase during the 
past year with many new offices being opened in addi- 
tion to many firms buying new equipment to replace 
that worn out or out of date. Of interest is the fact 
that prices being paid are better than those of a year 
ago, and better equipment is being demanded. 

Speaking for Maverick-Clarke Litho Company, Al 
Eisemann, manager of the stationery department, said: 
“We have shown a good increase in business for 1936, 
and have been impressed by the fact that in the busi- 
ness equipment field better furniture and equipment is 
being bought. Our new Multigraphing and duplicating 
department is going over very well and we expect some 
good business from this end in 1937.” 

William C. Clegg, The Clegg Company: “Our busi- 
ness has shown a good improvement over 1935 and we 
look for continued improvement during 1937. Our 
Christmas business has been exceptionally good, and 
we are looking forward to a good trade in business 
forms throughout the first quarter for inventories, tax 
reports, etc.” 

Paul Anderson, Paul Anderson Company: “We have 
been impressed by the steady improvement in business 
throughout 1936. This has not been a sensational in- 
crease, but it has been consistent, and, we believe, is 
indicative that business is definitely on the uptrend. 
We expect to experience continued improvement dur- 
ing 1937.”"—-BCR > 
SPEEDY STENOTYPIST 

The Reichszeitung der Deutschen Stenografen (Bey- 
reuth, Germany) reports that a girl of eighteen, Charl. 
Seld, of the Lichtenstein-Callnberg district, has mas- 
tered 300 syllables speed in her work. 
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thing to be desired in 
modern Commercial 


seating. 


Due to this ideal com- 
bination of superlative 


quality 


cost, Artility Chair Sales 
have increased enor- 
mously during the past 
year. You too can share 
the prosperity which 
other Artility Chair 
dealers will enjoy in 


months 








CHAIRS — 


ice 
FOR 





In dollar-for-dollar 
VALUE, Artility Posture 
Chairs enable dealers to 
keep a long jump ahead 
of competition. Com- 
fortable, well built, 
handsome in appear- 
ance, and priced at $2.00 
to $3.00 less than other 
high grade posture 
chairs, thev offer every- 


and moderate 





to come. 


SOLD THROUGH DEALERS ONLY 


We have an interesting proposition for dealers in every 


section. 


For illustrated folders and full®particulars, 


write us today. 


METAL PRODUCTS 





Lie 


ELKHART, INDIANA 
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STANDARDIZE ON 


eSUeECK ThlllN 
PAMENS .... 


FOR 
Copies 
Thin Letterheads 
Office Records 
Factory Forms 
Advertising 
e 
IDEAL FOR 
Air Mail, Branch 
Office and Foreign 
correspondence. 
e 








Specify one of the follow- 
ing papers. 


FIDELITY ONION SKIN 


RA 


bstence | 


o 
ela 4410) ae at linea?) Write for 
oocing Samples 


Vite and . ' bstence 8 





ESLEECK MANUFACTURING COMPANY 


TURNERS FALLS MASSACHUSETTS 
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CORRY-JAMESTOWN MOVES N. Y. OFFICE 
As a means of better serving its dealers and creating 
improved display facilities, the Corry-Jamestown 
Manufacturing Corporation, Corry, Pa., recently moved 
its New York City branch office and warehouse to 576 
Broadway. The former address was 134 Grand street. 
The office will retain the same telephone number. 





SHOWN HERE IS JAMES C. REYNOLDS IN HIS FLOWER- 
BEDECKED OFFICE SOON AFTER THE ROYVAL TYPE- 
WRITER CONGRATULATED HIM ON THE COMPLETION 
OF THIRTY YEARS OF SERVICE.—He is assistant factory 
superintendent at the Hartford, Conn., plant. 


a —_ 
ECONOMIZING IN THE OFFICE 

Waste remains a sign of stupidity regardless of how 
distasteful the idea of saving may seem to some. That 
saving of the right kind is intelligent, however, must be 
conceded, and that such saving may be interesting 
business appears to be the case after a study of a short 
treatise, Office Economies, by Eugene J. Benge ($2, 
Ronald Press, New York). A comprehensive table of 
contents and list of illustrations precede the hundred 
and fifty pages; an index closes them. The book is 
divided into four parts, covering forms, personnel, 
methods, and equipment and supplies. The treatment 
is very simple and to the point. It carries the flavor of 
practical experience, and is free from partisanship 
when such highly controversial subjects as the choice 
of typewriters, calculators, etc., come up. Well or- 
ganized, it will take little time for an interested person 
to leaf through it to find subject matter of particular 
interest to his individual situation. 

eavabiiipgena 

SOUTHERN TRAVELERS ISSUES NEW ROSTER 

The Southern Travelers Club, through its president, 
Jim W. Cooper, Jr., last month issued a new member- 
ship roster which was completed after several months 
of intensive work. Copies of the book are available 
to members of the club by applying to Secretary Charles 
Hucke 

According to Mr. Cooper, the organization is busily 
engaged in completing plans for a program of enter- 
tainment which the club will give on March 11—the 
first night of the Fourth Regional District Conven- 
tion which opens at New Orleans on that date. 

—_ 

BURGLARS ROB REMINGTON RAND BRANCH 

The establishment of Remington-Rand Inc., 512 Jop- 
lin street, Joplin, Mo., was burglarized the night of 
January 14. Entrance was gained by prying open the 
front door. Three portable typewriters and two sam- 
ple cases containing samples of filing equipment were 
stolen HDR 
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ROTOSPEED ANNOUNCES 


ITS NEW 


AUTOMATIC 


x 


MODEL ‘AA’ 





- » « A SIMPLIFIED AUTOMATIC DUPLICATOR 


In simplicity, no other machine, regard- 
less of price, is so easy to operate, to ad- 
just, to keep in order. Yet in speed, beau- 
ty, uniform printing and durability, this 
new Automatic Rotospeed can only be 
compared with the most expensive dupli- 
cators. With it, an inexperienced operator 
can print at the rate of 50 to 75 copies per 
minute and still obtain perfect registra- 
tion! 

Model *“*AA”’ with Automatic Feed ¢ 50 
and Open Cylinder...... 72 


The 








JACKSON 


Built like 
a Stone Wall 


for a 
Life time 


of Good 


Service 


ROTOSPEED CO., 


The automatic feed is foolproof! The ap- 
pearance is that of a machine costing 
twice as much! 

Here is a model that will really ‘“‘clean 
up” for you because it answers precisely 
the needs of that vast market that wants 
an efficient, automatic duplicator at well 
under $100! Write for all the facts! 


Model *‘AA”’ with Automatic Feed $9 950 
and Closed Cylinder.............. 


55 WILKINSON ST. 
.. . DAYTON, OHIO 





the 1200 
Grade 
Art Moderne 


An eye-fill- 
ing design 
that looks 


right and 
is right 


Pointing the way for the designers of tomorrow, this fine desk 


combines the charm of graceful simplicity in design with ample 
working and storage space, and the substantial construction for 
which all JACKSON DESKS are especially noted. The overhang 
of tops is reduced in this series and for that reason, the floor space 
requirement is 144 inches less. The desk is constructed with 
genuine walnut veneered top and panels and genuine walnut top 


rims and drawer fronts. (Also furnished in ma- 
hogany veneer.) The 1200 series is one of ten 
attractive, popular priced groups shown in our 
new No. 408 catalog, available to dealers on 
request. 


JASPER OFFICE FURNITURE COMPANY 


JASPER, INDIANA 
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FOR Insured 
PROFITS 


A NEW PRODUCT 


that fills a universal need and 











has created a universal demand 
sont 


There is a Reason 


It is the only 2 drawer unit that isn't top heavy. 

It is desk high. 

It is equipped with rubber tired ball bearing casters. 

It is equipped with a lock. 

The top slides back and drops down behind the file when it is 
opened. Each drawer is equipped with the expanding front 
and expanding follower block. 

Reference can be made to the contents of the folders without 
removing the folders from the file. 

It has practically the working capacity of a straight front 3 
drawer unit. 

it will increase the life of the folders 80%. 

it will save 50% in reference time. 

It will save 75% in filing time. 

Lawyers, Doctors, Engineers, Dentists, Insurance and Adver- 
tising Men, Commercial Artists, and others find this unit allows 
them to devote more of their time to professional work. Busi- 
ness executives have enthusiastically endorsed it. 

These features, and a nation-wide advertising campaign have 
created a golden opportunity for THE DEALER to make 
INSURED PROFITS 


Dealers! | AUTOMATIC FILE & INDEX COMPANY 
une Dept. 781, 629 W. Washington Blvd., Chicago, Illinois 















" SOCIAL ~~ / a DIFFERENT Pay RoLt OutFit | 
ITY! at a New Low PRICE 


> — re 


This hendy, modern visible outfit, com- 
plete with Payroll, Earning Record and 
Receipt Forms selis for from $3.00 for 
the 5-employee unit to $7.00 for the 
50-employee unit. 


DEMAND STILL EXISTS FOR SOCIAL 
SECURITY PAYROLL RECORDS! 


Most employers do not yet understand that records should 
be maintained to facilitate reporting under Federal and 
State Social Security Laws. 








Returns for 1936 were made simple because detailed in- 
formation concerning each employee's earnings was not 
required. This year, however, employers will be obligated 
to furnish complete reports which will be posted to accounts 
of all employees subject to the law. 


The payroll outfit illustrated will provide information for 
these returns with the minimum amount of bookkeeping 
expense. They sell on sightl 








The C.E. SHEPPARD CO., 


44-O1 21°' Street.- LONG ISLAND CITY, N.Y. 


! Write for dealer's proposition and Booklet SS-100 describing other 
' Sociel Security Forms. 








* _—— <— <= «=e < «eo oe om oe ee oe oe —_— 
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W. B. LARSEN IN SAN FRANCISCO 
FOR WOODSTOCK 
W. B. Larsen, well known in the typewriter industry 
for his long connection with the Royal Typewriter 
Company, Inc., in whose employ he held a number of 
executive positions, including that of general sales 
manager, is now branch manager for the Woodstock 
Typewriter Company at San Francisco. He was trans- 


ferred recently from the Woodstock office in Boston. 
aegis 





a | 


HIGGINS WINS.—For sales value and general attractiveness 
these newly-designed labels and bottles of Higgins Eternal 
black and blue black writing ink won honorable mention in 
the fourth annual five and ten cent packaging contest held 
recently in Rockefeller Center, New York. These bottles 
were the only stationery items to win awards in the contest. 


cxcemnsitililcaniaisiii 
ROTAPRINT APPOINTS FUGATE CHICAGO 
DISTRIBUTOR 

The American Rotaprint Corporation, Cleveland, 
Ohio, last month appointed N. E. Fugate, 19 South Wells 
street, Chicago, as its exclusive distributor for the en- 
tire state of Illinois. 

According to H. K. Baumgardner, president of the 
corporation, Mr. Fugate, who will operate as the Rota- 
print Company, has formed a complete sales and service 
organization and is putting new Rotaprint demonstra- 
tion equipment on display. 

Mr. Fugate possesses an excellent background of spe- 
cialty sales experience, having been formerly associated 
with the Dictaphone Sales Corporation and in recent 
years having successfully operated the Chicago Dictat- 
ing Machine Company. Mr. Baumgardner said that 
with the appointment of Mr. Fugate the corporation 
now has exclusive distributors in Philadelphia, Atlanta, 
Los Angeles and New York. This includes a strong and 
active organization in the New York area under the 
control of Edgar Floer, president of Rotaprint Ma- 
chines, Inc., 141 Broadway. 

Further evidence of the corporation’s expansion is 
the recent acquisition of 350 square feet of additional 
space at the company’s New York office to prepare for 


a new plate making service Gepartment. 
> 


UNUSUAL ADVERTISING 

A departure from the usual form of advertising is a 
wall chart containing names of Oklahoma state and 
county officials for 1937-38, put out by the Co-operative 
Publishing Company, Guthrie, T. H. Harman, president. 
Given freely to any one making the request for one or 
more, the only thing asked by the company is that the 
chart be placed prominently on the office wall. 

The chart itself is approximately thirty-two inches 
long by twenty inches wide, on heavy weight, dull fin- 
ish, cream-colored paper. The firm’s name, Co-oper- 


ative Publishing Company, in two-inch red letters, ex- | 
tends across the top of the chart, and with the excep- | 


tion of the address, Guthrie, Oklahoma, the rest of 


the information is in black. Services rendered are listed | 








EN-TR-KOTED 
SPELLS 
COMPLETE 


CARBON-COPY 








| 
| 
| 
| 
| 


SATISFACTION! 


More and more people are asking by 
name for CEN-TR-KOTED Carbon 
Paper and the perfected CEN-TR- 
KOTED Backing Sheet. For they 
find that this great CEN-TR- 
KOTED combination does give uni- 
formly sharp, clear, and clean im- 
pressions! This fast growing prefer- 
ence for CEN-TR-KOTED is the 
best reason of all for stocking it now 
.. . and recommending it to your 
customers. CEN-TR-KOTED gives 
better results . because it’s bet- 
ter itself! 


Send for our helpful 
booklet ‘‘Carbon 
Paper Facts.”’ It will 
be sent to you free on 
request and will give 


you many informa- 
tive facts on Carbon 
Paper. 





An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 
is a sure step toward greater profits. 
Write for our dealer proposition 


booklet. 
« 
GRAND PRIZE 





CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 


J. Francis O'Connor, Pres. 


Head Office and Factory: 1451 Harrison St., San Francisco 
Chicago: 608 So. Dearborn St. 


Houston, Tex. Portland, Ore. Denver 


Los Angeles 
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HIGH POINT 


OFFICE CHAIRS 







in the 
Chippendale 
period 
design 






No. 4210 


Quality 
chairs 
popularly 
priced, for 
volume 


sales 





No. 4211 


TO SELL and satisfy the trade with executive 
office chairs, the general design must meet the 
eye correctly, the upholstery be wholly com- 
fortable and of good wearing quality, the con- 
struction and finish durable and the cost within 
limits. 

That the HIGH POINT Chippendale Chairs 
pictured here meet these requirements is testi- 
fied to by the splendid volume of orders now in 
process or shipment. Dealers are invited to 
join with those now profiting by the growing 
sales of HIGH POINT Chairs. Catalog on 


request. 


High Point Bending 
& Chair Company 


HIGH POINT, NORTH CAROLINA 
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simply in the upper center of the chart, grouped on 
either side of a drawing of the firm’s building, under- 
neath which appears, “Great Printing and Stationery 
House of Oklahoma” and a mention of the size and 
floor space of the building. 

The body of the chart contains the names, their 
offices, and home cities of all Oklahoma officials from 
the governor, through the congressmen, state senators 
and representatives, state institution and school presi- 
dents and superintendents, inspectors, board chairmen, 
judges from supreme to county courts, to the wardens 
of the penal institutions. Complete lists of the counties 
and county seats, and the post office address of each 
state legislator and county commissioner are also in- 
cluded. 

The Co-operative Publishing Company carries a com- 
plete line of office supplies; office furniture; vault 
equipment, and county records; legal blanks, any court; 
and a complete line of school forms. It is a maker 
of blank books.—EVH 

a 
“CO-ORDINATED RATE GUIDE” 

A new convenience for all shippers and receivers of 
goods made its bow to American Industry recently— 
the Co-Ordinated Rate Guide, published by Consoli- 
dated Guide Corporation, and printed by The Cuneo 
Press, both of Chicago. 

A masterpiece of compilation, of obvious value as a 
time-saver for all shippers, this “Guide of Guides” 
is manifestly an outstanding feat of typography and 
book making as well. Bound in heavy boards, this new 
kind of guide has 1,350 pages most of which contain 
3,850 rates totaling millions of rate quotations. 

One thumb-index reference leads the user instantly 
to the comparative rail, truck, express and parcel post 
Shipping rates from 109 key points throughout the 
country to thousands of destinations. Air, water and 
foreign parcel post rates form important sections of 
the guide. A special section lists thousands of cities, 
towns and hamlets with the serving rail, truck and 
navigation carriers. 

Co-Ordinated Rate Guide is America’s first shipping 
Guide of its kind, according to the publisher’s state- 
ment. Its purpose is to supplant the many and sundry 
references heretofore necessary for the calculation of 
a shipping rate, thus saving the traffic man’s time and 


money. 
a 


HOTCHKISS ISSUES TWO DEALER AIDS 

As an example of its policy to help stationers sell as 
well as buy, the Hotchkiss Sales Company, Norwalk, 
Conn., last month announced the distribution to the 
trade of two new stapler counter displays. One is an 
ingenious design that permits the compact display of 
four popular models and provides a pocket for holding 
a copy of a new folder, “Unfolding The Hotchkiss 
Lines.” Printed in colors on heavy gloss stock, it 
presents an inviting appeal to the public and stimulates 
buying. 

The other is a smaller counter display and shows a 
humorous sketch of an animated old-fashioned stapler 
confined to a wheel chair. It bears this challenging 
title: “Does Your Stapling Machine Deserve OLD AGE 
RETIREMENT? Replace With A Hotchkiss.” 

—_—_—_ 
FOUNTAIN PEN MAKERS IN GERMANY 

Papier Zeitung (Berlin) reports an official statement 
indicating that there are in Germany 125 industries 
that are devoting most of their efforts to the produc- 
tion of fountain pens. It is stated that there are 1,582 
workers engaged in these plants. 
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Novellograph /Oc Copying Penc 
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A. W. Faber’s announcement of a complete copying 
pencil service in the 10c retail range won instant at- 
tention from Dealers. First, because when a house 
with A. W. Faber’s prestige sponsors a new product it 
is naturally Big News. Second, because Novellograph 
fulfills a widespread need for a quality 10c copyingA \, 
pencil. A pencil with an extra smooth lead of the\} 
right intensity that can be sharpened easily and 
holds its point for as many duplicate copies as are 
necessary. A finer, longer lasting pencil that copies 
neatly and clearly under all conditions. 


Dealers are finding a profitable market for Novello- 
graph. Don't you want a share ofthis business? Today 
write for samples and prices. Degrees medium, med- 
ium hard, hard, extra hard. Each degree polished in 
different color. 








SST NOVELL OGRAPH Sr AW FABER ,,' 





A. W. FABER, INC. NEWARK. N. J. 


Made in Bavaria 


THE DEALER IS OUR 
SOLE REPRESENTATIVE 


We regard the ribbon and carbon dealer as our 
primary distributor, and accordingly refuse to 
enter into competition with him through the 
medium of direct salesmen or through the main- 
tenance of company stores. The gratifying re- 
sponse from dealers all over the country, who 
appreciate the added profit margin possible, has 
shown us the wisdom of this course. 


CLEANGRIP CARBON PAPER and 
he ll STORMTEX RIBBONS, the leading members 
“Conos eer! of the COMPLETE LINE, are in themselves 
sufficient justification for concentrating on 


H. M. STORMS products. 


Write today for full information 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 
561 GRAND AVE. BROOKLYN, N. Y. 
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No. 2261 Flat Top 
Desk 60° =x 34 «x 
high. Eight 
pieces in complete 


20 |” 


series. 

















GIVE YOUR CUSTOMERS 
MORE FOR THEIR MONEY... 


Imperial desks embody special features that give 
them extra “eye appeal” . . . longer years of serv- 
ice . . . greater all-around satisfaction. 


That's why customers’ desk-dollars go farther . . . 
when they're invested in value-ful Imperial office 
furniture. And that’s why profits pile up faster 
. . « for dealers who sell quick-moving Imperial 
desks, tables, chairs and matched suites. 


The No. 2200 Series is one of many outstanding 
Imperial grades . . . with good proportions, fig- 
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Made of Combina- 
tion Walnut. 
Sturdy turned legs. 
Heavy cast brass 


knobs. 








ured Walnut drawer front overlays and heavy cast 
brass knobs ... a “big buy” for customers who 
want striking style and sound construction at a 
modest price. 

The Imperial Desk Selling Kit is your key to better 
office furniture profits. Write for your copy today! 
No obligation! ; 


IMPERIAL DESK COMPANY 
EVANSVILLE, INDIANA 




















This Fine Ring-Binder 
By DOPP-CRAFT 
Is Selling Fast 





With improving business this widely-useful ring-binder is 
having a great demand. Be sure you have it in stock—it will 
make sales for you. Turned edges, Talon zipper on three 
sides, two capacious leather pockets. Standard three ring 
booster metal for 11” x 8!” sheets. Top grain cowhide in 
four finishes; durable linings to match. Send for catalog of 
complete line. 


412 Orleans St. Chicago 


Have You Got It in Stock? 


CHARLES DOPPELT & CO. 


Opposite Merchandise Mart 





DR. “SCAT” 
TYPEWRITER 
REFINISHER 


and CLEANER - 
Here is a product sold Nae 
profitably by stationers 
and typewriter dealers REG. U.S. PAT. OFF. 
from one end of the coun- 

try to the other. It thoroughly refinishes 
platens, cleans type, numbering machines, ad- 
dressograph plates and other office appliances. 














Order Dr. “Scat” typewriter refinisher and 
cleaner now. Sold exclusively through sta- 
tioners, office supply and typewriter dealers. 


MANUFACTURED BY 


DR. SCAT CHEMICAL COMPANY 


178 N. Franklin St. Chicago, Il. 


Stocked by the following jobbers: Associated Stationers Supply Company, 
Chicago; Beecher, Peck & Lewis, Detroit; Frank A. Weeks Mfg. Co., New 
York: Carpenter Paper Company, Oklahoma City. Okla.; American News 
Company, New York; Zellerbach Paper Co., Los Angeles; and Shipman-Ward 
Mfg. Co. 
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THE NEW SALESMANSHIP 

Associated Authors, 222 West Adams street, Chicago, 
Ill., has published a small book, “The New Salesman- 
ship,” by George H. Read, sales and advertising coun- 
selor, setting forth principles of effective merchan- 
dising. Mr. Read, as will be expected by those who 
look beyond the fact of any specific sale, thinks of | 
business from what may be described as a professional 
viewpoint. Those who know business to be the job | 
of finding out about people’s needs and helping to 
meet them are constantly applying the principles Mr. 
Read points to. As principles they are old—as old | 
as the Golden Rule. As merchandising technique they | 
will be new to those who don’t believe the Golden Rule 
works, who are rigidly worshipful of a one-way cash 
register—when such individuals can be induced to un- 
dertake application of them. The book will be help- 
ful to those who have the qualifications for successful 
sales activity but are handicapped by an erroneous | 
concept of what selling is, a concept based on experi- | 
ence with short-sighted firms, employing methods de- | 
signed primarily to get names on dotted lines. | § 

Of special interest to readers of Office Appliances the 


is a quotation on page 36 from Clarence B. Noelting. | 
foe mn 


sales director for Faultless Caster Company: 


“We positively will not employ any salesman, regard- 
less of how high he ranks, that is not a good, upright, 
moral, religious man, for we believe that when a man 
has these qualities his mind is at peace with the world | 
and he can better present our proposition to customers | 
and prospects, and we also find that buyers have a | 
higher respect—not only for the salesman, but for the | 
house as well, when they employ this type of man.” 
Endorsement of such ideas for week-day use by a | | N D E LI B LE 
man enjoying practical success should help to make | 
the new salesmanship be applied more generally. C O P 3 | N G 
PENCILS 
When your ‘customer wants 
a copying pencil, give him one 
you can always be sure of — 
one in which your confidence 
and his has ALREADY been 
established. 
The pleasure in supplying 
something you believe in 


———— 
ENDACOTT BOOK STORE SOLD 
so prutyeg | is more than 
equalled by the satisfaction of 


The Endacott Book Store, Manhattan, Kansas, was 

sold January 1 to Ray and Fred H. Pollom of Manhat- 

tan. They own the Codp Book Store in Aggieville, the 

college business district, and they will retain this store, 

under the management of Ray Pollom, while Fred will 

manage the downtown store. 
Lawrence H. Endacott, vice-president for many years 
of the Kansas Book Dealers Association, started in the 
business as a student at Kansas State College, in Man- 
hattan, managing a book store at the college. For the 

your customer when he uses 

the pencil. The “Mephisto” 

will go all the way with him. 

lt will do better work than he 

thought would be possible 

from any copying pencil. It 

will last longer too. 

Let us send you complete 

"Mephisto" information, in- 

cluding samples and prices. 




















past fourteen years he has operated his own store on 
Poyntz avenue, carrying full lines of office supplies 
and furnishings, stationery and gifts, new books, school 
books, games but not toys, and a lending library and 
wallpaper department. The store has used the open 
display, with stepped-up fixtures and racks for maxi- 
mum visibility—ATW 
—— 
CODO APPOINTS TWO NEW REPRESENTATIVES 
The Codo Manufacturing Company, 509 South Frank- 





lin street, Chicago, last month announced the appoint- 
ment of two new representatives who have been added 
as part of the firm’s nation-wide plan of expansion. 

P. H. Caldwell, Tulsa, Okla., an experienced type- 
writer ribbon and carbon man, will represent Codo in 
Oklahoma, Kansas, and Missouri. He will maintain 
headquarters at Tulsa. 

The second appointee is L. H. Ketteringham, of New 
Orleans, who will represent the Codo Manufacturing 
Corporation in Louisiana and Mississippi, meanwhile 
maintaining his headquarters at New Orleans. 


| 


Coincident with the above announcement, it was re- | 


ported that Frank S. Cooper, president of the company, 


KOH-I-NOOR 


PENCIL CO., Inc. 


373 Fourth Avenue 
New York, N. Y. 
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321 Broadway, New York 
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’ 

START with the package—it’s a high- 

light in the Imperial line—colorful, eye-catching, rich 

looking, ‘beautiful. Both the typists and their em- 

ployers will agree that if the contents are as good as 
the Imperial package they’re very good indeed. 

It’s easy to prove the quality of the ribbon too. Just 
try one. Put it to any test you like. Note the quality 
of the write, the evenness of the inking, the clean, clear, 
Keep pounding away and note 
With 


another 


non-smudging type. 
how long an Imperial Typewriter Ribbon Jasts. 
quality in mind compare Imperial 
reason why Imperial draws the spotlight—and the 


prices 


business. 

Imperial has the answer for more business in your 
typewriter ribbon and carbon paper department. And 
Imperial not only gives you the goods but helps you sell 
them. A four square dealer policy plus the Imperial 
Merchandiser—the finest selling help any dealer ever 
had. The Merchandiser gives you and your men the 
information that helps sell carbon paper intelligently. 
Easy to use, easy to understand, it enables anyone in 
your employ to give quick accurate selling service. 
Write in right now and ask for all the facts on Imperial 


Ribbons and Carbons 


IMPERIAL MANUFACTURING CO. 
The Manufacturer with the Dealer’s Viewpoint 


Jwned and Operated by PEERLESS KEY CO., INC. 


401-407 Mulberry St., Newark, N. J. 





ERIAI 


DRAWS THE. 


SPOTLIGHT 


19S. Wells St., Chicago 
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has just returned from an extensive trip through the 
southwest and south during which he visited two or 
three cities in Mexico. He reports business conditions 
exceptionally good in all the territory he visited. 


nr 
ae 


Sri 


yy ihe 
P UTS Fa BY 


. 





STATIONER FEATURES UNDERWOOD 
IN A BIG WAY.—Here is an unusual 
method of advertising Underwood por- 
tables as employed recently by Schwa- 
bacher-Frey, one of the largest and most 
progressive stationery establishments on 
the Pacific Coast. A photograph of this 
signboard was taken by George Walker, 
portable typewriter division representa- 
tive, who sent it to the Underwood home 
offices where it was reproduced in the 
December issue of the UEF News. 


oaudiaieeenes 
JAMES A. HEAD, INC., MOVES 

On the tenth anniversary of its founding, the office 
supply and stationery firm of James A. Head, Inc., 
Birmingham, Ala., moved recently into new quarters 
at 2015 First avenue North. Some 15,000 square feet 
of floor space are in use including four stories and 
a basement. 

In the new home, James A. Head, president, an- 
nounced that his office and selling force had been 
doubled and a new contract department opened to 
handle the Heywood-Wakefield line of school furniture 
and auditorium and theatre seating, also the Kewau- 
nee Manufacturing Company line of laboratory and 
library equipment. The customary lines of office fur- 
niture and equipment and stationery will be carried. 

This concern recently furnished the fireproof equip- 
ment (Shaw-Walker Fire-Files, etc.) required by the 
Alabama Employment Compensation Commission to 
take care of some 350,000 persons. A $20,000 contract 
for equipment for four Gadsden, Ala., schools in a 
PWA project was also handled during the past year. 

Mr. Head, a young man still in his thirties, estab- 
lished his business in Birmingham in 1927.—-GHW 

——$_<—_—_—_— 
CLEVELAND NEWS NOTES 

Mr. and Mrs. Al Schlecht and son returned from Ber- 
muda where they enjoyed a mid-winter vacation. Mr. 
Schlecht who is secretary of the Cleveland Typewriter 
and Adding Machine Dealers Association, declared the 
trip was a novelty to both him and his family as they 
had never before taken a sea voyage. 


« > . 
Bob Novak, of the Horn Equipment Company, is back 
from an auto trip to Florida which proved very en- 
joyable. 


* * > 
The Reliable Typewriter Company has opened for 
business in the Advance building, Prospect avenue and 
east Fifteenth street. 


> > . 

The regular monthly meetings of the Cleveland Type- 
writer and Adding Machine Dealers Association were 
resumed in January, none being held since November 
due to the holidays. The sessions were held at Hotel 
Allerton with a good attendance and general business 
transacted. The city has notified members that they 
must pay a license fee but a protest is being made 
regarding some of the provisions in connection with it. 
A nominating committee will be appointed to select 
officers for the ensuing year —AED 
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Increase Your 
Sales in 1937 with 
Cur 900 Sorics 


Including a four drawer executive 
type, measuring 34 x 60, this series 
presents a real buy in all standard 
sizes of flat tops, typewriters and 


4 9 a ® 
table. You can prove the merchan- | n d liana | 
dising advantages quickly by or- 
dering one or more for your display D es k C Oo. 


rooms. Don’t miss this opportun- . 
ity to increase your profits. J asper«» In d lana | 








No. 913 











NEW INDIANA 


Quality 
Office 


CHAIRS 


WADE Ro 


8 n20té than 
& YEARS 





Give a 
thought 


to spring moving! Many offices will discard worn 
equipment and install new —some will refurnish 
complete. Take advantage of the season. Feature 
New Indiana office chairs, genuine leather uphol- 
stered, solid wood, school chairs, etc., all grades 
good value and popular price. We now use the new 
type of Flotilt Chair Control on all swivel chairs 
insuring smooth, quiet action. Send for catalog 
and details of our pool shipment arrangement with 
Indiana Desk Co. 


DEFIANCE moet CORPORATION NEW INDIANA CHAIR CO. 


2 SPRING STREET NEW YORK, N. Y. ; 
The CALENDARS in the BLUE BOXES. Jasper, Indiana 


No. 501 
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U. S. Patent 
No. 2,025,712 
A Respirator Cushion is a scientific seating device which 
can be used on all types of chairs. 

As different from old style seat cushions as a modern 
tuft mattress compared with an old fashioned feather 
tick. 

A necessity during hot weather; comfortable at all 
times. 

Every office chair in use represents a potential sale of a 
Respirator Cushion. 









Chair 


Cushion 


>. 
rd 


These illustra- 
tions demon- 
strate the action 
which takes 
place while 
cushion is being 
used; causing air 
currents to flow 
in and out of 
cushion, a re- 
spiratory or 
breathing ac- 
tion, providing 
a cool, comfort- 
able seat. 
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Watertown, 


L. M. Bickett Co. Wisconsin, U. S. A. 





Cross Section Views of Cushions in Use 





a Piirepre rere | 


ee terrreee? g 


ae 



























finished dull lacquer 
—mahogany and 
walnut finish. Three 
sizes: 48 « 30, 54 « 32 
and 60x34. 









with character 
—sturdily constructed 
—superbly designed 


The JASPER DESK CO. record of 
more than sixty years of desk build- 
ing proves our desks sell and satis- 
fy. Dealers make this combination 
of good quality and reasonable price BO Bas eee 

Our catalog New York, N. Y. 
showing all the wide range of styles ag gy oy 
sent on request. 


JASPER DESK COMPANY, 


especially profitable. 









New York Warchouse 


Ave., Telephone ROGers Park 
3644 


JASPER, INDIANA 
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PRUITT ISSUES VALUATION BOOK 
Marking the first time that the firm has issued such 
a publication with illustrations, a new and up-to-date 
office equipment valuation book has recently been pub- | 


—_ 





PRUITT’S VALUATION BOOK 


lished by the Pruitt Company, Chicago. The publica- 
tion is priced at $4. 


Containing forty pages and printed on a fine grade of | 


glossy paper, the book’s dimensions are four by eight 
inches—ideal for pocket or briefcase. With one or two 


exceptions the various pages carry illustrations of the | 


various machines handled by the Pruitt organization. 
Listed as Book No. 15, copies of the publication may 
be obtained by communicating with the Pruitt home 
offices at 172 North LaSalle street. 
vainninsecetiiliastinattils 
WASHINGTON STATIONERS FORMING 
ASSOCIATION 
As the first step in a plan to form a state associa- 
tion, stationers of Washington have recently appointed 
an organization committee, according to C. B. Rug- 
gles, president of the Seattle Stationers Association. 


Those named to the committee, which will remain | 


in charge until a board of directors is elected, are 


Rowland A. Waltz, John W. Graham & Company, Spo- | 


kane; A. K. Holmes, Seattle Office Supply Company, 
Seattle; C. H. Armstrong, Stationers, Inc., Tacoma, 
and C. B. Ruggles, Ruggles Stationery Company, 
Seattle. 

According to present plans the board of directors will 
be chosen from representative sections of the State and 
will begin its official activities by setting up a formal 
type of organization. 

sane 
VICTOR TRANSFERS GURTLER BROTHERS 

P. E. C. Gurtler recently took charge of the Victor 
Adding Machine Company’s Oklahoma City office, lo- 
cated in the Commerce Exchange building. He suc- 
ceeds his brother, C. A. Gurtler, who now has charge of 
the Dallas, Texas, territory. Victor sales in the entire 
Oklahoma territory are now being handled through the 
sales-force out of the Oklahoma City office. 

The new Duplex machines have assisted in giving 
Victor Adding Machine Company this year, the largest 
volume of sales in its history, exceeding the peak years 
of 1928 and 1929, Mr. Gurtler reports.—_EVH 
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YZ THE BEST PEN NA 





POPULAR 
FOUNTAIN PENS 


ILL replacements in your fountain 

pen stock with the Spencerian line. 
True to the name which they carry, 
these pens represent the utmost in 
writing ease. Real value, each of 
them, and priced to reach the fastest 
buying markets. 


No. 101 Sells at $1.00 


A sturdy pen designed for hard work and 
lots of it. The point is gold plated stainless 
steel, with an iridium tip that guarantees 
smooth writing and long wear. Full size, 
lever fill; holds plenty of ink. Gloss black 
or modern colors. 


No. 200 sells for $2.00 


The famous “Easy Quill’? Spencerian. A 
remarkably smooth and easy writing pen. 
14 kt. solid gold point, hard iridium tipped 
‘y to give long wear. A choice of fine, medium 





and stub point. Lever fill, holds large sup- 
ply of ink. Gloss black or modern colors. 


No. 250 sells for $2.50 


An extra fine point for experts. Used by 
accountants, auditors, Pitman shorthand 
writers. 14 kt. hand made solid gold point, 
flexible action, hard iridium tipped. Black 
only. 


PEN and PENCIL SETS. 


' The No. 150 combines the No. 101 fountain 
pen and a pencil to match, attractively 
boxed to sell for $1.50. The No. 300 com- 
bines the No. 200 fountain pen and a pencil 
| to match, sold in a bakelite box that has 
‘ ; many uses. 


Write for information in regard to display 
signs and handsomely finished cases. 


SPENCERIAN PEN COMPANY 
349 Broadway Dept. P New York, N.Y, 
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No wobbling. . 
Swivels 
freely on two 
complete rows 
of Ball Bearings 


FAULTLESS 
CASTERS 


Pick up a No. 2479 by the stem . . . and you instinc- 
tively know it’s a Faultless! You “feel’’ the built-in pre- 
cision workmanship, the snugly fitted double rows of 
bearings in their separate raceways. You can feel it swivel 
easier, roll smoother and you KNOW it will completely 
satisfy the most critical buyer. Just use this same simple 
demonstration to land more caster orders, and open the 
way to extra business on complete installations of office 


equipment. Write now for Catalog and facts. 


FAULTLESS CASTER CORPORATION 


Dept. OA-3 EVANSVILLE, INDIANA 
Branches in Principal Cities Canadian Factory: Stratford, Ontario 
Cushion Chair 
Glides 


Faultiless qutet 
Cushion Chatr Glides 
are mounted tn live 
rubber. Steel retnforc- \\ A 
ing frame prevents natl ; 
pulling out. Base ts of 
ardened steel, copper 
oxidized, impervious to 
wear 





Desk Cups 
Faultiess Unbdreakabdie 
Rocktte Cups and Ruberez 
Cups for heavy stationary 
Surntiure protect sioor 
covertngs Round and 
square shapes 
harmonizing brown shade 
that will not lose color. 























OFFICE APPLIANCES 


CHICAGO POLICE SEEK STOLEN TYPEWRITERS 

The Chicago police, through Officer John R. Walsh 
of the States Attorney’s office, last month warned deal- 
ers throughout the country to be on the lookout for 
a large number of typewriters stolen in a recent rob- 
bery. The machines are described as follows: 

Remingtons: LD-44602, LD-44617, LK-47475, LM- 
48518; New Remington noiseless: T-21848, T-21880, 
T-21881, T-21888, T-21925, T-21928, T-21944, T-21970, 
T-21982, T-21986, T-21987, T-21990, T-21995, T-21998. 

Royals: X-798569, X-798959, X-803806, X-801671, 
X-803933, X-798373. 

L. C. Smiths: 500446-8, 500596-8, 501521-8, 500458-8, 
500701-8, 501545-8, 500518-8, 500733-8. 

Woodstocks: N-303053, N-303055, N-303062, N-303067, 


N-303070, N-303073, N-303075, N-303086, N-303096, 
N-303097, N-303098, N-303100, N-303057. 
——_— =~ 


SERVICE IS THEME OF PROMOTION 

A free-assistance headquarters in the office supply 
department for helping customers in setting up pay- 
roll record sheets in compliance with the Social Security 
Act is the feature of a promotion by Kendrick-Bellamy 
Company, Denver. 

It is felt that the man who has the burden of figuring 
out the complicated record sheets taken off his shoul- 
ders will remember the store that did the favor, and 
trade there. Free information sheets are also offered. 

The promotion was featured in a three and three- 
fourth inch by four inch advertisement in the Rocky 
Mountain News. The plan of the service is to draw pay- 
roll sheet business, create good will, and as a result, 
add repeat sales —ATW , 


——i 


GENERAL FIREPROOFING FOLDER EMBRACES 
ORIGINAL IDEA FOR COVER 

A new and artistic six-page folder featuring the com- 
pany’s lines of office suites has recently been issued by 
the General Fireproofing Company, Youngstown, Ohio. 

Pleasing illustrations handsomely done in color are 
features of the folder which, however, shows its origi- 
nality in the clever cover. On this is depicted a gnome- 
like physician examining an aged and decrepit desk 
and diagnosing the article’s ailment as “repellent-itis,” 
a disease, the Dr. Gnome says in a special caption, 
very active in killing orders from prospects. 

R. S. Gildart, General Fireproofing advertising man- 
ager, explains that the clever figure of the “doctor” 
was moulded from clay, and the ancient desk was con- 
structed from cigar boxes. 

—_—_<—_—__ 


DUPLICATOR SUPPLY ISSUES NEW CATALOGUE 

Printed on a fine grade of glossy paper and en- 
closed in a modernistic and attractive cover, a new 
catalogue has recently been issued by the Duplicator 
Supply Corporation, Minneapolis, Minn. 

The new book features the Dusco line of Com- 
manders including the Nos. 40, 50 and 75. It also con- 
tains illustrations and descriptive matter on the cor- 
poration’s Dusco slipsheeter, shading screens, inks, 
correction fluid and Duscotype stencils. 


— a 


STORE FRONT IN ENGLAND 
An item in The British Stationer stated that a new 
store front had been installed by a stationer, whose 
establishment was founded 232 years ago. The new 
windows are not as ancient as those replaced, but the 
store and shop front have been done over several times. 


| This store handles both office and social stationery. 
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RIVER, 


Atay away from our door! 


That's what we said, but the charm 
didn't work. The Ohio River back- 


waters came right up into the plant. 


We've been working diligently to re- 
pair the damage, and expect to be 
back in normal operation by March 
Ist. 


Meanwhile, thanks to our many 
friends for their fine spirit of patience 
and indulgence. 


EVANSVILLE DESK COMPANY 
BUILDERS OF WOOD OFFICE DESKS 
EVANSVILLE INDIANA 





A New Product for 
Stationers and Dealers 


American 


**Junior’’ 


Perforator 





Weight 2 tbs., Length 6% In., Width 2% in., Height 5% in. 


Cuts any words, characters or figures up to a length of 1%% 
inches. Capacity 5 to 8 sheets. Gives an irrevocable identification 
by perforation. Every one of your present customers is a prospect 
for this desk size Perforator. 
DEALERS, DISTRIBUTORS and STATIONERS. 

the first perforator ever sold through deal- 


. 5 sales and greater profits—W RITE 


Machine 
This new machine, 
ers, opens a wi 
for details AT 


The American Perforator Co. 
625 W. Jackson Blvd. Chicago, Il. 











NQUIRIES 


solicited 


from progressive dealers in position 
to do justice to the sale and dis- 
tribution of a quality line of Type- 
writer Ribbons and Carbon Papers. 
For 35 years, the responsibility and 
resources of the 
CROWN Products have been equal 
to every emergency. 


manufacturer of 


Write in for samples and full par- 
ticulars. 


Crown Ribbon 
& Carbon Mfg. Co. 


Rochester, New York, U.S.A. 














“Cut out that ‘and duly noted,’ 
y; & Miss McNile” 
A 


oO 
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PHARAOH never gave his corrections a second thought. 
But, for Miss McNile, changing hieroglyphics on papyrus 
was an ordeal. That was before the day of Corrasable 
Bond. This Berkshire paper, with its patented surface, 
permits easy corrections of typing with an ordinary pencil 
eraser, leaving no gouged appearance. 

Corrasable Bond . . . made only by Eaton . . . sells itself 


because it demonstrates itself. Corrasable is one of 
the Berkshire typewriter papers . . . long the standard of 
quality in business and professional correspondence. 
Berkshire papers are nationally known and promoted. 


BE R°K 'S Retetiee 


ee - Fee PAPERS 
EATON PAPER CORPORATION * Pittsfield, Massachusetts 















Kost YOUR SMOKER 
SALES TO OFFICES! 


Take your choice of 43 striki new 
smoker designs—all equipped wit the 
patented exclusive Ash-Away push-button 
ash dispenser. Simple, foolproof, a mere 
flick of a finger operates the Ash-Away dis- 
penser —and drops ashes, butts and smoke Into 
an air-tight container out of sight and smell 

Promote Ash-Away smokers to offices 
to hotels—to clubs Tell your customers 
about the exclusive Ash-Away feature —and 
watch your smoker sales jump to new 
heights. Write today for new 1937 catalog 
and full information. 


SMORERS ¢ 


The Nagle-Chase Manufacturing Company 2811 No. Ashland Ave., Chicago, Ill. 


as 








PRICED FROM 
75¢ to 
$12.50 

RETAIL 











DARNELL 
Office Chair 


CASTERS 


¢ BUILD and HOLD 
BUSINESS 


Your customers will 
_ se the smooth, effortless, quiet operation 
of Darnell Casters. Famous because they 


Always SWAWAEE. and ROVE- 


—Darnell Casters have longer life and give the 
maximum of floor protection. Made of highest 
quality materials A ncn nacre Office Furniture 
and Appliances Factory-equipped with Darnell 
Products indicate the manufacturer's high regard 
for quality. 
The new Darnell Caster and Wheel Man- 
ual is now ready for distribution. 


DARNELL 
CORPORATION, LTD. 


P. ©. Box 4027-O, Ste. B 
Long Beach, California 








Featuring the Darnell Patented 
Double Ball-Bearing Swivel 








Write for 
FREE Sample 
Set of Darnell 

Neiseless Glides 
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8hoele adjustment 


or pencils —a real 














nd Special 

24 E. 22nd St., New York City Proposition 

36 N. Clinton, Chicago, Iilinois for Darnell 
Dealers 

















THE OFFICE PENCIL TALKS! 


Long, smooth writing, pencil points 
are the best salesman of Boston Pencil 
Sharpeners. Results count most—and 
Bostons win on this basis. Win with a 
winner by offering the Boston selling 
advantages to your trade: 

1. Only Bostons have Speed Cutters 

4 extra cutting edges give quicker 
service and 25° longer life. Boston 
Speed Cutters are all-steel (the best for 
the purpose). 

2. Appearance—Smart green lac- 
quered stands give an outstanding ad- 
vantage. Precision Built—throughout 
the line. 

3. The Boston | Year Guarantee. 
Protection to dealers, Bostons are not 
sold through Mail Order Houses. 


BOSTON 


i. SALAPENER 


Note Model K. S. a oo 


Exclusive Feature 


sales builder. 



















BOSTONS 
‘ CUT — 
|| NEVER SCRAPE 


|p ROM EO} \| 


PENCIL SHARPENERS 





C. HOWARD HUNT PEN CO., CAMDEN, N. J. 
ALSO MANUFACTURERS of HUNT PENS, SPEEDBALL PENS, CLIPS 
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UNDERWRITERS LAB HAS NEW CHARTER 

The Underwriters Laboratories, Inc., 207 East Ohio 
street, Chicago, Ill., has taken out a new charter as a 
non profit service organization in the field of fire pro- 
tection. There is no change in management or in tech- 
nical direction, and no interruption in the activities of 
the organization. The objectives of the organization, 
fully defined by the new charter state: “By scientific 
investigation, study, experiments, and tests, to deter- 
mine the relation of various materials, devices, con- 
structions and methods to life, fire and casualty haz 
ards, and to ascertain, define and publish standards, 
classifications and specifications for materials, devices, 
construction and methods affecting such hazards, and 
other information tending to reduce and prevent loss 
of life and property from fire, crime and casualty.” 

The National Board of Fire Underwriters will con- 


tinue the sponsorship of this organization, which has | 


an important influence on the office equipment field. 
a 
ADVERTISING CONGRESS SET FOR JULY 5 IN 
PARIS 

The French section of the Continental Publicity 
Union has completed preparations for the Third World 
Advertising Congress to be held in Paris from July 5 
to 10. 

According to committees, the members of which have 
been working on the project for several weeks, more 
than four thousand persons interested in the publicity 
and advertising business will journey to Paris from 
practically every country in the world, although the 
greatest number of delegates are expected from the 
United States and Great Britain. 

Those interested in obtaining further information 
and details of the event are urged to write to the man- 
agement of the Congress, 27 bis Avenue de Villers, 
Paris (XVIlIe), France. 

> 
REICHSPOST USES MANY OFFICE MACHINES 

The German Reichspost makes use of 8,407 bookkeep- 
ing machines, 6,513 adding machines, 516 calculators, 
149 cash registers, 5,631 standard typewriters, and 4,832 
portable typewriters. There are 361 addressing ma- 
chines in service, supplemented by 142 embossing 
machines for making address plates. Stencil duplica- 
tors are favored in preference to other types, 564 rotary 
duplicators being employed. Thirty-seven type-print- 
ing duplicators are used also. With the thirty-two 
check protectors and fifty-two dictating machines in- 
cluded, the Reichspost has a total of about 22,420 office 
machines functioning. 

oe 
BUDDE & WEISS WINS COUNTY CONTRACT 

Budde & Weiss Company of Jackson, Tenn., office 
equipment manufacturers, was awarded in January 
contract for seats for the two court rooms in the Frank- 
lin county new courthouse recently completed. The 
equipment is to be delivered within forty days. Bids 
were also received on steel equipment, desks, cabinets, 
bookshelves and other articles for the new buildings 
and awards to be announced later.—CG 


os 


STROMBERG OPENS COLUMBUS OFFICE 
The Stromberg Electric Corporation has opened a 
branch office at 5 West Broad street, Columbus, with 
T. D. Ricketts in charge. Mr. Ricketts has been con- 
nected with the Cleveland offices of the company until 
he opened the Columbus territory, which includes 
eighteen central Ohio counties.—AK 


STOW-DAVIS 


fine office furniture 











Stow-Davis recognizes the increasing trend 
toward modern design in the furnishing of 
The desk illustrated above is 


but one of many distinctive groupings in 


fine offices. 


various price ranges of the modern designs 
which constitute a large proportion of 


their stock line. 


Dealers desiring fine office furniture de- 
veloped along the line of modern design 
will find in the Stow-Davis lines the most 
comprehensive groupings and selection 


offered by any manufacturer. 


Distinct and exclusive Stow-Davis patterns 
permit a wide expression of individual 
preference and taste in the furnishing of 


fine offices. 


Stow-Davis manufacture only the highest 


quality of office furniture. 


Dealers who are interested in the better 
grades of office furniture are invited to 


write for our new 96-page catalog. 


Grand Rapids, Michigan 








STOW & DAVIS FURNITURE COMPANY 
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WINDOW ~——_ 
& COUNTER Soe | 
DISPLAY 
RACK 


(ADJUSTABLE) 





























NATIONAL 
SPONGE RUBBER CUSHIONS 


®@ ECONOMY LINE 
VELVET CORDUROYS 
RICH PILE VELOURS 


CONVERTIBLE LINE 
WOVEN CANE AND CORDUROY 
OTHER SIDE 


@ DE LUXE LINE 
CORDED BOXED EDGES—UP 
HOLSTERED WITH RICH PILE VELOUR 


The Complete Quality 
Line at Popular Prices 


Attractive Discounts e 


Write for Descriptive 
Circular 


| 
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OFFICE EQUIPMENT MEN SUPPORT FALSE 
ADVERTISING BILL 


A bill to curb false advertising has received the ap- 
proval of the office equipment leaders in Colorado. The 
bill has been introduced in the Colorado thirty-first 
general assembly by Representative Truman Hall. 

According to S. Bukka of the Mutual Furniture and 
Fixtures Company, 1928 Arapahoe, Denver, the bill will 
serve to put the unreliable office equipment dealer 
out of the field. He says, “I would say that the office 
appliance field in Colorado is free from fraudulent 
advertising. The most that can be said is that some 
of it is misleading. 

“And the only dealers who resort to misleading ad- 
vertising are those who are unreliable. They are the 
very ones that the Colorado dealers are campaigning 
against. Therefore, we are definitely for this bill to 
prevent such advertising practices.”—ATW 

a 
OFFICE MACHINE GUILD IN AUSTRIA 

Papier Zeitung (Berlin) reports that a guild of office 
machine dealers has been organized in Austria, dealing 
in electrical and technical equipment. The scope of 
the organization includes office machines and rubber 
goods. K-R. Ing. Wilhelm Bonwitt was chosen presi- 
dent. He is associated with Dr. P. Holitscher & Com- 
pany; Mr. Otto Gibian, of the Rex Company, president 
of the Office Machine Dealers Association, is vice presi- 


| dent. Other associates are Ing. Leopold Gruber, general 


NATIONAL OFFICE CUSHION CO. 112, S840: | 











SELLS 
\TSELF 


Everyone who uses price books, 


loose leaf notebooks, or loose leaf folders wants this 
life-time paper punch. 


Ideal for salesmen, stenographers, engineers. 
students, executives. It punches a clean % inch hole, 
% inch from the edge of the paper and can be carried 
in a purse or vest pocket. 


Presto punches are carded singly or mounted 
in dozen lots on attractive counter display card—twelve 
cards to a carton. 








Customers see them—try them—buy them. 
Write for samples and discounts. 


METAL SPECIALTIES MFG. CO. 


3210 Carroll Ave. Chicago, Ill. 











director of the D. Gestetner Rotary G. m. b. H.; Karl 
Kral, Gratz, and Ing. Rudolf Zweierzina, Vienna. 


a 
LYNN ANNOUNCES NEW TELETYPEWRITER 
PAPER ROLLS 
A four-sheet folder containing information on its 
new improved certified lint-free teletypewriter paper 
rolls has recently been issued by the Lynn Paper Prod- 


' ucts Manufacturing Company, 2000 Howard street, De- 


| copy and the blue “auto copy.” 


troit, Mich. 

The four styles which are available to dealers im- 
mediately are the single copy, multiple copy, duplex 
Prices and samples 
of these and other color combinations and special sizes 


_ will be furnished on request. 


— 
WAGNER’S NEW CATALOGUE 

A new twenty-page catalogue of office accessories 

has recently been issued to the trade by the Wagner 

Furniture Company, Wind Gap, Pa. The booklet con- 

tains illustrations of desk trays, waste baskets, cos- 

tumers, telephone tables, combination cabinets and 

typewriter tables. Copies may be obtained by writing 
to the company’s home offices. 
es 

THE DOUBLE VALUE OF A GOOD SLOGAN 

L’Efficience (Brussells) stated that a good slogan has 

a double value; it attracts favorable attention from 

possible clients, and it encourages the personnel of the 

business to give better service. When a business estab- 

lishment has a good slogan, it makes an effort to show 


itself worthy. 
ee 


MARTIN STARTS ON SOUTHWESTERN TOUR 


S. A. Martin, merchandising manager of the Auto- 
matic Electric Sales Company, Chicago, last month 
began a lengthy tour of the southwest and coast ter- 
ritory in the interest of his firm. In addition to con- 
tacting the various agencies and visiting the trade Mr. 
Martin will appoint three divisional representatives be- 
fore he returns to the home offices of the company. 
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THRU FLOOD A AND MUD! 
BUT STILL AS BRIGHT AS NEW 


Cook's Stainless Steel Filing Signals retrieved from the residue of a a 
flood of 1936 proved to be as bright and colorful as when placed in stock 


igaladie 


STAINLESS STEEL FILE sHenms 


46 


TARNISH 





Cook's Filing Signals are 
made entirely of stainless 
steel, and are furnished in 
twelve bright, fast-color, 
non-chipping enamels. 
The long service they give your customers is your best reason for 
stocking the full line. Easy to attach; won't shift or catch onto 
other papers. Made for all modern systems. Write for prices, 
discounts and samples. 


THE H. C. COOK CO., 14 BEAVER ST., ANSONIA, CONN. 
Signals for Every Modern Filing Requirement 


ee 
STATIONERS’ SPECIALTIES 








No. 2V—The New 
Low Tab Signal 








SATISFIED CUSTOMERS 
REPEAT SALES 
PROFITS 


- are assured by the uniform 
copying qualities and dependable 
performance of 


COPYBRITE 


(non-cellulose) 


STENCILS 


Attractive dealerships still available. 
Write for samples and particulars. 


COPY PAPERS, INC. 


517 South Wells Street Chicago 
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Let the Hanson Merchandising Plan 
Help You to 


SELL 
MORE (1 
SCALES/ ( a 


OU realize, of course, 

that every business 
office should possess an - 
efficient postal scale, because of its general con- pownas 
venience and the postage it saves. But no mat- $y haly 
ter how seeming the need, there still remains the 
problem of transferring scales on your shelves into 
active service. Even Hanson scales, though perfectly 
constructed and comprising every known improvement, 
need to be backed by a successful merchandising plan. 
There is such a plan—““The Hanson Weigh,” plus per- 
sonal service especially adapted to your particular sales 
problems. Hanson dealers are provided with this 
service. Hanson scales must—and do—move into 
their ultimate mission—that of giving unvarying and 
efficient service to industry. This is the objective of the 
Hanson Merchandising Plan. Send for it now. Let it 
establish for you a profitable postal scales department. 


Hanson Scale Co. 
525 N. Ada St. Chicago, Ill. 






























Uerhex 


FILE 
POCKETS 


still lead the way to 
greatest filing satisfac- 
tion. 

Sturdily constructed 
from first-quality red- 
rope stock, their lasting 
serviceable qualities 
make them the cheap- 
est buy in the long run. 


“Vertex” Pockets will 


satisfy your customers 


ALVAH BUSHNELL Co. 


925 Filbert Street PHILADELPHIA 



























































OFFICE APPLI 





ANCES 

















EVERY BANK AND 
BUSINESS FIRM 
IN YOUR CITY 
Needs This == 


Faster 





Figuring 
System! 


Calculations that used to require hours of tedious 
figuring are determined instantly with Meilicke Calcula- 
tors. Each Calculator has all the answers tabulated in 
convenient form. Any employee can use Meilicke Sys 
tems without special training. No keys to punch. No 
levers to pull. Just tip the card and copy the answer. 


The Meilicke line includes: 
Social Security Act Payroll Calculators 
Commercial Calculators for Time and 
Piece-work Wage Rates 
Savings Bank Calculators 
Yard Goods Calculators 
Freight Calculators 
Coal Calculators 
Lumber Calculators 
And many other units for every requirement. 


Sold on ten day free trial basis. Nationally advertised. 
A profitable business builder for you. 
Ask for details now. 


Meilicke. Systems, Inc. 


3468 North Clark Street CHICAGO, ILLINOIS 


| 








LONG RECOGNIZED 
SPECIALISTS 


IN 


HECTOGRAPH 
CARBON 


For All 
GELATIN and SPIRIT TYPE 
DUPLICATORS 


We are specialists in the manufacture 

of Hectograph Carbon and Ribbons. In 

fact we are recognized as having de- 

veloped one of the best and most com- 
plete lines on the market. 


We can meet every Hectograph Dupli- 


| cating Requirement. It will pay you to 





send for prices and samples. 


PHILLIPS PROCESS CO., Inc. 
82 St. Paul Street Rochester, New York 














YOU SEE BEFORE IT PRINTS! 


WITH THE 


AMERICAN VISIBLE 
NUMBERING MACHINE 


Model G) 3 Movement $12 


Model Lever 
® Movement $12 


Model €) 9 Movement $15 


WRITE FOR OUR LATEST 
a FOLDER DESCRIBING ALL MODELS 
-429 

6o4 3 21 AND DEALERS’ DISCOUNTS 


AMERICAN NUMBERING MACHINE CO. 
ATLANTIC AND SHEPHERD AVES., BROOKLYN, N. Y. 
CHICAGO BRANCH: 105 WEST MADISON STREET 




















WARNING! 


Over 2000 schools throughout the country 
have enthusiastically entered classes in 
Esterbrook’s Second Annual Gregg Short- 
hand Contest. 

Be sure you feature the Esterbrook Fountain 
Pen with the OFFICIAL Gregg Re-New- 
Point. This is the fountain pen and point that 
is endorsed by the Gregg Shorthand System 
for use in all classes teaching this system. 
Dealers all over the United States are getting 
inquiries from the students of these schools. 
Check your stock today. Then place your 
order at once for early delivery. 


bstertrvvk 


Re-New-Point 
FOUNTAIN PEN 


ESTERBROOK PEN CO, 
Camden, N. J. 
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ECONOMY COMPANY MOVES 

The Economy Office Supply Company last month an- 
nounced its removal from the Peninsular building at 
154 Louis street, N.W., Grand Rapids, to the Leonard 
building, 40-50 Market N.W. 

The removal was announced by Jay C. Oom and S. C. 
Herrema, president and secretary of the company re- 
spectively, who said that the firm has experienced 
steadily increasing business since its founding in May, 
1935. 

The new premises, which will afford three times 
the space formerly available, has been leased for a 
term of five years. 

~~ 
ART OF THE BOOKBINDER 

Carlisle’s Stationery Suggestions, issued at San Fran- 
cisco by A. Carlisle & Company, Upham & Rutledge, 
gave readers some helpful information regarding bound 
account books. An illustration in colors showed bind- 
ings in half Russia, three-quarter Russia and full 
Russia, giving bookkeepers and office folk gener- 
ally an opportunity to know what the terms signify. 

> 
VALENTINE BECOMES IBM 100 PER-CENTER 

Recognition of the work of Charles I. Valentine, sales 
agent in the Chattanooga office of International Busi- 
ness Machine Corporation is contained in official an- 
nouncement in January of his admittance to the com 
pany’s “100 per cent club” of sales leaders. As a mem- 
ber of the club he will attend the annual convention in 
New York.—CG 

ied ‘ 
WITTKOWSKI TEMPORARILY HEADS SMITH- 
CORONA DES MOINES BRANCH 

Mr. Carl A. Wittkowski has been appointed acting 
manager of the Des Moines branch of L C Smith & 
Corona Typewriters Inc. Illness of Manager Frank L. 
McCaughey made it necessary for him to temporarily 
retire from the active management. Mr. Wittkowski 
has been connected with the Des Moines branch in 
various capacities for the past twenty years. 

<> 
ENGLAND’S MARITIME SOUVENIRS 

The nautical spirit of England comes to the fore, ac- 
cording to The British Stationer, in novelties offered 
through the stationery trade. American newspapers 
have commented on attractive souvenirs fabricated 
from the teak boat decks of naval and commercial ves 
sels. The teakwood is fashioned by disabled ex-service 
men, who make from the deck timbers such souvenirs 
as pipe racks, rocker blotters, cigarette barrels, etc. 

> 
ARROW FEATURES HOECKEL’S STORE 

A neon arrow, located five stories high, points to 
the location of Hoeckel’s, prominent Denver office ap- 
pliance store. Made possible by the fact the adjoining 
building is only three stories high while the building in 
which Hoeckel’s is located is five stories high, the arrow 
and accompanying sign is fastened to the side of the 
latter building near the roof and close to the front. 
The sign has but recently been erected.—Bart. 

+ 
DAVIS BUYS OUT PARTNER 

Charles B. Davis has purchased the interest of his 
partner, W. C. Rappe, in the Birmingham Stationery 
Company, located at 2030 Fourth avenue, North, Bir- 
mingham, Ala. This concern handles products of 
Filing Supply Company, and S. S. Stafford Company, 
Corry-Jamestown Manufacturing Company, Oxford, 
and others.—-GHW 





900 E. 95th St. 


“MAIL IT TO VAIL” 


PLEASED 
CUSTOMERS 


Make Your Business. 


Satisfied Dealers 
Make Ours 


Be a Vail dealer—a satisfied 
dealer—and assure yourself of 
a growing patronage among 
customers who appreciate 
quality merchandise in such 
everyday necessities as clips, 
pins, thumb tacks, brass fas- 
teners and staples. Such cus- 
tomers mean a growing busi- 
ness for you and for us. 


The Vail dealer moves his 
stocks rapidly. They are at- 
tractively presented, and their 
performance checks with the 
good first impression they 
make. Thus they capture the 
first-time buyer and hold him 
as a steady buyer. 


The Vail dealer is a protected 
dealer. Cooperation with him 
is essential for mutual profit. 
He receives prompt and in- 
telligent service. Vail is 
equipped to give it—and Vail 
gives it. Prices are right. 
Stock Vail Products. 
Price list and specifica- 
tionsen request. 


VAIL 


MANUFACTURING 


COMPANY 


Chicago, 
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Y 
iia to the eye, if sells! Sparkling in 
its clean-cut impressions, it is light to the 
touch, positive in operation. Streamlined in 
design, it is physically strong and completely 
enclosed. It protects the hands, desk and 
papers from smudging that frequently at- 
tends the use of old-fashioned, open band 





daters. 

® FUL-KLEEN is America’s only truly 
MODERN dater in design, material and scope—a “premium” 
item, at no premium in price. Details by return mail. Why 
not send for a sample dozen instead? 


a 
SHEATHED PROTECTION 
F U L T oO N SUPERB BEAUTY 
SPECIALTY Co. UNPARALLELED UTILITY 
Elizabeth, N. J. 


FULTON 


Sales Office: 
200 Fifth Ave. 
New York City 


FUL-KLEEN 


America’s Only 
MODERN Dater 





Your biggest bargain is not the lowest 
priced item—but the highest quality 
at reasonable prices. 


Maximum user service and satisfac- 
tion your best guarantee of profitable 
repeat business. 








Little’s CARBONS & RIBBONS | 


The Standard of Comparison 


—products of the best ribbon and 
carbon brains, finest materials and 
most modern manufacturing equip- 
ment—TOP quality in any company 
and sold through commercial station- 
ers. Prompt service, reasonable 
prices, LOYAL DEALER COOPERA- 
TION. 


A. P. Little, Ine. 


ROCHESTER, N. Y. 
New York Office: Bible House, Astor Place 
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OFFICE APPLIANCES 


NEW DISPLAY FOR MARKWELL DEALERS 

Equipped with an electric flicker attachment to as- 
sure instant attention, a new counter display featuring 
the company’s line of improved office type fasteners, 
has been issued to the trade by the Markwell Manufac- 
turing Company, Inc., New York City. 

In addition to supplying its dealers with mats and 
electros, leaflets, blotters and leaflet dispensers, the 
Markwell organization also furnishes free the services 


| of its advertising and layout departments who work 





| Act. 


with dealers in setting up appropriate advertising for 
their individual establishments. 

For any of the above advertising matter or service 
dealers are invited to write to the Markwell home 
offices at 200 Hudson street, N. Y. C. 

— = 
McRAE GRANTED LEAVE OF ABSENCE 

Owing to illness, K. D. McRae, manager of the Wash- 
ington branch of L. C. Smith & Corona Typewriters 
Inc., has requested a leave of absence in order that he 
may devote his time and energies toward getting well. 

This request has been granted and T. M. O’Brien, 
formerly manager of the Baltimore branch, has as- 
sumed the duties of acting manager at Washington. 

J. J. Enoch, who has for nine years been connected 
with our Baltimore branch, has been appointed acting 
manager at Baltimore. 

——— - = —— 
MERTON HART STORE MOVES 

As a means of securing more floor and window dis- 
play space, the Merton Hart typewriter store last month 
was moved from 138 American avenue to 245 East 
Broadway, Long Beach, Calif. 

Mr. Hart has been in business at Long Beach for the 
past nine years and for a similar period was a type- 
writer salesman there. He is an authorized dealer for 
all makes of portables and specializes in Mittag & 
Volger ribbons, carbons and duplicator supplies. 

THE INFLUENCE OF MACHINES 

(L’Efficience, Paris.) Machines are implements; they 
are neither gods nor monsters. The machine itself is 
no more threatening than a saw or a hammer. 

Crimes have been committed with the aid of ham- 
mers. But no one thinks that a hammer is anything 
but a unit in a case of implements. 

The man making machines has, afar, distanced the 
man organizing them, because the governments let the 
inventors alone and put all sorts of restrictions, as well 
as imposing heavy taxes, on the entrepeneurs. 

If the promoters had been as free as the inventors, 
there would not be the clamor against the machine. 

— 

MIDWEST TRAVELERS ENROLL TWO MEMBERS 

The Midwest Travelers Club, Kansas City, Mo., last 
month enrolled two new members, both of whom were 
welcome to the organization’s ranks at the regular 
monthly meeting. 

The new members are Milton C. Shuster, well-known 
representative of Charles M. Higgins & Company, and J. 
W. Swindells, who represents The Globe-Wernicke Co. 

—_———__—_ 


NEW PAYROLL CHECK 
The Columbus Bank Note Company, 40-48 East 
Spring street, has designed a new type of pay roll check 
with “detachable voucher” arrangement showing de- 
ductions made under provisions of the Social Security 
Each employe is given a receipt showing the exact 
amount of the deduction. —_AK 
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GET THE ORDERS 


fi & C suporor features 


E 





No. 1 Eft & C 


1. Scientific Posture Principles 
2. Sturdy Underseat Construction 
3. Genuine Leather Upholstery 
&. Sponge Rubber Seat Padding 
5. Five Year Guarantee 
6. Ball Bearing Swivel 
7. Ball Bearing Casters 
8. Ease of Adjustments 
9. Saddle Shaped Seat 
10. Prompt Service 


Sold Exclusively Through Dealers. 


The Fritz-Cross Company 
304 East Fourth St. St. Paul, Minnesota 


Write for Catalog 














EAGLE- 
OTTAWA 








Leather 


Perfects 
the 
Sale 








That trite old saying 
"A pleased cus- 
tomer is the best part 
of the sale’ still 
holds true. You 
wouldn't knowingly 
take a single risk in making a sale of office furniture. You 
take no risk when you specify Eagle-Ottawa leather. No | 
finer furniture covering is on the market. Furthermore, 
it helps you make the sale because it has that “quality look” 
on confidence. So, always specify Eagle-Ottawa 
eather. 


EAGLE-OTTAWA LEATHER CO. 
GRAND HAVEN MICHIGAN 


The Standard Name For Fine Leathers 





Salesrooms: 


San Francisco 569 Howard St. 
Los Angeles.. 1012 Broadway Place 
Portiand...1238 N. W. Glisan St. 
0. Box 386 


New York 2 Park Avenue 
Chicago.912 W. Washington Bivd. 
St. Lowle.... cee 4602 Locust St. 

High Point, N. C...........+ P. 
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MOST OF YOUR TRADE WANTS 
A TABLE JUST LIKE THIS! 





St. Johns Office Table No. 24 
Northern Grey, Elm: gold- 
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“Favorites 
Sinee 1868’ 


ST. JOHNS TABLE CO. “wit: 


Office Furniture Warehouse Co., 573 Broadway, New York 


keds all’ ths tel | 
abet ie STEVENS 


TALK, TALK, TALK—Groups here, 
groups there—in club lounges, drawing 
rooms, parlor cars, at the bar on the 
new streamliners. Excuse it please, we 
listened in. 


The buzz was all about the new joy of 
living that has invaded The Stevens; 
new services stepping up the comfort 
for travel-wearies; the after-dark enter- 
tainment adventures beckoning those 
who like a flare to their living. 


It's grand to know that people like the 
things you do to make life more pleasant 
for them—to hear so many of our friends 
marveling that so much Jiving can be 
had for so little paying. This kind of 
gossip is a good thing. 
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Tuidi Ul 


Look for this TRADE MARK 
when you look for Ring Books. 
For the past 30 years it has 


stood for quality plus. 


The most complete line of Ring 
backed by a 


manufacturer whose policy is 


Books made 


100°, for dealer cooperation at 


all times. 


Why not switch to 


TRUSSELL Now! 


TRUSSELL MANUFACTURING CO. 
Poughkeepsie N. ¥ 














OFFICE APPLIANCES 














M KELEAN” 


Unground Ball Bearings for the 
Metal Office Furniture Industry 
(U. 8. Patent 1.783.633. Canadian Patent 334.059. Other patents pending) 

All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any 
desired shape. (No soft stampings used whatsoever.) 
For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 95% of filing cabinet drawer 
slides in United States and Canada operate on “Kilian” 
unground bearings. Samples made to your specifi- 

cations. ; 


Kilian Manufacturing Corporation 
107 North Franklin Street Syracuse, New York 
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INTERNATIONAL 


7, Vw 2 ae € YS GS 


G0S800000806098 
A NATIONALLY KNOWN ITEM 


IS SECURITY 
FOR THE 
PURCHASER 
AND A PROFITT- 
ABLE SALE 
FOR THE 
DEALER 








Munson Suppry Co., 348 Hudson St., New York City 
Please send information about the New Key 
—New Package and Counter Display to 

Name. . 


Address 





Cily... ' “a Stale... 














No. 1104—66"x36" 


A RISHEL MODERNE 


In Genuine American Walnut 


Style—Craftsmanship—Beauty 


Ask for New Catalog 
of Complete Line 


Some Desirable Territory open 
for Experienced Salesmen 


J.K. RISHEL FURNITURE COMPANY 


Williamsport, Pa. 
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MILWAUKEE CHAIR ISSUES NEW CATALOGUE 


The Milwaukee Chair Company, Milwaukee, Wis., has | 


recently issued a new office chair catalogue, fifty-six 
pages of interesting chair information. It is hand- 
somely bound in a two-color cover and is printed 
throughout in two colors. The book also includes 
twelve four-color display pages illustrating fine office 
interiors and shows many new designs developed dur- 
ing the past year. 

In keeping with its policy the Milwaukee Chair Com- 
pany, which has made fine office chairs for over a half- 
century, stresses in the new catalogue quality in de- 
sign and craftsmanship. Copies may be obtained by 
writing to the company’s home offices. 

McDONALD JOINS POMERANTZ 


John McDonald, for a considerable time connected | 


with Plimpton’s, Hartford, Conn., 
organization to join A. Pomerantz & Company, Phila- 
delphia, where he will assume charge of the loose leaf 
and systems sales on March 1. 

Mr. McDonald has long been a popular figure in all 
Connecticut valley stationer circles and leaves behind 
a host of friends who wish him the best of luck in his 


new undertaking. 
—<g—____ 


SELLS CAFETERIA 350 GF ALUMINUM CHAIRS 


One of the largest single sales of General Fireproofing 
Company aluminum chairs was made recently by the 
Zac Smith Stationery Company, Birmingham, Ala., 
when it filled an order for the Melba cafeteria of that 
city for 350 chairs. 

Although considerable spirited bidding for the big 
order was experienced when the restaurant’s wants be- 
came known and officials of the cafeteria examined and 
inspected many grades of chair in their efforts to find 
a suitable article, the General Fireproofing aluminum 
chair was eventually chosen because of its durability, 
sturdiness and light weight, according to the stationery 
company making the sale—-GHW 

a 
TORRESS JOINS GAYLO COMPANY 


A. Torress, formerly export manager for organiza- 
tions outside of the stationery industry, last month 
accepted a similar position with the Gaylo Manufac- 
turing Company of Chicago. Mr. Torress possesses a 
wealth of experience gained through many years as 
export manager with other Chicago business houses. 

——_$——g>—___—_ 


BROWN PAPER COMPANY APPOINTS NEW DEALER 


The Jefferson Paper Company, Birmingham, Ala., last 
month was appointed agent in that territory for 
Brown’s linen ledger, the 100 per cent white linen and 
cotton permanent record paper manufactured by the 
L. L. Brown Paper incite Adams, Mass. 

- 
CANDIDATES FOR PARLIAMENT REPORTERS 


Of the dozen candidates who presented themselves 
at the last meeting of French parliamentary stenog- 
raphers, only two have been classed, in this order: 
First, M. Delbecchi; Second, M. J. Ziegler. 
nographe Ilustré.) 


i ee — 


TANGORA GETS THE “PLAY” 


Le Stenographe Ilustré (Stenography Illustrated) 
issued at Paris, France, showed a picture of Albert 
Tangora, American typewriter speedster, with a group 
of European typewriter experts. 


(Le Ste- | 


last month left that | 
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AN ADDED PROFIT field for you 


Many have found they could 
get business with this line 
which formerly was sent to 
direct selling manufacturers. 
The repeat business comes 
automatically. For ts 
sake, investigate this new field 
for your efforts. 


Many dealers have already 
experienced the satisfaction 
of selling Liberty Permanent 
Storage Binders to a respon- 
sive trade .. . re-orders 


have played a merry tune on 


the cash registers. 


15 STOCK SIZES + Any special 


and we mean ANY SPECIAL. Any size, one binder or a thou- 
sand. Exceptional service. The 15 stock sizes provide for 
business forms in ordinary use. The whole story of this 
sturdy, inexpensive binder is yours for the asking. 


BANKERS BOX CO... CHICAGO 








FASTNRITE 
C New \DEA in 


PAPER FASTENERS 





















It was bound to come and here it is—Fastnrite—the new 
day, new way paper fastener that binds without staples, 
thread or glue. 

Fastnrite has literally dozens of applications in office and 
factory. Fastens 2 to 12 sheets of paper (up to 20 sheets 
of onion skin)—seals pay envelopes, small parts envelopes 
and paper bags of almost every description. 

Fastnrite also binds circulars, enclosures, and papers of all 
kinds. It needs no refills—always ready to operate—the 
first cost is the last. Saves space in files, prevents mutila- 
tion of papers, operates silently and never gets out of 
order. List price—$10.00. 

Just run over these features in your mind—think what 
they mean to your customers—write now for complete 
information about Fastnrite. 


Progressive Mechanical Corporation 
630 Fifth Ave., New York 


psi: MECHANICAL CORP 


H AVENUE 
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CAll 
NECESSARY SIZES 
EXCLUSIVE FEATURES 





A complete range of sizes (and 
complete service on special sizes) 
and a series of exclusive features 
in Liberties gives you the greatest 
selling opportunity of the storage 
box field. Over 68,000 users dur- 
ing the last 20 years have found 
these the most practical boxes for 
their purpose. If you are not fully 
acauainted with the profit pos- 
sibilities of Liberty storage Boxes, 
write us for details 


BANKERS BOX COMPANY, hicago 





STORAGE 
BOXES 




















IF IT’S NOT IN YOUR STOCK 
DRAW ON OURS 


SAFES 





FOLDERS 


GUIDES 








STAPLES 


STAPLING 
MACHINES 


WASTE 
BASKETS 


IN NEW YORK STOCK 


CAL CAMERON 
155 LEONARD ST. 
NEW YORK, Ne Y. 
= 
























OFFICE APPLIANCES 


ARTISTIC COMPANY MOVES 


Forced by the need for larger quarters and greater 
facilities, the Artistic Desk Pad & Novelty Company 
last month moved its establishment to 55 West Seven- 
teenth street, New York City. The company is the 
manufacturer of the “Artco” lines of specialties for the 
Stationery and office equipment trade and is well- 


known throughout the field. 


AMERICAN PRODUCT MENTIONED IN 
FRENCH JOURNAL 


La Vie au Bureau (Life of the Office) commented on 
the “Wheeldex,” an American product, in which card 
files are suspended in the periphery of a wheel. This 
permits easy reference to the cards. 

—_— ———~< 
KRASILOVSKY OPENS FURNITURE STORE 

Harry Krasilovsky, the son of S. Krasilovsky of the 
Acme Safe Company, recently opened the Accurate 
Office Furniture Company at 411 Broadway, New York, 
N. Y. He will deal in new and used office furniture. 

activin 
VAN FOSSAN ENTERTAINS FRIENDS 


Clyde Van Fossan, manager of the Memphis branch 
of the National Cash Register Company entertained 
some of the store staff and friends with a new year 
party at his home in Memphis. The informal program 
was much enjoyed.—_CG 

et llait ett 

LA VANWAY TYPEWRITER COMPANY MOVES 

The LaVanway Typewriter Sales last month an- 
nounced its occupancy of newer and larger quarters at 
410 Harrison street, Flint, Mich. The company, which is 
the local Woodstock typewriter agency, was previously 
located at 203 East Kearsley street. 

Rican er: ot ea 
SOUTHERN SCHOOL COMPANY’ORGANIZED 

A charter was granted on January 15 to the Southern 
School and Office Supply Company, at Madill, Okla. 
Capital stock, $1,000. Incorporators are Raymond Gary 
and Grady M. Neal, of Madill, and R. H. Hickman, 
Willis, Okla.—EVH 

a 
ERIKSON COMPANY MOVES 

Continually increasing business and the necessity of 
larger stockrooms last month forced the Erikson Rib- 
bon & Carbon Company, Toledo, to move from 808 
Madison avenue to 319-321 Erie street where consider- 
ably more space is available. The task of moving was 
completed on February 1. 

ee ees 
P. & W. COMPANY ORGANIZED 

Under the title of the P. & W. Office Furniture Com- 
pany, James Pulver and Samuel Weisberg have leased 
the premises at 9 East Thirtieth street, New York, N. Y., 
to deal in new and used office equipment, according to 
an announcement issued last month. 

—__———~=— — —- 
BURROUGHS TRANSFERS SPAAR 

Howard J. Spaar, in the inspection department of 
Burroughs Adding Machine Company, was recently 
transferred from Lawton, Oklahoma, to the Oklahoma 
City office at 327 Commerce Exchange Building —EVH 

—_—_>—_—_———__ 
GERMAN PATENT LAW 

Transatlantic Trade (published by the American 
Chamber of Commerce in Germany) printed an analy- 
sis of the new German patent law, by Dr. F. Herz- 
feld, patent attorney, Berlin: The new law went into 
effect October 1, 1936. 
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~~ PERFECT 


Convertible 


OFFICE 
CUSHION 






The Pioneer—Popular Priced 
Convertible and Fine Quality 


Once you try it, youll agree it’s profitable to keep 
“Convertible” always in stock and display. Costs no 
more than other good quality cushions and has the 
advantage of a velvet corduroy surface in brown, green or 
maroon for winter use, and a fibre covering on the re- 
verse side for cool summer comfort. 


STATIONERS—Compare the “Perfect”’ line of sponge 
rubber office chair cushions. We'll be glad to send you 
full details and prices on request. 


The Perfect Rubber Seat Cushion Co. 
5200 Akron Street Philadelphia, Pa. 


PUT CLARO 
ON THE SPOT! 








Put Claro on a spot in your window and on your 
counter. Let your customers know you have this 
amazing new improvement in erasers, for here is a 
cleaner that once used by artists, draftsmen, students 
and office workers, is found to be indispensable. 
Send for booklet explaining the extraordinary 
erasing qualities of Claro. This book is especially 
designed for enclosing in your mailing statements to 
customers and for distribution over your counters. 


Pencil Sales Department 98-J3 
JOSEPH DIXON CRUCIBLE COMPANY 
Jersey City, N. J. 








A New Live Specialty for 
Office Equipment Dealers 


“COMMUNI-CALL” 


A 2 Way Speaking Unit 





Communi-Call is a system for 
two-way loud speaking inter- Fo J O N L Y 
communication which can be in- 
two-way communication is = $3 500 
sired. Equipped with 50 ft. of 
wire ready to install, two attrac- COMPLE TE 
electrical outlet needed. Works on all currents. Always 
ready for use. Clear distinct tone reproduction of normal 
speaking voice. Two or more additional units can be 
This is a new live opportunity for dealers and specialty 
men. Write for full particulars. 

CHICAGO SOUND SYSTEMS 


ie > al 
stalled readily wherever instant 
tive compact cabinets, only one 
included in the system. 
1507-1509 East 55th Street Chicago, Illinois 








LACKAWANNA 


LEATHER 


CLEANER 





not only thoroughly cleans upholstery leather, but preserves 
the finish as well. Used by the U. S. Supreme Court, govern- 
ment buildings, leading hotels, offices and banks. Hereisan | 
opportunity for office furniture dealers to increase their profits 
with very little effort. Write for particulars. 


THE LACKAWANNA LEATHER CO. 
715 Grand Avenue Hackettstown, N. J. 

















STEEL COSTUMERS 


Fostered by the increasing insistency 
of business men for modern and efh- 
cient conveniences, Sanymetal cos- 
tumers are in more demand today 
than ever before because of these ex 
clusive features 









They are perfectly “balanced'’—are 
guaranteed to stay upright even when 
the load is all on one hook . . . do 
not loosen or warp . . . have no rough 
edges to catch clothes. The gracetul 
lines and enduring wood finishes are 
a fitting appointment to the modern 
othce environment 











List prices f.o.b. Cleveland, 
Ohio, are: 






Green or gray.......... $10.00 
Mahogany, Walnut or 
DT hedecoacectesen 11.00 









Write today for dealer discounts and 
descriptive folders in full color. Sany 
metal costumers cost no more to 
handle because they are regularly 
moving items with a longer margin 
of proht 







THE SANYMETAL PRODUCTS 
COMPANY, INC. 
1681 Urbane Road, Cleveland, Ohio 













OFFICE APPLIANCES 











Popular Office Chairs 


QUALITY CRAFTMANSHIP... 
MODERN STYLING... 
EXTRA COMFORT 






Office furniture dealers can 
make greater progress and 
do more business with 
Jasper Seating Co. chairs. 
Keyed up to present day 
demands in points of style, 
construction and comfort, 
their self evident value often clinches the sale for 
the entire ensemble—desk, 
table, cabinet, etc. Good 
furniture . . . prompt ship- 
ments. Catalog and details 
on request. 


Jasper Seating Co. 
JASPER, INDIANA 


CHICAGO: L. H. Farber, 529 So. 
Wabash Ave. Phone: .Webster 3217 


NEW YORK: Office Furniture Ware- 
house Co., 573 Broadway 














i“DUO-TANG” 
: NEW AND MODERN 
LOOSE LEAF 


PRESENTATION 
: } COVERS 


zz 


D4 Note the 1-piece 

4 ne See —~ The new DUO-TANG Loose 
- will neither twist nor Leaf Presentation Covers sell 
ba turn — Binding holes on sight to commercial firms, 
z have metal eyelets. executives, salesmen, agents 


and students. A quantity proposition with large 
concerns. Especially valuable 
. for surveys, proposals, price 
lists, booklets, catalogs, 
letters, briefs, etc. 


DUO-TANG Covers are 
equipped with the exclusive 
1-piece built-in double 
tongue fastener, which will not 
twist nor fall away from bind- 
ing position when inserting 
or removing papers. Bindin 
holes are re-enforced wi 
metal eyelets. Durably built 
one piece construction in ten 
standard colors. 









































Durable construction, 
impressive appearance, 
“ . ten standard colors. 
Sample, price list and color Papers inserted and re- 


red with i 
book sent upon request. moved with masimum 


ELLINGSWORTH MFG. CO. 


Manvfecturess of DUO-TANG Covers 
200 South Peoria St. Chicago, Illinois 











ISMALL DESKS 


NO. 21-F 36x20 
ALMA can supply your needs for desks in small 


sizes, finished Walnut, Mahogany, Oak—square 
or turned legs—all in the lower price levels. 


ALMA DESK COMPANY 


HIGH POINT, N. C. 




















MARCH, 1937 


(Seen and Heard in So. Calif.—Continued from page 59) 

Miscellaneous. Ed. W. Goff, formerly a typewriter 
salesman at Washington, D. C., has joined the Pomona, 
California, staff of the R. A. Tiernan Typewriter Com- 
pany. 

A card from Joe Hildreth postmarked Daytona Beach 
assures us that he is having a fine time in Florida. 

Your reporter acknowledges the receipt of the Jan- 
uary and February numbers of Halco-Grams, house 
organ of the Shallcross Company, 110 West Third 
street, Los Angeles. The publication is well edited and 
handsomely illustrated—a capital example of the pos- 
sibilities of Mimeograph production. 

cd . * 

Zundel Seating Company Establishes Factory. The 
Zundel Seating Company has progressed to the point 
where they have established a factory in Hollywood 
for the production of their lines of metal folding chairs 
for lodge halls, assembly rooms, etc., and their lines of 
steel and wood posture chairs, all equipped with the 
new Zundel radial seats described and illustrated in 
Office Appliances for January, page 70. 

All these chairs are of high quality. They embody 
the experience of E. A. Zundel, who has spent a lifetime 
in the production of high grade office chairs. The out- 
look for the company is promising. 

a - * 

Angelus Company Takes More Space. The Angelus 
Typewriter Company, 528 South Spring street, Los An- 
geles, has taken additional space, the store now running 
through from Spring street to the alley, a distance of 
180 feet. The width of the store is 24 feet. The added 
space is to be used for the keeping of parts and for a 
bookkeeping machine department. It also will include 
a shipping department, and on a mezzanine in the rear 
a directors’ room has been built and handsomely fur- 
nished for staff meetings, guest entertainment, and 
other gatherings of a social and business nature. 

* - * 

Arizona Dealers Optimistic. H. A. Andre, who takes 
care of the interests of Mittag & Volger, Inc., in the far 
western territory, visited the trade in Arizona recently 
and found a spirit of optimism prevailing. Mr. Andre’s 
office is on the ground floor of the San Fernando build- 
ing, 408 South Main street, Los Angeles. 

* * * 

Golden Staters Hold Regular Meeting. About twen- 
ty-five office equipment traveling men of California 
met and dined at the Roslyn hotel on February 1. 
President Willis Palmer presided. Mr. Palmer is a 
Boorum & Pease representative in the Southern Cali- 
fornia territory. 

An executive meeting will be held the first Monday 
in March. 

* . * 

Big Stationery House Discontinues Wood Furniture. 
The Stationers Corporation, South Spring street, Los 
Angeles, Harry Morgan, president, has discontinued the 
handling of wood office furniture, and is specializing on 
Macey steel products. All of the wood furniture has 
been disposed of. 

* 7 * 

Webster Man Suffers Fire Loss. Arthur Funck, who 
represents the F. S. Webster Company lines of carbons 
and ribbons in the Los Angeles district, recently suf- 
fered loss when the roof of his residence caught fire 
and burned completely off, leaving him and his family 
roofless. And the next day, by the irony of fate, there 
came five inches of rain. It is understood that the 
physical loss was covered by insurance. 





dd Progressive Suspension 


“9600” "SoMonesion. 
SERIES 








Designed for Lsatety tatcn 
active filing 
departments 4 CASE MARDENED 


. LLERS 
and executive ouiacupaccassia 


offices. The 
**9600" Series 
combines 
sturdy con- 
struction, ease 
of operation, 
and beauty of 
line and trim. 





PERFECTLY TIMED 


EXTRA STRONG 
KICK PLATE 


Anti-rebound safety latches prevent drawers from 
sliding forward when cabinet is moved or tilted. 
All exterior hardware solid brushed brass. 

The ‘*2600"' Series comprises Five Drawer Letter 
and Legal Size Uprights, Standard, Counter and 
Desk Heights units in Letter, Legal, Card and Com- 
bination Files. Invoice and Voucher size units in 
Standard Heights. 

Finished in Grained Walnut, Oak and Mahogany 
and Olive Green. 


ART STEEL CO.., Inc., NEW YORK, N. Y. 














TRINER 


BEAM POSTAL SCALES 
ELIMINATE 
POSTAGE WASTE 





Capacity 1 Ib. x Y2 oz. 


WITHIN 10 GRAINS! 


That is now the postoffice scale sensibility and tolerance 
for checking postage. 

Forty-eight cents to 96 cents per pound prevailing 
postage cost must be checked by every mailer to prevent 
costly postage waste. 

Triner refinements make this close-weighing accuracy 
possible. Permanent balance, special alloyed steel pivots, 
perfect ali mt and operation of moving parts, to- 
gether with sturdy, high-grade construction, insure de- 
pendable and lasting service. Capacities 9 oz. to 4 Ibs. 
in various models, with computing charts on those of 1 
Ib. and over. 


Send for detailed description and prices 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street Chicago, Illineis 











PRINTED TAB 





PLAIN TAB 


CELLULOID TAB 


INSERTIBLE 
CELLULOID TAB 


m METAL TAB 











CARD GUIDES 





3x5 4x6 5x8 
Durability Card Guides are made of a 
heavy index Bristol in blue, buff, and ry a —“ ~~ 
salmon as well as genuine Pressboard 49 States Specials 


and are furnished in a variety of tabs 
as illustrated. 

They are attractively packaged and 
carry the guarantee and satisfaction 
found in Durability branded Filing Sup- 
plies. Samples gladly furnished. 


C. L. BARKLEY & CO. 








Manufacturer 
517 S. JEFFERSON STREET CHICAGO, 














f 
PERFECTION METALS 


for ring books and post binders— 


a service for manufacturing stationers 


Your needs in various sizes of ring or pon binder 
metals can be quickly and accurately supplied 
from our ample facilities. 

Many manufacturers and wholesalers can best 
keep their trade informed by means of loose leaf 
catalogs. By using PERFECTION metals, you 
can provide them with fast action binders, durable 
for lifetime service. The information is thus kept 
up to date, complete and at low cost. Sales and 














service manuals, too, are most efficient when in 
loose leaf form 
Be sure to have our catalog on file. It will help 

you realize on many opportunities 
LOOSE LEAF METALS CO., INC. | 
6816-6824 Arsenal St. ST. LOUIS, MO. 

Pacific Coast Representative 

S. & D. Leose Leaf Co., 427 San Pedro St., Los Angeles | | 











OFFICE APPLIANCES 


Birthday Party at Phoenix. Friends of H. M. Clark 
of the H. M. Clark Office Supply Company, Phoenix, 
Arizona, gave a birthday dinner in his honor on Feb- 
ruary 15. Those in the dinner conspiracy included 
friends from Pasadena and persons of local prom- 
inence. Mr. Clark’s age was not announced, but as he 
isn’t bragging about it, one is at liberty to figure him 
as being, as Will Durant might say—close to the age 
when life begins. The meal was a credit to the chef, 
and the champagne is reported to have been of noble 
vintage. 

. . . 

Remington Rand Takes New Show Room at Long 
Beach. Remington Rand Inc. recently moved into a 
new show room at 249 Atlantic avenue, Long Beach, 
California, where they have a modern store with ex- 
cellent windows for display purposes. T. O. Race has 
charge of typewriter sales, and H. T. Bland carries on 
the systems department. 


«. * = 


New Desk Company Takes Hill Street Premises. The 
Commercial Desk Company, a new organization, has 
taken the entire building at 929 South Hill street, Los 
Angeles. Ray A. Jonas, for the last five years with the 
United Desk Company of Los Angeles as buyer and 
salesman, is manager of the new concern, which manu- 


| factures leather office equipment and medium priced 


desks, also making and distributing visible index sys- 


| tems for pocket note books under the name, “Visifile.” 


* * * 


J. D. English Takes Commander Duplicators Agency. 
The Jack D. English Company, 310 West Olympic boule- 
vard, Los Angeles, has taken the exclusive Southern 
California agency for “Commander” duplicators, which 
are made in three models. Mr. English says the busi- 
ness is good. He is enthusiastic over the outlook for the 
Commander line. 

. . 7 

Marchant Los Angeles Office Adds New Salesmen. 
E. L. Hoffman, manager of the Southern California 
branch of the Marchant Calculating Machine Company 
of Oakland, California, has increased his selling force 
from five men to eight. The new men are Phil. Philps, 
R. A. Harney and W. J. Goen. 

Mr. Hoffman says that 1936 was the greatest year thus 
far in Southern California for the sale of Marchant Si- 
lent Speed Machines, and that the sales are continuing 
at a lively pace, promising to equal if not to exceed the 
business of last year. 

- 7 * 

New Stationery Store Opens in San Fernando Build- 
ing. Three men of ability and experience have just 
opened a stationery store at 112 East Fourth street, Los 
Angeles. The enterprise will be known as the Hansen 
Stationery company, with Frederick H. Lawton, archi- 
tect and engineer, as president; Harry Hansen, for 
three and a half years with the Grimes-Stassforth 
Stationery Company and for six years with the western 
branch of the Yawman & Erbe Manufacturing Com- 
pany, vice-president, and Hal. Cusson, purchasing agent 
for the RKO-Pathe organization, secretary and 
treasurer. 

> 7 > 

Glendale Typewriter House Adds Two Salesmen. T. H. 
Lott, formerly with the Los Angeles office of the Under- 
wood Elliott Fisher Company, and A. P. Nichols, until 
recently with the Pasadena office of Remington Rand, 
Inc., are now both associated with the sales organiza- 
tion of Webber’s Typewriter Exchange, 138 South Brand 
avenue, Glendale, California. 
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STATIONERS / 175 vour da, “EASY-ROLLING” 
la MPA VEIAVAT HAA | Ball Bearing Filing Uprights 


. UPRIGHT 
STEEL STRONG PRODUC TS ARE SOLD RE ENFORCEMENT 
THIROUGH DEALERS ONLY... ; 












_Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 


"9 
POsiTive Lock 
COMPRESSOR 





customers and cash in on your missionary work. 0 

No competitor gives you that protection and that " 

is why Steel-Strong franchises are valuable . . . 0 

secure . . . with the guaranty of Members of The 

Nat’! Ass’n of Stationers. S S 
Steel-Strong Products include Coin Wrappers, ERIE 


Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, etc. ... and each product 





has been developed to tke highest efficiency. pa gt 
Write for liberal discounts and sales helps. Truly “‘easy-rolling,” the 


THE C. L. DOWNEY co., Cincinnati, Ohio 200" Series filing uprights 
are outstanding in both op- 
eration and appearance. 


STEEL STRONG "DRODUC, 7S Rugged construction com- 





bined with handsome ap- 
pearance and performance 
have established the 
ASCO “200” Series as the 
outstanding quality filing 
uprights at popular prices. 
Safety latches provide against rebound. All outside hard- 
ware is of solid | brushed Sone. 
The “200” Series comprises Five Drawer Letter and Legal 
Size, Standard, Counter and Desk Height units in Letter 
Legal, Card and Combination Files, Invoice, Voucher and 
one aenane Document units in Standard Heights. 

Finished in Grained Walnut, Oax and Mahogany and Olive Green. 


THE C.L.DOWNEY CO. 2aichanss”: ARTSTEEL CO., INC. New York, N. ¥. 














CINCINNATI,O 











A Few Days” "“GAYLO ag 


Pati CORRECT POSTURE 
attence METAL FOLDING CHAIRS 


Pp lease Ideal for offices, sales rooms, 


schools, churches, clubs, lodges, 
beauty shops, etc. Riveted 
at all joints, made of heavy 
COLD ROLLED steel. Com- 
fortable and rigid in construc- 
tion. Opens and closes 
quietly. Folds flat and stacks 
easily. Upholstered seat and 
back. Rubber tipped front 
legs. Baked 
Synthetic Enamel 
Finish. 
Colors: Mahogany, Bleck, 


Green, Tan and Bone 
White. 


























The liberal first edition of our 
Sales Manual-Catalog, ‘*‘Telling Facts 
About Hotchkiss’’ has been exhausted. 


The reason is because so many of our 
friends in the trade have asked for so 
many additional copies for their var- 
ious salesmen’s use. 


A new edition is on the press. It 
will be ready for distribution March 


8th. 


An investment in GAYLO 
superior quality equipment 
means service, economy 
and durability. Becked by 
an organization of many 
years of manufecturing 
experience. 


We will gladly send you one or more 
copies on request. 


Hotehkiss Sales Co. 


Complete line of Stapling Machines 


and Staples to match. THE GAYLO MFG. CO. 


NORWALK, CONNECTICUT 820 NORTH MICHIGAN AVE. CHICAGO, ILL., U. S. A. 
. :  =—_ . > mn 
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“Built by 
Feu Cit 


“Built by Tell City” has meant for nearly half a Century 
dependably good desks. In design, style and finish they 
have kept abreast of modern progress. 


Our Dealers have given the stamp of approval to the T 4100 
series illustrated here. It is built in five sizes with typewriter 
desks and tables to match. 


Full details of our entire line will be found in our catalogue 
which will be mailed upon request. 


Tell City Desk Company 
Tell City, Indiana 








BRIGHT VALUES 


IN LEATHER FURNITURE 


Rich, comfortable, durable, luxurious, these are 
the attributes of BRIGHT leather furniture. In 
styles and designs to please even the individualist 
who must have something entirely different. 
Good, honest, quality craftsmanship. Fine 
materials. Every BRIGHT number is a real 
value. 


Our new catalog is ready. Write for it. 


BRIGHT CHAIR COMPANY, Inc. 
127-133 Bleecker Street NEW YORK, N. Y. 








More Business 























You can build more 
business readily with 
this attractive and 
useful National Brief 
Case. The outside is 
smooth finish, top 
grain cowhide. The in- 
terior is conveniently 
arranged with two 
vertical and two hor- 
izontal pockets in ad- 
dition toa zipper po k- 
et for confidential 
papers. The leather 
lining is finished in 
birchwood = grain. 


This type of brief case ap- 
peals to up-to-date business men. 
The contents are readily arranged in easily accessible order. 
Display it on the counter and in the window. It will 
create more business for you. 


NATI Oo NAL BRIEF CASE MFG. CoO. 


512 S. Peoria Street 
CHICAGO ILLINOIS 











TWIRLIT 


the highly efficient 
especially convenient 


PAPER 












Registers 
to the hair line 


Twirls its way smoothly 


150 


sheets 


and easily through 


a half inch of paper)—one, two 
or three holes—choice of four 
sizes, from |, to 4@ inch. The 
two and three hole TWIRLITS 
are adjustable for various dis- 
tances between centers. List 
prices $2.50, $6.25 and $10.75. 


Catalog on request. 


MITCHELL BINDER COMPANY 


HAGERSTOWN, MARYLAND 
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Brantford, Ont \ ffice has beer ypened at 43 Market street 
Ret gton Rar ( Ltd 
Brooklyn, N. Y ’. H. Braham has been appointed assistant sales 
manager of the Old 7 Ribbon & Carbon C pany He will continue 
make iquarte! ( 
Cheriotte. S. C . -_ 2 who had beet inager fi the Royal 
Iypewrit ( ! l Montgor ry Ala has been transferred 
» this ty 
Cheyenne, Wyoming |). ¢ St ld has ned the Royal Typewriter 
Com] vy, It i : tl territory 
Cincinnati, Ohio ¢ Rawling former supply salesman here with the 
Royal Typewriter ¢ I Inc has been promoted to salesman His 
former W le rtment has been assigned to Miss Thelma 
Land 
Cleveland, Ohio.--T! Re ble Typewriter Company is a new business 
t Prost ivenue and | Fifteenth street 
Flint, Mich The La\ “ Typewriter Sal distributor for the 
Woodstock Typewriter ¢ pany, has moved to 410 Harrison street, where 
eased space occu i 
Grand Rapids, Mich. ©. W. BR irdson, of the Royal Typewriter Con 
inv, Ime } ined tha pany's Machine-A-Day club 
Holyoke, Mass The Set l'ypewriter Exchange, 370 High street, has 
taken increased space ime building in which it was established 
This busine conducted S. Greene and J. Slavin In addition to 
t write! the Exchang ness deais in adding machine checkwriters, 
iffice equipment and off ipplies 
Joplin, Mo Burg red the Remington Rand, In establishment 
J mary 14 and took t rtable typewriters, and some sample cases 
Long Beach, Calif The Merton Hart typewriter store, formerly at 138 
Americal venue, has been 1 ed to 245 East Broadway 
Montgomery, Ala..S. T. Schell has been appointed manager of the 
wal t nel ft RK l writ Company, Ine 
New York, N. Y And ( Kienly has been appointed eastern sales 
inager by tl RK I t Company, Ul He joined the organi 
n at Cle din 19 
New York, N. Y A. M Simpson has joined the contact staff of 
e Jam Handy Orgar t levoted » moving picture for commercial 
Dose M Ss ! ' i been an executive of the L. C. Smith & 
Coror rypewriters It Int itional Business Machines Corporation and 
the Ret ur ypewriter rgat tior n the past 
Oakland, Calif \ fT ! Royal Typewriter Company, 
Oklahoma City, Okla L Franklin and Albro Medlock have joined 
the Rova \ writer (¢ pal Inc in this territory Mr. Franklin is 
rking Mr Medlock will cover territory from 
Ardmore 
Philadelphia, Penna W. S. Daniels has been appointed manager of 
he Philadelphia brancl f Royal Typewriter Company, Inc He had 
been a sales in for the Chicago branch eleven years 
Raleigh, N. C Regan & Cavinis is now known as the Acme Office 
Appliance Company le; g idding and bookkeeping machines Two 
sales and rvice met ined this business—Vernon Johnson and 
Cc. F. Workmar hot \ the Burroughs Adding Machine Company 
formerly 
San Francisco, Calif A. R. Ame president of the Ames Supply Com 
pany, Cl ig pent some t last month visiting the local branch, 538 
Market 








ADDING MACHINES 





19 South Wells street, has been appointed 








Chicago, Ill N. E. Fugate 
clusive distributor fo American Rotaprint Company in Illinois 
Chicago, Ill \. I Dunphy, formerly in charge of local sales and 
ervice r Ditt Ir has been transferred to the New York branch, 205 
East Forty-second street. M Dunphy is succeeded at Chicago by Wil- 
liam G. Ful who had been manager at San Francisco 

Indianapolis, Ind M.D. Fields has taken the local office of the Monroe 
Calculatir Machine (¢ pany Ine He came from Fort Wayne, Ind., 
vhere he | beer ceeded by Carl M. Bortz 

} 
The Clark Endorsograph Company has been reg- 


Philadelphia, Penna 
Paul J. Clark, 


stered as a commercial title in the common pleas court by 
114 North Deaborn street 
San Francisco, Calif.—H. H. Fishstrom, in charge of the local branch 
f the Markwell Manufacturing Company, 22 Battery street, reports that 
successful The R ’. 1 and R fa 


proving 


February drive is 
well with the 


tener series is taking 


the 


trade 


representative, 900 








San Francisco, Calif.—R. L. Smith, manufacturers 
Battery street, spent three weeks in the Southwest, having fine success 
with the merchandise of the Hotchkiss Sales Company and the George 
BK. Graff lines 

Atlanta, Ga. W im C Holt has been appointed district manager for 
rhe Genet | proofit ( pany, making headquarters with Carrithers, 
Wallace & Courtenay, | He had been connected formerly with the 

\tlanta he 

Birmingham. Ala lame \. Head, Inc., has moved to 2015 First ave 

K North he « pany occupies some 15,000 square feet of space, in 

uding the basement The business has been expanded by the addition 

, adiatneaal rt nt vl handles the Heywood-Wakefield line of 


le 


The gy “FOUR 


HUNDRED” 


with 
Ball Bearing Rollers 


“4 
0 
0” 
SERIES 






A substantial filing 
upright at the price of 
transfer files. In pro- 
ducing the ASCO 
Four Haadied we 
have provided the 
Office Equipment 
Dealer with a filing 
upright at an extreme- 
ly popular price that 
he may honestly recommend where initial cost is 
the deciding factor—without fear of failure in per- 
formance. 

The “400"' may be had in Four Drawer Letter and Legal 


Sizes, Three Drawer Letter, and Combination Card and 
Letter. Finished in Grained Walnut, Oak and Mahogany 


and Olive Green. 
ART STEEL CO., Inc., NEW YORK, N. Y. 








PAPER 





Cash Registers 
Adding Machines 
Stenotype 
Teletype 
Police Signals 
Addressographs 





Red ink end-marked. Va- 
riety of sizes, colors, car- 
bonized, duplicate and 
triplicate rolls. Precision- 
made to insure perfect 


operation. 


CAN, 


LYNN PAPER PRODUCTS MFG. CO. 


2000 HOWARD ST DETROIT, MICH. 
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—THERE’S PROFIT 
IN SHADOWS! 


Every OLD sTYLE LAMP 
in use today marks a defi 





nite prospect for a Faries 
Guardsman Lamp sale, for 






Mode! 2242 
me old style lamps mean shad 
ows, glare, and inadequate 
illumination; the very 
things which the Guards- 
man has overcome! Yes, 
users of old style supplementary lighting are naturals for 
the progressive salesman. Just place a Guardsman on the 
prospect's desk, turn off his old lamp—switch on the new; 
its effect will be instantaneous, for Guardsman illumina- 
tion . . . free from shadow . . . free from glare . . . flooding 
his desk top with just the right intensity of light at all 
points on the working area, will convince him, and make 


you a quick sale. 


FARIES MANUFACTURING COMPANY 
DECATUR, ILLINOIS a 








w. 8. 
Bloomin 





of YEAR-IN-YEAR-OUT PROFITS 


Lyon Steel Chairs . . . with wide, big-volume market possibilities in 
every community ... offer an attractive dealer proposition. Their 
style, comfort, safety construction, and durability meet the most 
exacting demands of churches, public institutions, undertakers, 
fraternal organizations and other large buyers. Write for details. Use 
this outstanding line to keep your folding chair sales and profits at a 
high level year after year. 


LYON METAL PRODUCTS, INC., 2803 River Street, Aurora, Illinois 


LYON ‘srex.° CHAIRS 





OFFICE APPLIANCES 


school furniture, auditorium seating, and also the laboratory and library 
equipment of the Kewaunee Manufacturing Company: a large order of 
Shaw-Walker ‘‘Fire-Files’’ has been supplied to the Alabama Employ 
ment Compensation Commission. 

Louisville, Ky.—-Friends of the Office Equipment Company, 117-23 
South Fourth street, will rejoice in the escape that business had during 
the February floods It continued to do business without interruption, 
and with no flood damage 

New York, N. Y.—The P & W Office Furniture Company has opened 
2 new and used office equipment business at 9 East Thirtieth street. The 
principa!s are James Pulver and Samuel Weisberg. 

New York, N. Y.—The local branch of the Yawman and Erbe Manu- 
facturing Company has moved to a new location in Rockefeller Center 
This business had been located over fifty years at 368 Broadway 

New York, N. Y.—The Corry-Jamestown Manufacturing Company's 
Manhattan branch office and warehouse at 134 Grand street has been 
moved to 576 Broadway. The former telephone connection is unchanged 

New York, N. Y.—The Accurate Office Furniture Company, 411 Broad- 
way, has been established by Harry Krasilovsky, handling new and used 
furniture. He is the son of S. Krasilovsky, of the Acme Safe Company 

New York, N. Y.—-H. K. Brewer & Company has purchased the four 
story business building at 22-24 East Forty-first street, which becomes its 
uptown headquarters 

CORRECTION ON FEBRUARY ITEM.—On page 166 of the Feb- 
ruary issue an item was printed regarding the Rhodes Desk Company, 


reporting that the company had leased the premises at 533 Broad street— 
the correct address is 533 Broadway; we erred, also, in the name of the 
president, which was given as Samuel Axelbrod—it should have been 


Samuel Axelrod. We deplore the confusion and offer apologies 


aes fa k 2 


Chicago, !1!.—-The thirty-fifth anniversary of the Henry T. Adams Man- 
ufacturing Company was celebrated last month 

Chicago, t1!.—John A. Uden has joined the local office of Boorum & 
Pease Company He had been buyer for the Burnap-Meyer Company, 
Kansas City, Mo. Prior to taking up his work here, Mr. Uden spent a 
month at the Brooklyn plant of the Boorum & Pease Company to fa- 
miliarize himself with the factory routine 


MARKING DEVICES 


Madison, Wis.—The office of the state attorney general has given an 
opinion on the legality of the state treasurer using a revolving die ma- 
chine to stamp the signature of Sol Levitan, the treasurer, on checks, 























instead of signing in pen and ink 


San Francisco, Calif._-O. H. Davison, of the 0. H. Davison Company, 
reports that the ‘‘Ful-Kleen”’ dater of the Fulton Specialty Company is 
receiving a flattering reception 

Syracuse, N. Y¥.—The Jessel Rubber Stamp Company, Inc., has been 
chartered to make marking devices, including rubber stamps, daters, etc. ; 
capital stock, 290 shares non par value; incorporator—Leon A. Murphy, 


| State Tower building, Syracuse. 
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Birmingham, Ala.--The Jefferson Paper Company has been appointed 
representative of the L. L. Brown Paper Company, including Brown’s 
linen Ledger and the 100 per cent cotton permanent record paper. 

Birmingham, Ala.—The Birmingham Stationery Company, 2030 Fourth 
avenue, has passed into the control of Charles B. Davis. He bought the 
interest of W. C. Rappe Among the lines carried by this business are 
those of the Corry-Jamestown Manufacturing Company, Oxford Filing 
Supply Company, 8S. 8S. Stafford, Inc., and other items 

Chicago, lil.—-The Acme Stationery Company has filed a dissolution 
of its charter 

Columbus, Ohio—-The E. H. Sell Company has added two salesmen to 
its staff—Eddie Gilfillen and P. G. Curtis 

Grand Rapids, Mich.—The Economy Office Supply Company has moved 
from the Peninsular building to the Leonard building, 40-50 Market, N. W. 

Chicago, !!1.—The Chicago Stationers, Inc., 511 Plymouth Court, has 
been chartered to deal in office furniture and all devices; capital stock, 
500 shares par value common ; incorporators—Arch Wolfe, 8S. Conley and 
P. Orofino. 

Madill, Okla.—The Southern School & Office Supply Company has been 
chartered ; capital stock, $1,000; incorporators—Raymond Gary and Grady 
M. Neal of Madill, and R. H. Hickman, Willis. 

New York, N. Y¥Y.—The Tanner Printing Company has moved from 532 
Broadway to 568 Broadway, where increased space is occupied. 

Philadelphia, Penna.—The Ora Stationery Company, 2053 North Thir- 
teenth street, has been registered in the common pleas court by James 
S. Oram, 2053 North Thirteenth street. 

San Francisco, Calif.—Walter Willoughby, of 0. H. Davison & Com- 
pany, spent several weeks calling on the trade in southern California a 
short time ago 

San Francisco, Calif.—E. J. Huott, representative for the Frank A 
Weeks Manufacturing Company, called on the trade last month with his 
line of stationery specialties 

San Francisco, Calif.—H. L. Burbach has been put in charge of the 
stationery department of O’Connor, Moffatt & Company, corner of O’Fal- 
lon and Stockton streets He had been in charge formerly of the sta- 
tionery department of Olds, Wortman & King, Portland, Ore. 

San Francisco, Calif.—Blake, Moffatt & Towne, paper wholesaler, has 
purchased the four story and basement National Carbon Company build- 
ing at Brannon and Eighth streets. The structure is of reinforced con- 
crete construction. There is direct rail connection. The building is being 
remodeled to meet the needs of the new occupant 

Sayre, Okla.—The H-J Office Supply Company has been organized as 
a special department of the Sayre Headlight-Journal. Ray Miller, who 
has been connected with the advertising department of the newspaper, 
will be in charge of the stationery department. Stationery stocks are al- 
ready on the shelves, and it is contemplated to add filing cabinets and 
typewriters. 











FOR QUICK PROFIT 


AWI K€ 
POCKET ADDING MACHINE 


f Here is a profitable and fast moving item for which 
there is a large market. So simple to operate that 
its usefulness instantly appeals. Accurate and 
rapid. Will add any series of numbers up to 
999,999. Smart in a durable leatherette cover. 
Especially good for off-the-counter sales. A live 


number for outside men, too. 








Retails for 25c 





There’s an increased demand for computing equipment. 
Get your share of it with this remarkable device. To 
assist you in selling, we have a special offer of two dozen 
plus a striking display card at a liberal trade discount. 
Send for full particulars. 


BUTLER-LILES COMPANY 
911-912 Lafayette Bldg. Detroit, Mich. 


You Can 


Tell at a 
Glance 


What 










Pruitt’s new 
Office Equip- 
ment Valuation 

Book shows 
trade-in allow- 

ances on all 
kinds of mechanical office equipment. Completely 
illustrated. All quotations in compact form in- 
stantly accessible. Should be in every salesman’s 
pocket. 

This ad worth 50c if attached to order 
(Net Price $3.50) 


COMPANY 


526 Pruitt Bldg., Chicago 

















Cubes 


CARBON 
PAPERS 


TYPEWRITER 
RIBBONS 






Developed for a 
Discriminating Trade 


The Codo Manufacturing Corporation was 
built by salesmen. It was established and is now 
making progress because these men knew that 
better grade carbon and ribbon is in demand and 
can be sold in large volume if uniform results 
can be assured. The success of Codo Ribbons 
and Carbons is proof of their better quality. The 
fact that these products are sold in profitable 
quantities at various markets testifies to the op- 
portunities now available elsewhere. Write for 
details. 


Codo Manufacturing Corp. 


Coraopolis, Penna. 


New York Chicago 























| FILING 


WARSHAW SUppties 


are a sound investment for every 


| 
| 


dealer and every user. To the dealer 
they represent quality at competitive 
prices. To the user, satisfaction at 
fair market price. 

Here's a profit combination hard to 
beat. 


request. 


WARSHAW MFG. CO., Inc. inSOktyn 


Prices and samples at your 


ROLL LABELS 
GUIDES 
INDEX CARDS 
REINFORCED 
FOLDERS 
PROTEX 
STICKONS 
MENDING TAPE 


GUMMED 
INDEX TABS 
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OFFIC! \ 


There’s An Ever-Growing Market for 


=~ “Pelouze” PostalScales —=— 


The use of Pelouze Postal Scales saves loss daily wher- 
ever mail is handled. Certainty replaces guesswork, 
prevents overpayment or underpayment of postage. 
Self-computing dials for all mail matter including parcel 
post by zones. Made in several styles, beautifully 
finished in green or gold bronze. 







Standard 
Capacity 
2 Ib.—4 Ib. 





For sale by Leading Dealers everywhere send 
for complete catalog 





Pelouze Postal Scales are warranted accurate, and are money makers for dealers 


National « to 
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Columbie 2 4% Ib. who insist on the best for their customers. 
Crescent 1 Ib 
4 232-242 EAST OHIO STREET, CHICAGO, ILLINOIS 
Pelouze Manufactur ing Co. ORIGINAL MANUFACTURERS RELIABLE AUTOMATIC POSTAL SCALES 





Walz 





now lakes a front seal in sales. A 
rapidly increasing volume allows a 
further DARING DISCOUNT 
permitting you to hand out these 
sturdily-built chests at a PRICE 
a price EVERYONE can pay. 
Kvery customer will be a FA- 
VORABLE PROSPECT for a Walz 
Chest if you'll have one on hand and 4 

SHOW it! Buy the ‘in PROFITS and SALES 
chest that’s built for The exclusive features, of QUIET opers- 
the GREAT MAJOR- tion—rigid construction and exact spacing 
ITY, and sell DOZENS with a special hand wheel for unequal 












instead of singles! For - spacing makes ERROR-NO the leader in 
QUICK PROFITS | the copyholder field. Built in 7 different 





. buy WALZ! 
One Hour Heat- 
safe Guarantee 


Minimum Shipping 
Weight 





US TODAY i= | ee DYN’ Ay ee Ce OO) 


W 
81 St. Paul St Rochester, N. Y 


‘ ~ r r 181 5 u 
G EO e J ° W A LZ Note: The Dawn Mfg. Corp. is a subsidiary of the Hall- 


. Welter Co., Inc., who manufacture the famous SVELDRITE 
112 W esley Ave. Oak Park, Ill. checkwriter and the new inexpensive CHEXSIGNO signer 


WRITE 







































MARK OF STANDS 


for All Adding and Bookkeeping 
Machines and for All Typewriters 


In offering TUSCO, dealers can recommend equipment fitted to the 
customer's need. The sturdy and efficient 100 line, of which No. 102 
(left) i9 a member, its especially popular for standard typewriters, 
*tandard adding machines, portables, directories, etc 

The TUSCO Universal Stand (right) is adaptable to over 95 per 
cent of all office machines. Its cast fron top is slotted and drilled to 
accommodate practically every type of office machine and fitted with 
pads in cups to reduce shock and deaden noise. A mechanical] equalizer 
compensates for unevenness in floor. Cam brake operated by toe touch 
Carries heavy machines easily on 3-inch rubber tired casters 

Full details and prices on request 


TUBULAR SPECIALTY MFG. CO., 


1940 Stanley Ave. Detroit, Mich. 
Export Dept.: 41 Water St.. New York City—Cables “Bunam.”’ 
REPRESENTATIVES 


Cc. E. Ritter, 2451 E. 78th St., ones ey REGent 1110) 
Western Wholesale Stationers, L 307 E. Third St.. 
Model 102 Los Angeles, Calif. 





Universal 
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RIBBONS AND CARBONS 


New Orleans, La I J. Ke 





tteringham has joined the Codo Manufac 


iring Corpora as its representative in Louisiana and Mississippi 

San Francisco, Calif Bernard Wolff, representative of the wsacific 
irbon & Ribbor M facturing Company 1451 Harrison street, is 
aking an extended trip through the Northwest 

San Francisco, Calif Who said a quiet January W. G. Huston, 


f Mittag & Volger Inc 91 Minna street, 


if 


ports the heaviest I ce the branch was established 
Toledo, Ohio-—-The Ericksen Ribbon & Carbon Company has moved to 
19-21 Erie tree “ t ncreased space is available as contrasted to 


e ta ties t the f iddress-——-808 Madison avenue 
Tulsa, Okla . H. Caldwell has been appointed representative of the 
(odo Manufacturing Corporation, cevering Oklahoma, Kansas and Mis 
H ! quarter ‘ n Tulsa 


United States Exports of Typewriter Ribbons, Carbon Paper, Duplicating Machine 
Parts, Filing Folders and index Cards—December, 1936. 
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PENS AND PENCILS 


Jacksonville, Fla Bauer Pen & Card Shop has been opened at 225 
Hoga treet, by ¢ G. Bauer He has had an extended experience in 
the fleld 
North Bergen 
salesmatr n the eastert eabe 
San Francisco, Calif..* Oliver Vierce, 

I 





N. J... Sidney S. Kaufman has been appointed company 
d for David Kahn, In 


Pacific coast 


manager for The 


Conklin Pe Company, is notifying the trade that the use of its name 
1 merchandise it dvert ng nbination deals is not authorized 

San Francisco, Calif ( irle H. Hyatt, manufacturers’ representative 

, ved | headquarters f1 909 Geary street, San Francisco, to 260 

Re drive Beverly Hill Calif He represents several important ac 

t luding t ne f the C. Howard Hunt Pen Company, Cam 

N. J Acco Product I Long Island City, L. I N. ¥: Defiance 


Sales Corporation, New Yor N. ¥ 














WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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NO METAL TOP TO BEND OR DENT 


Vul-Cot, The National wastebasket, is constructed 
hroughout of National H-A-R-D Vulcanized Fibre. 
NO SOFT FIBRE. No metal top to dent, rust or lose 

f That is why Vul-Cot is standard equipment 
in 87 per cent of business offices why there is 
u in the Vul-Cot line 









profit for y 


NATIONAL VULCANIZED 
FIBRE CO. 


Wilmington, Delaware 
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OFFICE APPLIANCES 








U. S. TYPEWRITER RIBBON MF6. Co. 






RIBBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 


Sansom at Tenth Street 


CARBONS 


Philadelphia, Penna. 























Card-cases, any size; loose-leaf envelopes, ched; 
menu covers, factory record protectors, tag | holders, 
bill-fold envelopes, stamp containers, etc. Made of 
acetate (slow-burning) transparent cellul We 
build to fit your particular need. Write us for details. 


MARKILO COMPANY, Mfrs. 
3633c S. Racine Ave. Chicago, U.S. A. 


























The orders that bloom in the spring 


are from business cards. Trace any of them, 
and you'll find it from the seed planted by 


New York City a salesman. 

Richard C. Loesch Co If done on Wiggins Book Form Card 
Stock they’re champion seeds, fertilized 
Pittsburgh by good impressions. They're sure to yield 

Chatfield & Woods Co a harvest of profit. 
If you don’t know how they detach from 
Cincinnati tabs with perfect edges. ask any of these 
The Chatfield Paper Co paper merchants. Or write to us for the 


Seaman-Patrick Paper Co 


. 
Grand Rapids 
Carpenter Paper Co 


L. § 


Tobey Fine Papers, Inc 


stationers’ proposition. 


a The John B 





Houston . 
. pas 1162 Fullerton Ave. “an \ 
a ae CHICAGO . — 
St. Louls = 





MARCHANT CALCULATORS 


Nu-Made 
HAND—ELECTRIC 


Automatic Division Automatic Multiplication 
Electric Clearance _ Dial Clearance 
Duplex Models 


Write for Our Low Prices 


RELIABLE TYPEWRITER & ADDING MACHINE CORP. 
303 WEST MONROE STREET CHICAGO 














eeeren 


Have You 


a Frie nd—or business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 
the name, address and business and 
we will send a sample copy with 

our compliments. 


THE OFFICE APPLIANCE COMPANY 
417 5S. DEARBORN STREET, CHICAGO, U. 5. A. 





Book Form'Cards 
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The “Aluminum” Pocket Seal 
and other MARKING DEVICES 





MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 


_—— = 


ee Se ee as 


POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS 


LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 
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CLOYES 


Replacement Parts for Adding, Book- 
keeping, and Calculating Machines 


Write for our new catalog 


CLOYES GEAR WORKS 


17214 Reseland Read, N. E., Cleveland, Ohie 
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SALES 
UP with 


STEP}! METALSTAND 


When you sell a typewriter, you sell its serv- 
ice. Make that service complete and get an 
extra profit—with METALSTAND. All day, 
continuous use! METALSTAND now is 











for the 14x17 size in any finish—side leaves 
at slight additional cost. The 17x24 size is 
but slightly higher. 

METALSTAND policy is to ship subject to 


fitted with stationery drawer enabling the 
typist to work right through without inter- 
ruption for supplies. This added feature in- 
volves no extra cost—the list is still $5.00 


dealer's approval — you have no possibility 
of loss and every opportunity to win. Send 
us your order. 


METALSTAND COMPANY 











135 N. 22nd Street 








Philadelphia, Penna. 











CLEANS 


TYPE 


REMOVES 
SPOTS 





Dual-Purpose | 
SPEED-MO # 400 TYPE BRUSH and CLEANER 
Try this combination also for taking spots from clothes, 
gloves, shoes! Speed-Mo Cleaning Fluid is non-inflam- 
mable, has pleasing aroma. Highly effective. Profitable 


seller. Write ‘us. 


RIVET-O MFG. CO. 


Let the Buyer Compare 
Your Typewriters peasants 
—Use TURN-TABLE P ~ 


to vitalize your selling 


48 Jason St., Orange, Mass. 



















Three typewriters displayed 
and demonstrated easily and 
safely on this attractively fin- g.ong and modern in 


ished, well constructed table. appearance; obtainable 
in various finishes at 


It’s the focal point for the attractive prices. 
| Get full particulars 


typewriter dealer’s display. pp 

INTERNATIONAL TYPEWRITER COMPANY 

240 East 86th St. New York, N. Y. | 
fs 


ALLEN-WALES 


A record of more than 25 years’ satis- 
factory service recommends Allen-Wales 
Adding Machines and The Allen- 
Wales Franchise to office machine 

ers of experience and sales 
power equal to a first-class 
‘ae Aegan We offer a valuable 
usiness getting opportunity. 
Write today for details. 


























Allen-Wales 
Adding Machine 
Corporation 


515 Madisen Ave. New Yerk, N. Y. 
SCS AS TK oe RR 















“NICK__ 


RUBBER TYPE 


The notch or “‘Nick”’ provides perfect alignment 
and makes setting up easier. Furnished in a large 
font of type. Packed neatly in attractive box. 

*““Nick”’ rubber type responds readily to modern 
forms of selling effort including store display, win- 
dows, catalogs and enclosures. 

Complete particulars upon request. 


HANS H. HELLESOE 


2446 AINSLIE ST., CHICAGO, ILL. 








VALS SS SS be be be be be be be be be he be be he dh hi he he he 


MORE THAN A SLOGAN - - 


"Over a Century of Safety" is the natu- 
ral outcome of more than 100 years 
of successful safe manufacturing, fair 
dealing with dealers, and satisfaction 
for the dealers' customers. Some very 
good territories are open. 


Write to department JS 
HERRING - HALL - MARVIN SAFE CO. 


Hamilton, Ohio 
“over a century of safety” 


that never wrinkles paper 


—not even the thinnest tissue. Scrapbooks never bulge, tracing 
papers never pucker; extended charts and forms can be typed or 
. Write for Free Tube and 
Profit Story to Harriman-Welts Products Co., 200 Summer St., Boston 


penned on immediately, smoothly . . 
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SPEEDEX 
TELEPHONE INDEX 


STILL RETAILS AT $1.00 





Sturdily built and beautifully 


4 
finished in all brown. 


Actual Size 3x4x2% 





Attractively boxed. Weight |4 oz. 


THE SPEEDEX COMPANY 
Sales Directors: TARA SALES COMPANY 


843 South Los Angeles Street 
Los Angeles, California 











These revolving metal 
cabinets are increasing 
the sale of Moore 
Push-Pins, Pushless 
Hangers and Maptacks, 
for dealerseverywhere. 
Start today to increase 
your sales volume and 
profit. Order an assort- 
ment of MAPTACKS ... MAPTACK DISPLAY 
or Pusu-PINS and Holds Complete 
PusHLess HANGERS... Assortment 
the cabinets are FREE, 


MOORE PUSH-PIN Co. 


PUSH-PIN and 113-125 Berkley S 
HANGER DISPLAY ~The Original oak whe = 9 


Holds Assorted Sizes 10c Pushless Hangers and Maptacks. 


































DEALERS WANTED 


(One in a territory) 
For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will get 
more key business by sell- 


” MASTER 
SPEED KEYS 


(ne rubber to wear out) 
Write for our interest- 
ing proposition. 


Speed Key Mfg. Co. , Inc. 
299 Columbus Place 
Brooklyn N.Y 




















ACME 
CHANGEABLE 
SIGNS 


THREES Used in hotel t t 
os sed in hotels, restaurants, 
DECKER clubs, churches and office 
cr! buildings. A style and size 
SP ECIA LS for every purpose. 


Also a complete line of at- 
tractive desk name plates. 





trated cata 


ACME BULLETIN & DIRECTORY BOARD CORP. 
214 E. 37th St., New York, N. Y. 





OFFICE APPLIANCES 





New STEEL SAFE 


Defender 


Most economical SAFE in 
the Country—/ow price 


Seller can make big money giving 
attention fo this proposition 





Inside—15 in. high; 12 wide; 13 deep. Weight 240 lbs. 


Write HILLSBERG CO. Jefferson St., Syracuse, N. Y. 











u-dda- 


Brands 


DUPLICATOR INKS 
DU-WA-CO Duplicating Ink is more than 
just an ink. It is a part of the satisfaction 
in accomplished workmanship in the duplicat- 
ing room, critical endurance in your advertis- 
ing department, and the final analysis of pull- 
ing power in the presentation of your literature. 

Intense color—more copies to the pound— 
doesn’t offset or smudge—approved and in 
use by Army, Navy and other government 
offices, also schools and corporations. We can 
help you extend your sales. Write. 


unham-Udatson 


Manufacturers of Ink Specialties 
rancisco, Calif. — 644 SO. CLARK ST., CHICAGO 





Coast Distributors 














AMERICA’S FASTEST SELLING 


PARCEL POST and OFFICE SCALE! 



















The amazing world-wide pop- 
ularity of the Borg Parcel Post and 
Office Scale has been phenomenal! 
In a few short months it has be- 
come America’s fastest selling Par- 
cel Post and Office Scale! 

Such recognition must be de- 
served. The Borg Parcel Post and 
Office Scale must have everything 
that’s wanted in a scale of this 
type. It makes all other postal 
scales old-fashioned . . . and out 
of date! It can truly be said that 
here is a scale that has made good 
in a day! 


TRUM ae ad a 


MANUFACTURED BY THE SCALE DIVISION 





GEORGE W. BORG CORPORATION - 469 E. OHIO ST. - CHICAGO, ILL. 





Jor Home and Otic 


Use Genuine THE LIOUID 


ERASER FOR 
HA REMOVING 
INK FROM 
PAPER AND 
WHITE CLOTH 








FOR SALE AT 
LEADING STATIONERS 


H. A. INK ERADICATOR CO. 
1707 Zerega Ave. New York. N. Y. 
Cable ““ERADICATOR”™ 
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Easy to put in use 
Safe and Secure 
Quick Reference 


F. B. 


LOOSE LEAF 
HOLDER 


Fastens the transferred sheets in a 
neat, compact binding, easily 
handled and referred to. Accommo- 
dates any size of sheet or distance 
between centers; interchangeable 
posts of various length provide 
capacity to meet your requirements 

r dozen sets, f.0.b., 

$3 50 Yew York. Write fer 

sample and details. 


F. B. Mfg. Co. 


1228 Intervale Ave. 





NEW YORK, N. Y. 











Efficient and economical. 
Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 











Stanley R.Bristow 
24 Central Ave.West Orange.N. J. 








MAKE @2 SALES FOR 1 







Take the dirt out and keep the profit in 
type cleaner sales. That is the Clarotype 
policy It builds repeat type cleaner sales 
It makes all-the-time sales instead of one 
time users 

More than 4,000 dealers are selling Claro 
type They know Clarotype is the one type 


cleaner that doubles profits by building sales 


CLARO-TYPe 


Stock Clarotype Make two type 
cleaner sales tor every one you are 





SUPER ENVELOPE MOISTENER 
Pate Peo eae 6 | For moistening 

ENVELOPES 
STAMPS 
LABELS 


Bonise = Only $300 


Moistens gummed surfaces properly for quick and permanent 
adhesion. Handles every shape and size envelope. Dip-gal- 
vanized rust proof tank. No moving parts to wear out. 


Sole Distributors 


Allyn W. Kellogg Sales Co., Waltham, Mass. 


Mfd. by BETTE 




















Do You Mount Your Own Stencils? 


We can furnish the Backing Sheets, Interleaving 
Sheets, Stencil Cement, Stencil Folder Boxes, Cushion 
Sheets, Glassine and Seals. Price list furnished 
upon request. 


MANUFACTURERS 
DUPLICATOR SUPPLIES 


TECHNY, ILLINOIS 














. . 
Attention to Detail— 
by discerning and critical buyers, is responsible for the constantly in- 
creasing demand for StamperKraft inks, pads, rubber type and other 
marking needs. They want just as much service, attractiveness in ap- 

























Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the —. al- 
ways right side up. No need to hunt 
and fumble to find the place where 
the ring opens, if it’s an Adams ring. 
Here is the simplest, quickest-operat- 
ing and most satisfactory ring ever 
invented for perforated sheets or 
binders of all sorts. Allows binder or 
sheets to -e rr — open at any 
000. %a’’ 1. 1M” point. The enlarged joint, nicely 
= aa pi 3 2 + rounded and smoothed, keeps ring 
: ¢* er - right side up in position to be in- 
Ne. 0, %"" No. 4, 2% stantly unlocked. 
Ne. 6, 3’’ Order through your wholesaler. We also 
manufacture inexpensive loose leaf metals. 





PATENTED 
FER. 17.1920 JAN. 11. 1028 
mov. 6.1923 


Seven Sizes 
Inside Diameters: 














8561 Se. Chieage Ave., 
- Co. Chicago, Illinois 





now making. Take advantage of our pearance, and freedom from irritation in a stamp pad as they do in a 
: free "ny -— 7 der _ new typewriter. That’s why they select StamperKraft. 
a your )o eT or direct rom we 
OAS3 Clarotype Co., Inc 16-C Hudson THE SUPERIOR TYPE COMPANY 
Street, New York City 3940 Ravenswood Ave. Chicago, Illinois 





SPECIAL OFFER!! 


PAYSON'S. 


INDELIBLE INK 


The Most Satisfactory Indelible Ink Made 











Write for attractive 4 color display stand and 
folders supplied free with order of 6 bottles of 
Payson's Indelible Ink—Established 1835. 


PAYSON’S INDELIBLE INK CO. 


Northampton, Mass. 














MANUFACTURER’S 
OPPORTUNITY 


Well Established and Financed 
Sales Organization 


N OW carrying three high quality office appliance 
specialties. Expert mechanical force. Seek addi- 
tional item for sale or service. Direct sales in Metro- 
politan New York and dealer accounts throughout the 
world. Address Box C-112, care Office Appliances, 
1601 Pershing Square Bidg., New York, N. Y. 
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VOCAPHONE 


—the modern inter- 
communicating system 


From a neat Master Station on his 
desk, an executive has only to press a 
button for instant intercommunication 
directly with any one of his depart- 
ments. Extremely sensitive, the mas- 
ter and sub-stations pick up con- 
Easily installed. No versational tones while users pursue 
experience necessary. No their regular duties. 

batteries. Just plug in  1¢ you have a Problem in Sound 


the lighting system (105- 
120 Volts, A C or D C). — Let MILES Solve It 


Write for full information at once EST. 1923 


MILES REPRODUCER CO., INC. N2u‘VOnRK' Ny: 




















YOUR QUESTIONS 
ANSWERED FREE 





A. | 


Subscribers to Office Appliances have free 
access to a competent service bureau which 
is prepared to answer almost any question 
relative to office equipment. 








A considerable number of our readers have 
found that this service in itself is worth 
many times the subscription price. 














The Office Appliance Company, 417 South 
Dearborn Street, Chicago, U.S. A. ::::3:3 























The DEALER 


is the SOLE DISTRIBUTOR of 


RITETYPE 
STENCILS 


your inquiries invited 


STENCILGRAPH CO. 


manufacturers of dry stencils for all 
duplicating machines 


701 S. WELLS ST., CHICAGO 








THE STATIONER’S 


SCRAP | 
BOOK | 


IDEAS | 


PRICE $700 POST FREE 





The most valuable money- 
making volume ever placed i 
before the Stationer Trade 
—Contains nearly 200 hints | 
in connection with every de- | 
partment of your business. | 


Press Comments: 


The book contains some 178 pages of common \ 
sense suggestions for commercial stationers and I 
dealers in office equipment. It is conveniently divided | 





into four sections, as follows: Organization; Adver- 
tising and Publicity; Selling Ideas; Window Display 
and Selling Ideas for Specific Lines. An indew in 
the front of the book classifies the subjects treated 1 
and gives the numbers of the pages where the sta- 
tioner may find suggestions on the particular phase 
of his business that he may be interested in at the 
time. The subjects run all the way from account | 
books to window dressing and are written in such a 
way that the volume is an excellent reference book. 
—Office Appliances. I 


| 

| 

| 

The Scrap Book can be dipped into almost any- | 
where, and useful hints on a wide range of subjects, | 
presented in a very readable form, will be found on 
every page. ii 
—The Newsagent, Bookseller’s Review and ih 
Stationer’s Gazette. (| 


It was a distinctly good idea to bring together 
such a series of approved ideas, and the volume 
should meet with a warm welcome. | 

—The British Printer. | 


A good idea in itself and admirably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers i 


F. W. BRIDGES, Ltp. | 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 
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IN EVERY COUNTRY 


You will find ONE leading office equip- 


ment trade journal of national importance. 


IN 
FRANCE 





First and foremost office equipment maga- 
zine dealing with office and factory manage- 
ment and efficiency is the ideal advertising 
medium for U. S. Manufacturers desiring to 
increase their export trade, particularly with 


FRANCE 
BELGIUM 
SWITZERLAND 
ETC. 


Include ““METHODES” 
vertising appropriation: 
Send for free copy today. 


in your ad- 
It pays. 


METHODES 


27 rue des Petites Ecuries 
Paris X¢ France 





Sell Satisfaction 


in duplicator ink 


ROOCO 


Produces first class results on both 
open and closed drum types of 
stencil duplicators. 
It is well advised economy to use 
this high quality ink. Send for 
samples and prices. 


H. D. ROOSEN Co. 


Brooklyn, N. Y. Chicago 


Factory 
Foot 20th st, °°? S- Clark St. 



















You can Actually Staple 
from 2 sheets up to 
a Pile of Paper 
This Thick (3") 
with the New 


SS y ACME No. 1 


Heavy Duty 
Hand Stapler 
ACME Woe 
STAPLE '‘S 
COMPANY S 


1643-1647 Haddon Ave. 
CAMDEN, N. J. 


THREE STENCH 


To Meet Every 
Duplicator Demand 
























A Complete Line 
and Range of Prices 





Investigate NOW. Drop us acard 
and you will receive samples that will 
convince you that FIBROIN stencils hav. 


more selling points than any other brands 
by @n unconditrone! gueren 


FIORQUN EEE 


409 west aoams street STENCIL VAN JACKSONVILLE, FLORIDA 
PEON SS EEA eS ARERR 


When you are in need of — 


STATIONERS GLASSWARE 
STATIONERS HARDWARE 
STATIONERS CALENDARS 
STATIONERS SPECIALTIES 


Send to 


Frank A. Weeks Mfg. Co. 
311 Broadway New York, N. Y. 











omnes: 
DALLAR @ 108 ANoELES 
. onan @ crvcrenan, 


Fibrom Products ere becked 
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new EASY-PAY PLAN 


OPENS THE DOORS TO NEW 
ROYAL PORTABLE CUSTOMERS 


3 Royal Portable 
models .. . 3 reason- 
able cash prices. Each 
may be sold on 

low monthly terms. 





















Ja 


wf | 
WY, 








Royal’s Installment Selling Plan Builds any Royal Portable they wish. A small down 


Business for Dealers Everywhere payment—and it’s theirs to use. The balance is 
eee ¢ S e 
paid on convenient monthly terms—with only 


‘i. Boon Doe Bi de = : : . ’ 
The Easy Pay Plan provides a way into your a slight carrying charge. 
store—for thousands of people who need Royal 
Portables—who want to own them—but do not 
wish to pay out the full cash amount at once. 


Dealers, just like yourself, in large towns and 
small, are finding the Easy-Pay Plan amazingly 
successful. Write for complete information .. . 

Simple in Practice! Royal Typewriter Company, Inc., 2 Park Ave., 
Under the Easy-Pay Plan, these customers come New York City. Factory: Hartford, Conn. 


direct to you. They know that they can now own 
. 





WITH ROYAL IT’S 


Ihe Easy-Pay Plan is still another example of 
Royal's Policy of Promotion and Protection 
—of thinking always in terms of the dealer. 


















RETAIL 
COMPLETE/ 











